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>) “Use scale on car- 
g- 4 bon paper to 
S/ space letters 
evenly at top and 
bottom.” 













“Stop! You are 
now reaching the 
bottom of the 





ane 











“Keep your hands 
clean. Remove 
carbon paper by 
white scale.” 





“Increase wear 
of carbon paper 
by typing alter- 
nately on line and 
half-line.” 
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§OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


§ No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 


questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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» | a a ay ne RATES 
Bivtted ie in advance, in the 
ited States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign. 
all countries in the Postal 
Union, the equivalent of $3.00 
American id for one year 
and $5.00 for two years. 
mittances may be made by 
7 checks, drafts on 
York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 


FCHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses chan as 
often as desired. In ordering 
such changes it is n 

that both old and new 
dresses be given. 


¥ CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this ie. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless pos 

enclosed by the sender. r- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 


¥F ADVERTISING RATES 
yen per ye — only ar- 
ticles of office —— or 
directly related products 
eligible. 


Y Entered as Second-Clase 
Matter, July 8, 1905, at the 
Postoffice at Chi » Th, 
under Act of March 9. 


7 ‘‘Office Appliances”’ is 
registered in the United 
States Patent Office, Wash- 
ington, D. C. 


FY COPYRIGHT. Contents 
covered by Copyright, 1937, 
by the Office Appliance 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, In .170 
Ace Fastener Corp .134 
Acme Staple Co... 207 
Adams, Henry T., Mfg. Co.208 
Allen Calculators, In« 139 
Allen & Co.... . 205 


Allen-Wales Add. Mch. Cp.207 


All-Steel-Equip. Co 197 
Alma Desk Co 184 
Amer. Manifold Prod. Cp..178 
Amer. Number. Mach. Co..193 
Amer. Writing Mach. Co.. 98 
Ames Supply Company. 153 
Artility Met. Products, Inc.129 
Art Metal Constr. Co.. 117 
Art Steel Co., Inc 146 
Ault & Wiborg C. & R. Co., 
me. coves seaeoeceees 111 
Autopoint Company 183 
B 
Rankers Box Co 106 7 
Barkley, C. L., & Co 190 
Bassick Company . — 
BROS BEER. COrccccccccece 151 
Bentson Mfg. Co 175 
Bickett, L. M., Co 184 
torg, George, Corp 209 
Bridges, F. W., Ltd 210 
Bright Chair Co 188 
Bristow, Stanley R 208 
Browne-Morse Co. .140 
tuckeye Ribb. & Carb. Co.154 
Bushnell, Alvah, Co 191 
c 
Calvert Lamp Co 196 
Cameron, Cal .192 
Cel-U-Dex Corp 208 
Clarotype Co., The 116 
Cloyes Gear Works .208 
Codo Mfg. Corp 192 
Collier-Keyworth Co -- +108 


Columbia Rib. & Carb. Co 72 
Columbia Steel Eq. Co 135 
Cook, H. C., Co .-194 
Copy Papers, Inc .193 
Corona Typewriter cos OO 
Corry-Jamestown Mfg. Cp.171 
Crown Ribbon & Carb. Co.181 
D 
Darnell Corp .196 
Dawn Mfg. Corp., The 189 
Dick, A. B., Co oa 93 
Dictaphone Sales Corp... .130 
Ditto Ine - .179 
Doppelt, Chas., & Co 182 
Dorson Time Instrum. Co.162 
Downey, C. L., Co ..186 
Dunham-Watson Co 211 


Leather Co.201 

Mach. Co. 
Leeetenén bees onstees 126, 138 

Elliott-Fisher, 105, Back Cover 


Ottawa 
Address 


Eagle 
Elliott 


Esleeck Mfg. Co .141 
Esterbrook Steel Pen Co..195 
Evansville Desk Co .201 




















through the journal. 


Fr 
eR ae 127 
Pee Ge, Gn ccccevece 125 
Faultless Caster Corp.....174 
> we De Ciba we hs oc ous 208 
Fibroin Stencil Corp...... 207 
Fox, George E., & Co...... 104 
PUsCCPOGS CB. cccccscces 199 
Fulton Specialty Co.......169 

@ 

Gaylo Mfg. Co....... seckee 
General Duplicator Corp..107 
General Fireproof Co...96, 97 
General Pencil Co.... .114 
Globe-Wernicke Co. ...... 163 
Gram, Geo. B., Gh sesce« okB 
Greater Amer. Stencil Co..211 
CC 159 
Guide System & Supp. Co.112 

x 
H. A. Ink Eradicator Co 208 
Hall-Welter Co...........% 189 
Hanson Scale Co beobe we 192 
Harriman-Welts Prod. Co.206 
Hellesoe, Hans H.........208 
Heyer Corporation 213 
Higgins, Chas. M., & Co...194 
High Point Bd. & Chr. Co.196 
Hotchkiss Sales Co....... 120 
Hunt, C. Howard, Pen Co..185 

I 
Imperial Desk Co 113 
Imperial Mfg. Co . sca@e 
Imperial Methods Co.. .110 
Indiana Desk Co ‘ .191 
Invincible Met. Furn. Co..156 

J 
enaper Chair Ce. ..cccess 124 
Jasper Desk Co 180 
Jasper Office Furn. Co....198 
Jasper Seating Co . 203 
Josephson Mfg. Corp .205 


K 
Kilian Mfg. Corp........ 200 
Koh-I-Noor Pencil Co.. 122 
L 
Lackawanna Leather Co..178 
ittio, A. Ba. BMG... cccece 186 
Loose Leaf Metals Co 204 
Lyon Metal Prod., Inc... . .200 
M 
Majestic Lounge Co...... 155 
Manifold Supplies Co 94 
Markilo Co. ..... , 208 
Markwell Mfg. Co.... 177 
Martens Type Cleaner Co.206 
Mashek, Frank, Co....... 190 
Meilicke Systems, Inc.....177 
Meilink Steel Safe Co.....158 
Melind, Louis, Co........ 207 
Metal Office Furn. Co .148 
Metal Specialties Mfg. Co.204 
Metalstand Co. .....cee. 209 
Methodes veer 211 
Meyer & Wenthe . 206 
Millfred Mfg. Co........ 142 
Milwaukee Chair Co..... 33 
Mimeograph, The ene we 
Mitchell Binder Co.... 196 
Mittag & Volger, Inc.. 145 
Moore Push-Pin Co... .207 
Munson Supply Co.... .192 
Murphy Chair Co.........181 
N 
Nagel-Chase Mfg. Co.....188 
Nat'l Blank Book Co......147 
Nat'l Brief Case Mfg. Co..199 
Nat'l Business Show Co.. .164 
Nat'l Engraving Co. ...206 
Nat'l Office Cushion Co... .203 
Nat'l Vulcanized Fibre Co.195 
Neva-Clog Prods., Inc..131, 2 
New Indiana Chair Co.....191 
Niagara Duplicator Co....144 
°o 
Oxford Filing Supply ¢ .136 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers ot 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have evidence of its proved value. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


In the execution 


It answers by per- 


Subscribers 








They do, however, offer their services in resolving any disagreements which result from relations established 


P 
Pacific Cb. & Rib. Mfg. Co.149 
Parrot Speed Fastener Cp.166 
Peerless Key Co., Inc.....103 
Peerless Steel Eq. Co.185, 189 
Perfect Rub. Seat Cush. Co.199 


Phillips Process Co.. .195 

Progressive Mechanic. Cp.187 

Pronto File Corp.... ooeeeee 

Pwwese CA casucss 197 
Q 

Quality Park Env. Co 109 


Tw. & A. M 
Inc... 


Reliable 
Replogle Globes, 


Cp. . 206 
a 


Rishel, J. K., Furn. Co....202 
Rivet-O Mfg. Co .. 209 
Roberts, Weldon, Rub. Co.121 
Rockwell-Barnes Co eee 
SOGGU, Be Be COia s cccsen 209 
toyal Typewriter Co...... 212 
s 
Sanymetal Products, Inc..202 
Shaw-Walker Company...119 


Pen Co....152 


Sheaffer, W. A.., 


ee, Gu Bie Des ccc ss 180 
Sherman-Manson Mfg. Co.150 
Shipman-Ward Mfg. Co...123 


Smith, Bradner & Co.. ..203 
Smith, L. C., & Cor.Tw.Inc. 95 


Speedex Co., The......... 207 
Speed Key Mfg. Co . 209 
Speed-O-Print Corp 183 
Spencerian Pen Co 137 





Stationers Specialty Corp.175 
Stein Brothers Mfg. Co...165 


St. Johns Table Co.. ..199 
Storms, H. M., Co on ckte 


Sturgis Posture Chair Co..115 


Sundstrand..1095, Back Cover 
Superior Type Co......... 160 
T 
Technygraph, The soekee 
Toledo Metal Furn. Co 187 
Triner Scale & Mfg. Co....204 
Trussell Mfg. Co... ver 


Tubular Specialty Mfg. Co.206 


Turner & Harrison Pen 


eee 209 
Turn-Table Sales Co......211 
U 

Underwood-Elliott-Fisher 
iaiséetaave 105, Back Cover 
U. S. Tw. Rib. Mfg. Co 207 
Vv 
Vail Manufacturing Co....173 
Victor Safe & Eq. Co......206 
Ww 
Wagemaker Co i 00 
SE 
Warshaw Mfg. Co........ 198 
wrommeem,. ©. Bic GBriccecese 2 


Weeks, Frank A., Mfg. Co.209 
Weis Mfg. Co.99, 100, 101, 102 
Wiggins, John B., Co......211 


y 


Yawman & Erbe Mfg. Co..143 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 


Adding Machine Parts 


Ames Supply Co. ......-00-: 153 
Cloyes Gear Works.......... 208 
Shipman-Ward Mfg. Co...... 123 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co. ........ 157 
Smith, Bradner, & Co. ......203 


Adding Machines 


Allen Calculators Inc. ...... 139 
Allen-Wales Add. Mach 

G:  swatasechs cnn seacnes 207 
Sundstrand.....105, Back Cover 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. 
Corp. 
Adding Machines, Rebuilt and wee 
Pruitt Co. 
Reliable re. & A. M. 
Corp. ..... Pe 
Adding Typewriters 
Underwood E. F 
GO. ceccces ces 105, 
Addressing Machines 
Elliott Addressing Mac a 
12 


Back Cover 


a shaseanebeenn ss sanee 138 

Adhesives 
(See Inks, Adhesives, etc.) 

Arch and Clipboards 
Globe-Wernicke Co. ......... 163 
Rockwell-Barnes Co. ........ 157 
Shaw-Walker Co. ........... 119 

Ash Trays, Office 
Nagel-Chase Mfg. Co. ....... 188 

Banker’s Note Cases 
Dee BE a bo nb ecenbacces 146 
General Fireproofing Co... .96, 97 
Globe-Wernicke Co. ......... 163 


Victor Safe & Equip Co..... 208 


Billing Machines 
Underwood E. F. 


Gs wexeanetes 105, Back Cover 

Binders, Catalog and Periodical 

Acco Products, Inc. ......... 7 

Mitchell Binder Co. ......... 196 
Binders, Permanent Storage 

Bankers Box Co. ......... * | 
Binders, String 

Bankers Box Co. ........:. 106, 7 
Blank Books 

National Blank Book Co...... 147 

Rockwell-Barnes Co. ........ 157 
Blotting Paper 

Smith, Bradner, & Co. ...... 203 


Biue Print and Plan File pee: 
All-Steel-Equip. Co. 
Art Metal Construction Co. tt 


Bee TENE GR. cc ctiedccccwes 146 
Browne-Morse Co. .......... 140 
Columbia Steel Equip. Co....135 


Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co...96, 97 


Globe-Wernicke Co. ......... 163 

Shaw-Walker Co., The....... 119 

Yawman and Erbe Mfg. Co...143 
Bond Boxes 

Pf haere 146 

General Fireproofing Co....96, 97 

Globe-Wernicke Co. ......... 163 
Book Cases 

All-Steel-Equip. Co. ........ 197 

Py aoe 184 


Art Metal Construction Co...117 
Browne-Morse Co. 1 
Corry-Jamestown Mfg. wee. .171 


General Fireproofing Co.. .96, 97 

Globe-Wernicke Co. ......... 163 

Shaw-Walker Co. ..........- 119 

Weis Mfg. Co...99, 100, 101, 102 

Yawman and Erbe Mfg. Co...143 
Book Rings 

Adams, Henry T., Mfg. Co...208 
Bookkeeping .. 

Underwood E. F. 

Gesacivdadves rus, Back Cover 

Box Letter Files 

le PT , ditn ok ue wee eeu 146 

Globe-Wernicke Co. ........ 163 

Rockwell-Barnes Co. ........ 57 

Weis Mfg. Co...99, 100, 101, 102 


Brief and Zipper Cases 
Doppelt, Charles, & Co. .... 
Mashek, Frank, Co. . 


-182 
. 190 


without obligation. 


National Brief Case Mfg. Co..199 
1 


Stein Bros. Mfg. Co......... 65 
Business Shows 

Nat’! Business Show Co. ....164 
Calculating Devices 

Meilicke Systems, Inc. ...... 177 

Reliable Tw. & A. M. Corp...206 
Calculating Machines 

Allen Calculators, Inc. ......139 

Allen-Wales Add. & Mch. 

SE. vtinccdeucsnsesneebel 207 
Sundstrand...... 105, Back Cover 


Calculating Machines, Used 
yy FR rere Tr 197 
Reliable Tw. & A. M. Corp. .206 

Carbon Papers 
(See Ribbons and Carbons) 

Card Index Boxes and Trays 
All-Steel-Equip. Co 
Art Metal Construction Co...117 


Bee BG GA, ah. cae cinch ewnss 146 
eee Geek. Bek caewvcses vase 175 
COMOGOM, CB. cocccccesscece 192 


Columbia Steel Equip. Co....135 
Corry-Jamestown Mfg. Corp. .171 


Globe-Wernicke Co. ......... 163 
Guide System & Supply Co...112 
Imperial Methods Co. ....... 110 
Invincible Metal Furn. Co...156 
Metal Office Furn. Co........ 148 
Shaw-Walker Co., The....... 2 
Warshaw Mfg. Co. 900ee ester 

Weis Mfg. Co...99, 100, 101, 102 
Yawman and Erbe Mfg. Co...143 

Cash Boxes 
ah GE GR. ‘so sac castecncs 1 
General Fireproofing Co.,..96, 97 


Casters, Caster Bearings, Slides 


Bassick Company .......... 128 
Desne GH. 01012c00sendes 196 
Faultless Caster Corp. ...... 174 
Kilian Mfg. Corp. ........... 200 
Celluloid Envelopes 
SE WM acne @ obits o aan 208 
Chair Irons 
On Th. vcteaveketeeeede 128 
Collier-Keyworth Co. ........ 108 
Chair Mats 
Bickett, I. M., Co. .ccocesss 184 
Pex, Geo. B.. B&B OO. cesecses 104 
Globe-Wernicke Co. ......... 163 
Shipman-Ward Mfg. Co. ....125 
Chairs 
Artility Metal Products, Inc. .129 
Cammenem, Gea. ccccsvvsccedas 192 
Pane Ge. ocinseowssens 199 
Gages Bee GK sccontscesaa 195 
General Fireproofing Co... .96, 97 
High Point Bending & Chair 
Ck atetitenokdansinensene 196 
Jauper Chair Co. .. .ccccnsess 124 
Jasper Seating Co. .......... 203 
Lyon Metal Products, Inc. ...200 
Majestic Lounge Co. ........ 155 
Milwaukee Chair Co. ........ 133 
Murphy Chair Co. .......... 181 
New Indiana Chair Co. ..... 191 


Sturgis Posture Chair Co. ...115 


Toledo Metal Furn. Co. ..... 187 
Chairs, Folding 
Gees Tee. GAR. ccccsccecetse 195 


Lyon Metal Products, Inc... .200 


Chairs (Posture) 
Artility Metal Products, Inc..129 


PURE OED GR.° 20 0ceesccose 199 
Gagan meee Gs «<cvedccdescics 195 
General Fireproofing Co....96, 97 


High Point Bending & Chair 


Gh seeenccesesuesesecsets 196 
Sanger Geet Gh ccacecnsces 124 
Jasper Seating Co. ......... 203 
Milwaukee Chair Co. ........ 133 
Sturgis Posture Chair Co..... 115 


Toledo Metal Furniture Co. ..187 
Check Protectors and Writers 

Hall-Welter Co. 
Check Protectors & Writers, Used 

PUG Ge secciccsocsceses 197 

Reliable Tw. & A. M. Corp...206 
Checks, Stamped Metal 

Meyer and Wenthe.......... 206 


Coin Bags, Trays and Wrappers 
1 


ae Ge GO. de was eeaenenssa 46 

Downey, C. Bi ek os venacen 186 
Copyholders 

Acco Products, Inc. ......... 170 

Dawn Mfg. Corp., The....... 189 
Costumers 

— Products, Inc..... 202 
Crayo 

Markwell Be: Gs anne caenes 177 
Cushions and <a Chair 

OGENGR, Bs. Bing Gs. coosscere 84 

Fox, Geo. E., & ‘Os cteenbas 104 

National Office Cushion Co. . .203 

Perfect Rubber Seat Cushion 

GH ceéduscpcdanbeges see 199 

Shipman- -Ward Mfg. Co 123 
Cuspidor Mats 

een, Te, Bes GOs epacvesed 184 

Shipman-Ward Mfg. Co....... 123 
Cuspidors 

le Ge lk oi's's 64050 nee see 146 
Dating Stamps 

Amer. Number. Mach. Co..... 193 

Fulton Specialty Co. ........ 169 

Melind, Louis, Co. .......... 207 

Meyer & Wenthe............ 206 

Rivet-O-Mfg. Co. ............ 209 

Superior Type Co. .......... 160 
Desk Bumpers 

Fox, Geo. E., & Co. ........ 104 
Desk Calendar Pads 

Pom, Geo. B., & CO. corcecce 104 

Weeks, Frank A., Mfg. Co...209 
Desk Lamps, Electric 

Calvert Lamp Co. .......... 196 

DG Ss Sb peaccecenves 125 

SSS Ms ME paces accivecs 159 
Desk Pads 

OG, i ie GM ou inscens 184 

Voz, Geo. B., & Co. ...ceee. 104 

Stationers Specialty Cp.......175 
Desk Pending-Letters Holders 

Acco Products, Inc. ......... 170 
Desk Trays 


Art Metal Construction Co...117 
Art Steel Co., Inc. 
Corry-Jamestown Mfg. Corp..171 

10 


Doe, Gee. Bie B GO. cccccdss 
General Fireproofing Co.. .96, 97 
Globe-Wernicke Co. ......... 163 
Imperial Methods Co. ....... Tt 
Shaw-Walker Co. ........... 


Weis Mfg. Co...99, 100, 101, 102 


Yawman & Erbe Mfg. Co .143 
Desk Work Distributors 
AEG TOME Giiccectec cccccces 146 
Bristow, Stanley R. ......... 208 
Globe-Wernicke Co. ......... 163 
Lyon Metal Products, Inc. Po 
Victor Safe & Equip. Co..... 206 
Weis Mfg. Co...99, 100, 101, 102 
Desks 
 §. : err 184 
Art Metal Construction Co...117 
Browne-Morse Co. .......... 140 
COMO, GH 2900s cicicce 192 


Columbia Steel Equip. Co. ..135 
Corry-Jamestown Mfg. Corp.. 171 


Evansville Desk Co. ........ 201 
General Fireproofing Co....96, 97 
Globe-Wernicke Co. ......... 163 
Imperial Desk Co. .......... 113 
Indiana Desk Co. ........... 191 
Invincible Metal Furn. Co... .156 
SONGOR DONE GR: cacncesccves 180 
Jasper Office Furniture Co... .198 


Metal Office Furniture Co....148 


Rishel, J. K., Furniture Co. ..202 

Shaw-Walker Co., The....... od 

Wagener CS, csccisecescis 

Weis Mfg. Co...99, 100, 101, re 

Yawman and Erbe Mfg. Co...143 
Dictation Machines 

Dictaphone Sales Corp. ..... 130 
Duplicating Machines 

 - S SS eee 93 

A, HR: Sidnicnaceckeveed 179 

Elliott Address. Mach. 

Gh saascnsdbescaneew 126, 138 
General Duplicator Corp...... 167 
Heyer Corporation, The...... 213 
Mimeograph, The ........... 93 
Niagara Duplicator Co. ...... 144 


Rivet-O Mfg. Co 
Shipman-Ward Mfg. Co, 


- 123 


Smith, L. C., & Corona Tws. 95 
Speed-O-Print Corporation... .183 
Duplicating Machines, Used 
PUNE GR. cccesnececcscdsese 197 
Duplicating Machine Supplies 
Amer. Manifold Products Cp. .178 
Columbia Rib. & Carb. Co... .172 
Copy Papers, Inc. .......... 193 
DU, Bs Wie Gee cvevccecener 93 
DURGD, ERB. sccciccvercceciibe 179 
Dunham-Watson Co. ........ 211 
Fibroin Stencil Corp. ........ 207 
General Duplicator Corp..... 167 
Greater American Stencil Co..211 
Heyer Corporation, The......213 
Manifold Supplies Co. ....... 94 
Mimeograph, The ........... 93 
Mittag & Volger, Inc. ....... 145 
Niagara Duplicator Co. ...... 144 
Roosen, H. D., Co. ......65. 09 
Shipman-Ward Mfg. “Co. ret 
Smith, L. C., & Corona Tws. 95 
Speed-O-Print Corporation... .183 
Technygraph, The ........... 76 
Victor Safe & Equip. Co. . 206 
Engraving, Copper Plate 
Wiggins, The John B., Co....211 
Envelopes 
Bushnell, Alvah, Co. ..... +» 191 
Globe-Wernicke Co. ......... 163 
Josephson Mfg. Corp. ....... 205 
Quality Park Envelope Co... .109 
Envelopes, Celluloid 
MaFEIRO CO. cccccccsccusceve 208 
Stationers Specialty Cp...... 202 
Eradicators, Ink 
Amer. Manifold Products Cp..178 
H. A. Ink Eradicator Co, ....208 
Heyer Corporation, The...... 213 
Erasers, Rubber 
Weer, BD. Was BOE coveccsocs 127 
Koh-I-Noor Pencil Co. ...... 122 
Roberts, Weldon, Rubber Co. .121 
Exhibitions 
Nat’l Business Show Co. ....164 
Eyelets & Eyelet Fasteners 
Bente Bee GOs os cnoveccree 151 
Markwell Mfg. Co. .......... 177 
Rivet-O-Mfg. Co. .......ss+. 209 
File Boxes, Collapsible Coreeg, 
Bankers Box Co. ......... 106, 7 
Barkley, C. L., & Co. ....... 190 
Globe-Wernicke GR ciscpises 163 
Guide System & Supply Co...112 
Oxford Filing Suppiy Co..... 4 
Pronto File Corp. ........... 
Weis Mfg. Co.. 9, 100, 101, 102 
File Boxes, Metal 
Art Metal Construction Co...117 
ARG Baek Gk oceans: o604sboes 146 
Corry-Jamestown “Mfg. Corp. grt 
Pronto File Corp. ........... 
Rockwell- Seenee Sees 87 
Victor Safe & Equip. Co..... 206 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp. ........... 200 
Filing Cabinets, Metal 
All-Steel-Equip. Co. ........ 197 
Art Metal Construction Co,,.117 
Age HeOEn Gs ans ctsncdviaces 146 
Bentson Mfg. Co. ......5+5+. 175 
Browne-Morse Co. ........++. 140 
Cametem, Cal. iccccces ++ 192 
Columbia Steel a. Co... .135 
Corry-Jamestown Mfg. Corp. .171 
General Fireproofing Co... 96, 97 
Globe-Wernicke Co. ......... 163 
Invincible Metal Furn..Co....156 
Metal Office Furniture Co..... 148 
Peerless Steel Equipment 
GRe ccsesseatahsd noes 185, 189 
Pronto File Corp. ........... 168 
Shaw-Walker Co., The....... 119 
Victor Safe & Equip. OOccee 206 
Yawman and Erbe Mfg. Co...143 
Filing Cabinets, Wood 
Globe-Wernicke Co. ......... 163 
Imperial Methods Co. ....... = 
Wagemaker Co. ............. 
Weis Mfg. Co...99, 100, 101, 103 
Yawman and Erbe Mfg. Co...143 


THE CLASSIFICATIONS 
continued on page 6. 
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THE CLASSIFICATIONS 
continued from page 5 
Filing Supplies 
Acco Products, Inc 7 
Art Metal Construction Co 1! 


Barkley, C. L., & Co. .......190 
Browne-Morse Co 140 
Bushnell, Alvah, Co.... 191 
Cameron, Cal. . , 192 
Corry- Jamestown Mfg Corp. .171 
General Fireproofing Co .96, 97 
Globe-Wernicke Co. ... 163 
Guide System & Supply Co 112 
Imperial Methods Co ..110 
Josephson Mfg. Corp. . 205 
Metal Office Furniture Co....148 
Oxford Filing Supply Co ..136 
Parrot Speed Fastener Corp. .166 
Pronto File Corp. . 168 
Quality Park Envelope Co 109 
Rockwell-Barnes Co oo AST 
Shaw-Walker Co., The coeenee 
Victor Safe & Equip Co... ..206 
Wagemaker Co. ... ...200 
Warshaw Mfg. Co. ... ..198 


Weis Mfg. Co...99, 100, 101, 102 
Yawman and Erbe Mfg. Co 143 


Folders (See Filing Supplies) 


Fountain Pens 
Autopoint Company . 183 


Esterbrook Steel Pen Co 195 
Sheaffer, W. A., Pen Co.....152 
Globes, Geographical 
Replogle Globes, Inc 188 
Gummed Cloth Rings 
Graff, Geo. B., Co , 118 
Warshaw Mfg. Co .198 
Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 204 
index Card Signals 
Cook, H. C., Co ..194 
Graff, Geo. B., Co .-118 
Victor Safe & Equip. Co 206 
Index Tabs 
Barkley, C. L., & Co 190 
Cel-U-Dex Corp oes e- 208 
Globe-Wernicke Co 163 
Guide System & Supply Co..112 
Markilo Co. . secon 
Shaw-Walker Co., The seenne 
Victor Safe & Equip. Co.....206 
Inks, Adhesives, Etc. 
Harriman-Welts Prod. Co 206 
Higgins, Chas. M., & C« ..194 
Melind, Louis, Co TT 
Rivet-O Mfg. Co .209 
Sheaffer, W. A., Pen Mfg. Co.152 
Superior Type Co : 160 
Inkstands 
Weeks, Frank A., Mfg. Co 209 
Leads for Mechanical Pencils. 
Autopoint Company ; 183 
Faber, A. W., Inc ooéke 
Sheaffer, W. A., Pen Co » 158 
Leather Goods 
Doppelt, Charles, & Co 182 
Mashek, Frank, Co 190 
National Brief Case Mfg. Co.199 
Stein Bros. Mfg. Co eee 165 


Leather Upholstered Furniture 
Bright Chair Co 


Jasper Chair Co. .. coceckae 
Majestic Lounge Co ret 
Leathers, Upholstering 
Eagle Ottawa Leather Co... .201 
Lackawanna Leather Co......178 
Letter Trays (See Desk Trays) 
Letterheads 
National Engraving Co. .....206 
Wiggins, The John B., Co....211 
Library Equipment 
All-Steel-Equip. Co «2-197 
Art Metal Construction Co 117 
Art. Steel Co. .. 146 
Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co... .96, 97 
Globe-Wernicke Co ; .. 163 
Shaw-Walker Co., The... 119 
Lockers and Storage Cabinets” 
All-Steel-Equip. Co 197 
Art Metal Construction Co 117 
Art Steel Co ; scconee 
Browne-Morse Co ..140 
Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co....96, 97 
Globe-Wernicke Co see une 
Invincible Metal Furn. Co... .156 
Lyon Metal Products, Inc 200 
Metal Office Furniture Co 148 
Shaw-Walker Co., The ..119 


Yawman and Erbe Mfg. Co...143 
Loose Leaf Books and Systems 


Adams, Henry T., Mfg. Co...208 
F. B. Mfg. Co oe 808 
National Blank Book GO. seesnee 


The C. E., Co....180 
.182 


Sheppard, 
Trussell Mfg. Co. ...... 
Loose Leaf Envelopes, Celluloid 
Markilo Co. ... 208 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co...208 
vedas 204 


Loose Leaf Metals Co 


Mail Distributors 


Bristow, Stanley R. ......... 208 

Globe-Wernicke Co Terre. 

Victor Safe & Equip. Co.....206 
Maps 

Replogle Globes, Inc 188 
Map Tacks 

Graff, George B., Co ..118 

Moore Push-Pin Co. ........ 207 
Matched Office Suites 

Art Metal Construction Co...117 

General Fireproofing Co... .96, 97 

Globe-Wernicke Co o's 163 
Memorandum Books 

National Blank Book Co.....147 

Rockwell-Barnes Co er 

EE Se, ER, oc ces cenac< 182 
Memorandum Devices 

Bates Mfg. Co teeeeenes | i | 

Bristow, Stanley R. asteuee 
Mending Tape 

Warshaw Mfg. Co. .......... 198 
Moisteners 

Metal Specialties Mfg. Co... .204 

Rivet-O Mfg. Co. ..........-209 
Numbering Machines 

American Numbering Mach 

GE, ceesceneuceeecsececées 193 

GND Bee, GG od cacccsccess 151 
Office Partitions and eens 

Globe-Wernicke Co. ... 1 
Pads, Figuring 

National Blank Book Co..... 147 

Rockwell-Barnes Co. ........ 157 
Paper 

Esleeck Mfg. Co . 141 

Rockwell-Barnes Co. .. .-1L7 

Smith, Bradner, & Co . 203 
Paper Clamps 

Acco Products, Inc. ......... 170 

Esterbrook Steel Pen Mfg. Co.195 

Hunt, C. Howard, Pen Co....185 
Paper Clips 

Acco Products, Inc. ......... 170 

Cook, H Cc > Co eseees 194 

Fulton Specialty Co. ...... 169 

Graff, George R., Co. ....... 118 

Josephson Mfg. Corp oe ee 305 

Parrot Speed Fastener C orp. . 166 

Vail Manufacturing Co. ..... 173 
Paper Fastening Machines 

Ace Fastener Corp .18 

Acme Staple Co. ...........- 207 

Eeeee He, GR cecccecuceses 151 

CUSTOM, GE, cccccccccccsce 192 

Hotchkiss Sales Co. ......... 120 

Markwell Mfg. Co. ..........177 

Neva-Clog Products, Inc...131, 2 

Parrot Speed Fastener Corp. .166 

Progressive Mechanical Cp...187 

Victor Safe & Equip. Co.....206 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 

Graff, George B., Co. ....... 118 

Hunt, C. Howard, Pen Co....185 

Koh-I-Noor Pencil Co 122 
Pencils, Wood Cased Lead 

Faber, A. W., Inc Sr 


General Penc il Co 

Koh-I-Noor Pencil Co 
Pencils, Mechanical 

Autopoint Company 

Esterbrook Steel Pen Co 

Sheaffer, W. A., Pen Mfg. Co 
Pens 

Esterbrook Steel Pen Co . 

Hunt, C. Howard, Pen Co.... 

Spencerian Pen Co 

Turner & 
Picture Hooks 


Harrison Pen Co...2 


Moore Push-Pin Co. ......... 207 
Pins and Pin Containers 

Vail Manufacturing Co. ..... 173 
Platens, Typewriter 

American Writing Mach. Co.. 98 

DUNGS DENT GO. ccccccecess 153 

Shipman-Ward Mfg. Co .123 
Postal Scales 

Borg, George, Corp. ........209 

Hanson Scale Co. ..........- 192 

Shipman-Ward Mfg. Co...... 123 

Triner Scale & Mfg. Co...... 204 
Price & Sign Markers 

Hellesoe, Hans H. .......... 208 

Superior Type Co. ....... 160 
Publishers 

Bridges, F. W., Ltd. ........; 210 

DD <sceguuce ce eneeesus 211 
Punches 

Acco Products, Inc. ......... 170 

en De, GO, adccrenesoecaqe 151 

Globe-Wernicke Co. ......... 163 

Mitchell Binder Co. . 196 

National Blank Book Co 147 
Push Pins 

Moore Push-Pin Co. ........ 207 
Ribbons and Carbons 

Been Gs Gh cw ceces . 205 

Amer. Manifold Supplies c p 17 


Ames Supply Co. ........... 153 
Ault & Wiborg C. & R. Co...111 
Buckeye Ribbon & Carbon Co.154 
Codo Mfg. Corp. ............ 192 

ro 


Columbia R. & C. Mfg. Co...172 
Crown Ribbon & Carb. Co...181 


Imperial Mfg. Co. .......... 161 
Bittle, A. P., TRG. .ccccccees 186 
Manifold Supplies Co. ...... 94 
Mittag & Volger, Inc. ....... 145 


Pacific Carbon & Ribbon Co. .149 


Phillips Process Co. ........ 195 
Royal Typewr. Co., Inc. ..... 212 
Shipman-Ward Mfg. Co. ..... 123 
Smith, L. C., & Corona Tws.. 95 
Spencerian Pen Co........... 137 
Stocme, BH. M., Co. ..ccccoss 176 
Underwood, 
. De ssccnges 105, Back Cover 
o. & Typewriter Rib. Mfg 
ion dedtwehensescnneg ae 
Webster, PR. Big GR ccccccecs 2 
Rubber Bands r 
Faber, A. W., IMC. ....cecees 27 
Shipman-W ard Mfg. Co. ....123 
Rubber Stamps ¥ 
Melind, Louis, Co sl 
Meyer & Wenthe............206 
Rubber Type Outfits 
Fulton Specialty Co. ........ 169 
Hellesoe, Hans H. .......... 208 
Safes = 
Art Metal Construction Co...117 


General Fireproofing Co...96, 97 

Globe-Wernicke Co. ........ 163 

Meilink Steel Safe Co....... 158 

Shaw-Walker Co., The...... 119 

Victor Safe & Equip. Co.....206 

Yawman and Erbe Mfg. Co...143 
Scrapbooks 


Globe-Wernicke Co. ........ 163 

Weis Mfg. Co..99, 100, 101, 102 
Secretary Desks 

Art Metal Construction Co...117 


General Fireproofing Co...96, 97 

Globe-Wernicke Co. ........ 163 
Shelving 

All-Steel-Equip. Co. ........ 197 


Art Metal Construction Co...117 
BEG Te Giicccccecocessevs 146 
Browne-Morse Co 


Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co...96, 97 
Globe-Wernicke Co. ........ 163 
Invincible Metal Furn. Co... .156 
Lyon Metal Products, Inc... .200 
Smoking Stands, Office 
Nagel-Chase Mfg. Co........ 188 
Stamp Pads 
re See, GeAsecccscocedes 151 
Fulton Specialty Co......... 169 
re Cie. .  caeee 6 ed 207 
Meyer & Wenthe............ 206 
ee? Bee. Giheoccecescens 209 
Rockwell-Barnes Co. ........ 157 
Superior Type Co........... 160 
Victor Safe & Equip. Co... ..206 
Stands for Office Machines 
All-Steel-Equip. Co. ........ 197 
BS Te Wa cccaceewacnces 146 


Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co...96, 97 


Globe-Wernicke Co. ........ 163 
PEGS GA, cccccsocesecs 209 
Pees GE ecaudcccecccesess 197 
Sherman-Manson Mfg. Co....150 
Shipman-Ward Mfg. Co...... 123 
Sturgis Posture Chair Co....115 


Toledo Metal Furniture Co...187 
Tubular Specialty Mfg. Co...206 
Staple Extractors 


Ace Fastener Corp........... 134 
Markwell Mfg. Co........... 177 
Staples and Stapling Machines 
Ace Fastener Corp.......... 134 
Acme Staple Co.........c00% 207 
Ce, Gels crccsonsoceds 192 
Hotchkiss Sales Co.......... 120 
Markwell Mfg. Co........... 177 


Neva-Clog Products, Inc..131, 2 

Parrot Speed Fastener Corp. .166 

Vail Manufacturing Co...... 173 
Stationery, Engraved, Lithogr. 
“Wiggins, The John B., Co....211 
Stationery, Wholesale 


Weeks, Frank A., Mfg. Co... .209 


Stenographers’ Note Books 


National Blank Book Co.....147 


Rockwell-Barnes Co. ....... 157 
Storage and Transfer Cases 
All-Steel-Equip. Co. ........ 197 
Art Metal Construction Co...117 
DFO BOGE GOiiac cccccccencses 146 
Bankers Box Co.......... 106, 7 
Barkley, C. L., & Co....... 190 
ees Beet. GD. . ciccvsacas 175 
Browne-Morse Co. ........- 140 
Columbia Steel Equip. Co... .135 


Corry-Jamestown Mfg. Corp..171 
General Fireproofing Co...96, 97 





OFFICE APPLIANCES 


Globe-Wernicke Co 
Guide System & Supply Co...112 
Imperial Methods Co.......-. 110 
Invincible Metal Furn. Co... .156 
Metal Office Furniture Co....148 
Oxford Filing Supply Co... ..136 
Peerless Steel ae Co . 


Ce eceesesesecessccece 89 
Pronto File Corp..........-- 168 
Rockwell-Barnes Co. ....... 157 
Shaw-Walker Co., The....... 119 


Weis Mfg. Co..99, 100, 101, 102 
Yawman and Erbe Mfg. Co...143 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co.......158 
Wes GE, Meweccccinees ooemee 
Swinging Typewriter Stands 
Globe-Wernicke Co 63 
Weis Mfg. Co..99, 100, 101, 102 


Tables 
Art Metal Construction Co...117 
i EE ids nockuseesccess 146 
Browne-Morse Co. ...... .140 


Corry-Jamestown Mfg Corp. 171 


General Fireproofing Co...96, 97 
Globe-Wernicke Co. ........ 163 
Lyon Metal Products, Inc... .200 
Shaw-Walker Co., The...... 119 
St. Johns Table Co.......... 199 
Telephone Accessories 
[i iin ontevccts «ae 151 
Meilicke Systems, Inc....... 177 
i Pe, Giiscescsouses 142 
Meee Ce., TRO. .ccccccecs 207 
Victor Safe & Equip. Co....206 
Telephone Stands . 
Art Metal Construction Co...117 
Ge Te Wins 6.6: cucesaccees 146 


General Fireproofing Co...96, 97 


Globe-Wernicke Co. ........ 163 
Shaw-Walker Co. ........... 119 
Yawman and Erbe Mfg. Co...143 
Thumb Tacks , 
Graff, George B., Co....... 118 
Moore Push-Pin Co..........207 
Vail Manufacturing Co oceseee 


Time Clocks and Recorders 
Dorson Time Instrument Co. .162 
Type, Typewriter 
American Writing Machine Co. 98 
Ames Supply Co.... oo ASS 
Shipman-Ward Mfg. Co......123 
Typewriter Cleaning Material 
American Writing Machine Co. 98 


Clarotype Co. .... ..-116 
Martens Type Cle aner Co... . 206 
Mittag & Volger, Inc.. 145 


Parrot Speed Fastener C ‘orp. . 166 


Rivet-O Mfg. Co.............209 
Shipman-Ward Mfg. Co cockee 
Wee, Be Big Ghiwccccccce 2 


Typewriter Cushion Keys 
Munson Supply Co.......... 192 
Parrot Speed Fastener Corp..166 


a 9 2. arta 103 
Shipman-Ward Mfg. Co...... 123 
Speed Key Mfg. Co.......... 209 
Typewriter Cushion Knobs 
and Bases 
American Writing Machine Co. 98 
Ames Supply Co.............153 
OR, Be. Bing OBisicccececic 184 
Fox, Geo. E., & Sk satcaccdée 104 
Peerless ins 00% Soa% 103 
Shipman-Ward Mfg ree 
Typewriter Display Tables 
Turn-Table Sales Co.........211 


Typewriter Parts and Tools 
American Writing Machine Co. 98 


Ames Supply Co...... TT 

Shipman-Ward Mfg. Co......123 
Typewriters, Mfrs. of 

Corona Typewriter ......... 95 

Royal Typewriter Co........ 212 

Smith, L. C., & Corona Tws. 95 


Underwood, E. F.105, Back C over 
Typewriters, Rebuilt and Used 

American Writing Machine Co. 98 

 . 2 SRR ieiepepeee aay 197 

Reliable Tw. & A. M Corp. . . 206 

Shipman-Ward Mfg. Co......123 
Visible Systems Equipment 

Art Metal Construction Co...117 


Globe-Wernicke Co. ........ 163 
National Blank Book Co.....147 
Shaw-Walker Co. ... svarkl® 
Sheppard, C. E., Co......... 180 
Victor Safe & Equip. Co.....206 


Yawman and Erbe Mfg. Co...143 
Waste Baskets . 
en, wenn ueees adhe 146 


OY Ee 192 
Corry-Jamestown Mfg. Corp..171 
as SE Mice GP Gin caccwes 104 


General Fireproofing Co...96, 97 
Globe-Wernicke Co. ........ 163 
Metal Office Furniture Co... .148 
National Vulcanized Fibre Co.195 


Shaw-Walker Co., The....... 119 
Work Distributors 
POR, GOO, Mis B GOs ccccccccs 104 








JANUARY, 1937 


WANTS AND tOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 
WANTED—STENCIL PAPER FOR DUPLICATORS— 
EXECUTIVE POSITION ABROAD AND 
14 CONSECUTIVE YEARS WITH 
LEADING FIRMS IN MANUFACTURING, PRODUCTION CONTROL, 
SCIENTIFIC RESEARCH AND DEVELOPMENT OF NITRO-CELLU- 
LOSE AND PROTEIN STENCIL PAPER AND ALL ALLIED PROD- 
UCTS, THOROUGHLY FAMILIAR WITH METHODS AND PROCESSES 
INVOLVED, AS WELL AS MACHINERY REQUIRED FOR PRODUC- 
TION. DEFINITE IDEAS ABOUT ADDRESSOGRAPH STENCILS. 
EXPERIENCE IN MANUFACTURING OF CARBON PAPER. AD- 
DRESS A-123, CARE OFFICE APPLIANCES, CHICAGO. 
CAPABLE STATIONERY MAN with fine record desires connection with 
responsible retailer. For last eight years assistant to manager of largest 
stationery and office equipment company in a group of counties. Fully 
equipped for selling, pricing, displays, also installation and service work 
on steel shelving, counters and lockers. Well grounded in accounting. 
Familiar with principal loose leaf lines. Prefers connection in eastern 
part of the United States. Address A-124, care Office Appliances, Chi- 
cago. 
FILING EQUIPMENT SALESMAN, PRODUCER and manager desires to 
return to industry after few years in other fields. Has excellent record 
in files, also shelving, desks and related lines. Will travel for manu- 
facturer, operate branch office or manage furniture department for es- 
tablished retailer. In any connection will expect to do active creative 
selling. A demonstrated producer. Interested in furniture, filing sup- 
plies or other office lines sold through dealers. Address A-125, care 
Office Appliances, Chicago. 
TRAVELING SALESMAN AVAILABLE—Twenty-two years experience 
selling office supplies and equipment, seeks opening as manufacturer's 
salesman to call upon retail dealers, competent to help dealers in their 
own sales work. Ready for opening on receipt of letter. 43 years of 
age, married. Prefer middle west, first class references. Address A-126, 
eare Office Appliances, Chicago. 
ALL AROUND MAN, mechanic, salesman. 12 years’ experience Smith, 
Monroe, Underwood, Sundstrand, ete. A good knowledge of commer- 
cial stationery. Will co anywhere. Address A-1°27, care Office Ap- 
pliances, Chicago. 
MECHANIC WANTS POSITION—Over 15 years’ experience as outsick 
man also inside and combination, Can repair or sell any make of type 
writer. Also have knowledge of adding machines. Can furnish tools— 
married. Address A-128, care Office Appliances, Chicago. 
YOUNG MAN with 20 years’ experience in stationery and office sup 
plies, desires inside position. Will go anywhere in U. S. Can give ex 
cellent reference. Address A-129, care Office Appliances, Chicago. 


SITUATION 
CHEMIST, 43 YEARS OLD, 
IN U. S. A., EXPERIENCE OF 


SALESMEN WANTED 


WANTED 

AGENCY SUPERVISORS—AGENCY SALESMEN—DIRECT SALESMEN 
Postindex sales are increasing due to a rapidly expanding market and 
to demonstrably superior features in the product. . The Postindex Divi- 
sion of Art Metal Construction Company, Jamestown, New York, has 
several openings in its sales organization, and will welcome correspond- 
ence from men with visible record or system selling experience, or those 
who think they might qualify. We pay salary and expenses for travelers 
and salary plus commission to branch salesmen. Several of our agents 
also have openings for men whom we will train at our expense. Apply 
by letter only, and let your letter tell a complete story of your experi- 
ence, with photograph if possible. Address THE POSTINDEX COM- 
PANY, Jamestown, N. Y. 


SALESMAN WANTED—Prefer man not over 35 to manage school sup- 
plies department. Must have had successful sales record selling direct 
to schools and have a thorough knowledge of school requirements, in- 
cluding desks, chairs, blackboards, globes, playground equipment, ete., 
but not school books. Only man with high class ability need apply. 
Address N-14°2, care Office Appliances, Chicago. 


SALESMAN THOROUGHLY EXPERIENCED on L. C. Smith is wanted 
by well established typewriter business in southwestern city. A good 
salary and commission proposition for the right man. City is enter- 
prising, has mild and healthful climate. A desirable opening for some 
one with necessary qualifications. Address N-138, care Office Appliances, 
Chicago. 

BANK SUPPLY dealers and salesmen. Several southern and eastern 
states open. Sell our complete line of stock and special, bound and 
loose leaf bank records to country banks, also county records. Write 
fully stating experience and territory. The Fred Proctor Company, 
Cincinnati. 

RIBBON AND CARBON SALESMAN with wholesale following among 
dealers and stationers in Southern States, wanted by leading manufac- 
turer. Address N-140, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 
Sales Organization Available in Detroit 
DETROIT 


in adding 


MICH., sales organization of specialty salesmen experienced 
caleulating and billing machines, visible filing 
headed by a man with 
national office appliance experience, is open for one line offering suffi- 
Our plan will 
with re- 
large industrial concerns 
Buick, Kelvinator, ete., on a par with larger 
Straight commission basis, 
payable semi-monthly on all orders delivered in the previous period. 
Manu- 
facturer to furnish demonstrating equipment, sales paraphernalia and 
advertising literature. Address A-130, care Office Appliances, Chicago. 


bookkeeping 
equipment, loose leaf and other office lines, 
cient sales volume, or two or three non-competing lines, 
enable the smaller manufacturer having meritorious product 
peat possibilities to introduce his line into 
such as Ford, Chevrolet, 
or stronger competitors. Compensation: 


We to defray all branch office, traveling and selling expenses. 


CHICAGO SALES ORGANIZATION, long established, composed of high 
grade experienced Office Appliance men, desires to contact makers of 
good specialties or lines. Please write fully. A-131, care Office Ap- 
pliances, Chicago. 

MANUFACTURER OF NEW DESK ACCESSORY is in 


a position to 


handle a non-competing line in Chicago and vicinity or a group of 
middle western states. 
Chicago area more than twenty years for leading manufacturer. 
and favorably known by dealers in the territory. 
Office Appliances, Chicago. 


Prior to establishing own business worked the 
Well 
Address A-132, care 


eight cents a word, minimum charge, $1.60. 


MANUFACTURERS’ REPRESENTATIVE selling leather goods, desk 
pads, and related articles in New York City and vicinity has capacity 
for one additional line to go to commercial stationers. Maintains office 
and display room. In a position to warehouse if that seems advisable. 
Address A-133, care of Office Appliances, Chicago. : 
MANUFACTURER AND SALES AGENT with warehouse in San Fran- 
cisco is equipped to handle an additional stationery or office supply 
line. Covers west coast territory thoroughly and frequently. Business 
established for many years. Will consider any article of merit sold 
through stationery stores. Address A-134, care Office Appliances, Chi- 
cago, 

I WANT TO REPRESENT a progressive, reliable mamufacturer of some 
office equipment specialty in Chicago territory—consumer basis. A 
college graduate with ten years’ experience in this field. Have led sales 
force in volume in two previous connections. Interested only in per- 
manent, high-grade proposition. Address A-135, care Office Appliances, 
Chicago. 





REPRESENTATIVES WANTED ¥ ; mi 
IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
writer Specialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address N-141, care Office Appliances, Chicago. park 
CHICAGO REPRESENTATIVE WANTED by manufacturer of office and 
school chairs. Must be some one who is thoroughly acquainted with 
the dealers and capable of producing satisfactory results. Give com- 
plete information including lines handled, age, experience and other per- 
tinent information including references. Fine opportunity for prop- 
erly equipped representative to build an enduring business on a good 
line which sells at moderate prices. Address N-139, care Office Ap- 
pliances, Chicago. : 
REPRESENTATIVE WANTED to sell wood desks and chairs to the 
trade in Virginia, West Virginia, North and South Carolina, Alabama, 
Mississippi, Tennessee and Kentucky. Prefer some one who is experi- 
enced, industrious, reliable and well acquainted with office furniture 
dealers in southern states. An excellent opportunity for salesman with 
proper background. Address N-143, care Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


For Sale, well established and profitable stationery and office supply 
business in small but enterprising city in a prosperous western state. 
In present location forty years, present ownership twenty-five years. 
Carries good inventory of stationery lines, attractive volume of printing. 
Sells typewriters and other equipment without necessity of carrying 
stock. Will sell for inventory. Health of member of family is only 
reason for decision to offer business for sale. An unusual opportunity 
for a man with capital and experience to acquire a profitable business 
without paying a penny for good will. Address N-144, care Office Ap- 
pliances, Chicago. —~ 
OFFICE EQUIPMENT DEALERSHIPS available. Three definite op- 
portunities exist for enterprising stationery man to build up profitable 
office equipment business of his own in the Pacific Northwest. In two 
cases the proposition would involve starting new with the assurance of 
several good office furniture agencies. The third would involve the 
purchase of an established business. Each of the sug ted new busi- 
nesses would require a capital of $3500 to $5000 for efficient operation. 
To acquire the established business, which is in a large city, an invest- 
ment of $8000 to $10,000 would be required. In each case a definite 
market is ready. For further information address N-145, care Office 
Appliances, Chicago. ? 

FOR SALE. OLD ESTABLISHED AND SUCCESSFUL typewriter and 
office machipves business in large city, between New York and Chicago. 
Fine opportunity to go into business, or establish a branch office. 
Around 1,000,000 population in county, and only a small number of 
typewriter exchanges. Room for a dozen more. Other interests reason 
for selling. Write N-146, care Office Appliances, Chicago. 


Established Office Supply and Machine Business located in a thrifty 
city in Michigan. Wonderful possibilities for the right party. Address 
N-147, care Office Appliances, Chicago. 

; ___SALES LETTERS Pe ~ tee 
LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M, Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 


PEN REPAIRING 


’ ot ‘FOUNTAIN a aaa 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 
Standard prices—regular trade discount. All work guaranteed. Prompt 
service. Send all makes to one place—saves postage and time. Send 
a trial package today. Welty Pen & Repair Co., 38 8. State St., Chicago. 





ADDING MACHINE PARTS, TYPE, ETC. 








‘37-38 YEAR TYPE—SPECIAL CHARACTER TYPE made to order 
—Orders filled promptly—Send your old type with order—Adding Ma- 
chine Parts—Keytops—Adding Machine Ribbons, I. A. Dehn, Jr., 1450 
102nd Ave., Oakland, Calif. 








P pies FOR SALE AND WANTED TO BUY ak py 
ELLIOTT FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Addressographs—bought and sold. Chicago Office Appliance 
Co., 533 8. Dearborn, Chicago, ba a Sean aba 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters, and all office machines bought 
and _ sold. Teeter-Warsh Co.., 309 Ww. Kilbourn Ave., Milwaukee, Wis. 
ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin. MES ited: near 
Burroughs, Duplexes, Moon Hopkins, Bookkeeping Machines, Elliott 
Fisher, Underwood Bookkeepers, Wide Carriage Typewriters—bought and 
sold. Moonhopkins Celluloid Keycards. Write for prices. Fort Pitt 
Typewriter, 644 Liberty Avenue, Pittsburgh, Pa. ke 
BURROUGHS ADDING MACHINES—200 Class—three-column keyboard, 
four-column total. Suitable for servicing for sale, but worth the low 
price we ask even if used for parts. Win B. Phillips, Box 183, Oak- 
land, California. aay aS rial 
“BURROUGHS MOTORS” Complete with transmission, Universal and 
AC for all style machines. Adding Machine Sales & Service Co., 1004 
Superior Ave., Cleveland, QO. 0 beat . 
FOR SALE AND WANTED TO BUY, continued page 8. 
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FOR SALE AND WANTED TO BUY, continued from page 7. 


ADDRESSOGRAPHS, Duplic ~ators, . Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Ci Circular. Pruitt, 527 Pruitt Bidg., Chicago. 


DICTAPHONES, Fdiphones—We la 





are largest dealers rebuilt dictating 
Specialists for twelve years——Rock bottom prices 
—Tremendous stock ‘all models! Also manufacturers ‘Stentor’ Proc- 
essed record. Agents’ territories open. Write us for available pro- 
tected territories. Dictating Machine & Record Corp., 156 East 42nd 
Street, New York City. el _ 
DICTAPHONES, EDIPHONES, SUPPLIES — headquarters — machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 1 19 5. V Wells St., Chicago. 


MULTIGRAPH RIBBONS re-manufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 











~~ Duplicator inks and type- 
Write us, save money. 





OFFICE APPLIANCES 


SAFES—National—renewed 26x18x18”" $22.00 each in lots of six or 
more while they last. Inquiries for other sizes invited. 700 renewed 
safes on hand. Acme Safe Co., 216 Centre St., New York City. 


VISIRLE FQUIPMENT bought and sold—-Kardex, Acme, Postindex, 
ete —1000 “6x20 Acme panels for flexoline or tubes, 1000 “5x20 


1000 “8x24 IVI panels with channels, all at 
attention to dealers and detailed information fur 
401 Broadway, New York. 


Several Acme 12 tray olive | green cabinets for 5 x 8 cards. 
Rudolf Geiser, 214 8S. Richter St., San 


Kardex duplex panels, 
$1.00 each. vecial 
nished. Commercial Card System Co., 
WANTED: 
Must be in good condition. 
Antonio, Texas. 


CASH for New or Used Office Equipment and Furniture—such as 
Kardex, Acme, Visible Cabinets and Equipment, Steel Files, Portable 
Typewriters, Adding Machines, Calculators, Comptometers. Send par- 
ticulars. ELMAN’'S 308-OA West Madison, Chicago. 











EXPORT STATISTICS BY THE UNITED STATES DEPARTMENT OF COMMERCE 


United States Exports of Typewriters—October, 1936 





























7770 7772 7774 7775 
Standard Portable Used and Type 
typewriters, typewriters, rebuilt writer 
new. new. typewriters. parts 
Countries, No. Value. No. Value. No. Value. Value. 
Austria ......... «os &8F § 3,715 230 $ 5,308 25 $ 625 $ 168 
Azores and Madeira 
Islands ...... see ; 262 4 177 cece tees 
Belgium ...... : - 370 18,267 250 8,022 142 871 
Czechoslovakia «see 816 13,971 217 6,262 173 42 133 
Denmark ... eee i4 3,224 1 40 eees esee 1,009 
Estonia 5 1,043 10 257 ens cece ecee 
Finland ” 6,361 82 2,364 3 lll ones 
France . 237 5,745 612 15,562 668 23,959 1,905 
Germany e ec sees 3 142 cess eeee eees 
Greece .... ceccee 10 636 16 482 eses eeee 13 
Hungary ee e008 - owns oan 43 1,130 cece 
Irish Free_ State. . ee 63 4.580 8 , 10 348 smn 
| eee ° 186 9,002 186 ee ° 195 
nD  sesceses 1 76 1 oes 
Lithuanja .... 1 75 13 3 
Malta, Gozo, and 
Cyprus ....s.. sec , ee 16 3 TT 
Netherlands ....... - 131 9,973 3x80 9,73 102 638 
Norway ..... «+» 270 16,664 271 7 37 196 
Poland and "Danzig eee 67 4,362 370 8 T 639 
Portugal sdeseteosess 3,872 70 3 65 75 
Rumania . seve 18 1,580 pee es ee 25 
U. 8. 8. R. *(Russia) ° 27 2,177 25 1,054 cose ose 40 
Sweden ........ esses 274 18,490 361 11,050 73 2,902 1,038 
Switzerland ...... . - 221 15,246 510 16,471 26 1,024 438 
Albania .......665. eevee : sess eens ese 52 eses 
United Kingdom........1,359 85,815 1,058 530 13,967 11,317 
BUETED cocccceccccce 3 205 15 - sece ose 
Canada one . nee 47 3,226 238 ,073 578 15,601 80,007 
British Honduras 3 212 eces : 1 38 6 
Costa Rica...... : . ; 254 10 01 eeee ese 
Guatemala ...  - 1,180 7 250 006s v8 
Honduras ..... 15 1,199 1 40 y 
Nicaragua ... 33 1,719 18 — sees cece 
Panama ..... 108 6,876 15 13 460 241 
Salvador ..... - 23 1,456 16 pe cece 21 
Mexico ... «+1278 77,876 Slv 102 13 1,012 
Newfoundland and 
Labrador ; 1 75 7 190 6 
Bermuda .. : 2 187 2 59 
Barbados ” 150 1 27 » 
Jamaica .. 8 600 7 24 oes eees eeee 
Trinidad and Tobago 21 1,711 2 81 1 44 19 
Other British West 
ED esasecce oeene 2 156 1 22 4 161 o2se 
Cuba . a 4,822 85 2,901 8 369 700 
Dominican Republic. 5 wo cane : ecee ccce eoee 
Netherland West Indies. i 8 12 ié con hese 103 
French West Indies. 12 883 l w seen ouns cscs 
Haiti, Republic of 13 yo7 4 130 1 48 T 
Argentina ..... «+++ 570 43,003 613 20,725 155 4,995 1,201 
EEE coececcececes : 19 1,654 33 1,002 pees esas 
Brazil ........ «sees 415 28,733 469 «8=616, 697 48 1,805 373 
Se ene sl 5,113 75 2.508 16 x40 39 
Colombia 186 12,361 140 4,434 2 o4 176 
Keuador 12 804 20 596 2 80 cece 
British Guiana e 4 293 5 179 . 
Surinam . 4 215 3 73 _ eece 
French Guiana. 2 121 ° : 1 30 cose 
POPU .ccces ee 127 8.493 91 2.96 49 1,751 36 
Uruguay : 129 8.388 41 1,187 30 1,161 104 
Venezuela . » 5.791 160 4,686 12 545 106 
Aden .... 4 300 4 160 naeia anes ses 
Saudi Arabia.... ‘ : 7 195 2 83 cece 
British India soe Se if 1.488 34,125 20 8,979 3,015 
British Malaya 97 OS 11,124 357 
Gun enccee . iaien 8 1 960 115 
China ..... . & 1 683 27 1,177 45 
Netherland India 196 257 8,186 ° 184 
French Indo-China . 25 72 a) 261 ee eece ° 
Hong Kong.... ‘ ] 6y 7 252 se 600 ecee 
errr ee eo 6 555 9 262 a ' 113 
JOPAM 2 ncn ccnns a. 7,210 65 1,906 108 4,038 557 
Kwantung eee sees 13 975 6 180 soot eees ees 
Palestine ..... eee 16 1,208 23 725 oase eece 97 
Iran .... eee oes 10 &32 . , ota eeee 
Philippine Islands 238 16,661 246 8,847 193 5,991 348 
Siam ...... , . 46 q 1 41 ecee cece ee 
GEER cooce ” 87 8 228 2 69 2 
Turkey ...... . 60 4,188 228 5,610 22 
Other Asia.. , 4 204 . e200 
Australia ... -. 532 27,426 24 4,202 2,834 
British Oceania 1 110 ees cece 
French Oceania 3 150 2 51 — ages 
New Zealand 64 4412 58 1,744 8 363 320 
Ethiopia ...... ee 17 726 es cece cose 
Belgian Congo.. = : oe ee 3 80 eese 
British East Africa..... a4 1,870 6 157 esse cess 35 
Union of South Africa.. 376 25,831 305 8,790 185 7,129 364 
Other British South 
BERBER cccccccceccccce 5 383 3 108 cece avet cece 
Gold Coast. ........seee5 « 3 42 s08 
Nigeria ........ eeecee 19 1,228 10 415 
Other British West 
BETTER ccccccccececoce 1 72 cess esee ecce eeee 
BE cccccccccccccccee 35 2,290 25 864 1 Mu 613 
Almeria 2.6.6 cccneceees 1 75 oes sees cose ecee 
Madagascar .... eeee esce ~~ 4 110 
Other French Africa..... 16 1,062 50 1,392 





7770 7772 7774 7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new. new. typewriters, parts 
Countries, No Value, No. Value. No. Value. Value 
DEED cccceccccccccces osce eese l 36 eevee ecce 30 
Moroceo ...... coe 68 900 16 561 38 367 sees 
Mozambique . su eeee 7 622 lu 313 eees . 
Other Portuguese 
Africa ......+. 20 1,431 4 144 es esee 
Canary Islands. es osee cece esce 5 156 
Other Spanish 3 225 5 130 
WEE ccccccceces: 9,439 $609,022 10,845 $306,666 3,806 $120,026 $112,131 
Shipments to: 
DE entccnscecec 169 $ 11,3¢ 131 $ 5,220 43 $ 1,426 $ 559 
Puerto Rico.. 119 Hey 55 1,546 38 1,427 i7t 
Virgin Islands 2 58 i owes 5 210 "2 


United States Exports of Adding, Calculating, Billing Machines and Cash 
Registers—October, 1936 

















7752 7753 
Listing- Typewriter- 
adding bookkeeping - 7756 7757 
bookkeeping billing Listing-adding Calculating 
machines, machines. machines, machines 
Countries No. Value. No. Value. No. Value. No. Value. 
Austria ....... ‘ 1 $1,170 tea - 14 4 $1,100 
Belgium ....... Be 6a cone 10 $ 5,496 55 75 9,173 
Bulgaria . sa 00-0 seee see 2 ose eves 
Czechoslovakia ..... 2 1,811 y 8,068 223 22 3,062 
Denmark .........+ «++ eee , wees 16 eees 
Finland ...... e 068 a 1 604 29 5,842 
France ....... - 22 21,077 16 5,580 113 5 19,679 
Greece ...... , 8 2 615 
Hungary ..... l 954 2.835 3 . cece 
Icelamd .........+; , 3 . eee 
Irish Free State 1 1,005 2 1,60 7 : saee 
Italy ..... eee 1,767 2 226 29 52 92 
Latvia ....... nsee. 004 oece oe ; 2 , , 
Netherlands ....... ... cece 9 3,708 92 15: 
Norway eee eeee 20 11,685 122 14 1,477 
Poland and Danzix. . pice éue 35 or 
Portugal .........- “as 6 1 1 240 
Sweden ° 13 3 367 20 7,907 
Switzerland 5 5 24 2 36u 
United Kingdom.... 45 136 26u 86 16,372 
1 I 1 eee 
8 8 9 45 
5 l 
19 1 
i4 1 
2 
1 ) 
8 8,185 6 19 122 12,91 40 5,964 
4 222 1 180 
1 923 esee 
‘ 1 158 
2 195 
‘ Se ones 5 261 9 1,630 
Cuba 1 1,110 18 915 45 2,850 8 1,661 
Dominican — eee ones 1 220 . 
Netherland Wes 
Indies ..... see cece eve occe 5 442 ‘ ses 
French West Indies. ; been -~ ee 2 S4 . - 
Haiti, Republic of.. . ; ° sane 3 234 ‘ oF 
Argentina ..... 2 1,850 10 5,106 47 3,037 8 7,391 
Bolivia ... osee , . seas ase vase 1 315 
BONES coccccccccese 8 12,385 23 10,622 123 12,513 8 1,722 
Ge sccscece bet ‘ eee cued 16 1,475 21 4.320 
Colombia ........ e éeee ° evce 125 8,964 of 
Ecuador .. eee se : eee ee 5 1,030 Ss 
British Guiana..... . : — cece 1 149 : 
POTU .....00005 ee ase - on - 24 1,749 } 4x0 
Uruguay ...... sue —— ; 2. 25 1,861 ant 
Vemezuela ......... «.. 1 ‘ 47 4,219 5 
British India . l 1,065 6 1,423 5 1,054 f 
British Malaya..... ... se 4 2,438 2 1,306 1 
Ceylon ....... aves 1 : - es 
Chi a _ 6 260 5 640 
Netherland india 58 3.740 9 1,415 
Hong Kong......... eae eane cece deve 18 1,659 
Jat ypacwocesoness 8 4.541 1 891 eses ose 2 650 
Prilissine Islands. . ° eens 7 5,843 50 8 
Slam .seccceess ; ones ; saon 6 1 
A a.. ) 77 25,330 56 22 
New Zealand..... ; 5 3,304 26 27 ¢ 
Belgian Congo..... ... eece aoe eee 7 . 
British East eas sees eee eese 5 10 805 
Union of South 
Africa , cesses: 3 1,485 93 21 5,37 
Other British South 
AfrTICR nncesceeees «+ — iin : 3 300 eee eens 
B ccccccecccccs , sees 2 1,770 5 210 1 357 
Other French 
Africe ...c05e00+s , 2 175 
EsReTA ccccccceces 2 100 . : 
Mozambique ...... 2 84 1 325 
Other Portuguese 
Africa . eee 2 129 
Tunisia e+e © 60 ecee ese ooee 1 197 oe 
Total ccccces «+ 140 $117,185 397 $170, 233 2,429 $245,320 696 rs 35,276 
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7752 
Listing- 
adding 
bookkeeping 
machines, 
Countries. No. Value. 
Shipments to: 
Hawaii ...... oes 1$ 
Puerto Rico.... 1 


Countries. No 


Austria .... 
Belgium ...... 1 
Czechoslovakia ; 4 
Denmark ....... : oes 
Finland .........+.. 
France ..+....-+. ; } 
Germany .........-. 6 
Ifungary .. ee : 
OEP ccccsee aa l 
Netherlands . 
Norway 3 
Poland and Danzi ig 
PUNGRIE  cccccccens 
Rumania ........-. eee 
Sweden ......... ‘ 4 
Switzerland ........ 1 
United Kingdom ‘ne e 
Yugoslavia .. 





_-~ 


Trinidad os 


Cube cocccccece. 
Dominican Republic 
Netherland West 


WEE §scccoseses 
Venczuela . 
British India. . 
Ceylon ..... 
China ...... ; 
Netherland India. —— 
JaPaN .0.2---.5. 6 
Philippine Islands.. { 
Australia .......... 
New Zealand....... 
Union of South 
Africa ..... 
Egypt ....--- 
Algeria ..... : 
Otuer French Africa. 
Morocco ..... aa 


Total .......... 138 $112, 


Shipments to: 
Alaska .....+..+-. 
Hawail ....... om 00 
Puerto Rico... l 
Virgin Islands. . 





7759 


Card- 
punching, 
sorting, 
and 
tabulating 
machines, 


Value. 


130 


905 
"296 
"648 
“538 
2.078 


644 
5,050 


,398 


United States Exports of 


Irish Free State....... 


Malta, Gozo and Cyprus 


Netherlands 
Norway ...... 
Portugal 
Switzerland ...... 
Canada .........+. 


Guatemala ......... 
Honduras ........- 


Newfoundland and 
Labrador .......+-- 


ee Republic...... 
Netherland West Indies 
French West BEB. cece 
Bolivia .... 

Brazil .. 

GED gesvesccece 


bookkeeping - 


No. 


and 
calculating 


tow 


6129 


Sheet 
metal 


lockers & 
storage 
cabinets. 


No Value. 


— 


300 


307 


200 


207 
,108 
27 


597 


61z 
i4 


803 
ll 


~ 


~ 





28 $144,386 


220 
846 
12 




































6130 
6129 Sheet - 
§ 7757 Sheet - metal 
Listing-adding Calculating metal shelv- 6131 
machines. machines, lockers & ty Pa. —~ 
: ol i ¥ storage w cabinets, 
No. Value. No. Value, cabinet bi Bot t lated. 
313 2.5 559 24$ 6,966 Countries. No. Value. Value. No. 
46 ses cose eee eee 1 
133 6 $1 
7761 33 439 57 
Parts eees eee 4 
for ac- s eee oss 
count - 7765 ee eeee 37 
ing & Parts 570 39 5 
calcu for ecee ees 1 
lating 7764 cash Palest eens 21 
ma Cash regis- Pailippine Islands........ 95 777 18 426 
chines, registers. ters. SEEN 406066066 decccbet cece eee seee 1 
Value. No. Value. Value. ES a JT SSennaeeNss esee : — & 
58 20 $4,927 $ 162 Se Matas eben cis cans eet ale 1 
1,794 57 8,727 39 Union of South Attica mee 676 380 199 
1,960 2 3,057 274 Other British South 
od 4 8,702 Saas BEES cocccccedececcsose cuss oses ese 4 
132,704 264 DE ehensvecrseicle sds ll 257 131 5 
50 7,146 441 BEGUR, coccccccccccsccecs eces eves 175 . 
15 * 337 1,898 Mozambique ebtecundyones 1 20 eee . 
12 2,955 681 a sient a 
2 42 3,604 128 a ae 914 $9,888 $7,324 2,228 
7 36 6,441 295 
j 7 3,933 124 Shipments to: 
33 10 347 e+e BEE sansececsveceses 1,603 $2,293 $1,834 125 
3 6 555 29 Puerto Rico............ 210 1,485 5 252 
onas 2 504 eees Virgin Islands.......... 6 59 1 
4 41 17,476 498 
1,192 31 877 474 
1's 220 ‘356 11,577 niet 
10 52’ saf 
16 828 657, 430 
22100 cn 3 
22 14 765 8 6133 vault 
868 “488.572 36 Safes, equipment. 
ose 2 465 osee Countries. No. Value. Value. 
. tees tee ARE, cobeetesvccteesese 60% ones ses 
1 81 tees BEER. Sadsowccvscsesers one ones sone 
Czechoslovakian . .....-... «.. ones cose 
63 °es git 2e39 Denms ee rete eeeeeee “*** * . 
1,234 42 5,370 1,434 — Lian sbas 
: 8 40 =... Hungary .. aie sien 
3,02: 79 16,349 680 Free ele re 
5.543 165 15.681 a ii one here 
5s 5 1,127 8 Net ye seve 
8 396,496 396s Norway ... $ 273 ies 
wee 1 470 eee Portugal eens seus 
ves 7 =—:1, 635 tees Sweden . pees eosh 
60 2 1,842 ecce Switzerland cane es 
119 6 1,551 102 United Kingdom 9,837 $3,693 
ae 134 Canada .... 2,025 96. 
184 s 66 British Honduras ous coed 
103 A pe ses Costa Ri eee eve 
2 Oya 48 Guatemala . eee ese 
»y 7 “one ” Honduras . 158 eons 
124 1 ,303 103 Ni ie2 
2,623 99 581 12,353 a ; see . 
795 0 3.174 as Salvedet ET ack MN 
6,533 cone TR ea cceendnex i 612 60 
1,111 : e wees Newfoundiand and 
2199 = 106 14,971 Teta es sislcsesececc “it o> 
121 ; 85 Barbades ..........4.. heen ip jiee 
thee < 68% eeee DEE anentesksixes fe. 32 148 
. coe voce Trinidad and Tobago..... oe ese oeee 
. Other British West Indies. ... ooee ° 
5 5 $246,156 $91,122 ini R tam : 74 ; 
Netherlani West Indies... ... és . 
1$ 60 French West Indies....... - . 
imo ° 349 Haiti, Republic of 1 15 cece 
a . 5372 $ “219 Asgunine wibebibneeeaeees nib 246 
_— rt 4, = WED cocccccececesséeccce ose ceee eose 
$ ie oh eminetaaern 2 45 
Chile ....505. cece eos 
Metal Office Furniture—October, 1936 See Shesetnesusoeess eeee 
British Guiana. See eee coe 
GRD ccccvnnees caccess es snes eee 
-_ ose TE sinkendccecneversseon 8 408 epee 
1S 32 SREP nos cedesesseesces x nae hes 
Sheet-metal sheet -metal Venseusia sideauriselety il 715 19 1 
fling cabinets, cabinets, SMa cunsenantn end on 
not insulated. insulated. British India.. 
No. Value No. Value British Malaya.. 
18 621 2 $ 8 eae 
1 148 ones 1) 
24 415 oan nad 
34 426 eeee 188 
5 90 osee 
15 304 
112 «1,515 3 “110 oda 3 
88 2,683 8 737 ; 6,440 713 
3 125 sess Blam ceccccccccessscseres a RAW 4 : 
296 9,243 2 81 BOFIS coccce cocessceecess rs anes 
1 36 pia esxecsoe «68 48 
72 1,439 ees oaab eres 
81 5,470 40 1,381 
2 54 + pane tee eee 
7 216 New Zealand, ............ «+> 
3 56 wee 
"34=«233li‘ S'S "336 
55 1,826 R4 5,314 
= 149 ie 
5 75 1 23 
4 R6 198 ** . 
19 52 1 45 cmememeeeee n 
44 > Pry: $22,453 $6,009 
4 4.750 
i "3 $ 313 
50 «=: 33,688 = obese 
are 51 6, 952 vee $ 4 
— 76 3,838 . : 
8 29) Note—Exports of Typewriter Ribbons, 
S oS 3.225 Paper and Office Supplies will be found on Page 
1 "28 “nid 205. 


° ~_ . . . 
_™ Cotomne- Oa. Oe & 





608 


“135 


1,410 
17,103 


60 
2,639 
135 


“210 
2,018 
1,079 
304 
5,639 

206 

“o48 

ve 
1,657 

*" 87 

202 
a 


‘H7.676 


$19,132 


4,399 
1,079 
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CENSUS OF MANUFACTURES: 1935 


Pens 
Both production and employment in the 
and of gold, steel, and brass pens showed substantial increases in 1935 
as compared with 1933, according to preliminary figures compiled fron 
the returns of the Biennial Census of Manufactures taken this year, re 
leased by Director William L. Austin of the Bureau of the Census, De 
partment of Commerce 
The value of the pens and other products of the industry increased more 
than 50 percent, from $11,597,763 in 1933 to $17,887,501 in 1935. The 
number of wage earners employed in the industry in 1935, 3,780, shows 
an increase of 22 percent over 1933, and their wages increased 46.4 per 
cent, from $2,341,439 in 1933 to $3,427,527 in 1935 
This industry embraces establishments engaged primarily in the manu 
facture of fountain pens, stylographic pens, ink pencils, pen points, foun 
tain-pen desk sets, penholders, and pen parts 
Statistics for 1935, with comparative figures for earlier years, are given 
in the following tables. The figures for 1935 are preliminary and subject 
to revision 
Table |.—Summary for the Industry: 


manufacture of fountain pens 


1929 te 1935 


(Because they account for a negligible portion of the national output 
plants with annual production valued under $5,000 
have been excluded since 1919) 
1935 1933 1931 1929 
Number of establishments mt) 4 68 76 
Wage earners (average for 
the year)! 3,099 3,945 1,600 





Wages* .... ; $3 $2,341,439 
Cost of materials, contain 

ers, fuel, and purchased 

energy? .... $5,783,066 $4,124,440 $7,219,257 
Products, total value? $17,887,501 $11,597,763 $23,798,701 


$4,364,216 $5,304,142 


1,459,411 
4,211,384 


LR 
oe 


Fountain and stylo 
graphic pens, pet 


points, fountain - pen 
desk sets, pen parts 
ete pecs ee8 $12,199,780 (3) SI7,191,573 $26,524,887 
Other products, value 
and receipts for custon 
and repair work $5,387,721 (3) $6,607,128 $7,686,497 


Value added by manufac 
ture? ° $12,104,435 $7,473,323 $16,579,444 $22,751,973 
Percent of increase or decrease { ) 
1933-1935 1931-19383 1929-1931 1929-1935 
Number of establishments (>) (5) (5) (5) 
Wage earners (average for 
the year) . 22.9 21.4 14.2 17.8 
Wages 16.4 16.3 17.7 35.4 
Cost of materials, containers 
fuel, and purchased energy 0.2 12.9 37.0 49.5 
Products, total value 14.2 51.3 30.4 47.7 
Value added by manufacture 62.0 54.9 27.1 16.8 


Footnotes, Table | 
Table 2.—Pens, Pen Points, Ete.—Production, by Kind, Number, and 
Value: 1935, 1931, and 1929 


(No comparable statistics for 1933) 


1935 1931 1929 
Pens, fountain and =  stylographic, 
fountain-pen desk sets, pen points 
and pen parts, total value . $13,528,977 $17,806,192 $29,235,169 
Made in the pen indusiry $12,499,780 $17,191,573 $26,524,887 


Made as 
in other 


secondary 
industries 


products 


$1,029,197 $614,619 $2,710,282 


Fountain and stylographic pens 
Total gross 142,004 73,761 99,354 
Total value $11,033,403 $14,579,055 $22,668,386 
Pyroxylin fountain pens 
Gross 140,483 (2) (2) 
Value $10,898,965 (2) (2) 
Other fountain pens and stylo 
graphic pens :' 
Gross 1,521 (2) (2) 
Value $134,438 (2) (2) 
Parts of fountain pens and stylo 


graphic pens points), 
for sale as such, value 


enholders and parts (except pen 


(except pen 
$605,494 
$1,092,536 $1,108,116 
$193,822 





points), for sale as such, value 
en points, for sale as such 
Total gross 1,442,358 1,248,455 2,044,624 
Total value $1,066,402 $1,274,021 $3,081,324 
Gold 
Gross 3,610 24,049 37,439 
Value $147,980 $768,097 $1,782,916 
Steel and brass 
Gross , 1,438,748 1,224,406 2,007,185 
Value : $918,422 $505,924 $1,298,408 
Fountain-pen desk sets 
Number and value reported 
Number 146,563 224,496 393 696 
Value $339,869 $860,580 $2,377,343 
Number not reported, value ee eet = se eweces.. theenene 
Products no? reported in detail, value ee 8=—Ssé oedema! * > Se dhWon’s 
* See third paragraph of text 
1 Not including salaried officers and employees Data for such officers and em 
ployees will be included in a later report. The item for wage earners is an aver 
sze of the numbers reported for the several months of the year In calculating 


t, equal weight must be iven to full-time and part-time wage earners (not reported 
separately by the manufacturers), and for this reason it exceeds the number that 
would have been required to perform the work done in the industry if all . wage 
earners had been continuously emploved throughout the year The quotient ob 
tained by dividing the amount of wages by the average number of wage earners 
carnot, therefore be accepted as representing the average wage received by full 
time Waa urners In making omparisons between the ficures for 1935 and thos 
for earlier years, the possibility that the proportion of part-time emplayment 
varied from year to year should be taken into account 

2 Profits or losses cannot he leulated from the ensus fiuures because no data 


are collected for certain ex ' such as interest, rent, depreeiation, taxes 
nsurance, and acivertising 
Not reported separate! 

4 Value of products less « f material ontainet fuel, aml purchased ele 


trie energy 
Percent not 


mputed where hase s ke 





OFFICE APPLIANCES 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrrFice 
; _ APPLIANCES, are tangible business opportunities. f 
Where inquirers submit references mention is made in the item. 





Wants Abroad 


East Indian House Seeks Merchandise.-U. P. Malhotra & Company, 
’. O. Box 94, Lahore, India, wishes to be put in communication with 
manufacturers of typewriter ribbons and carbons, as well as typewriter 
papers The company cites as foreign firms with which it deals the 
following: Hill, Siffken & Company, Ltd., 2 Crane street, London, Eng 
land; W. V. Bowvater & Sons, Ltd., London; John McQueen & Sons, 
Ltd., Scotland. The inquirer’s bank is the Punjab National Bank, Ltd., 
Lahore, India 


Old Typewriters Sought as Museum Pieces.—Johannes Meyer, Pappen 
heim (Bavaria), writes that he is seeking material for a typewriter 
museum and wishes particularly to locate one each of the following ma- 
chines: Gourland four bank, Fox portable folding, and Fox Sterling (non- 
folding). He wishes to hear from American dealers who can supply these 


items, asking quotations F. O. B. New York. It is not necessary that 
these machines be in good working order. The exhibit is to show these 
old mechanisms in a museum 

Shanghai Business Opening Branch at Manila._.The Office Appliance 


150 Nanking Road, Shanghai, China, has opened a branch 
establishment at Manila, P. I. This is operating as The Office Appliance 
Company, Ltd., Calle Soda. The company will be happy to entertain 
any propositions of merit which will not conflict with its established rela- 
tions. P. S. Widdup, managing director of this business, has a wide ac- 
quaintance in the Far Eastern field, and has already established an 
agency of the Royal Typewriter Company, Inc., for Manila and the 
Northern territory of the Islands 


Company, of 


English House Wishes Connections with American wholesale stationers 
Doreen Appliances, Ltd., Victoria House, Vernon Place, London. W. C. 
requests that American wholesale stationers send their catalogues as the 


English house is interested in importing articles for the stationery trade 
in England 
> 
Wanted Here at Home 
Chicago Dealer Changes Policy..-The Star Typewriter Company, oper 


ated by Robert C. Goldblatt at 189 West Madison street, Chicago, has 
abandoned his custom of twenty-seven years selling typewriters only 
Due to the inroads made on the typewriter business by department stores, 
Mr. Goldblatt is giving up his typewriter business, and devoting his ener- 
gies to makers of adding and other machines which sell to dealers for re- 
sale, and offer a policy that will show recognition of the efforts made by 
the office machine dealer. He wishes to hear from office machine manu- 
facturers which will give the dealers an opportunity to cultivate business 
which will bring an adequate return for their efforts in building up busi- 


ness, 


Traveler in Northwest Can Handle Additional Lines.._Russell S. Alger, 
605 Terra Cotta Avenue, Spokane, Wash., now represents the Cel-U-Dex 
Corporation in Washington, Oregon, Montana and northern Idaho We 
have a report that he is doing an excellent se!ling job He is available 
to handle one or more non competing lines 


A manufacturer and sales agent with warehouse facilities on the Pacific 
coast can handle an additional stationery or office supply line._-The or- 
ganization covers the west coast territory frequently and thoroughly 
This business has been established many years. The principal will con 
sider any article of merit sold through stationery stores Please address 
inquiries to Mes. 80, care of Office Appliances, 417 South Dearborn street, 
Chicago, Ul 


Error in Address for November item.—-A Business Opportunities item in 
the December issue of Office Appliances reporting a request for catalogues 
by the Probandt Printing Company, San Angelo, Texas. The item stated 
the address as 7 South Chadbourne Street, San Antonio, Texas. The ar- 


ticle in question should have read: ‘“‘San Angelo House Wishes Cata- 
logues.—-The Probandt Printing Company, 9 South Chadbourne Street, 
San Angelo, Texas, requests catalogues from manufacturers of various 
office items, including office equipment in general, machines, supplies, 
stationery, furniture, typewriters, adding machines and safes 

Interest in Steel Furniture at Bowling Green._.Max B. Potter, who 
conducts an office equipment business at Bowling Green, Ky wishes to 
receive catalogues, price lists and discounts on steel office equipment 


Recently he secured the contract for equipping the Warren county clerk's 
office. 
> - 


Foreign Trade Fair at New York 


The first foreign trade exposition undertaken in the United States is to 
be held at New York in May 10 to 20. It will be held in Commerce Hall, 
in the Port Authority Commerce building. This will be a two-way fair. 
The Foreign Trade Week, beginning May 17, will include ‘‘Maritime Day.’’ 
This project enjoys the co-operation of the National Foreign Trade Coun- 
cil, Pan American Union and several foreign trade groups It is stated 
that several foreign countries have accepted the invitation to participate 
The plan will afford opportunities for the display of products and services 
of all countries. There will be opportunities for the display of products 
and services of all countries 

Individuals or organizations interested can address Robert H. Sexton, 
managing director, World Two-Way-Trade Fair, Inc., 111 Eighth avenue, 
New York, N. Y. Inquiries can be submitted to the nearest district office 
of the United States Bureau of Foreign and Domestic Commerce 


~> - 
Brussels Fair Date Announced 
\ report from the American Consulate at Brussels states that the Seven 


teenth International and Official Commercial Fair of Brussels will be held 
April 7-21, 1937. 
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PATENTS 


Copies of patents shown here can be obtained 

ow the Commissioner of Patents, Washington, 
, for ten cents each im cas postofiice 

oa orders or certified check. tamps and 
personal checks not e@ccepted. 





2,061,546. Envelope Sealing Machine. William H. 
Bryson, Savannah, Ga. Application April 23, 1935, 
Serial No. 17,881. Granted November 24, 1936. 

2,061,595. Typewriter Attachment. John Q. Sher- 
man, Dayton, Ohio. Application June 30, 1933, Se- 
rial No. 678,450. Granted November 24, 1936. 

2,061,667. Calculating Machine. Robert L. Mul- 
ler, Detroit, Mich., assignor to Burroughs Adding Ma- 
chine Company, Detroit, Mich., a corporation of 
Michigan. Application November 20, 1933, Serial No. 
ey oY Granted November 24, 1936. 

061,675. Loose Leaf Binding Device. Frank Stan- 
ley "Schade, Holyoke, Mass., assignor to National Blank 
Book Company, Holyoke, Mass., a corporation of Mas- 
sachusetts. Application March 2!, 1935, Serial No. 
12.184. Granted November 24, 1936. 

2,061,989. Typewriting Machine. Burnham C. 
Stickney, Hillside, N. J., assignor to Underwood El- 
tlott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application May 4, 1933, Serial 
Ne. 669,282. Granted November 24, 19 

2,062,022. Inkwell. James D. Goble, Los Angeles. 
Calif. Application July 31, 1935, Serial No. 33,977. 
Granted November 24, 1936, 

2,062,162. Fountain Pen. Louis Chayka, Detroit. 
Mich. Application July 20, 1935, Serial No. 32,463. 
Onan November 24, 1936. 

062,236. Typewriting Machine. Hugo Schuler, 
encnalin Germany, assignor te Wanderer-Werke 
vorm. Winkihofer & Jaenicke Akt.-Ges., Schonau, 
near Chemnitz, Germany. Application January 2. 
1935, Serial No. i41. in Germany December 28, 1933. 
Granted November 24, 1936. 

2,062,455. Writing Machine. Beulah Louise Henry. 
New York, N. Y. Application March 12, 1931. Se- 
rial No. 521,912. Granted December |, 1936. 

2,062,570. Cash Register. Frederick L. Fuller, 
West Orange, N. J., assignor to The National Cash 
Register Company, Dayton, Ohio, a corporation of 
Maryland. Original application January 18, 1927, Se- 
rial No. 161,752. Divided and this application Feb- 
ruary 9, 1933. Serial No. 655,976. Granted Decem- 
ber {, 1936. 
2,062,634. Calculating Machine. Harold T. Avery, 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company, a corporation of California. Ap- 
plication June |, 1931, Serial No. 541,286. Renewed 
December 26, 1935. Granted December |, 1936. 

2,062,731. Calculating Machine. Charles Schroder, 
Hartford, Conn., assignor to Allen- tang Adding Ma- 
chine Corporation, New York, N. Y., a corporation. 
Application March 30, 1932, Sertai No. 601,965. 
Granted Dec. |, 1936. 

.062,776. Envelope. Eugene B. Berkowitz, Kansas 
City, Mo., assignor to Berkowitz Envelope Company. 
Kansas City, Mo., a corporation of Delaware. Appli- 
cation August 13, 1934, Serial No. 739,598. Granted 
December |, 1936. 

2,062,876. Duplicator. Meredith R. Gerrmann, Chi- 
cago, Ill., assignor to Henry Hildebrandt, Chicago. 
ill. Application November 29, 1935, Serial No. 52,059. 
Granted December |, (936. 

2,062,963. Calculating Machine. Eugen Benninger, 
Zurich, Switzerland. Application February 15, 1935, 
Serial No. 6,752. in Switzerland and Germany Feb- 
ruary 26, 1934. Granted December |, 1936. 

2,063,080. Counter Control For Calculating Ma- 
chinees, Raymond A. Christian, Dayton, Ohio, and 
Emit J. Ens, Newark, N. J., assignors to The Na- 
tional Cash Register Company, Dayton, Ohio, a cor- 
poration of Maryland. Application ew el 12, 1930, 
Serial No. 501,913. Granted Dec. 8, 1936. 

2,063,226. Transfer Material Such As Carbon Pa- 
per. Roger Braunstein, Paris, France, assignor to 
Societe Anonyme des Anciens Etablissements Braun- 
stein Freres, Paris, France. No Drawing. Applica- 
tion May 4, 1933, Serial No. 669,455. Renewed Jan- 
uary 8, 1936. In France May 26, 1932. Granted 
Dec. 8, 1936. 

2,063,372. Automatic Shift-Release Device For 
Typewriters. Fritz Eibert, Munich, Germany, assignor 
to Dr. Jur. Robert Wolff, Basel, Switzeriand. Appli- 
cation January 4, 1935, Serial No. 384. Granted 
Dec. 8, 1936. 

2,063,427. Dating and Numbering Machine. Lewis 
T. Gilardeni, yong Ala. Application May 
31, 1935. Serial No. 24,272. Granted Dec. 8, 1936. 

2,063, Typewriting Machine. Russell 6G. 
Thompson, “Rochester, N. Y., assignor te Electromatic 
oes. Inc., Rochester, N. Y., a corporation of 
New York. Application March 18, 1931, Serial No. 
523,481. Granted Dec. 8, 1936. 

2,063,548. Loose Leaf Binder. Elva Otis Greer, 
Amarillo, Tex. (Unassigned). Application May 23, 
1935, Serial No. 23,115. Granted Dec. 8, 1936. 

2,063,637. Mechanical Pencil. Max Stossel, Zurich, 
Switzerland. Application January 22, 1936. Serial 
No. 60,290. In Switzerland February 13, 1935. 
Granted Dec. 8, 1936. 

2,063,737. Combined Typewriting and Computing 
Machine. Frederick A. Hart, New Britain, Conn., as- 
signer to Remington Typewriter Company, Ilion, N. Y., 
a corporation of New York. ——. January 24, 
1931, Serial No. 510,941. Granted Dec. 8, 1936. 

2,063,740. Calculating Machine. Robert R. Hen- 
dreson, Detroit, Michigan, assignor to Burroughs Add- 
ing Machine Company, Detroit, Mich., a corporation 
of Michigan. Application March 12, 1934, Serial No. 
715,074. Granted December 8, 1936. 

2,063,959. Manifolding Attachment for Typewriters. 
John Q. Sherman and Albert W. Metzner, Dayton, 
Ohio; said Metzner assignor to said Sherman. Ap- 
plication August 29, 1933, Serial No. 687,304. Granted 
December 15, 1936. 

-063,962. Key-Responsive Calculating Machine. 
Joseph A. V. Turck, Wilmette, Ill., assignor to Felt 
& Jarrant Manufacturing Company, Chicago, Iil., a 
corporation of Illinois. Application May 22. 1929, 
Serial No. 364,974. Granted December 15, 1936. 

2,063,983. Calculating Machine. George Clinton 
Chase, South Orange, N. J., —— ayy 4 = —— A 
culating Machine Company, ‘Orange, N 
tion of Delaware. Application January 4, “1838, <~ 
rial No, 3,091. Granted December 15, 1936 
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2,064,067. Blotting Attachment for Fountain Pens. rial No. 36,469. Granted — 15, 1936 


Atwoed R. Knorr, Berwick, Pa. Application May 8, 2,064,340. Combined Leer . Bookkeeping, and 

sess, Serial No. 20,462. Granted December 15, 1936. Card-Perforating Machine. K. Davis, Silver 
2,064,071. Duplicating Machine. Alfred Marchev, Spring. Md., omupast. by Ko, nk Oar to 

La Grange, I1l., assignor to Ditto, Incer ited, Chi- derwood Elliott Fisher Company, Now Y N. Y., 

cago, Ill., a corporation of West Virginia. Applica- corporation of poner. Original application july &. 

tion October 14, 1935, Serial No. 44,923. Granted 1927, Serial No, 204,249, atent 1,864,714, dated 

ee 15, 1936. June 28, 1932. Divided and this a plication Decem- 

064,154. Ty ypewriting and Like Machine. Elbert ber 7, 1929, Serial No. 414,298. ranted December 

5 Dodge, se. =. ne wet ag rr 15, 1936. 

< , assignors te Remington Ran ne., Buffa 

N. Y., a corporation of Delaware. Application August DESIGN PATENTS 

tt, 1934. Serial No, 739,384. Granted December 15, 102,049. Design For A Pencil. Albert L. Davis, 


q Watertown, Conn., assignor to Wallace Pencil Com- 
2,064,177.  Typewriting Machine. Remo Walter pany, St. Lowis County, Mo.. a corporation of Mis- 
Petrini, Hartford, Conn., assignor to be Typewriter souri. Application September —— Serial No. 





Company, inc., New York, Y.. poration of 64,943. Granted November 24, 

New York. Application Dec. 6, 1935," Serial No. 102,052. Design For A Desk Or Similar ete. 

53,236. Granted Dec. 15, 1936. James R. Jones. Jamestown, Va nor 
2,064,203, Recording Machine. Max Garbell, Chi- Metal Construction Company, Jamestown, y” ta 

cago, lil., assignor to Victor Adding Machine Com- dlication September 22, 1936, Serial No. 64,952. 

pany, Chicago, Ill., a corporation of Delaware. Ap- Granted es a > ™ 

plication March 4, 1935, Serial No. 9,145. Granted 102.229. Desig Edward 

December 15, 1936. ter, Cleveland Wein. Shiee” Application August 4 4. 
2,064,224. Bookbindin Construction. Frank Stan- 1933, Serial N ay Granted 

ley Schade, Holyoke, bass, to i 102,231. Design For A Pen ones” Sidney M. 

Blank Book Company, Holyoke, Mass., a corpora Masse, Cleveland, Ohio. Application November 9, 


of Massachusetts. Application August 16, i935. - 1933, Serial No. 49,679. Granted December |, 1936. 
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1706 BENJAMIN FRANKLIN 1790 


(Born in January 


Patriot, Statesman, Diplomat, Scientist, Inventor, Philosopher, 
Writer, Philanthropist, Printer, Journalist 


INSPIRATION 


@ ‘Franklin was the most useful and industrious citizen that Phila 
delphia or America has ever known. His period of public service, 
which reached nearly seventy years, was unexampled in length. 
No burden seemed to be too great for him, no sacrifice too severe. 
He loved to do things. To him the work-a-day world was a glorious 
arena and he disdained to triumph sine pulvere. . . . When like 
Prospero he laid down his wand and mantle, he could look with 
just complacency upon the mighty results of his tireless industry, 
a great city vivified, a nation brought into being, science ex- 
panded and the whole human race benefited because he had 
lived. Well may we paraphrase that stone-worker of Westminster 
Abbey and say: ‘O rare Ben Franklin!’ “—James M. Beck. 


@ ‘Franklin is dead. The genius that freed America and poured 
a flood of light over Europe has returned to the bosom of Divinity. 
The sage whom two worlds claim as their own, the man for whom 
the history of science and the history of empires contend with each 
other, held without doubt a high rank in the human race. Antiquity 
would have raised altars to this mighty genius, who, to the ad- 
vantage of mankind, compassing in his mind the heavens and 
the earth, was able to restrain alike thunderbolts and tyrants. 
Europe, enlightened and free, owes at least a token of remem- 
brance and regret to one of the greatest men who have ever been 
engaged in the service of philosophy and of liberty.’’—Mirabeau. 


@ ‘He was an honor not to the English nation only but to human 
nature.’”’—Lord Chatham. 


@ ‘He was the father of all Yankees.”—Thomas Carlyle. 








OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURN AL OF 
OFFICE EQUIPMENT 


4 


HAPPY NEW YEAR 
For the Christmas and New Year greetings, various in form, but alike 
in sentiment, from friends near and far, our genuine appreciation. You 
have cheered us on our way. 
May the spirit of good will which impels such messages at the Christmas 
and the advent of the New Year throughout the wide world dominate the 
lives of all, bring peace among nations and establish universal brotherhood. 


PROSPECTS FOR 1937 SECTION 
Starting on page 23 of this issue appears a special section of forecasts, 
in which executives of various business organizations of note in their 
respective countries analyze general business conditions that present them- 
selves under their observation, and indicate what they consider reasonable 
to anticipate in 1937. Officials of companies engaged in international trade 
will, it is hoped, find the comments interesting and profitable. 


THE SPECIALTIES SECTION 

The twelfth annual specialties section is presented in this issue starting 
on page 42. Readers will find there expressions of opinion and experience 
of practical men in the field. How the commercial stationer in some in- 
stances is taking advantage of the possibilities of business offered by vari- 
ous special articles should be stimulating and suggestive. With conditions 
varying throughout the country, the practices applied by one man or firm 
may not apply elsewhere. If so, however, the probability is that other 
practices may be inaugurated. In the specific situation lies the key, and 
the application of the individual stationer’s insight and energy may well be 
expected to result in creative developments. That the material offered in 
the current specialty section may prove valuable in concrete ways is the 
hope of the publisher. 


“B. FRANKLIN, PRINTER, PHILADELPHIA” 

To his achievements as a statesman and diplomat, Benjamin Franklin 
added a long list of accomplishments in many fields, of which the following 
are a few: 

Discovered that lightning is electricity. Invented the lightning rod. Dis- 
covered that a wire carrying a current of electricity wound around a piece 
of iron makes a magnet. Thus revealing the fundamental principles wpon 
which telegraph, telephone and electric motion are based. 

Invented the first successful wood-burning stove. Bifocal eye glasses. 
The first mangle for ironing clothes. The first smoke-consuming furnace. 
A copying press. Suggested building ships with water-tight compartments, 
taking the hint from the Chinese. 

Discovered that storms travel in opposite direction to the winds. Weather 
investigations which resulted in establishment of the United States Weather 
Bureau. Discovered temperature of the Gulf Stream is higher than that of 
the surrounding water. First to have Gulf Stream charted. Rid the world 
of smoky chimneys and fireplaces. Demonstrated that oil on water stills 
waves. First to propose daylight saving. 

Established in Philadelphia the first suocessful circulating library. First 
to discover that black and dark colors absorb heat. U his recommen- 
dation the English adopted white clothes for the tropics and white cloth 
helmets for the troops in India. Originator of the modern science of the 
art of ventilation. Introduced rhubarb into America. 

With all the honors bestowed upon him, this “most contributing citizen 
born under American skies” could still sign himself in the words of the 
above caption. 
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5° WAS the element of THE NEW PHASE sete oe bese Foy 


surprise in the action 
of the United States Su- 
preme Court which, 
above all else, has made 


OF RESALE 





Act. Specifically, the Illi- 
nois version of a Fair 
Trade Act, so called. But, 
whatever the ultimate ef- 


node of San hee PRICE CONTROL fect, the ways and means 


has followed the Fair 
Trade Act decision. The 
surprise was several fold. 
Not the least of the 
shock to the business 
community came of the 
disclosure that in this day of a 
chronically-divided Supreme 
bench, the highest court was 
unanimous in appraisal of the 
legality of a commercial policy 
which many business men have 
always held is open to debate. 

The bump to the business 
chariot was, mainly however, 
both sudden and abrupt be- 
cause so unexpected. In vary- 
ing degrees, both friends and 
foes of retail price standardi- 
zation had come to feel that it 
was a very long chance that 
price control was to be attained 
via the species of State legisla- 
tion which the Supreme Court 
has just reviewed. Among the 
would-be price-stabilizers 
hopes were high when the 
scheme for State-by-State leg- 
islation was first put forward 
as a substitute for the long- 
sought national legislation. 
But the bitter fights in the 
courts of several States showed 
that the road to retail price- 
pegging was to be contested 
every foot of the way. And the 
rejection of a model law as un- 
constitutional by the New York 
State Court of Appeals length- 
ened the odds against the re- 
form that started with a flour- 
ish of trumpets a few years 
ago. 

Taken aback by the time and 
nature of the Supreme Court 
ultimatum, proponents and op- 
ponents of price-regulation-at- 
the-source have alike been 


slow to react. The fog has been 
increased by the clash of the 
opinions of such experts as 
have rushed in. In all the mill- 


By Waldon Fawcett 


ing the one deduction that 
seems safe and certain is that 
the forces of business will have 
to carefully take stock of the 
whole proposition of price 
steering before a course for the 
future can be charted. It is a 
foregone conclusion that the 
edict of the Supreme Court will 
be followed by a shower of 
sympathetic Bills in the legis- 
latures of the States which 
have not yet enacted laws in 
the new mode. Also it is highly 
probable that a second sequel 
will be the renewal of the long- 
drawn drive to persuade Con- 
gress to O. K. the perennial 
Capper-Kelly Bill, or something 
similar. 
Principle of Price-Dictation 


Endorsed 
The major influence upon the 


future trend,—and, inciden- 
tally, the chief cause of the 
current argument at cross pur- 
poses—is to be found in the na- 
ture of the doctrine that has 
been approved at Washington. 
It does not stretch the truth to 
say that the court of last re- 
sort has endorsed the principle 
of price-dictation when prac- 
ticed by a certain class of pro- 
ducers or primary marketers. 
But, splitting hairs, the antis 
are quite right when they in- 
sist that the Court has not 
opened the door all the way for 
any and all versions of Resale 
Price Maintenance, as_ that 
ideal was conceived by its dis- 
ciples away back in the days of 
the Stevens Bill and other ar- 
bitrary pace-setters. 

Let’s agree, then, that what 
the Federal Supreme Court 


of this instrument of law 

are not the same as the 

original formula for Re- 

sale Price Fixing or Price 

Maintenance. Contrary 

to supposition in some 
quarters, the accepted prescrip- 
tion for a price-tonic does not 
obligate any State government, 
nor the Federal Government, 
to enforce a manufacturer’s 
list prices. What the new- 
fangled warrant does, and all 
that it does is to legalize con- 
tracts for price observance as 
between, say, a manufacturer 
and a dealer, or other agent for 
resale. Even so, the compact is 
contingent (and extreme em- 
phasis is laid) upon the pres- 
ence on the goods of a trade 
mark owned by the manufac- 
turer and made use of directly 
or indirectly by the merchant 
in selling the goods. 

For one instantaneous echo 
of the Supreme Court mandate 
the retail community may as 
well be prepared. By all logic 
we are in for a stampede of 
trade marking. Without wait- 
ing to see what will be done by 
the States which have not yet 
enacted Fair Trade statutes, 
numerous manufacturers, proc- 
essers and importers who have 
not heretofore troubled to give 
their brands the full status of 
trade marks are preparing to 
correct the omission. For the 
United States Supreme Court 
as much as said: No trade 
mark, no price club. Further- 
more it is the guess in some 
quarters that the Court’s vin- 
dication of the trade mark as 
a vehicle of price-protection is 
destined to have an effect upon 
private branding, as retailers 
and wholesalers are impelled 
to weigh the comparative ad- 
vantages and disadvantages of 
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holding in their own hands 
“own label” hostages to busi- 
ness fate. 


Trade Mark Pivotal Factor 

Perhaps, as sentiment crys- 
tallizes, business men will come 
to think that the big news in 
the pronouncement of the Su- 
preme Court is to be found in 
the high lighting of the trade 
mark as the peg and pivot of 
whatever price regimentation 
is allowable. In the early 
stages of the campaign for re- 
sale price censorship, not much 
was said about the trade mark 
end of the proposition. Most of 
the crusaders treated the bow 
to the trade mark as merely a 
complimentary gesture. Now 
comes the august Court with 
the warning that the trade 
mark is the foundation of all 
rights and privileges in price 
stabilization. And, while we 
are on the subject of trade 
mark support, be it noted that 
the Illinois law which the Su- 
preme Court approved, puts on 
a par, trade marks, brands and 
the names of producers or own- 
ers when placed on a commod- 
ity or its label. 

The Supreme Court had, of 
necessity, to reconcile its latest 
pronouncement upon price con- 
trol with a long line of prior ex- 
pressions by majority members 
of the same court in days gone 
by. And it is significant that it 
kept faith by drawing a sharp 
distinction between various 
and sundry previous cases and 
the current case strictly on the 
score of goods identification. 
Fixing prices by contract in 
respect to “identified” goods is 
henceforth to be treated, hints 
the court, as a very different 
matter from price fixing on un- 
identified goods. 

On the score of clarity it is 
as though the Supreme Court 
was using the layman’s lan- 
guage when it said that the pri- 
mary aim of the law which was 
upheld was to “protect the 
property,—namely the good 
will—of the producer which he 


still owns.”’ Then follows the 
observation: “The price re- 
striction is adopted as an ap- 
propriate means to that per- 
fectly legitimate end, and not 
as the end itself.” Following 
that reasoning to its conclu- 
sion, the judicial umpire com- 
mented that the essence of vio- 
lation of the Fair Trade Act 
“consists not in the bare dis- 
position of the commodity but 
in a forbidden use of the trade 
mark, brand or name in accom- 
plishing such disposition.” 

All through the lengthy 
opinion, which will henceforth 
stand as an epoch-marker, the 
Supreme Court takes the same 
tack on special-privilege-via- 
trade-mark. For example, the 
reservation: “We are here deal- 
ing not with a commodity alone 
but with a commodity plus the 
brand or trade mark which it 
bears as evidence of its origin 
and of the quality of the com- 
modity for which the brand or 
trade mark stands.” In so 
many words, the Court admon- 
ishes price-cutting distributors 
that while they own the com- 
modity they do not own the 
mark or the good will that the 
mark symbolizes. 


Good Will in Business 

This brings us to an aspect 
of the test which, from the 
standpoint of the long pull, is 
of moment to all business men. 
More than all else the Supreme 
Court stands forth in this epi- 
sode as the recognizer and de- 
fender of good will in business. 
Coining an epigram that may 
ring down the business ages 
the highest tribunal says: 
“Good-will is a valuable con- 
tributing aid to business— 
sometimes the most valuable 
contributing asset of the pro- 
ducer or distributor of com- 
modities.” Any good will, the 
Court pursues “is property in 
a very real sense” subject to 
the same safeguards against 
injury as would be any other 
species of property. Linking 
up symbolism with the most 
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precious of intangible assets, 
the Court completes its picture 
with the declaration: “Dis- 
tinctive trade marks, labels 
and brands are legitimate aids 
to the creation or enlargement 
of good will.” 

As if at pains to forestall the 
questions of perplexed retail- 
ers, the Supreme Court speci- 
fies that the pattern-approved 
State law does not prevent the 
purchaser of a commodity 
bearing a trade mark from sell- 
ing the commodity alone at any 
price he pleases. It interferes, 
the Court explains, only when 
the distributor sells with the 
aid of the good will of the orig- 
inal vender. And it interferes 
then only to protect the good 
will against injury. Pointedly, 
the Court comments: “There is 
nothing in the Act to preclude 
the purchaser from removing 
the mark or brand from the 
commodity, — thus separating 
the physical property, which 
he owns, from the good will, 
which is the property of an- 
other,—and then selling the 
commodity at his own price, 
provided he can do so without 
utilizing the good will of the 
latter as an aid to that end,” 


Price Cutting Injures Public 

Going farther than ever be- 
fore in examination of price 
raiding the Supreme Court 
takes this occasion to acknowl- 
edge that there is a great body 
of fact and opinion tending to 
show that “price cutting by re- 
tail dealers is not only injuri- 
ous to the good will and busi- 
ness of the producer and dis- 
tributor of identified goods, but 
injurious to the general public 
as well.” But, acknowledging 
also the presence of evidence, 
opinion and argument to the 
contrary, it sidesteps with the 
admission that the question is 
fairly open to differences of 
opinion. 

The Court can thus sit on the 
fence because the only question 
it has been called upon to de- 
cide is that of the legality of a 
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particular law. Albeit a law 
framed on the premise that 
price-piracy is trespass upon 
established good will. As to the 
issue, thus narrowed, the Court 
has nary a doubt. Further- 
more, it brushed aside the ob- 
jection that the law in dispute 
played favorites as between 
owners and non-owners of 
trade marks. As to that the 
Court held that since the sole 
purpose of the present law was 
to afford a legitimate remedy 
for an injury to good will, re- 
sulting from the use of trade 
marks it is obvious that the 
provisions would be wholly in- 


applicable to goods which are 
unmarked. 

For all the explicit quality 
and non-technical language in 
the Supreme Court opinion 
there are moot questions yet to 
be answered when it comes to 
applying the morals laid down. 
For example, there is the riddle 
of the application of the new 
doctrine, respectively to inter- 
State and intra-State com- 
merce. A second question of 
some interest, which has been 
raised by retailers handling a 
great number of price-pegged 
lines, is whether there will not 
be need for amendments to 
Fair Trade Acts designed to 
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compel price-fixing manufac- 
turers to print plainly on every 
article or package the contract- 
prescribed price. Speculation 
is rife the while as to the effect 
of the Supreme Court show- 
down on legislation in the 75th 
Congress. Will price-saviors 
be satisfied with State laws on 
the approved pattern? Or will 
they continue to press for Fed- 
eral laws to the same end? Not 
merely a successor to the Cap- 
per-Kelly Bill, but an enlarged 
version of the Patman Act and 
a new edition of the Tydings 
Bill,—all frontal or flank at- 
tacks on loss leaders and bar- 
gain bait. 





THE BIRTH PLACE OF THE TYPEWRITER 


Over the above title, a painting of the Milwaukee street scene of 1866-1873, reproduced above, hangs in the Milwaukee Pub- 


lie Museum as part of the Carl P. Dietz Typewriter Collection. 


The white frame building in the center housed the Kliein- 


steuber machine shop where Christopher Latham Sholes and Carlos Glidden developed the first practical typewriter, in the 
wake of which came the vertical correspondence file and its many divergent filing systems, the introduction of young 
women to the business world, and the establishment of efficiency as a practical factor in the office. The painting is by 


DIETZ TYPEWRITER COLLECTION GROWS 

Alderman Carl P. Dietz of Milwaukee is successfully 
continuing his search for machines to add to the col- 
lection bearing his name in the Milwaukee Public Mu- 
seum. With a recent letter he sent the two pictures 
reproduced on this page. The street scene painting he 
describes as a splendid piece of work done by Mr. Albert 
Tiemann, one of the artists on the staff of the Museum. 


It faithfully presents the condi- 
tions prevailing at the time 
(1866-1873) both in costume and 
general life. It will be installed 
in an exhibit case just above the 
four different models of the 
Sholes and Glidden machine 
made by E. Remington & Sons, 
before the name was changed to 
Remington. 

The lower picture, taken about 
1867, was the basis from which 
the painting of the street scene 
was developed. 

Mr. Dietz reports that consid- 
erable progress is being made in 


Reproduction of an Original Phoeto- 
araph Made about 1867 of the Kliein- 
steuber Machine Shop.—Note the cos- 
tumes of the little girls and their 
mether. Alse the gentlemen at the 
extreme right and the disciple of 
Weber and Fields at the extreme 


Albert Tiemann, 





the work of preparing descriptive matter for labels that 
are to be used in providing information to visitors in- 
specting the typewriter collection. 

Last November Mr. Dietz toured through part of the 
East, making stops at Washington, Baltimore and New 
York. The net result was the addition of the following 
machines to the Dietz Typewriter Collection: 1. A Jap- 


anese typewriter with some 3,000 
lead type characters and a very 
peculiar action. 2. A No. 2 Well- 
ington. 3. A Maskelyne (English) 
machine with a type-bar action 
similar to the Williams, but with 
only one bank of type bars. 4. A 
fine No. 20 Yost visible. 5. An 
early Elliott-Fisher book type- 
writer. 

As an avocation Mr. Dietz has 
found collecting typewriters an 
interesting and informative pur- 
suit, revealing many human inci- 
dents of struggles, successes and 
defeats of hopeful spirits. 


left. The photograph was presented 

te Carl P. Dietz for the Milwaukee 

Public Museum Collection of Type- 

writers by Mrs. Huge Kliecinsteuber, 

widow of one of the sons of the pro- 
prietor of the shop. 
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EDITORIAL 


The Deceptive Calm 
@ The calm which succeeded the squall of the 
presidential campaign seems to have engendered 
the notion in the minds of some the difficulties 
with which business may have been threatened 
were illusions which have been dispelled. 

Substantial gains in many divisions of industry, 
extra dividends by many corporations and the 
flourish of all business which profited by Christ- 
mas trading are interpreted to support the idea. 

The country has recovered from depression. 
Buying power has increased. Considerable im- 
pulse has been given all activities. Prices are 
being advanced. Railroads are handling increased 
tonnage. Newspapers mention need for more 
freight cars. And will presently report govern- 
mental activity to check too rapid progress lest 
it lead to dangerous speculation. ‘All set to go” 
yet termination of the campaign made no change 
other than stilling controversial voices. Relief 
from the tensity of feeling blurs the fact that all 
is about as it was. 

Perhaps viewing the situation in the better per- 
spective afforded by the “breathing spell” has dis- 
closed some of the difficulties to have been magni- 
fied by prejudice and self-interest: to have been 
more apparent than real. Which some probably 
were. 

But some “threatening difficulties” remain. And 
will be made conspicuous by bills submitted for 
the consideration of the congress soon to convene. 
Wisdom suggests cautious study of such bills as 
well as analysis of one’s business practice by way 
of preparation to meet new conditions. 


-o- 


New Patman Act Endangers 
Office Equipment Industry 
@©¢ The text of the new Patman bill (reprinted 
from American Business) is as follows: 

“It shall be unlawful for any manufacturer or 
any affiliate of such manufacturer to directly or 
indirectly transport or cause to be transported, 
in commerce, any article or material produced by 
such manufacturer for sale or distribution at re- 
tail by such manufacturer or by an affiliate of 
such manufacturer. 

“A person shall be deemed an affiliate of a man- 
ufacturer if such person controls or is controlled 
by, or is under common control with, such manu- 
facturer. 

“The exhibition of a motion picture, for a 
charge, shall be deemed such a sale at retail. 

“A person shall be deemed to control another 
person if having over the latter (A) actual or 
legal control, whether direct or indirect, or (B) 
any direct or indirect power or influence which 


can be used to affect, in any substantial manner, 
the policies or conduct of such other person affect- 
ing competitive relationships between persons en- 
gaged in the business of selling articles or mate- 
rials at retail. 

“This act shall take effect three years after the 
date of its enactment.” 

In these five short paragraphs, if approved by 
the Congress, is power to disrupt the distribution 
system of a large percentage of the business of 
the country including that of manufacturers in 
most of the major lines of the office equipment in- 
dustry. With the probable result of higher con- 
sumer prices because of increased cost of distribu- 
tion. 

The bill would eliminate branch offices of the 
manufacturers of typewriters, adding machines, 
bookkeeping machines, addressing machines and 
office machines for many other purposes as well 
as branch offices of manufacturers of furniture, 
loose leaf systems, ribbons and carbons and a large 
number of other products in all states except those 
where the factories are operated. 

Automobile company branches in all states 
other than those where production is maintained 
would have to be discontinued. Gas stations as 
well, except in the states where refineries are op- 
erated. 

No considerable thought is required to perceive 
the far-reaching effect of such an enactment and 
some of the many complications which will ensue. 

Distributors who interpreted the Robinson-Pat- 
man Act and the so-called “fair trade” laws passed 
by several states in terms of self have found some 
disadvantages to offest advantages. Distributors 
who, displeased over some experience with pro- 
ducer competition, consider that the new Patman 
Act may relieve them of difficulty, will find them- 
selves hampered by the law if they sell some of 
their own smaller articles elsewhere than in their 
own states. 

The Robinson-Patman law is a start toward en- 
actments for control of business. The proposed 
extension of its powers is a further step which 
under the psychology of the times may lead to 
acts even more drastic. 

Business from which comes all income of fed- 
eral, state and municipal governments and which 
is the source of national well being should be alert 
to the danger of the proposed legislation. 


“Too Many” 
@©¢ Always there are “too many.” Too many of 
all things—too many doctors, lawyers, merchants, 
chiefs. Too many in all professions and in all di- 
visions of production and distribution of things 
whatsoever. Too many at times of the fruits of 


—_ 
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trees, shrubs, vines and soil. But too many pro- 
tects against monopoly in all divisions of man’s 
activity. 

Because of “too many” not all who engage in 
enterprise of their choice can succeed. But all are 
free to venture. Those having greatest intiative 
and industry with some favor of circumstance 
fare best. Many fail and find what other occu- 
pation they may. 

Most of those who complain of “too many” 
made entry into their chosen fields when there 
were “too many.” Only the comparative few who 
launch new ideas do not augment “too many.” 
These open up vast new fields of employment. 
For which there are, in time, too many. 

The succession of newcomers in all fields of en- 
deavor are but new generations striving for ways 
to express themselves. Constant addition to the 
number brings new difficulties but “too many” 
safeguards against monopoly which “just enough” 
would create. 

To set production and distribution of indispen- 
sables and dispensables at balance, to limit the 
number of persons engaged in professions to an 
estimated need of such services would require a 
social system of regimentation which would de- 
stroy industry and enterprise and reduce all to the 
dead level of mediocrity. 

The desire not to be regimented, to get ahead, 
to attain some degree of eminence, to advance per- 
sonal prestige, to improve situation, to increase 
possessions, is the force which impels industry 
and enterprise and creates a thousand things for 
man’s comforts and convenience. And elevates 
standards of service of every kind. 


a ed 


A Banker Speaks for Office Equipment 
@© Rand McNally Bankers Monthly for last Oc- 
tober presented an article by Thomas C. Boushall, 
President, Morris Plan Bank of Virginia, Rich- 
mond, setting forth the necessity of banking 
research. In the November issue he carried on 
his theme, reaching a point at which mention was 
made of physical equipment: 

“There are machines of various types that can 
be perfected to cut manual work and put more of 
it on a mechanical basis. It would require much 
space to list and describe all the machines at pres- 
ent in use in an average sized bank. But there are 
many machines in other office work or factory 
production that are perhaps adaptable to a bank 
with small changes either of the machine or of 
bank practice which would speed work, eliminate 
costly errors, cut costs and reduce drudgery for 
employees. The machine, stationery, and office 


supply groups are all available for an organized 
attack on the problem with assurance of definitive 
success.” 

Study of the problems involved may, the writer 
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indicates, bring to banking developments analo- 
gous to the progress made in the automotive in- 
dustry, where, as he points out, a modern lacquer 
has reduced the time needed to paint a car from 
forty days to three. “Business machines and 
accounting ingenuity may do as much relatively 
for posting customer accounts and reconciling 
general ledgers with separate controls.” 

No “Official” Form fer Social Security 

Records 

A release from the Social Security Board at 
Washington, dated December 18, 1936, reminds 
with emphasis “that no particular office forms for 
employers are prescribed for wage records of em- 
ployes in order to furnish the information neces- 
sary under the Federal Old Age Benefit Plan.” 
Elaborate systems of record keeping will not be 
necessary. Treasury regulations 91, now avail- 
able at offices of local Collectors of Internal Reve- 
nue, and at the Bureau of Internal Revenue, Wash- 
ington, D. C., while specifying what records must 
be preserved, state definitely that there is no 
prescribed “official” form for keeping records. The 
information is to be transcribed from employers’ 
records to Treasury Department forms at the 
proper time, for filing with collectors of internal 
revenue for the district of the employer’s princi- 
pal place of business. 

Employers liable for taxes under Title VIII will 
have to keep accurate records, in any form conven- 
ient, of all remuneration paid to employes after 
December 31, 1936, for services performed after 
that date. The record is to include the employe’s 
name, address, Social Security Account number, 
occupation, total amount and date of each remun- 
eration payment, and the period of service it cov- 
ers, the amount of the remuneration subject to 
tax, the amount of employes’ tax withheld or col. 
lected on each payment, and, if collected at a time 
other than the time of payment, the date collected. 

The Social Security Board announcement that 
there is no “official” form for keeping of records 
assures, by inference, that any of the individually 
designed forms offered by loose-leaf and record 
systems manufacturers are acceptable if they pro- 
vide means of recording the desired information. 

Chicago Will Again Entertain N.S.A. 
@© Those members of the industry whose head- 
quarters and homes are in and near Chicago feel 
keenly the honor recently bestowed upon that city 
by a decision of the executive committee of the 
National Stationers Association to make Chicago 
the convention city for 1937. 

The 1936 meeting at the Palmer House, which 
shattered all records for attendance and for the 
unqualified enthusiasm which the delegates ex- 
hibited, proved that the task of successfully stag- 
ing such a huge undertaking is no easy one. But 
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the fine spirit and outspoken gratitude of the 
visitors and their ladies more than repaid the 
various committees for their labors. 

General manager, Charles P. Garvin, and his 
committeemen have set the date for the 1937 con- 
clave as September 27, 28, 29, and 30, and have 
again chosen the Palmer House as convention 
headquarters. 

The fact that this decision was reached in an- 
swer to an almost unanimous demand of the mem- 
bership of the association is gratifying and pleas- 
ing to all of those who worked so hard on the 
immense job of last year and are resolved that 
those of you who honor us with your presence in 
Chicago next September shall find a convention 
and exposition bigger and better than the great 
meeting of 1936—if such a thing is possible. 

Steck Up 
@ According to the publication of the National 
City Bank of New York, business has recovered 
only above three-fourths of the ground lost be- 
tween the 1929 peak and the 1932 bottom. Such 
unemployment as remains is evidence that the 
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country is still working below its productive ca- 
pacities. Under the circumstances it is hardly 
conceivable that a shortage of goods could develop 
which would not be immediately relieved, through 
either increased output or readjustments in pur- 
chasing and consumption. Looked at in the large, 
the scene does not reveal evidence of any danger 
that a sellers’ market may develop. 

If temporary or apparent scarcities in certain 
lines are observed, no surprise should be evoked. 
The inroads made by the depression in many in- 
dustries when factories and mines were closed, the 
influence of time, exacting the toll of obsolescence, 
must be remembered. There are expanding indus- 
tries, like rayon, in which sales have grown more 
rapidly than production could keep pace. So far 
as the commercial stationery industry is con- 
cerned, a scarcity does not seem to be impending, 
Yet, because the general impulse to business has 
increased the demand for products he carries, the 
stationer will do well to guard against losing busi- 
ness because of lack of stock. Under present con- 
ditions it would appear that he will not be exposed 
to the danger of carrying too much. 


Here and There 


“Bill” Smith Celebrates 
Two Anniversaries 


cube root, or major in trigonometry, be- 
come a second Paderewski or sell fasten- 


all the confectionery needed for “court- 
ing”; when writer salesmen wore 


In December Bill Smith (christened 
William) ace of Ace Fastener Corpo- 
ration, Chicago, reported that he had 
at that time punched old Chronos’ 
clock at seventy and a couple of days 
before had rounded out fifty years as 
a salesman. Assuming the Smith fam- 
ily records to be correct, we must con- 
cede that old Father Time has been 
mighty good to Bill. 

The records at hand do not show just 
how Bill’s fifty years in the stationery 
business were divided. There were 
twelve years as a bright star in the sell- 
ing galaxy of the L. E. Waterman Com- 
pany; several years selling the Boston 
safety pen; five years with the Wahl 
Company; a few years with the original 
Autopoint Company in the forming of 
which Bill was one of the founders; six 
years with Neva-Clog Products, Inc., 
and the four years with the Ace Fastener 
Corporation. 

Bill is what is commonly described as 
a “born” salesman despite the fact that 
such a phrase is erroneous. Calculating 
and unsentimental scientists, tired of 
hearing of the “born” mathematician, 
the “born” musician and the “born” 
salesman, insist that there is no such 
thing. With a total disregard for a 
well-turned phrase they have declared 
practically unanimously that no one was 
ever born with the ability to extract a 


ers. They do admit, however, that one 
may come into this world with an apti- 
tude for these various gifts, and it is 
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certain that under this category comes 
Bill. 

Bill Smith started his career with two 
fine assets, a joyous spirit and an in- 
gratiating personality which have not 
diminished through the years and which 
have won him a host of friends in the 
trade throughout the country. He ra- 
diates good humor and takes life on its 
lighter side. Bill’s career was started in 
the good old horse and buggy days. 
When a ten cent bag of peppermint 
drops was, according to “Abe Martin,” 


“Prince Alberts” and silk hats; when 
the “League of American Wheelmen”’ 
in natty skin-tight uniforms rode their 
high bicycles on “century runs”; when 
two and a half dollars a day paid for 
room and three meals at a hotel 
(bridal chamber three dollars); when 
floor walkers in dry goods stores wore 
side whiskers; when women’s garments 
left something to imagination; when 
Charlie Garvin was throwing his rattle 
out of his baby carriage; when . . . but 
we must stop somewhere. 

Anyway, we add our own to the good 
wishes of Bill’s army of friends and ex- 
press the hope that we may be here to 
record a hundred more anniversaries of 
the two events. 





Alderman Airth Is a Fast 
Acting Stationer 


Thomas Airth, alderman, Evanston, 
Ill., serves his fellow citizens also as a 
commercial stationer, and, in a pinch, 
shows he is capable of serving in a 
definitely executive capacity. t his 
role as a stationer is managed well is 


indicated by the fact that recently he 


was plagiarized. His business name is 
egal ak good enough selling ammu- 
nition to be worth lifting. During De- 
cember he was subjected a number of 


times to the annoyance occasioned by 
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learning that a house-to-house canvasser 
was selling, or attempting to sell, sta- 
tionery in the Airth name. On the 
occasion of which this is the record, the 
news broke upon him like the straw on 
the camel’s back. 

“You may be pretty good as an alder- 
man,” vouchsafed a feminine voice on 
the telephone, “but your salesmen are 
too fresh.” 

To such a comment there was pos- 
sible but one response: action. Mr. 
Airth leaped into his car and roared 
off to the scene. Whatever subtle sense 
made it possible, he was led directly 
enough to the spot upon which he dis- 
covered his competing representative, a 
young man trying to get along in the 
world by showing people sample en- 
velopes and sheets of stationery. The 
chase closed, a scuffle followed, as is 
called for in all action scripts. The 
alderman proved his fitness for Mountie 
roles, for he got his man, bundled him 
into his car and presently into the police 
station. 

The charge preferred was appropriate 
enough for the misdeed performed: that 
of selling paper sundries without sundry 
papers qualifying one legally to sell 
paper sundries. 





Quill Cutter Stumps Old 
Timers 


Old timers in the industry are still 
trying to figure the vintage of a quill 
cutter used for sharpening quill pens 
before Richard Esterbrook made Amer- 
ca’s first steel pens. 

The quill cutter was exhibited at the 
recent N. S. A. convention in Chicago 
by Fred Richmond of the Richmond & 
Backus Company, who said it has been 
in his desk for more than thirty-five 
years—and perhaps longer. It is in per- 
fect condition, not showing the least 
signs of rust. 

Among those who viewed the old de- 
vice was R. N. Wood, sales manager of 
the Esterbrook Steel Pen Manufactur- 
ing Company, Camden, N. J. Mr. 
Wood is hardly an old timer, but he 
knows plenty about pens although even 
he is at a loss to name the year in 


which the quill cutter was manufac- 


tured. 





Swyers Appointed 
Marshal 

Monroe Swyers, head of the Elkins- 
Swyers Office Equipment Company, 
308 East McDaniel, Springfield, Mo., 
was recently appointed by Presiding 
Judge Perry T. Allen of the Spring- 
held Court of Appeals to the position 
of marshal, which carries a salary of 
$1800 a year. Ralph W. Elkins of the 


same firm has been elected second vice- 


president of the Springfield Kiwanis 
Club in a race which featured one elec- 
tion contest between a Springfield man 
and Jim Farley and Tom Pendergast 
for the treasurer’s post.—HDR 








Frank H. Fogg, Owner of 
the Joplin Typewriter Co., 
Joplin, Mo.. Who Made a 
Flying (on a Train) trip to 
California Recently, Posing 
for a Pieture Entitled, 
“How a Typewriter Man 
Looks after Serious Entan- 
zliements with Some of 
Califernia’s Deep Sea Fish.” 
—HDR 





DoMore to the Congo 

Having sold the DoMore chair for 
a period of about five years, Myers 
Office Furniture Company of Kansas 
City, Mo., recently consummated a 
transaction involving that office item in 
trans-continental and trans-oceanic com- 
merce. 

Early last fall, Myers Office Furni- 
ture Company quoted Miss Myrle O. 
Ward, c/o Disciples of Christ Congo 
Mission, Coquilhatville, via Matadi, 
Congo Belge, W. C. Africa, on one of 
the DoMore “Airduct” clerical chairs. 
The selection was proposed because of 
the company’s realization that Miss 
Ward lived and worked in a very hot 
climate. The result of the recommenda- 
tion is intimated in this comment by 
the president of the firm, Claude F. 
Myers: 

“You can realize that we were quite 
thrilled to get an order in the ‘Heart 
of America’ from such a distant land, 
especially when you consider the num- 
ber of weeks it takes for a letter and 
a return order to cover this distance. If 
you will note, it is on the west coast of 
Africa, possibly some fourteen thousand 
miles from Kansas City. We are sure 
that some stamp collector would covet 
the envelope which was decorated with 
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several stamps from Congo Belge as this 
letter started on its way by air. 

“It seems that the depression has defi- 
nitely broken when we can sell chairs 
in Africa.” 

Mr. Myers reports also that business 
in his field has shown a decided im- 
provement in the past several months. 

Whether or not the better mouse-trap 
which led the world to beat a path to 
the creator’s door was air-cooled is not 
known, but the indication is that 
thought in creating and thought in ap- 
plying the product to the needs of the 
ultimate user will blaze a trail through 
jungles and lay a course across the deep. 





“Doe” Hanson Brings in 
St. Peter 

“Tf I knew I could shake hands with 
St. Peter right now and he would say 
‘The gates are open, come right in,’ I 
would say, ‘Wait a minute, Friend 
Peter, I have to give my new address 
to the Office Appliances boys as I surely 
would not want to miss a number.’ ” 

On December 15 so wrote Walter 
(Doc) Hanson of Hanson Business 
Machines Company, Cleveland, Ohio, 
whose unusual advertising letters were 
the subject of an article in the October 
issue of “Better Letters.” 

Now should that happen for which 
there is not the slightest possibility (we 
are reluctant to even mention it) but 
should “Doc” Hanson by, say, confu- 
sions of the record, or by something else 
for which he was in nowise responsible, 
find himself not at the Golden Gates 
but instead at the place where we have 
been received, each month he shall have 
the first look at our asbestos copy of 
the journal. 


Merritt Gives Lecture at 
Dorchester 

Continuing his efforts of many years 
to raise money for the Dorchester 
Woman’s Club scholarship fund, Ar- 
thur H. Merritt, of the Franklin P. 
Shumway Company, delivered a splen- 
did lecture on “The Lakes of Ontario” 
on November 17 before a large audi- 
ence. The lecture, which was entirely 
different from ten previous addresses de- 
livered by Mr. Merritt and was accom- 
panied by lantern slides, was the result 
of a visit paid by Mr. and Mrs. Merritt 
to the island homes and gardens of 
wealthy summer residents on the lakes 
of Ontario. 

The crowd of attentive hearers at 
Mr. Merritt’s lecture was enthralled by 
the beautiful scenes depicted by the 
series of lantern slides which covered the 
Muskoka Lakes, the Lake of Bays re- 
gions, Lake Ontario, The Thousand 
Islands and the rapids of the St. 
Lawrence river. The lecture was held 


in Whiton Hall in Dorchester. 











HIS IS indeed a new 

year to me because I 
find myself engaged in a 
very new endeavor as far as 
I am concerned and one 
which has many complexi- 
ties, at the same time many 
opportunities for enlighten- 
ment and business educa- 
tion. A man assuming the 
presidency of the National 
Stationers Association is 
bound, if he thinks at all, 
to realize that he has 
stepped into the shoes of a 
long line of distinguished 
men and therefore not only 
has a job to do, but a tradi- 
tion to perpetuate and in 
the National Stationers As- 
sociation that tradition is 
indeed a brilliant one. 

I suppose that it would 
be impressive as president 
of the National Stationers 
Association to enunciate a 
lot of weighty principles 
and glittering prophecies, 
but we have a continuing 
organization, one that com- 
mands the services of many 
men, not for a year alone, 
but there seems to be a 
group in this organization 
who have been continu- 
ously at work making an 
altruistic contribution ever 
since the organization 
started. Looking back over 
the years, I wonder that 
the association has been 
able to do as much as it has 
with the limited financial 
resources which it has been 
able to command. The Na- 
tional Stationers Associa- 
tion is a pretty sturdy ship. 
She came through the de- 
pressed times with all sails set, 
and instead of collapsing when 
she got to the entrance of the har- 
bor of better business days, she 
has sailed proudly in with colors 
flying and today stands as one of 
the most sturdy business crafts in 
the whole country. 

To undertake to steer that craft 
for a year is not child’s play and 
I do not mind admitting that I 
would not have undertaken such 
a job had we not had an efficient 
business office and organization 
not only to carry out whatever 
plans I might have in mind, but 
to carry on the fine work which is 
continuous year after year. 

N. S. A. Service 

The National Stationers Asso- 
ciation, with twenty-six actual 
services, one for each letter in the 
alphabet, is performing a real 
service for its members. Each one 


N.S. A. 
AND THE 


NEW YEAR 


William C. Clegg, President of 
the National Stationers Associa- 
tion, Pays Tribute to Former 
Executives of the Organization, 
Gives High Compliment to His 
Co-Workers and Makes Some 


Suggestions for the New Year. 
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of these services is in actual oper- 
ation. I find a regional meeting 
plan that has grown and devel- 
oped over a period of years to the 
point where we really have a con- 
vention in each one of the regions 
every year and I find these regions 
manned with men who know their 
business, who are outstanding 
men in their communities and to 
these governors I doff my hat. I 
find the N. S. A. delivering a serv- 
ice that for the dollar of dues 
paid by the members cannot be 
matched by any other organiza- 
tion that I know anything about. 
I find a good humored organiza- 
tion. I find the great majority of 
the members in tune. It is inter- 
esting to note that every worthy 
suggestion over a period of years 
that has been made in a regional 
meeting or in a national conven- 
tion has been put into action 
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wherever possible by the 
business office. I find an or- 
ganization willing to do 
more than its members 
have allowed it to do. 


Member Support 


As an example, it is clear 
that over a period of years 
the business office has 
asked us for figures that 
could have been and have 
been of tremendous value 
to the individual merchant. 
The business office has been 
willing to go further on this 
work provided we, the indi- 
vidual members, would do 
our simple part by supply- 
ing the office with figures on 
our own businesses. 


New Needs for N.S.A. 


And so as I go right 
through the line, I find an 
organization that it seems 
to me is more necessary to- 
day than at any other time 
in its history, particularly 
because the whole trend in 
our government seems to be 
toward an organized attack 
on the problems that con- 
front business and certain 
it is that if such an attack 
is to be made upon business 
problems, then indeed the 
business which is not well 
organized, which does not 
have a solid program and 
which is not possessed of an 
efficient organization hand- 
ling its affairs is bound to 
be at a loss. It is interest- 
ing to note that some of the 
organizations that were 
very, very strong when the 
stationers organization was 
just beginning to find its 
strength have almost passed from 
the picture, while this organiza- 
tion has gone on gaining in 
strength and now after a third of 
a century is a sturdy, youthful, 
healthy aggregation of men seek- 
ing better ways, better things and 
better methods as well as better 
thinking. 

The Economic Situation 

I see very little to worry about 
economically in the year ahead. 
I do think that the new dollars 
which have gone into circulation 
during the last month or two and 
are going into circulation now 
should be the goal of every clear 
thinking, aggressive business man. 
Are we going to be on the job to 
see that the man who needs a new 
office outfit is going to get it be- 
fore he air conditions his office? 
Who is going to get that dollar 
first? Are we going to stand back 
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and allow the other fellow—and 
when I say the other fellow, I 
mean the other fellow completely 
outside of our business—to walk 
in and get money from business 
men in the way of orders that we 
might just as well have and that 
we could and can have if we do 
an equal or better promotional 
selling job? We propose to face 
this condition in this association 
this year, to do everything possible 
to bring before our members the 
best methods and ways of getting 
these dollars into the tills of our 
business. 

There is another factor that is 
extremely interesting and impor- 
tant. At the present time we 
don’t know whether there is going 
to be a new NRA or something 


WHY HE DIDNT 





similar, and if the government de- 
cides to make such a movement, 
we must have a strong organiza- 
tion to approach the problem in 
the right way and to be sure that 
whatever happens, the basic and 
economic interest of our trade 
shall be protected and preserved. 

It seems to me that the whole 
thinking of the American business 
men today should be the type of 
thinking that has created great 
industries through associated ef- 
fort. 

I hope to attend a good many 
of the regional meetings this year. 
It is impossible for me to attend 
all of them, but there will be a 
representative of The National As- 
sociation at every meeting. I hope 
that these meetings will devote 





OFFICE APPLIANCES 


themselves to the business of the 
business, to the building up of the 
association, to the acquisition of 
worthy and eligible members. 
During the coming year, I want 
to see a closer codperation than 
we have ever had before between 
the friendly trade manufacturers 
in our business and the dealers 
and I would like to see the dealers 
putting their strength behind the 
friendly manufacturers and pay- 
ing less attention and giving less 
business to the strangers. 

After all is said and done, one 
way to build any business body is 
to concentrate on that business 
body and see that it gets the 
proper nourishment, and we can’t 
build our business group if we 
scatter our shot. 


BUY 


YOMMENTING upon his experience with some United States manu- 
facturers who responded to his advertisement, a Swiss subscriber 





who has extensive business in desk accessories and small articles of office 
equipment writes: 

“Some firms taking no account of the fact that Switzerland has a total 
population of less than half of New York, a high proportion of which is 
agricultural, made offers of fantastic quantities. Others, ignoring the 
necessity for rock bottom wholesale prices, quoted retail prices writing 
subsequently that they could, of course, quote a quite different scale to 
jobbers. 

“In one case we placed an order after having a sample submitted. 
Meanwhile the manufacturer changed his product. We liked the sample. 
We disliked the goods delivered. We took a loss on them and never 
reordered. 

“From our experience, it would appear that many exporters have not 
informed themselves of Swiss conditions and needs. They make liberal 
tenders of advertising and show window material with U. S. retail prices 
conspicuously shown in dollars and cents. All of which is utter waste as 
far as the Swiss field is concerned. But there are other factors affecting 
the printed matter which the manufacturers do not consider. Advertis- 
ing matter for use in Switzerland must be in German, French or Italian. 
Moreover, there is a high rate of duty on all printed matter especially 
when printed in colors or in cut-outs so even if sent free by the manu- 
facturers, it becomes expensive before it reaches the Swiss agent. Very 
expensive when it cannot be used. Then there is the transportation duty 
to be added to the cost which necessitates a higher price for the goods in 
Switzerland. Should the American dollar price be shown, the public 
would think the Swiss distributor was overchanging. 


“With the devaluation of the Swiss franc and consequent higher cost 
of dollar goods, there will be a little slowing down for a short period for 
the new United States products. Once adjusted to the new conditions and 
the Swiss public appreciating the necessity for advancing prices, there 
may be good development in Swiss-American relations.” 

Note.—The experience reported by our subscriber is not unique. Criti- 
cisms from foreign distributors of a lack of information on the part of 
some American manufacturers are frequent. This is due in most cases 
to inexperience in export. Very many manufacturers on this side have 
long experience with the foreign markets. They know the customs and 
trade practices of the various countries. They conduct their affairs abroad 
with no more friction than arises in their transactions at home. Manu- 
facturers who are inclined to cultivate the field abroad should be in- 
formed on all of the factors which make for successful business there. The 
information is available. 








A VIEW OF THE OFFICE 
EQUIPMENT INDUSTRY IN 


if 2s 


Here in alphabetical order by countries are presented the 
prospects for the office equipment industry in many lands 
throughout the new year. These statements by officials of 
high ranking companies aboard afford United States manufac- 
turers reliable information upon which to base estimates for 
the coming year. 

Among the statements is one by the president of the Inter- 


national Union of Office Appliance Trade Associations and 
one by the president of the Office Equipment Manufacturers 
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Institute. 


That the new year promises prosperity for many lands is 


encouragingly evident. 


That problems remain to be adjusted 


must be accepted as one approach to a truly fundamental 
prosperity for all, which is worth sacrifice to achieve. 


Our gratitude is here extended to our friends in many lands 
who have made this contribution of Office Appliances possible. 


RESENT indications point to 

1937 as being a year in which 
every business and trade in Aus- 
tralia should show improvement. 

Australia is first and foremost 
a primary producing country de- 
pending for the most part on the 
income she receives from the sale 
of her wool and wheat overseas. 
Wool, despite the embargo by the 
Japanese, has maintained its sell- 
ing price this season, owing to 
sustained competition from the 
other wool buying nations of the 
world. Wheat, at the time of writ- 
ing, has reached a record price for 
the last six years. 

During recent years secondary 
industries of this country have 
shown rapid expansion owing to 
the encouragement of protective 
tariffs, and a further important 
step in this direction was taken 
last May when the Commonwealth 
Government took the drastic step 
of placing higher duties on low 
priced artificial silks and cotton 
textiles, and of prohibiting the im- 
portation of a large range of man- 
ufactured goods except under li- 
cense. These licenses are freely 
given to good-customer countries, 


AUSTRALIA 


Sydney G. Stott, 
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Sydney — Australian 
Agents for Under- 
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Addressograph-Mul- 
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and are refused to countries hav- 
ing an adverse balance of trade 
with us. This system actually af- 


fected only two countries detri- 
mentally, the United States of 
America and Japan. 

In the case of the United States 
of America, for many years Aus- 
tralia has had a marked adverse 
trade balance in spite of very high 
tariff duties against the principal 
imports such as automobiles, mo- 
tion pictures, refrigerators, office 
equipment, etc. Prohibitions af- 
fecting the office appliance indus- 
try were imposed on printing ma- 
chines, including addressing and 
check protecting machines, type- 
writer ribbons, writing and type- 
writing paper, and in certain cases 
electric motors under one horse 
power; whilst typewriters were 
granted a quota of seventy-five 
per cent of the previous year’s im- 
ports. It is difficult to tell how 
successful this vital change in our 
customs laws will be, but it is quite 
evident that a tremendous im- 
petus will be given to our second- 
ary industries. The government 
has already shown that it is deter- 
mined to encourage the complete 
manufacture in Australia of an 
automobile. For this purpose 
alone many new industries have 
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been, and will continue to be, at- 
tracted to Australia. 

In the case of Japan higher du- 
ties against her products were im- 
posed despite the fact that Japan 
was our second best customer, her 
purchases consisting mainly of 
wool, and had a favorable trade 
balance with us. This action was 
taken in order to protect our mar- 
kets from the flood of low priced 
textiles which were being sold to 
the detriment of goods coming in 
from countries within the Brit- 
ish Empire. Japan immediately 
placed an embargo on our wool. 
It now appears certain, however, 
that agreement will soon be 
reached on a basis satisfactory to 
both countries. 

The National Budget recently 


) ANUFACTURERS of busi- 

ness equipment throughout 
the world are today looking 
toward Brazil with increasing in- 
terest and less apprehension. The 
Stability of the Vargas govern- 
ment, Brazil’s new Constitution, 
her success in negotiating modi- 
fied payments of foreign obliga- 
tions and ability to maintain said 
payments, the satisfactory solu- 
tion of the unfreezing arrange- 
ments of 1933 and 1936, the stimu- 
lation of new exports (particu- 
larly cotton) the increase of native 
industry tending to reduce im- 
ports, the operation of a compen- 
sation mark arrangement with 
Germany, the cancellation of the 
gold basis in the United States, 
the subsequent devaluation of 
United States currency, and the 
exchange stabilization arrange- 
ment between England, France 
and America, constitute a group 
of factors, each one of which has 
contributed something to the im- 
provement of Brazilian conditions. 

American and British factories, 
however, are noting with alarm 
the increased volume of office 
equipment business which Ger- 


presented to the people of Aus- 
tralia by the Commonwealth 
Treasurer was better than ex- 
pected and will further assist 
trade and commerce through the 
lessening of industrial costs. Col- 
lections of taxation were more 
buoyant than for any year since 
the depression, and despite a 
much larger defense vote, remis- 
sions of taxation amounted to five 
and a half million pounds. 

The Stock Exchange is buoyant, 
with industrial shares at a high 
level. Proposals for the resump- 
tion of migration are receiving at- 
tention. 

It can thus be seen that condi- 
tions generally are ideal for in- 
creased business. Besides the re- 
placement of old equipment, many 
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many is doing in Brazil solely be- 
cause of a compensation arrange- 
ment resulting in price advantage 
only. While British and American 
factories are striving to improve 
the quality of their product and 
conceive new and better applica- 
tions, their German competitors 
are slowly developing dealer net- 
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new machines will be required, 
new methods will have to be ex- 
plored, calling for the scientific in- 
vestigation of every device that it 
is possible to supply. 

Typewriter sales are improving, 
particularly in noiseless models. 
Increased activity is also being 
shown by importers of duplicators, 
calculators, adding and address- 
ing machines, whilst manufac- 
turers both European and Amer- 
ican, not represented in Australia, 
are offering agencies. 

Taking everything into consid- 
eration, office equipment of all 
descriptions should share in the 
marked increase in business activ- 
ity which is taking place in the 
Commonwealth of Australia. 


works throughout the Brazilian 
territory. Factories who are 
handling distribution in Brazil 
through their own branches and 
old line Brazilian dealers repre- 
senting British and American fac- 
tories, are following the operation 
of Brazil’s compensation arrange- 
ment with Germany with the 
keenest interest and concern. 
The advantage to the Germans 
in adding machines, duplicating 
machines, duplicator accessories, 
typewriters and _ accessories, 
amounts to between thirty and 
thirty-five per cent. No one knows 
how long Germany can continue 
to sudsidize exports to this extent. 

Observers feel, however, that 
Germany cannot afford to main- 
tain the arrangement much 
longer. This will be the most seri- 
ous factor affecting American 
office appliance business in Brazil 
during 1937. If the Brazilian-Ger- 
man arrangement should be can- 
celled, our American factories may 
look for good business in Brazil 
throughout the year; otherwise a 
price war or loss of business to 
German manufacturers, is inevit- 
able. 
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USINESS in the office equip- 

ment field in Chile being 
now in that condition which may 
be considered normal affords rea- 
sonable ground for cheerful view 
of the prospects for 1937. 

From 1931 to 1933 sales of new 
equipment almost reached the 
zero point. Business was prac- 
tically confined to used machines 
and the repairs necessary to keep 
them in operation. In 1934 slight 
improvement was shown. Since 
when growth little by little has 
brought transactions to the nor- 
mal. 

Note.—Mr. Storandt is Chilean 
agent for the Victor Adding Ma- 
chine Company, Chicago, and the 
Mercedes Biiromaschinen-Werke 
A. G., Zella Mehlis i/Th., Ger- 
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many. He is also partner of the 
firm of Paye & Company, card- 
board manufacturers, which he 
himself founded in 1919. He is 
also proprietor of a printing busi- 
ness “Talleres Graficos San Vi- 
cente” at Santiago. Mr. Storandt 
came to Chile in 1910, having been 
connected with the firm of Karl 
Krause of Leipzig. He went to 
Chile to take appointment with 
Luer & Paye, who were agents for 
Karl Krause. Within a few years 
he became general manager and 
then partner. He organized an 
office machinery department for 
the firm in 1927. Continuing his 
financial interest in the company 
he withdrew in 1930 to establish 
his own business. 


CANADA=PAST, PRESENT AND FUTURE 


Any manufacturer contemplating 
cultivation of the Canadian mar- 
ket will find Mr. Bissell’s state- 
ments interesting and informative. 


ANADA has entered an era 

which promises to be one of 
the most prosperous periods in its 
history. 

By way of contrast, let us look 
at an early picture of Canada, as 
portrayed by the following story— 
“One of the sailing ships that first 
crept up the St. Lawrence is said 
to have carried a Spanish sailor 
who, with imagination fired by 
tales of gold and riches, searched 
the banks of the St. Lawrence 
from break of day to nightfall, 
only to retire crying—‘Ca Nada’— 
which means ‘Nothing here’.” 
What a contrast with present-day 
conditions! 


Canada occupies approximately 
one-sixteenth of the world’s area, 
and has a population (census 
1931) of 10,376,786. Looking at a 
map of Canada one immediately 
becomes conscious of Canada’s po- 
lar regions and all the other parts 
that give but scant support to hu- 
man life. 


However, the rest of the world 
has its polar regions, although we 
seem to have more than our share. 
The United States has Alaska, and 
even a vast desert. The outside 
world has its Sahara, its Gobi, its 
Arabian desert, tropical swamps-— 
and the Rocky mountains are not 
confined to Canada. In Canada 
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we have built canals, railways and 
public works to accommodate at 
least thirty millions of people and 
have only a third of the number. 


The year 1936 has seen vast im- 
provements in all phases of the 
economic structure of our country. 
Foreign trade, mining and for- 
estry have been major factors in 
the improvements. Bank credit 
has been at a new peak, and the 


nation’s money supply has been 
placed at disposal for house re- 
pairs, renovation and buildings to 
the amount of $50,000,000. To 
date it is reputed that only four 
per cent has been applied for. A 
program of advertising on the 
part of banks, insurance com- 
panies and other financial insti- 
tutions will effectively put this 
money into circulation. 


Building trades, while not up to 
expectations during 1936, will no 
doubt gather momentum from the 
release of this vast amount of 
money. 

Canadian mining, now recog- 
nized as one of the largest and 
most varied and efficient of the 
world’s mineral industries, has 
continued on a progressive course. 
New gold properties have reached 
the stage of steady and large pro- 
ductions. 

The tourist trade of 1936 has 
been the largest since 1929 and 
1930. The prospects for 1937 are 
more encouraging, and will prob- 
ably create an all-time high. 
Lumbering, newsprint and indus- 
trial activity have also increased. 


A Few Unfavorable Factors 


The unfavorable circumstances 
at present involve the national 
crop return, which was about 
twenty per cent below the aver- 
age. The volume of new construc- 
tion has been disappointing, al- 
though, as previously mentioned, 
this should be stimulated by the 
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measures designed by the Domin- 
ion government in codperation 
with the banks to make funds 
available for financing house re- 
pair and renovation. 

Quoting S. H. Logan, president 
of the Canadian Bankers Associa- 
tion, from his address before the 
annual meeting—“The most dis- 
turbing situation in Canada today 
is in Alberta, where general legis- 
lation has been enacted for the 
advantage of the debtor at the ex- 
pense of the creditor without re- 
gard to the debtor’s capacity and 
willingness to pay.” 

Probably, like water at the flood, 
the situation in Alberta may find 
its own level. 

In general, employment through- 
out Canada has increased, al- 
though there is still much unem- 
ployment and many are on relief 
in various cities and towns. 

Canada is spending over half a 
million dollars to promote the sale 
of commodities in the United 
Kingdom. 

An important factor in Cana- 
dian business improvement is the 
Canada-United States trade treaty 
which went into operation a year 
ago. Though certain Canadian 
industries, notably magazine pub- 
lishing, have been placed at a dis- 
advantage by the treaty, exports 
of primary products to the United 
States have risen importantly and 
undoubtedly the increased pur- 
chasing power thereby created in 
Canada has had an all-around 
beneficial effect on business. 

As regards the prospects for 
general trade expansion, we have 
so conservative an authority as 
the Canadian Bank of Commerce 
saying currently—“The general 
business situation is now more en- 
couraging than at any time since 
the beginning of the current re- 
vival period, early in 1933,” and 
that—‘“the recent industrial ad- 
vance has been the strongest, most 
sustained and most widespread of 
that past three and one-half 
years.” 

The Royal Bank in their month- 
ly letter stated that—“The re- 
duced buying power of the farmer 
is the largest adverse factor in 
the present situation, and it is 
essential that farm income will 
have to be increased.” 


Income Increases 


‘ During 1936 the total income of 
the Canadian people will be be- 
tween eighty and eighty-five per 
cent of normal and it will show 
an increase of about sixteen per 
cent as compared with 1935. Total 


income of the mines for the cur- 
rent year will be more than fifty 
per cent in excess of the mining 
income for 1926. Manufacturing 
income will be approximately 
equal to 1926. Agriculture income 
will likely fall short of that of 
1926 by about $600,000,000. The 
value of construction in the cur- 
rent year will be about two-fifths 
of 1926 average. 

The population is about nine- 
teen per cent larger than 1926. 

All office appliance manufac- 
turers, agents and dealers report 
improved business and greater 
sales volume during 1936, and they 
look forward to 1937 with a great 
amount of encouragement and en- 
thusiasm. More people are em- 
ployed in this industry than ever 
before, and several firms have ex- 
pansion plans in mind for 1937. 

Canada presents a problem to 
the office appliance industry 
which is different to any other 
country, inasmuch as it is a bilin- 
gual nation. Approximately two- 
fifths of its population speak 
French and most of this popula- 
tion is accounted for in the Prov- 
ince of Quebec. 

It is especially necessary that 
advertising in Quebec be done in 
French and English. This does not 
apply so much in the office appli- 
ance field as it does to general 
commodities. 

That Canada is different, and 
that the same plans and methods 
successfully used in other coun- 
tries will not work successfully 
here, is not mere theory. The 
Canadian prospect is slower to 
purchase, and it requires more 
thorough salesmanship and a 
closer understanding between 
seller and buyer, before the order 
is signed. High pressure selling 
in Canada is not effective, and 
often means the downfall of this 
type of salesman. 

From a recent survey of west- 
ern Canada it was found that 
conditions were very promising. 
New records were reported in re- 
tail sales and several large retail 
concerns in such cities as Fort 
William, Winnipeg and Regina re- 
ported the best sales volume in 
years. There were practically no 
vacant stores of any account on 
the principal streets of Winnipeg 
and Regina. Financial concerns 
and trust companies reported col- 
lections fair, and city tax collec- 
tions were satisfactory. One large 
tobacco firm reported tobacco 
sales for the first ten months of 
the current year thirty per cent 
increased over last year, and cigar 
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sales fifteen per cent increase over 
the same period. 
Office Equipment Sales Up 

A general increase in office 
equipment sales for this year can 
be estimated at an average of fif- 
teen per cent over last year. 

According to the latest census 
available, Canada possessed, in 
1933, 25,232 manufacturing estab- 
lishments with capital investment 
in lands, buildings, equipment, 
etc., amounting to $4,689,373,704, 
employing 493,903 persons with 
salaries and wages amounting 
to $465,562,090. They consumed 
$969,188,574 worth of raw mate- 
rials (not including fuel) and pro- 
duced goods to the value of $2,- 
086,847,847. 

Trade in Manufactures.—Can- 
ada is the second most important 
manufacturing country in the 
British Empire. The capacity of 
Canadian industries and the va- 
riety of products marketed are 
such that many classes of goods, 
formerly imported, are now being 
manufactured in the Dominion in 
sufficient volume not only to meet 
the requirements’ of the home 
market, but also for export. To- 
day Canada sends manufactured 
goods to almost every country in 
the world. For the fiscal year 
1934, these exports reached $368,- 
000,000 in value, whereas in 1900 
they were below the $100,000,000 
mark and fourteen years later 
were but $159,000,000. 

Among the industrial groups, 
the vegetable products group oc- 
cupies an important position in 
trade. Wheat flour, rubber tires, 
canvas shoes with rubber soles, 
prepared cereal foods, sugar and 
alcoholic beverages are some of 
the more important articles of ex- 
port. 

Note——Manufacturers consider- 
ing cultivation of Canada should 
take into account the fact that all 
the larger cities have in their 
neighborhoods growing “satellite” 
towns or other densely settled 
areas in close economic relation- 
ship with the central municipal- 
ity. Computed on this basis of 
“metropolitan area,” the total 
populations of the larger cities at 
the census of 1931 were as fol- 
lows: Greater Montreal, 1,000,159; 
Greater Toronto, 808,864; Greater 
Vancouver, 308,340; Greater Win- 
nipeg, 284,129; Greater Ottawa 
(including Hull), 175,988; Greater 
Quebec, 166,435; Greater Hamil- 
ton, 163,710; Greater Windsor, 
110,385; Greater Halifax, 74,161, 
and Greater Saint John, 55,611. 

Included with Mr. Bissell’s arti- 
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cle were many interesting census- 
reports. They show total popula- 
tion by provinces and the popula- 
tion divided into rural and urban. 
Also the populations of cities and 
towns having over fifteen thou- 
sand inhabitants when the cen- 
sus was taken in 1931. To these 
figures is added the census of 


NCE AGAIN it is my pleasure 

to review for you our condi- 
tions as we anticipate them for 
1937. And I am pleased to say 
that I think they will be a little 
better than during 1936 due prin- 
cipally to the recent rapproche- 
ment between the Central and 
South China governments. 

It is, however, rather futile to 
attempt to make any forecast at 
all as the economic and political 
conditions affecting us are very 
troubled and uncertain. 

It is possible there will be seri- 
ous trouble between China and 
Japan in the near future and if 
so, business in this country will 
be virtually brought to a stand- 
still. At the moment the Chinese 
and Japanese are discussing their 
troubles but according to latest 
reports it is unlikely they can 
agree them. 

Then again conditions in North 
China are much upset because of 
the rampant smuggling of all 
kinds of merchandise into this 
area. Office equipment can be 
purchased in North China for an 
appreciably less amount than in 
Shanghai or further South, and 
already this smuggled equipment 
is beginning to filter through the 
entire country. 

There is no point in recapitu- 
lating the figures of office equip- 
ment imported into this country 
as such information can readily 
be obtained from your journal. 
Speaking generally, I am of the 
opinion that the figures for 1936 
will prove to be a little higher 
than for the preceding year. As 
yet it is too soon to confirm this 
by reference to your official re- 
turns but as soon as the analysis 


HERE is no reason why every- 
body in Colombia should not 
feel very optimistic about the 
business outlook for 1937. Our 
country, rich in many natural re- 
sources, has practica'ly recovered 


manufacturers by provinces as 
well as by industrial groups. The 
number of establishments in the 
various industries are presented 
as well as the number of persons 
employed by each. The leading 
manufacturing cities were espe- 
cially listed in which are shown 
the number of establishments and 
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has been completed, I feel sure 
that our figures will be slightly 
higher than for the preceding year 
of 1935. 

Nevertheless, our conditions are 
so depressed that it is not possible 
for them to become much worse 
unless we do practically no busi- 
ness at all. We are all existing on 
the barest minimums and can ex- 
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the number of employees. The 
figures are furnished by the Do- 
minion Bureau of Statistics at Ot- 
tawa, Canada; the Department of 
Trade and Commerce and some 
other departments in the Domin- 
ion government in each of which 
any inquiries made by interested 
persons will be welcomed. 


pect nothing better until settled 
conditions both nationally and in- 
ternationally are more readily dis- 
cernible. 

Speaking of the various office 
appliance lines, I have nothing 
special to report. All are depressed 
and none are making particular 
headway. As was the case last 
year, most interest is being dis- 
played in bookkeeping machines 
and it is this section of our in- 
dustry which is most likely to 
spurt ahead in the future. 

Local manufacture is continu- 
ing to hold its own, and although 
it cannot be said to be prospering 
it is not losing ground. This field 
of manufacture has been enlarged 
and now includes ribbons and car- 
bons, stencil papers, small ma- 
chines, such as numbering, em- 
bossing, perforating, checkwriting, 
etc., as well as the general line 
of steel furniture, not forgetting 
visible index equipment. We un- 
derstand that a calculating ma- 
chine is to be produced very soon, 
so the field of local manufacture 
appears to be widening to the 
detriment, of course, of foreign 
manufacturers. 

Because of this, together with 
our unsettled general conditions, 
it is not a propitious time for for- 
eign manufacturers to think of in- 
creasing their activities in this 
market and most certainly before 
they do so they should carefully 
survey their possibilities. 

Once again I regret that my 
prognosis should be so gloomy but 
no point is to be gained by mis- 
representing the facts and condi- 
tions as we find them to be at the 
moment and anticipate them to 
be during 1937. 


from the past depression and the 
recent huge outlay of money spent 
in all kinds of war material that 
had to be purchased hurriedly in 
order to face the threatening war 
with our neighboring country— 
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Peru. Fortunately, Colombia re- 
gained the usurped territory in 
the Amazones after a few favor- 
able skirmishes. The many mil- 
lions spent in armament decreased 
the country’s gold reserve and 
consequently the Colombian peso 
suffered depreciation. However, 
the high price of gold has in- 
creased the mining of this metal 
as well as platinum and the ex- 
change rate of the peso has been 
pegged at a fixed price for several 
months. Coffee prices are good 
and the crops are reported large 
and satisfactory. 

After this brief outline of con- 
ditions in Colombia, I am happy 
to say that the demand for mod- 
ern office equipment, supplies and 
machines has shown an upward 
trend. Lower import duties are 
now paid on steel furniture, add- 
ing and calculating machines and 
typewriters due to the commer- 
cial treaty that recently went into 
effect—the United States being 
one of the most favored nations. 
This enables dealers to offer these 


FRNHE economic recovery which 

became evident in the western 
countries, especially in England 
and in the United States did not 
occur to the same extent in 
Czechoslovakia, the Heart of Eu- 
rope. However, economic condi- 
tions in that country did improve. 
There was a marked decline in un- 
employment as compared with 
1935 and the key industries, espe- 
cially coal and coke, iron and steel 
operated at high levels. Though 
this upswing is partly attributable 
to the boom in the armament in- 
dustries, rearmament is not the 
sole cause for the economic better- 
ment. 

One of the most encouraging 
features during the year under re- 
view was the enormous success of 
the National Defense Loan. Finan- 
cially, it was the largest internal 
loan ever floated in Czechoslovakia 
and subscription surpassed even 
the most optimistic expectations. 
Morally, it was an outstanding 
document, proving the loyalty and 
good will of all citizens of the 
Czechoslovak Republic. 

We who are living here in the 
heart of Europe, in one of the eco- 
nomically and politically most im- 
portant places of the old conti- 
nent, are considering the world’s 


goods at new attractive prices. 
The missionary work that we have 
been carrying on is now showing 
results and in many of the offices 
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of the national and departmental 
governments, large municipalities 
and the Colombian banks, some of 
which are owned and controlled 
by the national government, we 
have succeeded in installing up- 
to-date steel equipment, especially 
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political developments from a 
much more realistic viewpoint 
than persons in the United States 
who are influenced by more or less 
sensational newspaper reports. 
In spite of all difficulties which 
are involved in the world’s political 
developments, we have sound rea- 
sons to believe that there is not 
going to be a war. The old prov- 
erb “If you want peace, prepare 
for war” is coming true again. It 
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to reorganize the archives in mod- 
ern ways. The local branches of 
the foreign banks, mainly Euro- 
pean, have been very conservative 
in this regard but it is hoped that 
they will soon follow the example 
of others. 

Import and exchange restric- 
tions are only enforced on busi- 
ness done with countries that have 
purposely blocked from their mar- 
kets our leading export commod- 
ity—coffee. The United States be- 
ing our best client for coffee is 
therefore exempt of difficulties as 
to trading with Colombia. Good 
service and the proper delivery of 
the merchandise to customers is 
necessary in order to insure the 
understanding of the new systems 
sold. This, of course, requires a 
perfect knowledge of the line as 
well as factory training. 

I feel very confident of the busi- 
ness prospects and we all look for- 
ward courageously for a greater 
improvement in sales of office ap- 
pliances and allied lines during 
1937. 


CZECHOSLOVAKIA 


should not be forgotten, however, 
that Czechoslovakia never was and 
never will be, an aggressor. This 
country is composed of peaceful 
and hard-working people who dis- 
like one thing especially: War. 

Czechoslovakia is an export 
country and rightfully demands 
that those markets be kept open 
for her products from whence the 
country imports. 

The foreign exchange holdings 
of the Czechoslovak National Bank 
at the beginning of November were 
about 500,000,000 crowns, and the 
gold chest, 2,500,000,000 crowns. 

A moderate improvement be- 
came noticeable also in the line of 
business machines. Price develop- 
ments, however, are regrettable 
and many business men in the 
trade hope that the trade organ- 
ization will succeed in stabilizing 
prices, provided, it will be organ- 
ized for this purpose. The devalu- 
ation of the Czechoslovak crown in 
October of 1936 which was in line 
with the preceding devaluations 
in France, the Netherlands and 
Switzerland, had an adverse influ- 
ence on our trade. 

What our office machinery busi- 
ness needs most is work and a 
spirit of friendly cooperation 
among all in the trade. 








HE year 1936 has upon the 
whole been a rather good year 
for Denmark in spite of the heavy 
import difficulties caused by the 
valuta-law. This law and the Va- 
luta-office was thought to be a 
temporary arrangement, and was 
passed by the parliament the first 
time to be in force only to the 
end of 1932. Every year since, the 
law has been passed only for a 
year, and I mention these facts, 
because the temporary character 
of the institution rendered it im- 
possible to dispose on long sight. 
The importers must apply to the 
Valutakontor for licenses to im- 
port and they must state what 
commodity they wish to import, 
and from which country, and also 
the country of origin if this is not 
the same as the country where the 
goods are purchased. The licenses 
are given for a period—for the 
present four months—and the 
amount allowed is fixed. 

Owing to these facts the import 
has been displaced and everybody 
understands what it means to a 
merchant suddenly to be forced to 
buy goods from another country. 

For typewriters it has been so 
that practically no import from 
U. S. A. has been permitted while 


STEADY growth of trade in 

Great Britain has given us 
that contented feeling which has 
been absent during the past few 
years, and the business world gen- 
erally is driven to thoughts of 
mechanization of office work in a 
way that a few years ago would 
have been difficult to imagine. 

Now, however, with the reopen- 
ing of several continental markets 
and the enormous extension of our 
colonial trade, mechanization has 
come to be sought for instead of 
the demand having to be always 
created as in the past. 

This turn of the scale is due to 
two obvious factors. Firstly, short- 
age of skilled labor, so much of 
which has been displaced during 
slump years, and secondly, to the 
necessity of accuracy of costing 
and accounting in order to com- 
pete on level terms with those 
other countries who have for years 
been fully “machine minded.” 

Conditions in Europe generally 
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an import from Germany of 69.4% 
and from England 24.3% and from 
other countries 6.3% has been al- 
lowed. This appears clearly from 
the following figures: 


Of course, Denmark, who has a 
more effective import regulation 
than any other country, is very in- 
terested in a more free trade and 
I hope that the devaluation of the 
gold means that the situation im- 
proves. It seems as if the spirit 
tends towards an improvement all 
over the world and it is to be 
hoped that Denmark will be care- 
ful not to work against this ten- 
dency. 

If the lines of the valuta-regu- 
lation will be a little untied, I may 
say that I am optimistic about the 
year 1937 except re the import 
from U. S. A. where the importers 
have a very bad prospect. 

For bookkeeping machines the 
situation is fatal as all import of 
these machines is stopped, inde- 
pendent from which country. The 
explanation is that the bookkeep- 
ing machines create unemploy- 
ment. 

Accompanying Mr. Bodenhoff’s 
manuscript was a statistical re- 
port of the various divisions of in- 
dustry showing the number of 
men and women engaged therein. 


Import to Denmark of Typewriters 


1930 
Leer Pro rey rere 37.4 
OD Sa a een eee 59.2 
ME erin ads a-ae uals tates 1.1 
Other Countries .......... 2.3 
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are so very unsettled that it would 
be a brave man indeed who would 


1931 1932 1933 1934 1935 1936 
br Sy 34.5 368 55 69.4 


84 440 35.1 21.5 1.0 
9.4 833 6.1 9.7 24.3 
7.7 13.17 220 138 5.3 


dare to attempt to forecast the 
trend of trade for the future in 
the British Isles. 

We are so much in the center of 
European affairs that the influ- 
ence of every disturbance whether 
political or otherwise is bound to 
make itself felt in one way or an- 
other. However, although we are 
so close we are still separated both 
by the sea and languages, and 
above all, by that indefinite some- 
thing which, for want of a better 
word, I will call “temperament.” 
This temperament tends to make 
the British people as a whole in- 
different to the many changes of 
policy on the continent and also 
saves us from sudden booms and 
slumps. 

British trade has shewn a steady 
improvement for the last two 
years and we have every reason 
to assume that the upward trend 
will continue with nothing spec- 
tacular, but healthy growth, and 
in no business is this more evident 
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than in the office appliance trade. 

Your own election problems 
having now settled themselves on 
very definite lines, we sincerely 
hope that even greater codépera- 
tion between our two countries 
will be not only possible, but en- 
forced by public opinion on both 
sides. These two great nations 
with so many ideals and business 
interests in common should be- 
come closer friends than ever. 
This may not do so much to help 
trade as to make the world safer 


HE country of Finland is liv- 
ing in peace with its neigh- 
bors, and in nearly all branches of 
trade is a feeling of better days, 
much thanks to the farmers’ crisis 
having passed. The last harvest 
has been above average and the 
building industry has a boom. The 
industry is extending factories and 
putting in new or renewing their 
machinery. Offices are likewise 
getting fixed up, the government is 
building new roads, hospitals are 
built, schools are much improved, 
and research work progresses. AS 
a whole everything is pointing to 
good times. Unemployment, ac- 
cording to official statistics, is 
amongst what in the United States 
is termed the “white collar” group 
practically nil, and amongst other 
classes of workmen only slightly 
over one thousand, against a pop- 
ulation of about three and a quar- 
ter million. 
Wages have not risen since 1925, 
but there is a trend starting which 


to trade in and enable the busi- 
ness communities of both coun- 
tries to build on firmer ground 
and to lay plans which they might 
have every expectation of carry- 
ing out, instead of as at present, 
planning with the ever present 
prospect of having to change those 
plans almost at a moment’s no- 
tice. 

These are the views of just an 
ordinary Britisher, but I am sure 
they are felt by all thinking men 
and women in these Isles and I 
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New export markets are found 
yearly and articles or raw mate- 
rials not formerly exported are 
now exported in quantities. 


Import 
Import business has of late in- 
creased, but a big amount is for 
machinery or the building indus- 
try or renewal of automobiles, thus 
not being of a strictly expenditure 
nature. 
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sincerely hope that they will be 
reflected in America to the par- 
ticular benefit of the office appli- 
ance trade. 

I desire to couple with this ex- 
pression of opinion the greetings 
of all members of the Office Ap- 
pliance Trades Association of 
Great Britain and Ireland, of 
which in the past year I have had 
the honor of being chairman, to 
our friends and competitors in 
U. S. A. and to wish them all pros- 
perity and peace to enjoy it. 


The import is done through im- 
porters or Finnish firms acting as 
manufacturers’ agents, against the 
former custom to buy from some 
foreign agent or wholesale house 
representing another country’s 
manufacturer. We wish to buy 
from Finnish firms or Finnish peo- 
ple as intermediates. 

Prohibition 

Since the repeal of the prohibi- 
tion law, the government is mak- 
ing substantial collections of 
funds. The growth of sobriety in- 
dicates that Finland will soon 
again be the sober nation it used 
to be. 


Money Market 
Prices at the stock exchange are 
going up, money is plenty at the 
banks and discounts and interests 
are going down. The budget for 
the year 1937 has been balanced. 


Future 
We are looking forward to the 


probably will take place quite vol- = — i995 Total 5,519,513,744 from U.S. A. .......... 811,600,000 
untarily. Strikes or lockouts have i934 january-October 3,930,806,406 from U.S. A. .......... 307,102,958 
not taken place. Bankruptciesare i935 january-October 4,372,456,378 from U.S. A. .......... 407,424,208 
next to none. — 1936 January-October 5,132,080,840 from U.S. A. .......... 456,810,821 
1925 Total G31G,3066008 to U. &. Bb. .. 2. cccces 295,646,000 new year with confidence, as all 
1934 Total 5,122,973,038 to U.S. A. ............ 357,929,432 business men in nearly all 
1935 January-October 5,033,560,433 to U.S. A. ............ 471,496,291x branches declare that 1937 will be 
1936 January-October Beemee 10 GO U. B. Be cc ccccccccci 550,602,013x exceptionally profitable. 


x Figures for 1935 and 1936 are for the months January to October. 


As a result of the improvement, 
we have been compelled to start a 
slogan, “Buy from them who buy 
from us,” and it is really helping 
importers in spite of the other 
slogan, “Buy Finnish Goods.” 

More and more, the annual ex- 
port is transported by Finnish 
owned steamers. 


The major import of motor cars 
is from the United States, while 
office machinery shows a gain for 
the last three years. The total im- 
port of office machinery from Jan- 
uary to October, 1936, was 12,819,- 
175 Finnish marks, 8,923,518, of 
which were from the United 
States. 


(The Outlook for 
1937 Section Con- 
tinued on Next Page) 


Personally, I believe Finland will 
in the near future play a much 
greater part amongst the northern 
countries and perhaps in Europe 
than up to now, as the industry 
and export is backed by commer- 
cially trained and able men, and 
as the business men in general are 
careful in their transactions. 








T IS with great pleasure that I 
accept your invitation to voice 
through the means of your well 
known trade paper my views on 
the conditions of our trade in Hol- 
land. 

Holland has just gone through 
a radical change of trade condi- 
tions in general. Although the de- 
preciation of the guilder was not 
planned by the government and 
only a consequence of the fact the 
government was “forced off the 
gold” by the international mone- 
tary events of the end of Septem- 
ber, the fact remains that since 
then our trade has remarkably re- 
vived. 

The export industries can better 
compete and get quite some or- 
ders from markets, which they lost 
formerly, because of the devalua- 
tion in the countries of their com- 
petitors. 

The industries, which work for 
the home market, have no more 
to fight a desperate battle with 
their competitors from abroad. 

Our shipping trade is now again 
on a workable base and so brings 
life again in all those trades, 
which depend on it, such as ship 
repairing, ship building, stevedor- 
ing, inland transport, etc., etc. 

So Holland in the past two 
months can take part in the gen- 
eral trade revival, which exists al- 
ready abroad since more than a 
year, but which passed our door 
as long as our money was still on 
the gold standard. 

It is true that we are still be- 


CELAND—a cold name, but a 
warm welcome to the greater 
efficiency derived from the prog- 
ress and perfection of office ma- 
chines and office appliances. Al- 
though but a small and out-of- 
the way country, its name will be 
quite familiar to the export people 
of the standard American type- 
writers, adding machine manu- 
facturers and other producers of 
office machines and equipment. 
While actual figures are lacking, 
there is no doubting the predomi- 
nance of the American typewriter, 
in our territory, but many Euro- 
pean machines are also repre- 
sented. 
The potentialities of our market 
are, perhaps, most correctly esti- 
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hind if compared with other Eu- 
ropean countries, specially with 
those countries where the arma- 
ment has brought a real upswing 
of business, but on the other hand 
our solid financial situation is a 
favorable factor for our trade. 
The trade of office machines 
and equipment immediately got 
its share of the general improve- 
ment. Many prospects which were 
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in want of new equipment, but 
simply did not buy, because busi- 
ness was dead or uncertain, now 
suddenly regained their faith in 
the future and started a new ac- 
tivity. Orders come in much eas- 
ier and more frequently than has 
been the case since many years. 

Also renewal of old equipment 
is no more deferred and this also 
is a source of new business. 

So we in our trade can gladly 
state that we have passed the turn 
toward more normal conditions, 
and we even would have reason for 
satisfaction, if we had not the one 
big trouble of a throat-cutting 
price competition. Especially for 
typewriters, adding and calculat- 
ing machines, steel furniture and 
filing equipment and supplies the 
prices are still most unsatisfac- 
tory. 

Competition from all sources, 
from countries where export pre- 
miums are turning a commercial 
loss into profit, from other coun- 
tries where the manufacturers do 
not protect their own regular ex- 
port channels, etc., etc., still spoils 
the market so that the real net 
profit, if any, is still far from be- 
ing satisfactory. 

It is only to be hoped that now 
that general trade conditions are 
better, that the trade will be 
strong enough to overcome also 
this “commercial illness” and fi- 
nally become sound again. 

Here lies a field for fruitful co- 
operation between manufacturers 
and distributors. 


mated from the figure of the 
population, which is a little more 
than 116,000 people, whereof some 
33,000 in Reykjavik, the capital, 
and from the fact that the nature 
of this market is, generally speak- 
ing, comparable to that of the 
other Scandinavian countries. It 
is sometimes said that Iceland is, 
logically, a “price market,” and 
while this may be true, in a sense, 
experience shows that business 
men in our country buy their office 
machines on quality and not on 
price. 

To the men engaged in this in- 
dustry in Iceland, the limitations 
of the market offer the greatest 
handicap to normal development. 
Owing to this reason, the speciali- 
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zation, which is so very much to be 
desired, is most difficult because 
of lack of sufficient volume. As 
a consequence it will mostly be 
found that the firms handling 
office machines and equipment 
also handle many other and some- 
times widely different lines. In 
spite of this drawback, most of the 
agencies are taken good care of, 
and the vital question of service is 
held in high esteem. 

To the sales people the problems 
in the export markets may differ 
somewhat from those experienced 
in the home market but materially 
they tend to be more or less iden- 
tical, the difference being more in 
degree than nature. The question 
of trade-ins does not affect us, 
as this system has never been 
adopted as a rule, but is only 
found as an exception. The mat- 
ter of calls is also a score on the 


HE business situation has im- 

proved in Hungary, but the 
circulation between U. S. A. and 
Hungary has not. 

We explain it as follows: 

The U. S. A. do not buy from 
our country, therefore, we can’t 
get an import license and there is 
no possibility to pay 


E are pleased to say that 
WY vecuite the unrest, which 
is prevailing in many European 
countries, Norway has enjoyed a 
very prosperous year with great 
expansion of trade in all com- 
modities. The trade in office 
equipment has shewn a great in- 
crease in all its branches and the 
importance of having latest types 
of machines in typewriters, calcu- 
lating machines and duplicators, 
etc., is being more and more rec- 
ognized. 
We think we can safely say that 
this particular trade has had 


side of the small market, where 
the dealings more often than not, 
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have the touch of personal ac- 
quaintance. 

Owing to quotas and adverse 
business conditions in some of the 
chief export markets absorbing 


HUNGARY 


A. Hubert, Organis- 
atio Irodafelszerelesi 
Kft., Budapest 


A better situation could exist if 
the U. S. A. bought more from 
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the main export products of Ice- 
land, import and foreign value re- 
strictions came into force in 
October, 1931, and have been more 
or less stringently enforced since 
that time. Such measures are al- 
ways most detrimental to business, 
and this effect has been keenly 
felt in the office equipment indus- 
try in Iceland. 

Again taking the typewriter as 
the most typical item of the office 
equipment industry, it must be ad- 
mitted that its undisputed con- 
quest is still confined to the offices 
of business people, officials and in- 
stitutions, but the time is rapidly 
approaching when its victory will 
spread to the students and homes. 
With the aid of the handy port- 
able, this victory will be child’s 
play, as compared with the break- 
ing of the ice, already history with 
the standard machine. 


our country and _.this is a thing, 


which the American-Hungary 
Chamber of Commerce _ could 
initiate. 


Now Hungary buys business ma- 
chines, typewriters from Germany 
which protects the export by giv- 
ing a good rate of exchange to the 
German factories. 


greater sales this year than any 
other year, with the exception 
perhaps of the abnormal years 
during the Great War. As far as 
we can see there is no indication 
of the demand in any way de- 
creasing, and we look forward toa 
good year also in 1937. 

As far as our own business is 
concerned, we have had more to 
do and sold more machines, etc., 
than we have done for many years 
past. We have increased the num- 
ber of staff as well as mechanics 
and have in consequence had to 
enlarge both offices and workshop. 


(The Outlook for 1937 Section Continued on Next Page) 








URING the year 1936, Peru 
has continued the rhythm 
of prosperity which started in the 
second quarter of 1933. Year by 
year, since then, the statistical fig- 
ures of production, commerce, in- 
dustry, banking, urbanization, etc., 
show a steady increase. It can be 
estimated that of all the South 
American countries, Peru is prob- 
ably the one in the best econom- 
ical situation. The great variety 
of Peruvian exports (cotton, cop- 
per, petroleum, sugar, “barbasco,” 
wool, animal skins, silver, vana- 
dium, tungsten, etc.) and others 
of minor importance, fairly well 
priced in the world market, deter- 
mine an economic power which 
reflects in the Peruvian currency. 
Not even during the crisis which 
lately swept the whole world, was 
it necessary in Peru to establish 
an exchange control. The only 
measure then adopted was the 
abandonment of the gold stand- 
ard. At present the percentage of 
gold reserve in Peru is one of the 
highest in the world. 

As a result of these favorable 
conditions, the office appliance 
imports have increased with the 
demand created by the opening of 
new offices and business enter- 
prises, which are a natural conse- 
quence of the development in min- 
ing, agriculture and industry, with 
their reaction on banking and 
commerce in general. 

Typewriter imports have in- 
creased considerably. The total of 
typewriter imports in 1934 was 
S/ .247,719.00 (about S/ .4.00 per 
$1.00); the total corresponding to 
1935 was S/ .498,798.00; and, ac- 
cording to reports which cover the 
first eight months of 1936, these 
imports have already reached the 
amount of S/ .483,974.00. It can 
be estimated that by the end of 
1936 this figure will reach about 
S/ .700,000.00—a new “high.” 


Note—The writer of the article 
referred to in the first paragraph 
below was the late Mr. Samuel 
Thomson, founder of the Modern 
Office Equipment Company, Ltd., 
the business of which is now car- 
ried on by Messrs. Peter and James 
Thomson (author of the follow- 
ing article), sons of the founder. 

The company—‘“contractors to 
H. M. Government”—handles com- 
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In the line of adding, calculat- 
ing and accounting machines, we 
have the following figures: 1934, 
S/ .140,269.00; 1935, S/ .220,350.00; 
1936 (the first eight months), S/ 
.185,145.00. There are grounds to 
expect that the total figure for 
1936 will exceed that of the previ- 
ous year, for we must keep in mind 
that in recent times there has 
been a marked tendency toward 
the mechanization of the account- 
ing systems by the main firms and 
commercial houses, which is due 
to the pressure sales work by all 
agents and distributors of well 
known makers, they having cre- 
ated almost everywhere in this 
market the desire to modernize 
business operations. 

With regard to steel furniture, 
1934 imports only reached the 
amount of S/ .29,904.00, against 
S/ .118,838.00 in 1935. Especially 
in this line a considerable increase 
can be noticed, because the old 
filing systems, based upon the use 
of wooden cases and furniture, are 
gradually being replaced in most 
of the important offices. One may 
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presume that those still using the 
old equipment are offices who can 
not adopt, for the time being, steel 
furniture and modern systems on 
account of their limited econom- 
ic resources. By the end of 1936, 
the total figure for steel furniture 
imports will surpass the 1935 rec- 
ord, for during the first eight 
months alone, of the present year, 
the amount reached is S/ _ .92,- 
392.00. 
Good Prospects for 1937 

In conclusion, there appears to 
be nothing else than a brilliant 
prospect for 1937, and we are quite 
sure that all the import figures 
above quoted will be exceeded. 
The commercial balance is favor- 
able to Peru, and if the exchange 
value of the Peruvian sol is main- 
tained at the present rate of more 
or less S/ .4.00 per $1.00 (a con- 
venient rate for both importers 
and exporters) the development 
of this country during 1937 will 
continue and the volume of com- 
merce reach a new record. There 
are very good business possibili- 
ties in the line of specialties, be- 
cause the Peruvian market has 
not yet been covered as much as 


* the markets of other South Amer- 


ican countries, and in spite of the 
fact that the European products 
are making a strong competition, 
the public up to now has shown a 
marked preference for the equip- 
ment manufactured in the United 
States, and it is generally consid- 
ered here that the American office 
equipment has not yet been ex- 
ceeded in quality or service. 

Most of the American makers of 
typewriters, calculating, adding 
and accounting machines, steel 
furniture, etc., have local repre- 
sentatives or distributors in Peru, 
but the only company which main- 
tains a branch office in this coun- 
try is Remington Rand Inc., of 
Buffalo, N. Y. 


plete lines of office furniture in- 
cluding filing and card index sys- 
tems and cabinets and loose leaf 
books. 

Having reread the article of 
twenty years ago in which the 
writer expressed his views without 
equivocation we perceive that the 
author of the article here pre- 
sented displays “the mettle of his 
pasture.” Perhaps a manifesta- 
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tion of the spirit that the author 
suggests is “pulling Scotland to- 
gether again,” 


WENTY years ago the late 
i eeaiehen of my company 
contributed an article to Office 
Appliances on “Trade in Scotland 
After the War.” It is interesting 
at this time to note that the fore- 
casts made then were in the main 
correct. At least it may be said 
that they were in the main cor- 
rect up to the beginning of the 
recent slump. Being a confirmed 
free trader, the writer of that 
article did not believe that eco- 
nomic nationalism could possibly 
grow as it has done, indeed, he 
believed that such a spirit was 
quickly disappearing altogether. 

It will save the present writer 
returning to this subject of eco- 
nomic nationalism later, if it be 
stated now that the United States 
are no more free from blame than 
any other country for the trou- 
bles which beset the world today. 
Probably Americans regard us 
Europeans as so many humbugs— 
especially when debts are re- 
membered—but Americans cannot 
hope to sell goods in Europe and 
not to buy from Europe. This is 
merely reiterating a platitude but 
it’s one that does take a long time 
to sink in, and, we might add to 
it (as has been so distressingly 
proved in recent years) that no 
country can trade with another 
country without sharing in its 
troubles also. 

Importers in Britain are unable 
now to buy in the United States 
as freely as before owing to the 
tariffs imposed by this country, 
but excluding tariffs were imposed 
by the United States some time 
before Great Britain adopted this 
policy. Perhaps the break in the 
clouds is to be seen in the re- 
cent financial agreements between 
America and France and Britain. 
These are at least an indication 
that good sense may eventually 
come to the aid of us all. We in 
Scotland want to buy in the States 
if the States have what we want, 
but our manufacturers must be 
able to sell there as easily. 


1937 Trade Should Be Better 


As the subject of this article is 
Trade in Scotland in 1937, it 
should be possible to give a fairly 
accurate forecast, but, like all 
other business men, we in Scot- 
land would like to see further 
ahead than one year. Trade in 


Scotland in 1937 should be a little 
more than ten per cent better 


than in 1936. Scotland depends 
chiefly on ship-building, coal, iron 
and steel and there seems little 
doubt that ship-building alone 
will show an increase of forty to 
fifty per cent. This increase is, 
however, likely to be offset by the 
very much smaller increases of 
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the others. It must be remem- 
bered that Scotland is referred to 
and that the slump has hit Scot- 
land hard. Although in 1937 we 
may build fifty per cent more 
ships, we are still capable of 
doubling the 1937 total in 1938. 
That would be normal. 

No, the indication of improve- 
ment of trade in Scotland does 
not point to more than ten per 
cent for the coming year but there 
are some very good reasons why 
this improvement should continue 
and, in case these improvements 
begin to come about before the 
year ends, it might be of interest 
at least to mention them here. 

The first and most important is 
the distribution of the population 
in Britain. The folly of having 
about one-quarter of our people 
packed into one little corner is at 
last being realized. It seems a 
pity that it should be the threat 
of war that brings this home to 
us. Of course, shortage of labor 
in and around London was bound 
to be felt sooner or later and in- 
dustries would have been obliged 
to go elsewhere. Scotland should 
get her share of new factories in 
the future for these reasons. 

Another good reason for expect- 
ing improvement is the existence 
of Scottish nationalism. There is 
a great deal of misunderstanding 
about what this means and it 
might be well to explain. A Scot- 
tish Nationalist is one who be- 
lieves that our present govern- 
ment has its hands more than full 
and that Scotsmen are better able 
to manage their own affairs and 
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to find solutions to their own 
peculiar problems than any out- 
sider can possibly be. He does not 
wish to cut himself away from 
England so far as foreign, fiscal 
or defense policies are concerned, 
but he believes that Scottish prob- 
lems are being neglected and that 
he can solve them himself. What 
has this to do with trade in 1937? 
Merely this, that the government 
already knows the truth of the 
Scottish Nationalist assertions and 
has been obliged to do something. 
The party has as yet no member 
in Parliament but, in spite of this, 
some soft soap has already been 
delivered and more will follow. 
This may seem poor reasoning for 
a Scotsman but at present Scot- 
land does not stand quite where 
She did. 
The Tourist Trade 


For many years Scotland has 
derived a certain income from 
tourists and only recently has it 
been realized that this traffic 
might easily be greatly increased. 
Developments in this direction 
will be considerable in the next 
two or three years and while it is 
unlikely to become a main indus- 
try it will, at least, be a very prof- 
itable side line. The attractions 
are here and they only need to be 
advertised. 

These are some of the “expecta- 
tions” we have in Scotland but it 
is the writer’s belief that a new 
spirit is awakening which believes 
that Scotsmen do have a real 
heritage. This spirit may or may 
not have caused the rise of Scot- 
tish nationalism but it seems like 
pulling Scotland together again. 

Perhaps it should have been said 
earlier that these forecasts, if 
they may be called so, are made 
on the assumption that Europe 
does not boil over again. It is 
tragic that this is even a possi- 
bility. It was said after the last 
war that all Britain got out of it 
was “out” but if the nations of 
Europe blunder again a nation 
which gets even that will be for- 
tunate. Even if the United States 
keep out she will only have the 
doubtful pleasure of seeing her 
customers annihilate one another, 
an unpleasant thought, bad pay- 
ers as they may be. 

The writer believes that the 
United States must eventually 
take part in European affairs and, 
if she did so now in her forth- 
right way, we would all be able to 
make much more reliable fore- 
casts of good business for years 
to come. 








a good year and shows a 
marked improvement in the of- 
fice equipment industry. Nineteen 
thirty-seven shows every indica- 
tion of further improvement. 

Today, more than ever before, 
business is becoming record-keep- 
ing conscious. Three factors have 
contributed to this condition in 
the past year. First, the general 
up-turn in business; second, the 
need for replacement of obsolete 
equipment; third, Federal legisla- 
tion. The trend toward definite 
changes brought about by govern- 
mental activity, and the respon- 
sibility for business to meet with 
this condition, has placed a 
further responsibility on the office 
equipment industry which that in- 
dustry is prepared to meet. 

The manufacturers of office 
equipment during the past four or 
five years, when sales were below 
normal, and confronted with many 
of the identical problems of all in- 
dustrial organizations, have stead- 
ily forged ahead and utilized this 
period by applying their very best 
engineering talent and research 
departments in the development 
of more modern, more up-to-date 
machines, additional equipment, 
all to meet a situation which has 


Red D cood thirty-six has been 


GENERAL improvement in 

business has been experi- 
enced in Uruguay during the last 
twelve months. Indications are 
that improvement will continue 
during 1937, though it is impos- 
sible to make accurate predictions 
in this respect, in view of the va- 
riety of outside factors which af- 
fect the prosperity of the Repub- 
lic. 

Depending as she does, on three 
major exportable commodities, it 
naturally follows that the pros- 
perity of Uruguay is almost en- 
tirely governed by the world 
prices of these commodities. 
While internal factors have some 
influence on loca! business, the 
dominating factor must continue 
to be the price of beef, wool and 
hides. These prices are at a high 
level at the time of writing. 

The year has proved a good year 
as regards sales of office appli- 
ances generally. Sales of new 
equipment had been poor during 


UNITED STATES 


W. R. Greenwood, 
President, Office 
Equipment Manu- 
facturers’ Institute 





| 
a a 


W. R. GREENWOOD 


come about this year. Federal leg- 
islation has created the need for 
additional records, and the office 
equipment industry has met this 
situation and rendered a real serv- 
ice to business, to the Federal gov- 
ernment, to individual states, by 
providing the type of equipment 
which has facilitated and expe- 
dited this additional accounting. 

It is my belief that this indus- 
try, in working for business or- 
ganizations in general problems 
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the preceding three or four years; 
but with the return of a certain 
measure of prosperity, machines 
which would normally have been 
turned in or scrapped during the 
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incident to internal procedures 
made necessary by measures such 
as the Social Security Act, will 
have many opportunities during 
the year 1937 to demonstrate the 
effectiveness of modern business 
machinery in all phases of busi- 
ness management. The office 
equipment industry has demon- 
strated, during the depression 
years, real vision and foresight for 
the future. The result is today, 
with renewed business activity, 
this industry stands ready to serve 
the buying public better than ever 
before. This will contribute to in- 
creased sales during the year 1937. 
A further increase will be brought 
about by the vast amount of office 
equipment kept in operation dur- 
ing slack times and now ready to 
be replaced with new and more 
modern machines. 

Nineteen thirty-six already re- 
flects part of this replacement, but 
the greater portion of this type of 
buying is still to assert itself. As 
the purchasing power of the na- 
tion is increased through higher 
wages, bonuses and dividends, gen- 
eral business will benefit, and in 
direct ratio, much benefit should 
follow because of the demand for 
the products manufactured by our 
industry. 


years of depression, are now giv- 
ing place to new equipment. 

Generally speaking, the demand 
in office equipment is for high 
quality goods. The market ap- 
pears to have changed, in a few 
years, from a “price” market, to 
a “quality” market; at any rate, 
as regards office appliances. Buy- 
ers appear to have realized that 
the best is cheaper in the long 
run. 

Uruguay is, however, a peculiar 
and—in many respects—a difficult 
market. With an area half again 
as large as the state of New York, 
and a population of under two 
million scattered all over the 
country, it naturally follows that 
the business of the country is 
done by a—comparatively speak- 
ing—large number of small firms, 
rather than by a smaller number 
of large ones. It will be immedi- 
ately obvious that this in itself, 
limits the field for office appli- 
ances very considerably, particu- 
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larly in such lines as accounting 

and calculating machines and 

other high priced equipment. 
Competition Keen 

Competition in all kinds of of- 
fice machines and appliances (and 
indeed in most lines) is extraor- 
dinarily keen. Practically all the 
makes of typewriters and other 
office machines which are sold in 
larger markets, are also being sold 
in Uruguay. Thus there are the 
same number of competitors in a 
far smaller field. As a conse- 
quence, a typewriter salesman for 
instance, has to use the same 
amount of sales effort and has to 
be as well trained and equipped, 
as his colleague in let us say, Ar- 
gentina. When he is finally suc- 
cessful, the order he obtains may 
be for one, two or three ma- 
chines, while his more fortunate 
colleague in Argentina will be get- 
ting an order for fifteen, twenty 
or more machines, with the same 
amount of sales effort. 

The demand for calculating ma- 
chines is relatively small, and is 
chiefly for small, manually oper- 
ated models. The sale of elec- 
trically operated machines is at 
present limited to some of the 
banks, government offices and a 
few of the larger local industries 
and business firms. 

Slow Development 

The sale of typewriters has in- 
creased, though there are still 
large numbers of small firms in 
the interior of the country, whose 
letters, invoices, etc., are still done 
by hand. This field is not being 
developed as rapidly as might be 
the case, owing to the long dis- 
tances salesmen would have to 
travel, in pursuit of very uncer- 
tain orders. As a rule these gen- 
eral stores are only visited by 
salesmen handling a variety of 
lines, who are certain to obtain 
orders for one or other of their 
lines; and while some of these 
men occasionally attempt to sell 
typewriters, they rarely if ever 
succeed, since it is difficult for a 
salesman other than a specialized 
typewriter man to demonstrate ef- 
fectively. 

The use of portable typewriters 
has extended. They are now more 
generally used by professional 
men, travelers and students. The 
old-fashioned objection to typing 
personal correspondence is fast 
disappearing, and this opens up a 
considerable field for the portable. 

Steel Office Equipment 

Steel office furniture is not used 
as extensively as might be ex- 
pected. Steel filing cabinets are 


being used to a certain extent, but 
a high protective tariff makes it 
practically impossible for the im- 
ported steel furniture to compete 
with the local product, which— 
though perhaps not up to the 
standard of the imported article— 
is serviceable and of good appear- 
ance, 

It is noteworthy that modern 
filing systems are not used very 
generally. This is probably ac- 
counted for by the fact that the 
firms specializing in office appli- 
ances have lost interest in filing 
cabinets, owing to the local com- 
petition above mentioned; while 
the local manufacturers, not being 
themselves specialists in office 
equipment, do not appear to push 
sales and demonstrate their prod- 
uct adequately. In most cases, lo- 
cal manufacturers make filing 
cabinets only as side lines. The 
salesman, specialized in office 
equipment and systems, does not 
care to waste his time developing 
a demand for an article, the sale 
of which he will probably finally 
lose, on price, to the local maker. 

As a consequence little if any 
importation of steel furniture is 
done. 

Many firms still refuse to use 
other than bound books for rec- 
ord-keeping; nevertheless, there is 
a trend toward more modern 
methods and loose leaf books and 
visible record systems are grad- 
ually coming into more general 
use. 

Cash Payments 

A very large proportion of busi- 
ness firms continue the old prac- 
tice of settling all their accounts 
by cash payments, instead of us- 
ing checks. Indeed, many firms 
never pay any account, no matter 
how large, by check, and only use 
these in order to withdraw funds 
from the bank in order to pay 
their commitments in currency. 
As a consequence, the field for 
check-protectors has been limited. 
But it is pleasing to note that the 
use of checks for all payments has 
been adopted by some, and grad- 
ually more firms are imitating 
them, so that a field for check 
protectors is being opened up. 

The very high postal rates pre- 
vailing in the country since some 
years back, have naturally had a 
tendency to restrict the use of the 
mails as an advertising means, 
and this has probably reduced the 
field for addressing machines and 
other equipment required for pre- 
paring circulars and other direct 
mail advertising matter. 

Stenographers are not very gen- 
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erally employed, except by some 
of the foreign firms and banks, so 
that dictating equipment has lit- 
tle if any field at the present time. 


Importers Work Under Difficulties 
Importers of American office 
equipment are at present working 
under a distinct disadvantage, in 
that the manufacturers of some 
European countries are able to 
compete very strongly, by reason 
of commercial interchange trea- 
ties, which benefit them in the ex- 
change rates, thus making the 
landed cost of their product con- 
siderably lower than that of the 
American made machines. 

On the whole, it may be said 
that Uruguay presents a sound 
though limited field for high grade 
office equipment. There are sev- 
eral reputable firms in Monte- 
video, who either sell office equip- 
ment exclusively, or who maintain 
a special department to that end. 
Manufacturers wishing to intro- 
duce their product into Uruguay 
should appoint one of these firms 
as sole agent. If good results are 
to be obtained, a firm which has 
good service facilities should be 
picked, since good mechanical 
service is as essential to the suc- 
cessful marketing of office ma- 
chines in Uruguay as elsewhere. 

Manufacturers should not make 
the mistake which was so preva- 
lent a few years ago; that is, of 
including the territory of Uruguay 
in an agency contract with a firm 
in one of the neighboring coun- 
tries. This either meant that the 
agent did not have time to go to 
Uruguay, or he gave the territory 
to a sub-agent, whose margin of 
profit was thereby reduced, and 
who could not therefore be ex- 
pected to compete successfully. 

Special attention should be 
given to the preparation of cata- 
logues and advertising matter in 
Spanish. In the case of machines, 
spare parts catalogues should also 
be printed in Spanish, and if pos- 
sible should be illustrated, show- 
ing all parts clearly. Service man- 
uals, sales manuals, and the peri- 
odical service letters should be 
written in Spanish. 

It must be borne in mind that 
practically all the salesmen, and 
certainly all the mechanics, speak 
Spanish only. 

It may be argued that it is too 
expensive to print and prepare all 
this material in Spanish, for a lim- 
ited market, but it must be re- 
membered that such material can 
be used all through Central Amer- 
ica and in all of the South Amer- 
ican countries except Brazil. 
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(This statement received too late for inclusion in its alphabetical place.) 


USTRIA is one of the small 
A states of Europe. Austria is 
like an old family, whose decline 
and fall had been prophesied and 
which, quite unexpectedly, re- 
ceives a new scion and, all of a 
sudden, blossoms into flower again, 
showing itself of its own inward 
power, steadfast and strong in the 
midst of the everlasting struggle. 

No more than three years ago 
the possibilities for its economic 
existence were rather seriously 
doubted. In the meantime, how- 
ever, it has given proofs of its own 
vital energies. 

If 1933 was the turning point of 
Austrian politics, the year 1934 be- 
came the turning point with re- 
gard to Austria’s economic life. 
The new leading principles of its 
political economy, the principles 
of “sound management,” had 
borne fruit. The year 1935 has 
brought the consolidation of the 
country. 

The firm and consequent exe- 
cution of the new directive prin- 
ciples has turned out to be right. 
Also the year 1936 shows a steady 
increase in the total amount of 
Austria’s export trade, whereas 
the surplus of its import is con- 
stantly diminishing. 

The increase in the bulk of ex- 
port trade during 1935, compared 
with that of the preceding year, 
amounted to 81,000,000 sh., that of 
the first nine months of the year 
1936 to 91,000,000 sh., compared 
with the same period of the pre- 
vious year. 

Comparing the months of Jan- 
uary up to and including October, 
1936, with the same period of the 
preceding year, we find that, with 
a total value of the import of al- 
most one milliard, the increase 
amounts to 36,000,000 and that, 
with a total value of the export 
of 75,000,000, the increase of ex- 
port comes to 52,000,000. 

The index of the Austrian shares 
rose from November, 1935, till No- 
vember, 1936, from 107.5 to 165.8, 
and that of foreign shares from 
115.5 to 151.9. 

The returns of the public rev- 
enues show a steady upward move- 
ment. In the first nine months of 
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1936 they reached a surplus of 81,- 
500,000 sh. 

Conforming with the progressive 
revival of Austrian economy, the 
industrial production shows like- 
wise an increase. Not only has it 
surpassed that of the preceding 
year, but shows in its results of 
1935, with an average index of 98, 
the highest position since 1930. 

This is also proved by the re- 
markable decrease in the number 
of supported unemployed, which 
reached in 1935 an average of 262,- 
000, the lowest figure since 1930. 

The average increase in the in- 
dustrial production, compared 
with that of the preceding year, 
amounts to the following monthly 
figures: 

Increase for iron-ore ..... 24,000 t 
black iron... .19,000 t 
raw steel..... 14,000 t 
rolled goods. .10,000 t 


In iron-ore mining, which in 1935 
showed an increase of 308,000 t, 
the export could be increased from 
61,250 t to about 130,000 t. 

The salt mines produced, in 1934, 
864 t and 5,138,000 hl., which 
amount was increased to 1256 t 
and 6,271,000 hl. in 1935. 

The whole mineral production 
has constantly been rising in the 
last years. 

The hydraulic production of 
electricity is likewise increasing 
and stood, by the end of 1935, 
twenty-two per cent above the fig- 
ures for 1929. 

The proportion of home-pro- 
duced coal rose in 1935 from 40.2 
per cent to 50.8 per cent of the to- 
tal consumption of coal in Austria. 

Cotton has even reached its 
highest point since 1923, with an 
employment of eighty-seven per 
cent. 

Also the number of foreigners 
traveling in Austria in the present 
year is even greater than that of 
last year, which had already 
brought great success. 


A similar development is also 
evident in the trade in time-sav- 
ing office machinery. The import 
of typewriters amounted to 


1932— 5,559 ....... 1,417,000 S 
1933— 5,101 ....... 1,256,000 
1934— 7,072 ....... 1,412,000 
1935—12,967 ....... 2,153,000 


The import of calculating ma- 
chines amounted to 


1932— 736 .......... 529,000 S 
1933— 679 .......... 342,000 
1934— 713 .......... 388,000 
1935—1,278 .......... 562,000 


The import of bookkeeping ma- 
chines amounted to 


1932—20 ............ 89,000 S 
1933—23 ............ 100,000 
1934—39 ............ 178,000 
1935—67 ............ 252,000 


The distribution of import- 
quotas is such that the U.S.A. have 
nearly always the greatest share in 
delivery per import country. It is, 
however, noteworthy that an in- 
creasing import of typewriters has 
taken place from Germany, Switz- 
erland and Italy. As to the cal- 
culating machines, the increase 
for Germany and America is near- 
ly the same; Switzerland and 
Sweden are considerably gaining 
in importance as delivering coun- 
tries. 

With regard to supplying book- 
keeping machines, America is by 
far the leading country. 

Generally speaking, it may be 
said that America supplies about 
one-half of the whole import. 

The year 1936 shows the same 
ascending tendency. In compari- 
son with 1935, the first nine 
months of 1936 show an increase 
in import of forty-one per cent 
for typewriters; forty-three per 
cent for calculating machines. For 
the bookkeeping machines the end 
of the year should be awaited, as 
this is the chief term of delivery. 

In all probability the year 1937 
will be able to keep the present 
standard of economic figures. This 
may be hoped all the more as Aus- 
tria is not under the influence of 
a temporarily increased war in- 
dustry, nor of any other artificial 
measures, which might have ab- 
normally trenchant influence on 
economic figures. 


Here Endeth the “‘Outlook for 1937” 
Section, Presented as a Special 
Feature of This, the January, 

1937, Issue of Office 
Appliances 





NE of the young la- 

dies in our office 

came up to me the other 
day with a smirk and asked 
me if I knew what the big- 
gest room in the world was. 
I figured the best thing to 
do was to humor her, as 
that’s the only way to get 
along with the ladies, and 
I said, “No, what is the big- 
gest room in the world?” 
She replied, “The room for 
improvement.” And, boy, 
did that gal say something! 
Is that a big room! Did you 
ever see anything yet that 
could not be improved, that 
is, outside of yourself? 
Those things that we figure 
cannot be improved gener- 
ally need improvement in 
the same comparison as the 
time that we have figured 
they could not be improved. 
Look around. Here are a 
few things that could be 
improved. One: The weath- 
er. No matter how the 
weather is, it can always be 
improved. Two: Competi- 
tion. That’s something we 
are interested in—competi- 
tion. That could be im- 
proved. We could improve 
that by not making it worse. 
If each individual would 
make up his mind that he 
is going to improve competition 
by starting with himself, boy, 
what an improvement that would 
be! Now, here’s another one: 
Cooperation. Well, that can be 
improved. How can we improve 
cooperation? A good way to im- 
prove cooperation is to take care 
of our side of it. If we would all 
get together and decide to im- 
prove cooperation by each one of 
us cooperating a little better, boy, 
how old coéperation would grow. 
And now let’s see trade relations. 
That’s a big one. How can we im- 
prove trade relations? The best 
way to improve trade relations is 
to be sure our side of the subject 
is well taken care of. We can build 
up trade relations so that they 
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would be a lot more satisfactory 
by making our side of the picture 
so good the other fellow’s side 
would have to be improved auto- 
matically to keep in balance with 
our side. Personal relations. That’s 
a different one. Someone said one 
time, “If you want people to be 
friendly, you’ve got to be friendly. 
If you want to have a friend, 
you’ve got to be a friend.” The 
thing to do to improve personal 
relations is not to be too critical 
of the other fellow and to realize 
our deficiencies and to do our side 
of it in such a way that the other 
fellow will feel that we are well 
worth being friendly with. So the 
thing to do to improve personal 
relations is to be a friend. 





What else have we got on 
the subject of this big room 
for improvement? Politics? 
Well, we will never improve 
politics until we take more 
interest in it ourselves and 
make sure the folks we vote 
for are the ones that are 
going to do the best job in 
the public interest. The 
thing to do on that is to 
take some interest in it. 
Study up on the fellow that 
does the best job and vote 
for him, and, of course, in 
studying up on whether he 
is doing the best job or not, 
you have got to be reason- 
able and figure out what 
you would do if you were 
in his place. 

Say, this is a funny thing. 
I have been talking about a 
lot of things in that big 
room for improvement and 
every doggone one of them 
I talk about seems to re- 
volve back to me and you. 
Can it be possible that the 
biggest room for improve- 
ment lies with,me and you, 
or you and me, to be more 
polite? Gosh, it looks that 
way! Every time you pick 
up a subject and figure out 
how it can be improved, you 
find that you and I havea 
chance to improve it, pro- 
vided we start with ourselves. 
Gosh, what a _ disappointment! 
Looks like the only way we can 
decrease the size of that room for 
improvement is by doing a better 
job ourselves on all of the things 
that affect our business life and 
our home life. Well, the election 
is over and the room for improve- 
ment is there. So, I guess the 
thing for us to do is to move in 
and each and every one of us do 
our part, else the room for im- 
provement will keep getting bigger 
and bigger all the time, until there 
won’t be any room for us. The 
biggest room in the world—the 
room for improvement—is the one 
we should know most about, but 
usually like to change least. 


There are plenty of business men trusting to luck to get them through 
to grass again without a sheriff’s sale. Instead of doing their best to help 
themselves, they are sitting back with their fingers crossed and hoping 


God will be good to them. 


They may even be asking God to help them, 


forgetting that those whom God helps are the ones who do their best to 


help themselves. 


It is not luck that one business man is always ready from bargain 
basement to executive penthouse for anything that may turn up, while 
another has done nothing but powder his commercial nose a little to 


make himself look ready. 
Scripps once declared: 
Frank Farrington. 


There is such a thing as luck, but E. W. 
**T never knew a fool to have any but bad luck.” 
(All rights Reserved.) 





SUPPOSE you all know 

what a_ three-point 
landing is in aeroplane 
terms. It is a perfect land- 
ing and is achieved by set- 
ting down each of the two 
wheels and the tail wheel 
or skid at the same time. 
On a selling plane, how- 
ever, the three points, as I 
see them, for a happy land- 
ing, are: 

i—Have a plan. 

2—Work the plan. 

3—Smile while you are 
doing it. 

As for point number one, 
the plan, and point number 
two, working at it, there is 
one thing which is abso- 
lutely immutable in any 
sort of consideration of a 
problem and that is facts. 
Therefore, base your plan, 
and the working of that 
plan, on facts. When you 
do this, the low of averages is on 
your side. 

As to facts and their importance, 
the largest business in the world is 
based on facts, that is, the insur- 
ance business. It is based on and 
built entirely around tables of ex- 
perience, and actuarial figures— 
not what you think may happen, 
not what your opinion may be, but 
on what has happened as revealed 
by actual mortality reports. For 
you, too, facts are your greatest 
friends in going after sales. Work 
from the facts which you have at 
your disposal. 

Now, what are notable selling 
fundamentals? First, that cus- 
tomers are the easiest to sell and 
to sell more to. Investigations 
have shown that it is approxi- 
mately ten times easier to sell 
more to a customer than it is to 
sell anything to a prospect. Sec- 
ond, customers are your best 
source for tips, leads and entrees 
to desirable business. If you culti- 
vate your user, if only to sell this 
one thing you have sold him, you 
will find that he will reciprocate 
your interest, the evidence that 
you don’t stop with the sale and 
he will want to reciprocate by tell- 
ing you of friends that might use 
your equipment. And there is 
scarcely a day in our business, or 
in almost any business man’s life, 
when talking with friends and 
customers that there isn’t inquiry 
made as to this cr that equipment. 

One of our clients just the other 
day happened to be over in our 
office and noticed our dictograph. 
He asked me about it. Later, I 
called up the Dictograph people 


Address 
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ciation 


and I believe they wili make a 
$3,500 sale because they have really 
given our firm good service and 
continually shown their interest in 
us, although they can’t sell us an- 
other one for many, many years. 
Courtesy Reaps Profits 

You will be surprised how giving 
the gift of courtesy, of still being 
interested in a man or a customer 
even though yours may be a one- 
time sale and you can’t sell him 
any more, how he can be produc- 
tive of a lot of splendid entrees. 

What facts are the pertinent 
ones in prospecting? Most impor- 
tant of all are the actuarial figures, 
the tables of experience which re- 
veal the sources of sales already 
consummated. These figures tell 
you where the fertile fields lie. 

You know that I founded Doo- 
little & Company, a letter service, 
back in 1922. Theories sound great 
but it is the practicalities that 
count. We first learned of this 
basis of prospecting in 1929. We 
started working this way in 1930. 
We know nothing about any de- 
pression, although we did hear 
there was one, I guess we forgot to 
ask “where?” 

How come? Because, armed with 
the facts as to sources of business, 
out of every 100 people in one par- 
ticular field that we solicited we 
knew before we started that we 
would find so many customers and 
so many dollars in sales from folks 
like them. Our sales each year 
were directed, pointed and con- 
centrated where actual cash sales 
were provenly to be found, as 
shown by hard-pan experience. 
Furthermore, adjusted as this sys- 
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in sources of sales are un- 
covered, often long before 
competitors are awake to 
the fact. Competitors may 
go on working worked out 
fields, whereas with these 
facts you can be sowing in 
the newly uncovered areas. 
Annual Survey of Sales 
Sources 

To me, this annual sur- 
vey and analysis of the 
sources of sales, both as to 
where and how much, is 
most important. 

Next, a part of the plan 
and the working of it, using 
vital facts, are knowing the 
facts about “no-goods.” 
That is to say, no good 
prospects, because unless 
you know who they are, 
they can be veritable old 
men of the sea, riding upon 
your back, maybe eventually bear- 
ing you under. Keep facts about 
no good prospects. The simplest 
way I know of is to have a card 
file listing by firm name those 
prospects whom you have con- 
tacted and found to be no pros- 
pects, or, as we call them, no good. 
Here is the payoff from these 
facts: the names of all prospective 
prospects, before being contacted, 
or any investment made in time or 
money, can be checked against the 
“no good” file. Our experience has 
shown that fully one out of every 
six names put up or suggested as 
prospects are already in our no 
good file. Experience has shown 
that where there have been excep- 
tions they are too few to pay out, 
therefore, this “no good” file and 
its facts yield an annual dividend 
in time saving and sales made. We 
go where there is at least no minus 
record and it averages out beauti- 
fully. 

Another aspect of the use of 
facts, the plan, while perhaps a 
mechanical one, it is important 
nonetheless. These are the facts 
which we call customer and con- 
tacting control. Customer control 
(and prospect control as well) per- 
mits you and your men to know 
two important things. First, what 
equipment your customer or pros- 
pect has, and, second, what equip- 
ment he hasn’t. The result is that 
with one glance at the card before 
the call is made, you know the 
topic to be pursued on this call 
without further rehearsal. This is 
especially valuable where you have 
a line or products to sell. It avoids 
false starts with embarrassing re- 
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coveries, and as well it keeps men 
conscious of the eternal need to 
continually sell-the-line. Many a 
quick turndown on one product 
has ended with the sale of a sec- 
ond or third product in the line. 

Contact control is control of 
Salesmen’s efforts. This gives a 
positive, unbiased, yet competitive 
and comparative record of per- 
formance of men each month. In 
our own experience it worked a 
real miracle, because 90 days after 
we put into effect a contact control 
system, we found the same men, in 
the same territories were making 
112% more contacts, and to us 
contacts mean interviews. After 
90 days of contacting control we 
found that the same men, in the 
same territories, with all factors 
identical, were doing just 112% 
more work than before we put in 
contact control. Needless to say, 
with that amount of increased ef- 
fort, sales just automatically went 
up, and stayed up. The year 1931 
was the biggest year in our history. 

Salesmen Write Own Records 

Here is the contact control. 
When our salesmen turn in their 
daily reports of interviews the of- 
fice girl puts down in the monthly 
folder opposite each man so many 
contacts, so many interviews, and 
the date. Then, on prospect’s of- 
fice cards she also enters from his 
report the Who, How, and When of 
the interview. At the end of the 
month we make our recap of each 
man’s record showing how many 
interviews he had and post them 
alongside of his total sales. This, 
from a sales manager’s standpoint, 
is beautiful because no one can ac- 
cuse the sales manager of being 
prejudiced or biased, since the in- 
formation is gained from his own 
report. He hangs himself if he is 
a loafer or a time waster, and it 
gives you an accurate and positive 
gauge of performance. 

Human Contact 

Lastly, and more important, be- 
cause here you deal with people, 
while you are working at your 
plan, smile. 

Now how does a smile affect your 
prospect? What are the footnotes 
of a smile on another’s face? Off- 
hand, it connotes confidence, 
strength, friendliness, cooperation, 
happiness, satisfaction and merit 
of product, as well. A smile is one 
of the signs of an extrovert, the 
man who is self-less, unselfish and 
service-minded, because that is 
what the extrovert is and how he 
works. He gives out to others. He 
is the originator of “service.” The 
effect, therefore, upon, shall we 


say the salesman’s opponent, his 
prospect, is that his product, his 
company, must be good, because 
upon what else could this assur- 
ance, this confidence, this cocki- 
ness, if you will, be based? 

Other aspects of a smile are that 
rare indeed is the man that delib- 
erately attempts to efface a smile. 
Folks are attracted to a smiler. 
They want to smile, too. 

The Dividend Paying Smile 

Hark back in your own experi- 
ence. You know it works. The 
smile you spread around to the in- 
formation operator, the office boy 
and all the other folks you come in 
contact with, in addition to the 
man you are calling on, can abso- 
lutely and certainly be the decid- 
ing factor in bringing the order to 
you. Why? Because normally 
three influences surround every 
order. First, that person who orig- 
inated the need for the order, who 
said, “let’s take a look at a 
whoozis.” We call him the Origi- 
nator. 

Second, there is the person who 
gets the order, the details or per- 
formance, etc. This is the Pur- 
chasing Agent or the Buyer. 

Third, there is that person or 
persons who may be the assistant 
to the originator—the foreman, 
the plant superintendent, even the 
receptionist who can influence the 
placing of the order by suggestion, 
slur or omission. We call him or 
her the Influencer. 

Reflecting Friendliness 

Many a lad who puts on the 
“Big Man” front to the reception- 
ist or the secretary and high-hats 
them, has gone down to defeat be- 
cause of their influence, just as the 
giant Goliath did before the tiny 
David. Therefore, be lavish with 
that smile. And as for the heavy 
frown giving portent of momen- 
tous cogitation, beware. Too often 
it is cover-up for a mind devoid of 
anything important. It seldom 
fools anyone for long. 

I have never known a smile to 
fail, or its reverse, because if you 
want to fight, there is sooner or 
later someone who will oblige. In 
a word, don’t take yourself too 
seriously because then you are a 
bore. So, let’s all smile. Here is 
an interesting thing. Did you 
know that a smile, even a forced 
smile, while talking over the tele- 
phone has a definite tonal effect? 
A smile affects the mouth cavity, 
causing the sounds which issue 
from it to convey to the person on 
the other end of the line all the 
effects of that smile. The tones 
are softer, more pliant, friendly, 
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and soothing. Then say the iden- 
tical words with a frown and they 
become sour, scratchy and antago- 
nizing. 

Recapitulation 

Now to review. The bedrock of 
successful selling starts with facts 
and a plan based on facts. Such a 
plan in work recognizes these main 
features: 

First, that customers bear culti- 
vating. 

Second, that even though you 
cannot sell more to a customer he 
can be your best source of leads to 
new business, becoming as some 
industries call them—bird dogs. 

Third, that prospecting should 
be scientifically accurate as to 
where and how. Your ledger gives 
you all the facts, golden facts, if 
taken advantage of. 

Fourth, that establishment of a 
“no good” file saves time and ef- 
fort, and avoids waste. 

Fifth, that the facts of customer 
and contact control, when applied. 
are mighty levers in upping sales. 

Lastly, that you deal with per- 
sons, not machines, and the psy- 
chologica! facts are that a smile is 
the clincher that wins. 

And since my subject was “How 
to make a three-point landing in 
selling,” I conclude in the same 
aeronautical vein by wishing you 
all a “Happy Landing.” 

Note—This journal has on a 
number of occasions pointed out 
the value of applying principles of 
selective selling. 

Experience in the field shows 
that three-fourths of the mer- 
chandise sold goes to about one- 
fourth of a firm’s customers, leav- 
ing a quarter of the turnover to be 
distributed among the remaining 
three quarters of the customers. 

In the accompanying article, Mr. 
Doolittle shows that he thinks of 
prospects as mostly of two kinds: 
good and no-good. The no-good 
are those, of however estimable 
character and pleasing personal- 
ity, who let him have their busi- 
ness only at prohibitive expense. 
If experience teaches him that a 
man or firm is not worth cultivat- 
ing, he is not interested in long- 
shot chances of possibilities in 
seeming exceptional cases. In re- 
vealing this attitude, Mr. Doolittle 
is stressing a conviction which Of- 
fice Appliances will continue to 
support: that it pays to be judic- 
ious in selecting the market in 
which to apply one’s labors. 

While records like Mr. Doolittle’s 
do not represent  birds-in-the- 
hand, they do point out birds-in- 
the-bush. 


FHINHE selling of typewri- 

ters today is far differ- 
ent than when most of us 
first started in the business, 
as in those days it was nec- 
essary for us to put a ma- 
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ing the past 20 years seem 
to feel that because a cus- 
tomer rents a machine, the 
dealer is permitted to rent 
out any old piece of junk 
that he might have on his 


chine under our arm and shelf because of the fact 
go out and canvass from ING PROCEDURE that the customer simply 


door to door, hoping that 
we could find someone will- 
ing to listen to our funny 
stories. Today all that is 
necessary to sell machines 
is for a dealer to get him- 
self a good location, a clean 
stock of the various ma- 
chines which are available, 
dress his windows up in an 
attractive manner, and im- 
mediately become an expert 
on each of the various mod- 
els which he has to sell. 

Assuming that all of 
these things have been 
done, and that he is now 
ready for business, how is 
said dealer going to have the op- 
portunity of demonstrating his 
merchandise? In my mind, right 
here is where the typewriter dealer 
of today and his brother of years 
ago differ. 

Today the dealer who will ad- 
vertise his business and his mer- 
chandise to the public in a clean- 
cut manner, offering attractive 
terms that will make his product 
available to every purse, has gone 
a long way toward making a suc- 
cess of his business. We in our 
business out here advertise relig- 
iously every week using only two 
mediums which after years of ef- 
fort have proven the most suc- 
cessful: First, we carry a good- 
sized ad in the local telephone 
classified directory for the benefit 
of those who are in a hurry and 
wish to ‘phone for a salesman or 
wish to place a machine in their 
homes on a rental basis. Our 
other method of advertising is the 
use of local newspapers offering 
weekly some one special bargain. 

Now when I say bargain I mean 
a machine that is priced right for 
the public to want to buy, at the 
same time allowing us at least a 
small margin of profit if it is 
necessary to sell this particular 
machine. 

After the customer has been at- 
tracted to our place of business, 
we then attempt to step up the 
sale into a more profitable trans- 
action, using low terms as an 
added inducement to sell the 
higher priced unit which natu- 
rally in turn gives us a larger 
dollar profit per sale. We feel that 
if every typewriter dealer in the 
country were to use this means of 
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selling machines, their dollar-and- 
cents profit would be increased to 
such a point that all of them 
would have better stores, better 
merchandise, and would continu- 
ally do an ever-increasing busi- 
ness. 

Right at this point I want to 
particularly point out the absolute 
necessity on a plan of this kind 
of having good merchandise, a 
clean store, attractive windows, 
and an expert knowledge of what 
you are offering your public. The 
typewriter buyer today is offered 
machines from every source imag- 
inable— from the peddler, the 
salesman, department store, sta- 
tionery store, and the typewriter 
dealer. It certainly behooves all 
of us who wish to take place in 
the business world as a specialty 
man—the typewriter dealer—to 
lead the procession in our chosen 
field; and in order to build up the 
goodwill necessary to maintain 
this position, always bear in mind 
to give your customer good values, 
good service, and let him leave you 
with a feeling that he has done 
well to buy from you, the specialty 
man, rather than from taking 
anything that might have been 
offered by department store clerks. 

Another point that I would like 
to bring out at this time is the fine 
opportunity that the typewriter 
dealer has in his business in 
receiving income and making 
money, and that is the rental of 
typewriters which not only is a 
very profitable part of his busi- 
ness, but can be made to be the 
biggest and best salesman that 
any dealer has. A great many 
dealers that I have talked to dur- 


wants to rent a typewriter. 
How foolish this is on the 
very face of it. 

Let’s assume that the 
typewriter dealer himself 
might wish to rent a sew- 
ing machine, a vacuum 
cleaner, radio, or piano. 
Would he be willing and 
satisfied to spend his 
money for old and obsolete 
merchandise, paying his 
good money, because he 
had need only temporarily 
for such an article? I per- 
sonally do not think so. If 
the typewriter dealer will 
put himself in the position 
of the buyer or the renter, he will 
immediately come to this same 
conclusion. 

Now let’s see what happens if 
the dealer does send out late 
model machines—machines that 
are clean and bright, with a new 
ribbon, and in good working order 
—isn’t it reasonable to suppose 
that that buyer or renter might 
be induced to buy said machine or 
at least to rent it for a longer 
period of time? We have found 
it so, and we are continually striv- 
ing to put on rent our better 
machines, knowing from long ex- 
perience that our sales turnover 
from these customers is larger by 
this very move itself. 

If I can bring this one point out 
strong enough for the benefit of 
any typewriter dealer in the coun- 
try, I will feel that this article has 
been worthwhile. 

Remember, men, that your store 
and your advertising, and the very 
conduct of your business, is your 
representative. Strive at all times 
to make your place of business as 
presentable as though it were your 
own home, because after all you 
spend as many hours in your store 
as you do in your home. Treat 
your customer as you would a 
guest calling on you in your home, 
and when that customer leaves 
your place of business he will feel 
better toward you and will be more 
inclined to call on you again or to 
recommend your place of business 
to some friend of his who might 
possibly be in the market for what 
you are selling. 
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SPECIALTIES 
SECTION 


Only a few years ago, a specialty was thought of 
almost invariably as a machine of some kind. To 
sell it, more than description was needed. The 
prospective buyer had to see it in operation. He 
had to realize definite ways in which it would 
apply to his needs. The salesman had to be an 
engineer. 

Subsequently jit was discovered that engineer- 
ing did not always belong in sales. Customers 
were not interested so much in machine design, 
precision construction, and secrets of metallurgy 
as in what the machine would do. A subtle shift 
resulted in the sale thereafter of idea rather than 
thing, of performance, quality, convenience, 
rather than metal and enamel. And with this 
shift the concept of the specialty shifted. Today 
specialties are not thought of necessarily as 
mechanisms. A specialty may be anything. 

With the newer idea about the specialty has 
come in another idea that is proving increasingly 
popular. This is the idea of exclusive agency 
rights, by which the merchandiser of a specialty 
is assured freedom from competitive distribution 
of the product in his territory. 

The specialty is a significant opportunity to 
the commercial stationer, opening the door for 
him to a larger market, and to comfortable mar- 
gins of profit. And it adds considerable to the 
sest of living—for it stimulates activity of various 
practical kinds. It takes thought to sell the 
specialty. 

The inclusion of a wide range of *‘specialties”’ 
has changed the nature of the stationery busi- 
ness, converted the stationery store into a de- 
partment store for office requirements or as Mr. 
E. Y. Horder, founder of Horder’s, Incorporated, 
Chicago, has phrased it, made it a “‘filling sta- 
tion”’ for the office. 
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N ITS original concept, the of- 

fice specialty was limited to 
machines or devices that were 
complicated and mechanical in 
nature. Many a commercial sta- 
tioner looked askance when it was 
suggested that he stock and sell 
such items. He knew that he could 
stock them but he was skeptical 
about being able to sell them. 
Naturally, this defeatist attitude 
prevented him from achieving any 
notable degree of success. But 
some sensed the opportunity in- 
herent in specialties, tried them, 
and “went to town.” Their profit- 
able experience gave impetus to 
the now prevalent idea that the 
commercial stationer should han- 
dle “everything for the office,” 
centralizing the source of the util- 
ities which aid in the efficient con- 
duct of business. 

Today’s definition reveals a dis- 
tinct advance. Not the product 
but its usage is stressed. The 
scope has widened to include al- 
most any office item, the deter- 
mining factor being selling tech- 
nique. From a merchandising an- 
gle, the office specialty may be de- 
scribed as a product on which spe- 
cial sales effort is made, resulting 
in a special profit. The technique 
involves intensive study of prod- 
ucts as to applications and of cus- 
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tomers as to needs. The salesman 
becomes a business counsellor, to 
the benefit of the customer and 
the profit of himself. 

Engendered by aggressive mis- 
sionary work by office equipment 
dealers is the widespread desire 
for efficiency in handling the daily 
functions of business. Manufac- 
turers lead the way with presenta- 
tion of new equipment, improved 
models, suggested systems; the 
alert dealer serves as the distribu- 
tory medium. 

To the specialty should be given 
much credit for the development 
of the commercial stationer’s busi- 
ness. It has brought advantages 
of variety, of diversification. Cus- 
tomers who come to buy type- 
writer paper remain to look at 
adding machines—or_ envelope 
sealers or visible systems—if the 
dealer has them on display. It 
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has brought sure-thing business: 
the supplying of materials and ac- 
cessories which are logically nec- 
essary to the customer who has 
made an initial investment in 
some new device. It has provided 
ice-breakers: novelties by which 
salesmen find ways of gaining in- 
terviews with prospective buyers 
otherwise inaccessible. It has 
brought new opportunity for profit 
through service and repair. By its 
manifold variety it has established 
a means of leveling up the valleys 
of slow times, for a slump in busi- 
ness due to a decline in some par- 
ticular demand may be compen- 
sated for by a surge forward 
through playing up the appeal of 
some other merchandise. 

R. M. Robinson, of the Office 
Equipment Company, Michigan 
City, Mich., expressed his appre- 
ciation of the value of specialties 
to the commercial stationer when 
he stated: 

“Specialties do positively help 
the dealer’s other trade. Ours isa 
mechanical age. There are many 
wonderful devices in the office spe- 
cialty line. The customers desired 
by stationery and office supply 
stores are practically all interested 
in mechanical office devices.” 

The tendency in the field of spe- 
cialties is growth. Innovations 
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that seem to be unnecessary re- 
finements appear, somehow catch 
hold, and presently are estab- 
lished as necessities. Probably 
the United States is a good mar- 
ket for innovations. The Ameri- 
can public often is attracted by 
articles that are worth more as 
salable merchandise than as usa- 
ble goods. The American is often 


VISIBLE 
TUNITY 





MR. LE BEUF 


T IS a pleasure to attempt to 
furnish a suggestion of ways 
and means for agents to secure 
a more sizeable portion of their 
respective potential of the visible 
record business. 

Business is good these days be- 
cause of a universal desire to 
improve facilities to care for 
increased demands. Executives 
throughout the industry are hus- 
tling here and there, the factories 
are working overtime, the plants 
are crowded and everyone is bub- 
bling over with the joy of work. 
All of which means that system 
service is in demand, that instal- 
lations are being made and that 
visible filing cabinets are being 
sold. Now more than ever be- 
cause of record needs at a new 
high, it is time to cash in on the 
amazing opportunities created by 
the increased upturn of business 
and the existing record demand 
resulting from state and federal 
legislation. 

The pages of Office Appliances 
have many times called attention 
to the scope of visible records. 
Articles have been written stress- 
ing their importance, their rapid 
acceptance by business and the 
profit to the stationers who con- 
sider the promotion of modern 
record-keeping methods an in- 
tegral part of their organizations. 
Likewise, many a contribution has 
told of personal experiences of 





ready to spend money for items 
that look clever, that promise ad- 
vantages which practical tests fail 
to bring. The article which has 
genuine serviceability in it is quick 
to get attention, and if its per- 
formance warrants, it is bound to 
bring profit. 

The commercial stationer who 
wishes to gain his share of such 
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visible equipment salesmen and 
not a few have expressed opin- 
ions as to the methods of selling 
and the type of personnel to be 
employed. So, whatever you may 
read in the lines to follow may 
not be new—just a verification of 
facts—another opinion that too 
much cannot be written until all 
the stationers and office equip- 
ment agencies are holding fran- 
chises with some manufacturer of 
visible filing equipment. Like 
those who have written before, if 
a thought emanates from this pen 
that proves helpful, then I am 
happy, for my intent is not to 
ridicule present methods nor criti- 
cize for inactivity or lack of inter- 
est on the part of the minority of 
stationers, but rather to stir up 
the apparent sedimentation and 
break up the ankylosis of self- 
complacency. With this in mind, 
it may well be added that per- 
sonal enthusiasm prompts me to 
Suggest remedies for those who 
have thrown up their hands and 
offer an insight to successful pro- 
cedure for those who have so far 
failed to consider this profit-mak- 
ing opportunity. 

Some of you have gone to much 
expense of both time and labor in 
establishing beautiful displays of 
renaissance furniture. To these 
you bring great executives, cap- 
tains of industry and a parade of 
“professionals.” It is here that 
you have labored to train men in 
the art of selling ideas of psy- 
chological atmospheres. This is 
high class selling, a very worthy 
and commendable undertaking. 
Many of you have gone to great 
ends to establish and build up 
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profit must hold himself at all 
times alert to the developments In 
his field. He must be prepared to 
recognize true potential value, tell 
an item that is likely to run a 
course as a fad from one which is 
likely to make a permanent place 
for itself, and serve his customers 
in the light of his specialized un- 
derstanding. 


RECORDS —-AN OPPOR- 


within your organizations a divi- 
sion to sell the duplicating process, 
to intelligently serve your terri- 
tories with a service that instructs 
the customers in means to attain 
greater business volume for them- 
selves. This, too, is a worthy pur- 
suit. Again, many of you have 
departmentized and for each, 
whether including the two men- 
tioned lines or for other services, 
the training of men and invest- 
ment have been necessary. All 
have proved profitable. Likewise, 
many of you have more recently 
established visible record divisions 
which also are high class in na- 
ture, constituting means of service 
none of which can be miscon- 
strued as a peddling proposition. 
When an Idea for a Record 
Becomes a Fact 

The furniture selling is artistic, 
beautiful. Selling the scope of the 
duplicating process is constructive. 
But the thrill of climaxing an idea 
for a new record and to tangibly 
have your idea matured into a 
better, more usable and useful 
record while the steel or alumi- 
num cabinet remains only inci- 
dental—just a means by which the 
idea is displayed and the for- 
which that enables the service to 
be profitable—that’s something! 
You may ask whether one must 
be a master of records to accom- 
plish results. Certainly not! 
Many of you have secured young 
college men, others have schooled 
accountants in selling, while a 
great many stationers have taken 
one of their men from the gen- 
eral line to concentrate upon vis- 
ible installations. 

The main objective, regardless 
of where the personnel is secured, 
is to be equipped with a salesman 
who will focus his forces upon the 
single endeavor to firmly estab- 
lish system service as the most 
essential and profitable part of 
the organization. Constant effort 
with invincible determination will 
result in rich rewards. Today, 
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thousands of new records are be- 
ing installed, many other thou- 
sands are being thought of. These 
treasurers, comptrollers, personnel 
directors and office managers do 
not want old, antiquated methods. 
Modern business demands modern 
methods. They will welcome the 
advice and service you offer; they 
will be glad to know of the experi- 
ence of kindred business concerns; 
they are eager to see the record 
forms which have been designed 
to meet their individual require- 
ments and to learn of possibilities 
which will enable them to accom- 
plish better control. To those of 
you who have not yet made an 
active campaign, I will urge you 
to consider and to visualize the 
great organizations of this visible 
equipment industry who maintain 
carefully trained groups, func- 
tioning effectively in their respec- 
tive divisions to back you up in 
your effort to secure the potential 
business of your territories and to 
supply you with the benefits of 
their experiences and the fruits 
of knowledge that have proved so 
successful and profitable to those 
familiar with proven results. The 
great opportunity awaits you; the 
experience of these people is valu- 
able; call on them—send your 
men to their factory schools, 
equip your organization with the 
right conception of selling visible 
records, not to waste time on a 
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multitude of accounting problems; 
not to merely supplying a visible 
unit where some need exists; not 
to simply changing vertical cards 
to visible; not to presenting the 
equipment as a technical arrange- 
ment of mechanical design—this 
is but the means of displaying 
ideas which are the real money- 
makers. Create new records by 
formulating systems! It matters 
little whether a form is hung by 
a hinge, a piece of cardboard or 
whether threaded on a wire, what 
is important is the idea of the 
record. 


Purveyors of Ideas Achieve 
Success 


My most successful colleagues 
are not accountants, not men who 
have grown up in this work. They 
are average, energetic fellows one 
will meet in most any organiza- 
tion, but they acquired faith in 
the future which is a mighty im- 
portant requisite for any of us. 
With faith and confidence, they 
have gone to the executives of 
business with ideas and sold sev- 
enty per cent of them without 
competition. It is here that or- 
ganized responsibility and trained 
service is recognized as a neces- 
sity in fulfillment of their needs 
and worth the price. Purchasing 
agents’ action is most essential to 
only about ten per cent of all sales. 

The law of worthy business is 
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N INNOVATION in retail sta- 
P tionery, which shows prom- 
ise of rapid expansion and devel- 
opment is the “Consultation 
Room’’—wherein sales people may, 
with quiet and without interrup- 
tion, demonstrate and sell certain 
specialties and commodities in the 
line. 

Out of the line of store traffic, 
merchandise of a certain type can 
be explained with greater facility 
and speed, and with a greater 
surety of sales. A number of the 
larger dealers have been experi- 
menting with this idea, especially 
those doing a commercial busi- 
ness in the cities. 

The consultation room is set up 
in the rear of the store, as a rule. 
It contains one or more large lino- 
leum topped tables, with comfort- 
able chairs, memo pads and pen- 
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cils, and an array of manufac- 
turers printed matter in a rack. 
It also contains samples of office 
equipment and appliances, per- 
sonal stationery and printing sam- 
ples and order taking facilities. 

There is a convenient telephone 
or two, one in a booth for the use, 
in privacy, of customers or pros- 
pects who wish to consult others 
on important purchases. 

Most important of all, appli- 
ances and equipment are arranged 
in convenient spots of the room 
all ready for practical demonstra- 
tion. 

Many Items Sold in “Rooms” 

Among the items that have been 
displayed and sold in consultation 
rooms are these: 
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fundamentally the law of cour- 
ageous work. Let us not be con- 
tent to drift along but rather take 
advantage of the facilities offered 
by the manufacturers in this mod- 
ern industry which presents op- 
portunity with profitable rewards. 

In 1931, F. L. Purdy in the San 
Francisco News wrote the follow- 
ing which he entitled “It’s As Sim- 
ple As This”: “For years the peli- 
cans in Santa Monica Bay had 
been fed by the surplus catch of 
fishermen until they formed the 
habit of eating without work. 
This year high seas and changing 
current cut down the catch until 
there was no longer a surplus. 
The fishermen noticed that the 
pelicans languished and grew thin 
and it dawned on them that the 
birds had forgotten how to fish 
for themselves; so they obtained 
some unpampered pelicans from 
down the coast, who had never 
been ruined by easy living and 
free fish. They turned them loose 
among the starving birds who sat 
about on the beach and com- 
plained of the depression. The 
way those imported pelicans went 
out after their fish was an eye- 
opener. Pretty soon the hungry 
natives quit watching and tried it 
themselves. They discovered that 
there were plenty of fish in the 
sea for the bird with energy and 
enterprise and they quit talking 
about the depression.” 


AIDS 


Typewriters, printing, office fur- 
niture, fountain pens, social sta- 
tionery, files, adding and other of- 
fice machines, business forms (to 
order), cabinets. 

The point is that items such as 
these involve rather longer sales 
interviews than routine sales of 
small, demand stationery items. 
General store traffic nearly always 
detracts from concentration on 
such sales interviews, annoys clerk 
and customer alike and subjects 
the clerk to frequent interruptions 
and interferences. 

On the other hand, concentrat- 
ing these long interview sales in 
a detached room tends to speed 
up routine small item sales at 
counters and aisle tables. 

It is reported that prospects 
and customers for these confer- 
ence room items seem to appre- 
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ciate the privilege of making se- 
lections in comfort and quiet 
without disturbances that prevail 
in the average commercial sta- 
tionery store itself. 

Naturally, up front displays of 
all these items are maintained. 
But, when a prospect appears for, 
say, a typewriter, he or she is cor- 
dially invited into the consulta- 
tion room. 

There should be a desk therein 
with complete supplies of order 
forms for the various devices and 
products demonstrated there. 


Comfort Speeds Sales 

Every experienced salesman 
knows that the prospect who is 
given an opportunity to decide in 
quiet and in comfort will be more 
likely to buy than one who is 
being constantly pushed about by 
store traffic, required to stand for 
long periods during the inter- 
view, and annoyed by the bustle 
and din of store activity. 

Of course, the germ of this idea 
is seen in earlier efforts along this 
line where stationers have segre- 
gated such merchandise in the 
store itself. But the consultation 


room goes a step farther. If it 
can be air-conditioned, so much 
the better in summer. It should 
always be well ventilated (a spe- 
cial problem owing to its location 
in the shop) and a vase or two of 
flowers will add to the general at- 
tractiveness of the place. 

Even though the salesman or 
saleswoman may be required to 
make two or three trips to stock 
for additional items not regularly 
kept in the “room,” much time is 
saved in closing these important 
sales. 

In some cases, sound-proofing 
may be found worth while though 
the added cost of this would be 
justified only on the basis of a 
growing volume of sales made 
through the arrangement. 

More and more it becomes ap- 
parent that the retail stationery 
store of the larger type must turn 
to new methods of stock and dis- 
play arrangement in order to se- 
cure the highest degree of cus- 
tomer handling efficiency. 


“Traffic” vs. Large Sales 


In many stores, routine sales 
traffic interferes with the sale of 
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specialties and special items which 
are not in the demand classifica- 
tions. On the other hand, spe- 
cialty sales, with their longer in- 
terviews, and more involved con- 
tacts often retard progress of rou- 
tine demand sales at the counter. 


Of course, such a consultation 
room should be fully exploited 
once it is installed—as an added 
service and convenience to cus- 
tomers. This is commonly done 
through: 

(a) Window cards and notices 

(b) Store placards 

(c) Direct mail notices 

(d) Personal customer contacts. 


The room should be made as at- 
tractive and restful as is possible. 
Lighting should be designed by an 
expert on the subject in order that 
sales conferences and demonstra- 
tions may be conducted under the 
best possible conditions. 


Furniture arrangement should 
be such that one salesman can 
function with convenience while 
others may be conducting demon- 
strations and closing sales nearby. 


MERCHANDISING STENCIL DUP- 


LICATORS 
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4 INCE the selling of specialties 
iy means the selling of some- 
thing out of the usual run of 
everyday activities, it follows that 
the man who wishes to succeed 
in this work must have a special 
knowledge of his article. That 
must be a real knowledge, based 
on genuine understanding. It is 
not enough, for instance, for a 
man to have mastered a glib 
statement such as used to be 
called a sales talk. Take stencil 
duplicating machines as a specific 
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instance. A company could havea 
star salesman rattle off a mono- 
logue to a stenographer, have it 
transcribed, and then have it 
pounded into the heads of pros- 
pective salesmen. It would not 
work. To begin with, that talk 
was successful as delivered by the 
original salesman. It would not 
necessarily work at all from an- 
other man’s lips. If the other 
man did get results, it would be 
because the understanding had 
penetrated deeply enough into his 
intelligence to enable him to drive 
it into the understanding of the 
customer. If it failed to reach 
the salesman’s understanding, or 
failed to convince him, that fail- 
ure would assuredly reach the cus- 
tomer. Even if he understood the 
matter better than did the sales- 
man, the latter’s lack of apprecia- 


tion and lack of conviction could 
not fail to destroy any ordinary 
chances to sell. The salesman 
needs to be sold himself. In the 
sale of stencil duplicating ma- 
chines we have found it highly 
desirable to employ salesmen who 
have received practical experience 
with the process of operating such 
devices, and with the methods of 
selling them, experience derived 
from the manufacturers through 
direct contact. 


Factory Cooperates 


The factory has always been 
willing to cooperate in this re- 
spect. In addition to the devel- 
opment of sales representatives, a 
specially trained district repre- 
sentative is assigned to spend two 
or three weeks in the year with 
our salesmen, in intensive work 
and organization. 

When the salesman really knows 
his specialized merchandise he is 
on the right track. Next he needs 
someone to sell to. There are, of 
course, many ways of finding pros- 
pects, and there are many kinds 
of prospects to find. The best is 
the one the individual salesman 
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can sell. The human equation en- 
tering into the problem makes it 
possible for three different sales- 
men to give three different rat- 
ings to the same prospect. Or, 
to put it another way, one of the 
three salesmen, and only one, may 
be able to sell. The prospective 
customer may be but mildly inter- 
ested in the beautiful mechanism 
which has captured the heart of 
one representative. Or the speed 
with which runs can be completed, 
which appeals so strongly to an- 
other, may mean relatively little 
to the prospect, who finds irre- 
sistible the statement of the third 
seller—that a picture is worth a 
thousand words of text. Perhaps 
it is not just the statement. Per- 
haps it is the visual appeal of 
color and clever drawing that 
really motivates the buyer. 

It is our belief, therefore, that 
the best way to find prospects is 
to use the simple practice of di- 
rect, systematic personal contacts. 
This method not only locates the 
prospects—the prospects who are 
prospects in the salesman’s own 
conception—but offers the sales- 
man a good opportunity to acquire 
supplementary information of 
considerable value. He can make 
a real survey of the prospect’s 
business, study over the customer’s 
problems, placing himself in the 
latter’s shoes. With that point of 


view to work from he can go a 
good way toward showing the cus- 
tomer just how the duplicating 
machine he selects will lend itself 
to the production of the material 
the customer wants. 

Building business means build- 
ing good will. That can be done 
by bonafide service, through which 
the customer can be shown that 
the equipment will save money or 
time, get orders, break down the 
resistance of new possible custom- 
ers, and retain the support of the 
old. 


High Pressure Selling Is 
Poor Policy 


High pressure selling is a means 
by which machines are “put over,” 
so to speak, in a way that can ul- 
timately be only disastrous. It is 
only a matter of time before the 
customer wakes up to a realization 
of the fact that he has paid more 
money than necessary, or has a 
more elaborate device than he re- 
quires, or has been talked into 
terms that are inconvenient to 
meet. There can be no good-will 
in his thinking and feeling toward 
a representative who has victim- 
ized him. He is quite unlikely to 
place orders for additional sta- 
tionery supplies or accessories 
through that salesman. And his 
feeling is likely to be passed on to 
others with whom he comes in 
contact. 
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When the prospect has been 
found, studied, and slated for an 
order, the sale may be difficult to 
consummate in spite of the thor- 
oughness of the salesman’s efforts. 
In that case, where repeated calls 
and demonstrations have failed, 
the manufacturer may often be 
called on for help. He can usually 
supply sales helps, letters, etc., 
which will help the customer to 
recognize the advantages of the 
duplicating machine. 

In our business we value very 
highly, and employ constantly the 
complete visible record outfit fur- 
nished by the manufacturer. This 
provides individual forms for re- 
cording the facts pertinent to 
every equipment user in the terri- 
tory. The dealer can see at a 
glance whether a machine is ac- 
tive or gathering dust on some 
table. 

The processes to which stencil 
duplicating machines now lend 
themselves represent a dramatic 
advance. New illustrative possi- 
bilities, color combinations, speed, 
and flexibility provide a salesman 
with so much live material that 
he need have no dull moments in 
presenting this equipment to old 
or new customers. In my opinion 
there is romance ahead for the 
salesman who will do a real sell- 
ing job on this line. 


SPECIALTIES ARE DIFFERENT 


=-FHAT’S 
NEEDS 


PECIALTY selling, as it is gen- 
* erally recognized, is the offer- 
ing for sale of something which 
has a definite function or use, 
something which can by its appli- 
cation do a definite job or accom- 
plish a specific result which as- 
sures the buyer of a good return 
on his investment in accomplish- 
ment or savings of time and 
money. 

To sell a specialty, the first re- 
quirement on the part of the 
salesmen is a good working knowl- 
edge of what that specialty is de- 
signed to do and how its use will 
accrue to the benefit of the buyer. 

Many a stationery salesman 
looks upon a specialty as some- 
thing that demands action differ- 
ent from his routine job of gath- 
ering orders, something difficult to 
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sell and something which belongs 
to some one else. He believes that 
these are three good reasons why 
he should not be concerned with 
selling any specialty. He is get- 
ting along pretty well taking the 
orders he can get from the same 
old spots. Hasn’t he enough to 
worry about keeping his accounts 
satisfied with service and price? 
And, when it comes to price, that’s 
one of his biggest problems with 
competition the way it is. Prices 
are the biggest worry in his life. 


WHY THE STATIONER 
THEM . 


If he wasn’t smart and alert to 
the competitive situation his 
monthly volume would take a 
quick nose-dive. No sir, he’s too 
busy taking good care of his busi- 
ness to take on a specialty. Think 
of the time he would have to 
spend learning something about it, 
think how he would have to ne- 
glect all those cails he has to make 
to keep his volume where it be- 
longs. Specialty selling is all right 
for some one else, but he just 
can’t include it in his work. 


Specialties Help to Prevent 
Stereotyped Calls 
He is right in looking on a spe- 
cialty as something different from 
his routine—but that is one big 
reason why he should adapt him- 
self toit. He needs something dif- 
ferent. In calling on the same 
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people continuously for a long pe- 
riod his calls become stereotyped. 
His questions to the customer are 
all the same. He gets orders but 
usually with the price discussion 
as the main topic of conversation. 
What a treat it would be for his 
customer to have him call, and in- 
stead of the usual run of conver- 
sation, offer something like this: 

“Mr. Jones, I called today espe- 
cially to show you how it is possi- 
ble for everyone to have an 
efficient sales record.” If he is 
offering a visible card system, he 
goes on with his presentation ex- 
plaining the merits of the system 
and the possibilities of its almost 
unbelievable results. If his cus- 
tomer already has a highly effi- 
cient sales record, he will listen to 
the story if it is well told, hoping 
that he may learn something to 
improve his own method. Or he 
may not be interested in a sales 
record. His business may not re- 
quire one, but he will listen to a 
story well told. During the dis- 
cussion, the salesman having dem- 
onstrated the merits of his visible 
system as applied to a sales record, 
can name other records for which 
it is equally adaptable such as 
Stock Records, Perpetual Inven- 
tory, Purchase Records, Credit and 
Collection, and a dozen others. 

Even if he doesn’t arouse enough 
interest to qualify the man as a 
prospect, his interview has been 
a better one by far than the thou- 
sands of calls that are made every 
day with the well-known phrase 
“What are you in the market for 
today?” 

The salesman who sells a spe- 
cialty item doesn’t have to worry 
about all the commodities his firm 
carries. His customers have a fair 
idea of what they are, and if one 
has a requirement for something 
out of the ordinary, he will ask 
for it. The very presence of the 
salesman regularly calling on him 
for stationery items reminds him 
of these requirements. 

In presenting a specialty the 
Salesman will command greater 
respect from his customer. The 
ordinary requirements take on an 
aspect of smaller importance in 
the buyer’s mind when he is deal- 
ing with a man who is capable of 
contributing something to the 
well-being of his organization. 
And price resistance is lessened 
because of the new prestige the 
salesman is building. 

Sale of Specialties Not Difficult 

A specialty is not something 
which is difficult to sell. On the 
contrary, it simplifies selling. 


Once you have learned its func- 
tion, its merits and its usefulness, 
you are ready to do an excellent 
job of telling anyone why he 
should have it. After you have 
successfully sold it once or twice 
you becume aware of your own 
usefulness to your customers. And 
nothing else can give you greater 
confidence. Nothing else can give 
your customer greater confidence 
in you. 

It becomes your main line of 
approach because you have some- 
thing tangible, something definite, 
something which you are well 
qualified to discuss intelligently to 
an interested listener. And you 
stand out in front of all salesmen 
who approach the customer with 
the empty idea that they are just 
looking for business. 

Two years ago, we had a fairly 
good stock of steel desks in our 
warehouse. Our desk business had 
been almost entirely wood desks 
and everyone was looking for bar- 
gains. We hadn’t sold a steel desk 
for some time. The salesmen 
thought they couldn’t be sold. But 
we still had our investment in 
stock and we didn’t want to dump 
the steel desks and take a loss, so 
we reversed our policy of selling 
desks. 

We gave the steel desks a prom- 
inent place on our display floor. 
We set up a policy of offering steel 
before anything else regardless of 
what the customer had in mind. 
Customers who came to the store 
looking for a desk were asked no 
questions. They were quickly 
ushered to the steel display and 
given a demonstration. After the 
complete demonstration, prices 
were quoted. Sometimes the cus- 
tomer would ask the price early in 
the procedure and lose interest be- 
cause of the price. In most cases, 
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because we had shown them a 
higher-priced article in the begin- 
ning, they would volunteer their 
own idea of what they wanted to 
spend for a desk. They would look 
around at other desks but the 
force of the introductory demon- 
stration fresh in their minds was 
used as a basis of comparison. 
Merchandise on the Move 

Our steel desks started to move, 
we got better prices for wood desks 
when we sold them and usually 
sold a better grade of wood than 
the customer would have bought 
had he not been given a first-class 
demonstration in the beginning. 

Our salesmen were asked to use 
the steel desk as the first recom- 
mendation on all deals. It pro- 
vided something special for dis- 
cussion, even if the customer had 
a pet aversion to steel. It lifted 
our salesmen out of the common- 
place, and gave them the oppor- 
tunity of telling the buyer what 
they thought he should have and 
why they thought so. Many wood 
desks were sold in cases where 
steel was vigorously recommended. 
I believe many sales were made of 
wood and steel desks through the 
prestige built up in the early 
stages of the deal because the 
salesman had a definite idea of 
what he thought would best suit 
the customer. 

Our old stock was rapidly ex- 
hausted and we have ordered 
many more steel desks since we 
inaugurated the policy which still 
stands. It is stronger than ever. 

The stationer can profit by pro- 
moting the sale of specialties. 
Thus he elevates his salesmen to 
a stronger position in the field. 
And most important of all, he 
owes the selling of specialties to 
his customer as the most useful 
and profitable service he can give. 


Study of the filing system chart on page 49 is 


recommended. A 


working knowledge of the 


popular correspondence filing systems in use to- 
day is a desirable part of the mental equipment 


of the filing supply salesman. 
the chart on the opposite page is apparent. 


The usefulness of 


The 


similarities or differences of the various systems 
are facts that the salesman should know regard- 
less of what system he is selling. The data given 
are ‘*boiled down” to essentials and presented in a 


form that permits easy reference. 


Thanks is due 


to the Oxford Filing Supply Company for having 
originated this idea of charting the character- 


istics of filing systems. 





PHYSICAL CHARACTERISTICS OF THIRTY-FOUR CORRESPONDENCE FILING SYSTEMS 


This chart was originally developed by the Oxford Filing Supply Company, 340 Mor, 


of Office Appliances and again, amplified, in May, 1934. It is here reprinted wi 


Avenue, Brooklyn, N.Y., ard was first presented in the Bese, ipst. issue 
the consent of the originator, in a re-arranged form and with addi 













































































































































































































































































































































































Position of Position of Heightof| Position of | Height of Series 
Manufacturer Name of Tabs of Tabs of Miscel- Tabs of Indi- Open vd RL nda of 
System Al Miscel l Individual vidual | Special i Subdivisi Sub- 
___Guides— F olders Folders Folders Folders 
. J. Amberg Busi- Streamline led and 4th 4th tion of First position of 1/5 93;°* ond and 3rd of 1/5 exile 934°" 4% Double or Single} 50-80-100- 
a Equipment 1/5 eut ay cut tabs Title ete. 
Corporation 
A. J. Amberg Busi- Stardex |Last 3 of 1 ‘5 cut tabs "First position of 1/5 9%; **/2nd and 3rd of 1/5comb.| 934** 4', Multiple Title | 25-30-40- 
ness Equipment | | cut tabs 4th and 5th of 1/5 comb. 50-60-80- 
C orporation | etc. 
A. J. Amberg Busi- Newdex. |Last 3 of 1, /Seut tabs First pesition of 1/5) 934**\2ndand 3rd of 1/5comb.) 93,** 4'o Double or Single) 24- 36- 48- 
ness Equipment cut tabs 4th and 5th of 1/5 comb. Title 72-ete. 
C orporation ” 

Amberg File & Index| Peerless Nual |Last 3 of 1/5 cut tabs| First position of 1/5 gu" ° ‘2nd and 3rd of 1/5comb.| 94* \Four and one-half Double Title 24-36-48- 
Company | cut tabs 4th and 5th of 1/5 comb. inches at left 72-ete. 
Amberg File & Index Marno |Last 3 of 1/5 out tabs First position of 1/5) 914° ‘ond and 3rd1/5cutcomb.| 914* |444 inches at left|Multiple Title |25-30-40-50 

Company | | cut ta | |4th and 5th 1/5 cut comb. 60-80-ete. 
American Business| Practical First and second of 1/5|Fifth position of 1/5) 10  |Srd and 4th of 1/5com-| 10 |Four and a half|Single Title 25-50-75- 
Supplies C ompany| cut tabs cut ta : bined inches at right ete. 
Art Metal Construc-| Twin Index Third and fourth 1/5 Third | position of 1/7) 9% Ist and 2nd of 1/5 com-| 9% |Two and a half|Single Title 25-40-80- 
tion Company cut tabs | cut ta bined | inches at right | — 

| | | et. 
Art Metal Construc- Ameo Visible Index x |Second and third of 1/ ‘5 First ‘position a 1/ 5 914 7 all " positions, 1/7, 1/5} 9% |None Single Title 25-40-60- 
tion Company cut tabs cut tabs | and 1/3 cut widths | — 
ete. 
Automatic File & Standard Index | First and Second o: of 1/7 7 Third ‘position of 1/7) "a 9% ~|5th, 6th and 7 7th of 1/7 ® 97% Two and a half Single Title 25-40-80- 
Index Co. | cut tabs | cut tal |, comb. inches in middle ete. 
Automatic File &| Autocrat Index |Firet 2 of 1/7 cut tabs) First position of 1/5) 914 ([2nd, 3rd of 1/5comb. 914 |9¢ inches at right Single Title 25-40-80- 
Index Co. | cut tabs | lath and 5th of \ 'y comb. ete. 
Mas |2nd or 3rd of 1 
C. L. Barkley & Findit ‘|Second and third of 1/5 First position of 1 15) 9% “lath ‘and ‘Sth of ‘1/5 con com-| 9% |None Double Title | 25-50-75- 
Company a | cut tabs cut ta bined etc. 
Browne-MerseC ‘om-| Service o Index First 2 2 of 1/5¢ ut tabs First 2 of 1/5 cut ‘tabs! 914 [2nd of 1/3 cut and 3rd of | 914 |Six and a_half|Multiple Title | 25-40-80- 
pany io | _| Py 3 cut inches at right ete. 
The Duakeory Com-| Filex E xpanding Sye-| First 2 of 1/5 cut | Firs rst 2of 1/5cut 9% \3rd and “4th of 1/5 comb. 10 |Two and a half|Single Title 25-50-75- 
pany tem ta’ | inches at right 100-150- ete. 
Filing Equipment ‘|Bee-Li ine | First position of 1/5 Second position of 1/5, 10 |8rd and 4th of 1/5com-| 10 |Two and a half, \Single Title 25-40-60- 
Bureau (F.E.B.) | | cut tabs | cut tabs | | bined inches at right 80-120-etc. 
The General Fire- Simplified \First 2 of 1/7 cut tabs Third position of 1 /7 “10 4th and 5th of 1/7 comb.) 10 None Double Title 25-50-75- 
proofing C ompany | | cut tabs ‘| 6th and 7th of 1/7 comb. ete. 
The General F Fire- Super System First of 1/5cuttabs Third of 1/5 cut tabs 10 |4th and 5th of 1/5 com-| 9% (First of 1/3 cut for| Double and 25-50-75- 
proofing Company| bined 8 nameand! Single ete. 
common sur- 
name guides 
and 2nd of 1/5 
= for their 
subdivisions 
Globe-Wernicke Safe-Guard \First 3 of 1/7 cut tabs| First 3 of 1/7 cuttabs| 914 |4th and 5th of 1/5com-| 9% |Two inches in|Single Title 
C Company | | bined center 80-120-ete. 
Impe rial Methods [Rapid | System ” TFiest 2 of 1/5 cut 3rd pain of 1/5cut;} 9% /4th and 5th of 1/5 com-| 9% [None Double Title 25-40-80- 
Jompany — | | ta bined ete. 
Macey Company (Clear Vi ision Index |First 2 of 1/5 cut tabs|Third position of 1/5| 10 4th and 5th of 1/5com-| 10 [None Single Title 
| cut bined 80-120-ete. 
Macey Company Perpetual Index \First 3 of 1/5 cut tabs| Fifth position of 1/5) 944 /|2/5 cut tab to right of} 914 |None Single Title 27-40-60- 
cut tabs center 80-120-etc. 
Oxford Filing’ Supply [Speed Index {First 2 of 1/5 cut tabs|First position of 1/5) 934 /|2ndand3rdofi/5comb.| 944 (Four inches at/Single Title 25-40-80- 
Company | cut tabs 4th and 5th of 1/5 comb. right etc. 
Remington Rand [Automatic & pies First 2 of 1/7 cut tabs Third position of 1/7} 10 (3rd and 4thof1/5com-| 10 /|Two and a half|Single Title 
(Library Bureau) | Alphabetical | cut ta bined inches at right | 80-100-etc. 
Remington Rand (Triple Chee ~. - 2 of 1/7 cut tabs/Third position of 1/7) 10 (3rd and 4th of 1/5 5 com-| 10 (Two and a te 20-30-40- 
| Auto. _cut tabs I bined inches at right 60-80-ete. 
Remington Rand |Variadext | First 2 of 1/7 7 cut tabs Third position of 1/7} 10 |Srd and 4th of 1/5com-| 10 |Two and » half| Single Title 25-40-60- 
| cut tabs | bined inches at right 80-100-ete. 
Shaw- Walker Com- - Ideal ‘| First 2 of 1/5¢ 1/5 cut tabs Third "position of 1/5 10 30s 4th ‘and 5th of 1/5 com-| 10 =|None Multiple Title | 25-50-75- 
pany | cut ta | bined & etc. 
Shaw- Walker C ‘om- Super- Ideal | First 2 of 1 /s cut tabs! First position of 1/5) 914 land of 1/3 cut tand ard off 9% |Sixanda half Multiple Title | 25-50-75- 
pany cut tabs | | 1/3 cut inches at right ete. 
Smead Manufactur- Tell (Eye) Vision ist and 2nd of 1/5 cut ‘ard p d position tion of 1 1/5e cut} 10 (4th and 5th of 1/5 cut! 10 |None \Singl le Title 25-50-75- 
ing Company | tab combi a 100-etc. 
The Victor Safe & Visible Name | 1st 2 of 1/7 cut tabs! Last position of 1/7} 97% /|1/3 cut tab to right of} 9% 36 a A - third Single Title 25-40-50- 
Equipment Com- cut tabs center 75-100-ete. 
pany, Ine. | 
Wabash Cabinet Alpha-Merical First 2 of 1/7 eu cut t tabs! Third | position of 1/7 10 (|4thandSthof1/7comb.) 10 [None Double Title 25-50-75- 
Company cut tabs 6th and 7th of 1/7 comb. ete. 
Wabash Cabinet | Adaptex First 2 of 1/5 cut tabs|First 2 of 1/5 cut tabs} 944 ([2ndof1/3cutand3rdof; 914 Six and a half| Double Title 25-50-75- 
Company 1/3 cut inches at right ete. 
Wagemaker C ‘om- | Duplex First 2 of 1/5 cut tabs! Third position of 1/5) 10 (4th and 5th of1/5com-| 10 \None Double Title 25-40-50- 
pany cut tabs bined 60-75-80- 
etc. 
Weis Mfg. & ‘ompany |C lear Index No. 1 |First 2 of 1/7 out tabs! Third | position of 1/7} 10 |4thand 5thof1/7comb.| 10 |None Double Title 25-50-75- 
| cut tabs 6th and 7th of 1/7 comb. ete. 
Weis M Mfg. ( Company C Ylear Index No.2 | First 2 of 1/7 cut tabs) Third peaiien of 1/7; 10  |Right of 2/5 cut 10 =| Fourth 1/7 Double Title 25-50-75- 
cut ta etc. 
_ —|—— 
Youenn and Erbe! Direct Name 9% |4th and Sth of 1/5 com-| 974 |None Double Title 25-40-80- 
Mfg. Co. | cut tabs cut tal bined ee, 
* Also furnish i inch with guides of same body height. ** Also furnish 914 —~ 10 inch with guides of same body height. Fico osler exheme for subdivision of each letter on all 
unite. TSingle title as below Double title as below. tMultiple title as below. 
ano /B BER or (DV-DZ-50 BLOOIBLU,-\ on (GUM Hor 
{Bre 17 \ ro 16 ny OCU? BLOZIBLY ** \~" ) S88 More #17 
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SELLING OFFICE 


N THE selling of specialties for 
the office, the larger items re- 
quire handling that involves a cul- 
tivation of the ground, so to speak. 
It is necessary to make demon- 
strations covering a period of ten 
days to two weeks. Naturally, this 
calls for an investment, and for 
follow-ups. We have been rather 
fortunate with this kind of busi- 
ness, and find that we get a sale 
about three out of five times, espe- 
cially when we have diagnosed our 
prospect before leaving the article. 
When the merchandise involved 
is represented by items that retail 
at less than a dollar, selling some- 
times is a hard problem to solve 
profitably. It takes the salesman 
time to introduce an article. 
Usually it has to be charged on 
the books. An invoice has to be 
mailed, and the article has to be 
delivered. The procedure that has 
to be gone through is often a great 
many times more costly than is 
the article itself. Specialties that 
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have repeats have to be followed 
up. We have had a great many 
manufacturers’ salesmen call on 
customers for us and bring in 
numerous orders, but the follow- 
up has been hard to accomplish, 
since the regular salesman is in- 
terested in larger orders. 

Stuffers advertising specialties 
have proved successful when sent 
out with invoices. The inexpen- 
siveness of this method commends 
it. 

We have discovered that a great 
many of the specialties that can be 
retailed for small sums are quick 
sales for merchants who make de- 
liveries out of an automobile. 
Some of these items are of such 
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quality that only one demonstra- 
tion is possible. Many specialties 
are sold as sidelines; in many 
cases the manufacturer has but 
little standing, and cannot back up 
his product. 

It is our custom to display only 
those specialties that are result 
getters. 

Some success has been enjoyed 
by our salesmen in large orders 
that have resulted after the intro- 
duction of a specialty. However, 
the large order does not always 
follow. And the situation some- 
times arises in which a buyer of 
large quantities is encountered, 
who, when he sees the specialty 
item worth only a quarter or fifty 
cents, expects it as a courtesy gift. 

With business on the upgrade 
as it has been, we feel confident 
that it will be easier to sell special- 
ties of all kinds by showing the 
smaller items to the quantity buy- 
ers, and the larger items to the 
buyers in successful enterprises. 


THE COMMERCIAL STATIONER 
AND SPECIALIZED SELLING . 





MR. KING 


NOTE.—The manufacturer of 
specialties sold in the field of com- 
mercial stationery should select 
and train salesmen for the distri- 
bution of the specialized products, 
these salesmen to be assigned to 
posts with the commercial station- 
ers. That is a suggestion of the 
writer of this article. It will strike 
some readers as novel. Doubtless a 
good many will agree, with Mr. 
King, that while ledgers and ink- 
wells call for space on a counter 
or in a window, and the attention 
of a clerk when concrete purchas- 
ing interest arises, articles like 
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posture chairs and fire resistant 
files need more merchandising 
than the ordinary clerk will sup- 
ply. Articles that call for selling, 
instead of being called for and 
bought, require salesmen rather 
than clerks. The stationer, with a 
multitude of activities and prob- 
lems to attend, cannot give such 
articles the attention that the 
manufacturer can give them; can- 
not coach clerks as effectively as 
the manufacturer can instruct se- 
lected representatives. How the 
manufacturer will react to the idea 
is problematical. Another article 
in this issue cites a case in which 
one manufacturer directed the 
training of a stationer’s sales force, 
with mutual advantages resulting. 
The proof of the pudding, as usual, 
will lie in the eating. Stationers 
will have the answer when the 
plan is tried out thoroughly. All 


recognize that cooperative effort is 
a desirable end toward which to 
work. Probably specific forms of 
cooperation will depend upon spe- 
cific situations and institutions. 
Mr. King’s proposal might apply 
well in some cases and not at all 
in others. 


O BE IN a position to concen- 

trate on the merchandising of 
specialties is to be in a position 
that promises lucrative results. I 
believe that any experienced com- 
mercial stationer will agree with 
that. In support, I will cite just 
one example which occurred a 
year ago. 

Last October a young man ap- 
plied to me for a position. He said 
that he was an experienced sales- 
man for seasonal greeting cards. 
Naturally, being interested in the 
sale of Christmas cards at that 
particular time of the year, I gave 
attention to what he had to Say. 
After due investigation I equipped 
him with several good greeting 
card sample books and turned him 
loose on a strictly commission 
basis. 

In our city, of course, there are 
the usual solicitors for Christmas 
card orders—the Ladies’ Aid So- 
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cieties, war veterans, schools, etc. 
The new salesman, on cold can- 
vass, brought in over five hundred 
orders against competition in sixty 
days. He was a specialty salesman. 


Specialties Lie Inactive 


In my opinion, some of the best 
specialty items on the market lie 
on the dealers’ shelves, inactive. 
The average stationer is confront- 
ed with the problem of maintain- 
ing a department store stock of 
goods, and serving his customers 
with a very limited sales equip- 
ment and force. He is compelled 
in one day to handle the details 
of merchandising, purchasing, ad- 


vertising, and window trimming, 
with the coaching of salesworkers 
thrown in for good measure. In 
his store the specialty item tends 
to lose itself among the many oth- 
er articles of general merchandise; 
its particular character and 
unique selling points are neglected 
because of the pressure of routine 
demands. The investment in spe- 
cialty items thus tends in the sta- 
tioner’s mind to be dubious busi- 
ness. 

It seems to me, therefore, that 
the manufacturer who knows and 
sells specialties would profit by 
devoting to them a measure of 
special attention. He could organ- 
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ize and maintain a school of sales- 
men, in which promising candi- 
dates would be given a thorough 
training, covering not only the 
merchandise itself, but good sales 
technique also, preparation by 
means of which common types of 
sales resistance and evasion can 
be nullified. Those who complete 
the training satisfactorily could 
be graduated to the commercial 
stationer in retail merchandis- 
ing. The latter would finance the 
merchandise, assign territory, and 
in general provide supervision and 
coéperation by which advantage 
would come to the stationer, the 
salesman, and the manufacturer. 


SPECIALTY SELLING 





MR. BLOCK 





Y SUBJECT is specialty sell- 
N ing. Possibly the best way 
to approach this subject is to take 
a bird’s eye view of the situation. 

Most of the progress made by 
this country can be attributed to 
specialty selling. It is well within 
the memory of a number of the 
older men in this room when spe- 
cialty items were unheard of and 
possibly the first specialty selling 
done in this country in an aggres- 
sive way was when the reaper and 
harvester were invented and had 
to be demonstrated in the fields 
before people became interested in 
them and became convinced that 
here was an article that they 
could save time, effort, material 
and money with if they applied it 
to their business and various oper- 
ations. 

Forty years ago in the station- 
ery business the stationer’s estab- 
lishment was an entirely different 
looking place from what it is to- 
day. At that time the general sta- 

* The full text of Mr. Block’s address 
was presented with the complete report 


of the N.S.A. Convention in the Octo- 
ber, 1936, issue of Office Appliances. 
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Block, Sales Man- 
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sion, Victor Safe & 


Equipment Com- 
pany, Inc., De- 
livered at the 


Thirty-first Annual 
Convention of the 
National Sta- 
tioners Association 
Held in Chicago 
Last Fall 


tionery store was a room possibly 
thirty feet wide and seventy-five 
to a hundred feet deep and one 
entire wall with shelves from the 
floor to twelve feet high was given 
up to the storing of bound books. 
On these shelves one found bound 
ledgers, some of them indexed 
with cut tabs throughout the 
books allowing a certain number 
of spaces to each index tab and 
other indexes in the front. 

At that time there were no spe- 
cialty items—no typewriters—no 
typewriter ribbons or carbon pa- 
per. The old letter press was a 
common thing and because the 
copies of letters were contained in 
bound books there were no filing 
cabinets. 

It was the custom in those days 
to purchase a ledger with the in- 
tention of having it last through- 
out the calendar year and when 
purchases of these books were 
made the big item for considera- 


tion was—are there as many 
sheets under the section R or sec- 
tion L as we have accounts and 
might normally fill during the 
course of a year? 


The First Specialty Selling in the 
Stationery Business 


Because people using bound 
books found it necessary, when the 
L section filled up, to carry on 
with the postings they had to 
make to the R or Z sections, some- 
body invented the loose-leaf 
binder. This made it possible for 
the user to not only add as many 
sheets to each section as he 
needed but also made it possible 
to eliminate balanced accounts so 
that at the end of the month it 
was no longer necessary for him 
to include all the names in his 
trial balance whether they had 
balances or not. 

This selling of the loose-leaf 
binder against the old bound book 
was not so much the selling of the 
loose-leaf binder as the selling of 
an idea to save time, material and 
money for the user. 

Gradually the vertical files came 
into being, flat-top desks, account- 
ing machines, typewriters, etc., 
until today the stationery store is 
an entirely different looking place 
from what it was forty years ago 
and the stationers who are out 
making an attempt to sell ideas 
for the saving of time, methods, 
material and money are making 
considerable money for them- 
selves. 

There are other commodities 
which lend themselves to specialty 
selling. One stationer told me of 
specialty selling he did on pencils, 
where he was selling one of his 
customers ordinary black pencils 
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in large quantities over quite a 
period of time and one day he 
mentioned the fact that—‘you 
buy a lot of black pencils from me 
but don’t buy any red pencils.” 
The reply was he couldn’t use any 
colored pencils. So the stationer 
left him a few which later resulted 
in colored pencil orders and his 
Sales on colored pencils now 
amount to a considerable volume 
with that particular customer. 
Another stationer told me re- 
cently of a salesman who demon- 
strated a lamp to him. This is 
one of these new eye-saver ar- 
rangements that sell for about 
$15. The stationer purchased a 
dozen of these lamps. Before they 
were delivered to him he became 
skeptical as to whether he actu- 
ally did the right thing or not but 
he finally decided to let them 
come along. On arrival he exhib- 
ited this lamp to his salesmen at 
a regular sales meeting one morn- 
ing and on asking one of the 
salesmen where he was going. He 
found that he was going to make 
some of the country territories- 

so he persuaded him to take along 
one of these lamps and show it. 
To his surprise, the salesman re- 
turned that evening with orders 
for eleven of the twelve lamps. 
Demonstrations sold the lamps. 

I recall some time back one of 
the trade papers where a picture 
was shown of a lady in a station- 
ery business who was building up 
quite a sales volume by selling 
posture chairs. The picture in this 
magazine showed her wheeling 
this chair along the street to her 
next prospect. 

Personal Experience 

It was my own experience to 
read in the newspaper one morn- 
ing that a large milling company 
in my territory was employing a 
new sales manager. On arriving 
at the office I took a card, wrote 
the name of the firm and the new 
sales manager on it and gave it to 
one of my salesmen—who, by the 
way, was a bookkeeper before he 
came with me as a salesman, to 
sell visible equipment and this was 
his third week in my employ. I 
gave him the card and asked him 
to call on this sales manager in 
an attempt to sell him a sales 
record. It might surprise you to 
know that this salesman within 
the next week’s time closed an or- 
der with this company for a sales 
record totaling $3,500. 

It has always been my belief the 
stationer is the logical outlet for 
office equipment and supplies. Be- 
fore 1915—generally speaking— 


the stationer was about the only 
place where an office manager or 
bookkeeper or businessman could 
go to purchase supplies for his 
office. However, about 1915 some- 
thing happened, because at that 
time direct-selling organizations 
came into the picture and started 
to outsell the stationer not only 
in volume but also in profit. This 
naturally would not have hap- 
pened if the stationer had him- 
self adopted promotional methods 
which the times required. It is 
my firm belief that the stationer 
is still the logical outlet for office 
equipment and if he is willing to 
put forth the effort, can outsell 
these direct-selling organizations 
because the stationer has the con- 
tacts and if he will properly use 
them he will have little difficulty 
in controlling that volume. 
Opportunity Awaits 

The businessman is hungry for 
ideas that will save him time, ef- 
fort and money in his business. 
Particularly is he interested in 
saving in four different operations 
—the first, ledgers, the second, fil- 
ing—third, stock records and the 
fourth, sales records. I don’t mean 
simply the sale of a ledger binder 
—I mean the settling of the cus- 
tomer’s ledger problem which in- 
cludes not only the speed in post- 
ing, the time of the month that 
he gets out his statements but 
also some means for seeing that 
the money represented by the 
postings in the ledger is collected 
in time. 

In the sale of a filing system, I 
mean not only the sale of a filing 
cabinet but of the system that 
goes into it so that the greatest 
speed in filing and finding is 
maintained. 

Sell stock records—not merely 
the sale of so many sheets, cards, 
cabinets or binders but a method 
that will make it easier to get a 
control of inventory—one that 
will automatically show when 
stock is low and when overstock 
conditions exist and from which 
you can price the annual inven- 
tory, check seasonal items and 
trends without a great deal of ex- 
ecutive time and effort. 

Sales records that will show 
when and where a _ salesman 
should go—when an individual ac- 
count’s total business is falling off 
or when a customer is failing to 
buy an entire line. 

The sales of ledgers, filing sys- 
tems, stock records and sales rec- 
ords—lead to sales of other items. 
When you sell a ledger system you 
have immediate contact to the 
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other things that go with it... 
desks, chairs, lamps, billing equip- 
ment, bill heads, statements, etc. 

When you sell a filing system 
you have not only the filing cab- 
inet, you have the indexes, the 
folders, the second sheets, letter- 
heads, carbon paper, typewriter 
paper, typewriter ribbon, etc. 

The same holds true when you 
sell stock records or sales record 
systems. The sale of systems in- 
stead of equipment is real spe- 
cialty selling. It makes real 
friends of your customers and 
brings about a very firm tie of 
business friendship. 

Yet some stationers tell me that 
they have not had very much suc- 
cess in specialty selling. I quickly 
reply, “What have you put into 
it?” 

Specialty selling properly organ- 
ized helps you do an eighteen 
months volume job in_ twelve 
months. It saves in general over- 
head, it reduces the percentage of 
cut price sales and in general 
makes your business more profit- 
able. 

Man Power .Is Needed 

It is my belief that the man 
power for special selling, gener- 
ally speaking, is inadequate and 
that the stationer must gear him- 
self to the present opportunity. A 
five-ton job cannot be done with 
a one-ton ability. 

To make a success of specialty 
selling, the management must 
have enough men to handle the 
job. This is the best investment 
the stationer can make today. He 
must give his present men new 
opportunities. He must hire new 
men. 

You can’t just hire specialty 
salesmen or any other salesmen 
and expect them to run them- 
selves. This applies particularly 
to specialty salesmen. In the first 
place there are not enough of 
them and in the second place it is 
only reasonable to assume that the 
stationer must train his own men 
for his own business and the man 
you train yourself is much better 
than the man who was trained by 
somebody else. 

Specialty selling is not so much 
a matter of how to sell as it is a 
matter of how to manage. 

Let me give you a simple for- 
mula. I think you will all agree 
that— 

1. Sales follow the proper effort. 

2. That calls on potential pros- 
pects makes demonstrations pos- 
sible. 

3. That good demonstrations 
create live prospects. 
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4. That prospects make possible 
submitting of propositions or quo- 
tations. 

5. And the total amount out in 
quotations has a direct ratio to 
the orders that will be written the 
following month. 


If these things are true then 
good management requires, First: 
that a maximum of new potential 
prospects be called on daily. 

Second: that a complete demon- 
stration be given to all potential 
prospects. 
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Third: that a definite proposi- 
tion be submitted to all prospects. 

Fourth: that no salesman’s calls, 
demonstrations or amount of quo- 
tations submitted any month be 
allowed to fall below any previous 
month’s record. 


MERCHANDISING DUPLICATORS 


AND SUPPLIES 





MR. CALKINS 


HE selling of duplicating ma- 
chines and supplies in a small 

city is a complex undertaking. 
The employment of any fixed 
method of selling will not apply. 
High-pressure selling is not suc- 
cessful. And any effort to classify 
accounts into several brackets 
proves unsatisfactory, for in a 
small business the individual with 
whom you deal is your major 
problem. Our experience in Al- 
buquerque has demonstrated that 
each sale, each customer, must be 
treated separately, and his prob- 
lems must be given individual at- 
tention. One customer will de- 
mand frequent visits; others will 
positively insist that you stay 
away until called. One man can 
be told how to operate a machine 
whereas the next must be helped 
to discover for himself how that 
machine should be run. There is 
the customer who wants you to 
repair his machine, and the cus- 
tomer who insists on your show- 
ing him how to repair it. Every 
office has its self-crowned crank 
. if he is the boss, humor him; 

if he is the buyer, humor him; 
if he is a SHE and a cranky ste- 
nographer, all the more reason to 
go the limit. In a small city you 
MUST remember that every sale 
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and every customer is important 
for your field of operation is lim- 
ited. Each customer and individ- 
ual’s opinion of you, and his fu- 
ture business is worth any few 
minutes or couple of hours it will 
be necessary to devote to the 
teaching of an unnecessary lesson 
to that person. The personal 
equation is paramount in small 
town selling. 


Meet Customer’s Needs 


Strict honesty in all statements 
is essential, and the greatest of 
care in selling an individual to be 
certain he purchases the machine 
and supplies which best meet his 
requirements. Don’t sell the cus- 
tomer the most expensive machine 
on the market, and the highest 
priced stencils . . . unless he needs 
them! If he is reproducing only 
a few copies of typewritten ma- 
terial a day which will be quickly 
destroyed, sell him low-priced wax 
stencils. If he is making long 
runs and using styli and screen 
plates, then the best is none too 
good. Sell the best stencil to him 
and tell him why you have done 
so. You should no more sell high 
quality stencils for a low-quality 
typewritten job, than you would 
place a sculptor’s tools in the 
hands of a stone mason. Fit the 
tools to the job. And be certain 
the customer understands the use 
of those tools! 

But, back to the idea of indi- 
vidual selling ... and a few ex- 
amples of how it has worked: 

Satisfy Individual Desires 
There is a minister in our town 


IN A SMALL 


who issues a weekly bulletin on his 
duplicator. He is a good cartoon- 
ist and is proud of his work—and 
not improperly, for it is clever. 
We have established a special file 
of his work, samples of all we can 
obtain. It pleases him, has held 
him to us through two changes in 
brands of supplies sold, and, more- 
over, those samples of his have 
been valuable sales ammunition in 
selling other ministers. 

Another man, a skilled Mimeo- 
graph artist, required unusual pa- 
per stocks; we found them. He 
wanted to display his works, and 
we devoted an entire show-win- 
dow to his samples for a week. 
The display brought inquiries 
which resulted in business for our 
customer, and sales of styli and 
screen plates for us. That man 
has brought several machine saies 
to our store, has increased the 
amount of better class mimeo- 
graphing being done in our town 
and is our sincere friend and en- 
thusiastic booster! 

A local school superintendent 
wanted some special programs 
prepared in a great hurry, and in 
two colors on an unusual paper. 
Printing would be too expensive 
and too slow ... what could we 
do? We found the paper, an in- 
expensive construction paper but 
colorful, and one of our men spent 
a Sunday morning preparing the 
necessary stencils and helping the 
Superintendent to properly print 
the programs. Result: the Super- 
intendent purchased colored inks, 
styli, lettering guides and a great 
deal of paper. Since then she has 
prepared a series of booklets for 
use in the lower grades through- 
out the county school system; her 
booklets have aroused state-wide 
interest in educational circles and 
have brought about a greatly in- 
creased use of duplicators in New 
Mexico schools. 

AC. C. C. Camp instructor came 
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to us to buy grammars with which 
to teach the Spanish-speaking na- 
tive boys in his camp the English 
language. No books were avail- 
able, but we took him to the Span- 
ish Professor at the University of 
New Mexico who helped him pre- 
pare lesson sheets which were re- 
produced on a duplicator and 
supplied to the men at an expense 
within the camp's educational 


SPECIALTY 











MR. STEVENSON 


HE office supply salesman 
aon does not take a specialty 
item with him each time he calls 
upon his customers is overlooking 
a good bet. I found the practice 
of carrying some special article 
was profitable when I was selling 
outside, and now in the role of 
employer I try to give my repre- 
sentatives something new to show 
each week. If we have no new 
items an article is chosen out of 
regular stock. I pay double com- 
mission on sales of that item. 
The extra remuneration gives the 
salesman the incentive to show 
this article to every customer. 

The result is an increase in 
sales, which of course varies with 
the specialty. Some things just 
don’t seem to click, while others 
exceed expectations. A_ special 
item provides a good entree. Most 
people are interested in seeing 
new productions and they will give 
the caller time when they might 
be too busy to see him if he just 
made a call without a special mes- 
sage. I know of instances where 
these calls resulted in orders even 
months later. After the ice is 
broken, the customer will prob- 
ably think of something else he 
needs, and before you know it you 
often have a nice order 

Of course merely showing the 
article does not suffice. A differ- 





budget. We did not have the ma- 
terial but because we went to the 
trouble to help him find what he 
needed, we were able to sell that 
man and because of his enthusi- 
asm, several other camp duplica- 
tors. Satisfied customers are the 
best salesmen. 

These, and many other experi- 
ences, have definitely proved to us 
that the man who is going to get 
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ent approach and appeal must be 
used for every product, and that 
should be studied out in advance. 
But even when thorough prepara- 
tions are made, there are times 
when they are not good enough. 
The salesman who wishes to suc- 
ceed in the field must keep him- 
self always alert to what he may 
observe. He must capitalize on 
the developments that arise when 
he can turn them to account. A 
few years ago I found out quite 
by accident how to sell chair cush- 
ions. 


An Experience with Rubber Chair 
Cushions 


A manufacturer introduced a 
new rubber cushion two inches 
thick which was attractively cov- 
ered with velour of various colors. 
The firm employing me thought 
they could be sold, so a stock was 
put in. I learned what I thought 
was a very convincing sales talk 
and I went out and let the cus- 
tomers feel the nice soft rubber 
and talked and talked, but I only 
sold a few cushions. The cus- 
tomers thought they were nice but 
at the price asked they thought 
they would forego the luxury. 

One day when I was on an out 
of town trip I stopped in a bank. 
I knew the vice-president and the 
cashier and thought they would 
surely buy some cushions. These 
men were both attending a meet- 
ing. I had some other business to 
attend to, and not wanting to 
carry the cushions around I 


dropped one on each chair. When 
I returned the bank was closed 
for the day, so I went on my 
way and returned in two days. 
My two friends seemed enthused 
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the duplicator and duplicator sup- 
ply business is the man who is 
willing to give each customer in- 
dividual consideration. A great 
deal of effort is required, and en- 
try into fields which are not nor- 
mally considered within the realm 
of salesmanship, but they are 
things which a salesman must do 
if he wants to sell duplicators and 
keep them sold. 


TECHNIQUE 


about the cushions but the enthu- 
siasm died down when I quoted 
the price. They just couldn’t af- 
ford them at that price, so they 
gave them back. But when they 
sat back down on those empty 
chairs they found them plenty 
hard. They just had to have those 
cushions then. I have sold hun- 
dreds since. A customer does not 
get the desire to purchase a cush- 
ion by looking at it or by feeling 
it with his hand. He must sit on it. 
I saw that plenty of them got to 
sit on cushions after that. 

I put one on the chair of the 
manager of a packing plant who 
was known all over town for his 
economy. The office manager told 
me I was wasting my time. I re- 
turned in two weeks and received 
an order for eighteen cushions, 
one for every chair in the office. 

Another dealer (I feel at liberty 
to state this because he is no 
longer in business) purchased a 
dozen of these cushions. At the 
end of a year he had ten left and 
he put them in a pile on the top 
of which he put a large price sign 
offering them at five cents less 
than half price. I purchased all 
of them and went out and sold 
them at the list price. 

Many dealers feel that they 
must put reduced prices on their 
specials. They cut them down un- 
til all of the profit is gone and 
they don’t sell any more than they 
would if they sold them at the 
regular price with a planned ap- 
proach. 

A manufacturer put out a rub- 
ber wheeled caster with a ball- 
bearing swivel for office chairs and 
listed them at $4.00 a set. I told 
the representative they couldn’t 
be sold. Whoever heard of pay- 
ing $4.00 a set for chair casters? 
I finally agreed to go out with him. 
We visited four customers and told 
them we had a new article which 
we would like them to be the first 
to try out. They wouldn’t have to 
buy them. We would put them on 








~~ wv ore ee 


JANUARY, 1937 


their chairs for one week and then 
take them off. They made the 
chairs roll with no effort and 
saved the floors. We didn’t take 
a single set of the four off. I have 
sold hundreds of sets of these 
casters that couldn’t be sold. 


Business men today are busy. 
They appreciate time-saving de- 
vices designed for use in their of- 
fices when they are demonstrated 
properly. The commercial sta- 
tioner is the logical outlet for spe- 
cialties. Being on the scene, and 
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a member of the community, he 
can get an audience with these 
prospects, and often can sell them. 
He has a special advantage in that 
if anything goes wrong, or appears 
to be wrong, he is close at hand 
to straighten things out. 


CHOOSE CAREFULLY AND CON- 


CENTRATE 


NOME time ago a man applied 
N to us for employment as a 
salesman. He made a good im- 
pression as to appearance, and in 
the course of the interview re- 
vealed a personality not lacking 
in appeal. He seemed possessed 
of energy and ambition. We de- 
cided to make a place for him in 
our organization. 

He knew nothing about the 
bank stationery business; indeed, 
practically nothing about the gen- 
eral commercial stationery field. 
We decided to start him out in 
selling, and therefore gave him 
several specialties to handle. 
These we were furnished by a 
number of manufacturers. The 
result was but an indifferent suc- 
cess. 

Subsequently our attention was 
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drawn to the manufactures of a 
firm known from coast to coast. 
It maintains national advertising 
of an effective quality, and pro- 
duces merchandise of the highest 
grade. Its prices are also in 


the highest brackets. We decided 
to merchandise this company’s 
goods. 

We threw out all of the miscel- 
laneous articles that had accumu- 
lated, and concentrated on this 
new line. 

Today we buy this goods in car- 
load lots. Quantity buying adds 
to the length of our profit. We 
have protection from the manu- 
facturer in the territory in which 
we operate. And we have been 
able to develop a 65% repeat busi- 
ness by mail, telephone, and drop 
ins at our store. 

Our experience goes to show 
what can be done by intensive ef- 
forts on specialties. By proper 
planning, almost any stationer, we 
believe, can accomplish an equal 
result. 


MERCHANDISING FOR PRESENT 
AND FUTURE ‘ 


HILE OUR organization 

merchandises stationery 
and office equipment, and, in 
short, “Everything for the Office,” 
we have operated for a number 
of years now on a principle that 
reaches merchandising indirectly. 
In that time our conviction of the 
soundness of this principle has 
been reinforced by experience, and 
we feel sure now that the sta- 
tioner of the future will have to 
qualify himself to follow a sim- 
ilar practice. 

For the past several years we 
have been training our personnel 
to fit the role of adviser on office 
systems. When calling on cus- 
tomers, the purpose of discover- 
ing their real problems must be 
kept clearly in mind. The objec- 
tive of exchanging merchandise 
for money may not be approached 
rashly. What the customer wants, 
and what he really needs and 
therefore can use, must guide in 
intelligent selling. Articles sold 
that way stay sold. If the com- 
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mercial stationer does not recog- 
nize this, he will not be able to 
compete with the house or indi- 
vidual that sells on a cost basis 
only, and whose only answer to 
superior merchandise and sales- 
manship is the reduced price. 
There seem to be three impor- 
tant aspects to sales. We en- 
deavor to qualify ourselves, and to 
keep ourselves qualified, to talk 
intelligently about the material 
and construction of our goods. 
Secondly, to talk about its uses in 
general. Thirdly, to talk about its 
uses in the service of the cus- 
tomer, with full attention given to 
the profit that will result to him. 
The salesman who works in this 
way sincerely cannot fail to build 
up the confidence of the customer 


in his merchandise and firm, and 
in his own character. Against this 
confidence the price cutter will 
make his appeals in vain. 


Intelligent Training of Salesmen 


The commercial stationer who 
is training a sales force to present 
visible systems, filing devices and 
supplies, indexing systems, etc., 
intelligently, providing his sales 
representatives with understand- 
ing of proper methods and sound 
ideas in installation, furnishing 
them with means of correctly in- 
structing those who will work with 
the systems, and of following 
through to see that the systems 
installed are giving satisfactory 
results in the customer’s office, is 
bound to reap a good harvest in 
the returns that normally must 
grow out of such activity; in ad- 
dition, he will gain a very good 
thing from the repeat business 
that these systems will afford him. 

An experiment conducted by 
our organization during the past 
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year and a half will be of interest 
to your readers. We organized a 
class of office workers which met 
in the evenings to learn about fil- 
ing. There were ten sessions in 
the course. Both card and cor- 
respondence filing were covered, 
principally on the alphabetical 
system. We discovered that there 
were a good many office workers 
who had received commercial 
training in high schools and busi- 
ness colleges without gaining any- 
thing at all on filing systems. We 
issued a hundred and sixteen cer- 
tificates to those who completed 
the course satisfactorily. The in- 
struction was given free of charge. 
We made a point of informing em- 
ployers whose clerical workers en- 
rolled, and reported on the prog- 
ress they made. 

No large sale was made which 
could be traced directly to this 
course. One instance which came 
to light, however, revealed that a 
prospective buyer of a system told 
a competitor that we had trained 
a young lady in the prospect’s of- 
fice and that, if we were compe- 


tent to instruct office workers in 
the principles of filing systems he 
believed we were best fitted to 
handle his problems. We feel sure 
that this is no isolated incident, 
but that we have made similar 
impressions upon other executives. 


What the Salesman Should Know 


The sales organization of a com- 
mercial stationer must know more 
than the prices of rubber bands, 
clips, second sheets, and pencils. 
If the stationer will take a look 
into the stores of retail grocers 
he will be able to visualize and de- 
cide for himself the kind of store 
he wants to be running five years 
from today. He has two choices. 
On the one hand he can see the 
cutthroat: a big advertiser with 
cheap help and only one sales ap- 
peal: price. On the other is 
the quality merchandiser: modern 
store and equipment, quality prod- 
ucts in both perishables and sta- 
ples, satisfied employees, and mer- 
chandising principles based on a 
desire to serve the customer’s best 
interests. 

Fortunately for the stationer, 
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most of those who buy his mer- 
chandise are above the intelli- 
gence of the masses buying gro- 
ceries, and the office manager 
knows that there must be a profit 
for those who render good service. 

The regular profit inherent in 
selling systems makes it possible 
for the stationer to employ the 
proper type of organization and 
methods. Our company has 
worked for the past three or four 
years, and has built up a program 
extending into the years ahead, 
on the basis of the principle indi- 
cated: of supplying something ad- 
ditional to cold merchandise for 
cold dollars. To the organization 
that applies this principle it makes 
little difference what items are 
merchandised, or what types or 
line of machines, devices, or sys- 
tems are handled. The profit in 
the merchandise is dependent 
upon what knowledge the selling 
organization has of the needs of 
prospective customers, and of the 
ways in which goods can be 
adapted to serve those customer 
needs. 


OFFICE SPECIALTIES AND THEIR 
RELATION TO THE COMMERCIAL 


STATIONER 

















MR. O'CONNOR 


HE title “Office Specialties” 
BZ covers a multitude of sins for 
the retail stationer and office 
equipment dealer. Sometimes the 
dealer considers specialties as that 
certain “bugaboo,” that necessary 
evil, that must be humored and 
carried in stock, so that he may 
be identified as a complete sta- 
tioner. And in many instances 
that is where his customer or 
prospect will find that “specialty” 
.. . in stock, completely station- 
ary. 


By L. G. O’ Connor, 

Merchandising 

Manager, Office 

Equipment Com- 

pany, Louisville, 
Ky. 


This fact applies to the sta- 
tioner who believes that a spe- 
cialty requires a_ technicaliy 
trained salesman, or a special de- 
partment, for the handling and 
promotion of that product which 
he defines as a specialty. If that 
product is an adding machine, cal- 
culating machine, or some other 
complicated office machine, he is 
correct in his belief that he should 
have a department operated by 
technical men for the profitable 
sale of that type of merchandise. 

The metal posture chair has 
often been defined as a specialty. 
Yet, it does not require a trained 
salesman of the kind referred to 
above. But it must be taken out, 
put into the office—shown. It 
will not move from a furniture 


display room in any great or prof- 
itable volume by itself. It must 
be shown to Miss Smith, the ste- 
nographer. 

We have been very successful in 
the sale of this type of chair. We 
have educated our salesmen to be- 
come posture chair “conscious.” 
They seldom, if ever, fail to ob- 
serve the condition of the chairs 
in the various offices in their daily 
calls, with the thought in mind of 
placing a posture chair on trial. 
Sales resistance is cut down to nil 
when the salesman tells Miss 
Smith, “I am going to leave this 
chair with you for a few days and 
I want you to sit in it and use it. 
Just push that other chair aside 
for a few days and try this new 
posture chair for comfort.” Miss 
Smith will gladly try it out, for 
we have already told her she is 
under no obligation to purchase; 
we just want her to try the chair. 
The salesman then makes a deft 
adjustment of the chair, correctly 
fitting it to Miss Smith, and leaves. 
He calls back in a few days, and 
in the majority of instances—just 
try to take that chair from Miss 
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Smith. For during the trial pe- 
riod she has sold the posture chair 
to the “boss.” We have secured 
a sale and a closer friend, for she 
had a definite need for that chair, 
and we did her a friendly favor by 
placing that chair in her office on 
trial. 


Mechanical Specialties 


We merchandise office special- 
ties, which we interpret as adding 
and calculating machines, type- 
writers, stencil duplicating ma- 
chines, and checkwriters. We have 
found it necessary to divorce these 
lines from commercial stationery 
and have set up a separate de- 


partment, manned by trained 
salesmen. It is a very important 
and profitable portion of our busi- 
ness. 

However, we do not consider 
loose leaf and visible systems, fil- 
ing devices, indexing systems, etc., 
as specialties; our salesmen are 
very receptive to these lines and 
accept them as a part of commer- 
cial stationery, the same as ink 
and pencils. 

The manufacturer of filing de- 
vices does not want his dealer to 
consider his product as a specialty, 
for with his sales help, descriptive 
catalogue, and factory representa- 
tion, he has placed the salesmen 
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MR. ANDERSON 


ORTY-FOUR years of busi- 
ness experience have given 
me a good opportunity to observe 
practical facts attaching to the 
proposition of merchandising spe- 
cialties. I have seen them come 
and go over a long period of time 
and it is my personal conviction 
that for economical and profitable 
distribution, the commercial sta- 
tioner is the logical outlet. 

Our community consists of about 
12,000 people; our trading radius 
includes a possible 12,000 more. 
To the south lies our neighbor 
Wichita, twenty-six miles away; to 
the west, at thirty-four miles, is 
Hutchinson. Both of these cen- 
ters have a great many fine office 
supply stores and stationers. They 
represent competition which can- 
not safely be ignored. Our sur- 
vival depends upon being con- 
stantly alert. We must be ready 
at all times with suggestions for 
better office equipment. And we 
must constantly prove to our cus- 
tomers our determination to do 
our best to help them meet their 
needs. The business cannot exist 
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without customers; customers, 
therefore, are more important 
than the business. We never neg- 
lect an opportunity to create and 
maintain good-will. Some of the 
means by which we have done it 
—and at the same time served our 
business also—will doubtless in- 
terest others in the stationers’ 
field. Not long ago we ran up a 
list of some of the odd articles we 
had supplied customers over a pe- 
riod of thirty days. It includes a 
thousand rounds of special rifle 
ammunition—powerful shells for 
our police department; a tumblers’ 
or wrestlers’ mat for the gymna- 
sium of the high school; seats for 
a country school; a new type- 
writer; steel furniture for the of- 
fice of the register of deeds at 
the courthouse; a vault door; a 
fireproof vault, with equipment; 
banquet table cloths of paper; an 
encyclopedia set; a fireproof steel 
box for important papers; an au- 
tomatic shotgun; and wire baskets 
for an outdoor swimming pool. 
Practically all these items were 
sold from catalogues; it would be 
impossible to carry a stock of all 
such things. 

We try to hold the good-will of 
our customers and establish their 
confidence. Our experience in the 
business, and our knowledge of the 
different houses, enable us to 
make selections from catalogues 
we have on hand, and we make a 
point of trying to meet the cus- 
tomers’ expectations. That is, we 


57 


“in the know” so that they can 
make intelligent surveys and rec- 
ommendations to the customer, 
closing the sale for everything in 
filing devices with the possible ex- 
ception of “specials.” Both dealer 
and manufacturer would rather 
sell the stock line of filing devices 
than “specials,” for there is the 
turn-over and profit. 

So Mr. Stationer, don’t let “spe- 
cialties” be your bugaboo. Many 
items that you are probably now 
defining as “specialties” are a part 
of your regular loose leaf, filing 
devices, ribbons and carbons, and 
indexing lines, and do not require 
any “specialty” selling treatment. 


KEY TO 


have naturally a special knowl- 
edge of merchandise, and we are 
in a position to interpret, so to 
speak, the printed pages that de- 
scribe goods. In case articles ar- 
rive which are not satisfactory to 
the customer, we make necessary 
arrangements to see that the cus- 
tomer is satisfied. 

I stepped into one of our local 
mail order stores the other day 
and noticed two girls with the 
large mail-order catalogue before 
them. Several customers were 
standing around giving orders for 
goods not in stock. This brought 
home to me the fact that no store 
can carry a complete stock of all 
the articles customers may re- 
quest. 

We keep four drawers of a steel 
filing cabinet full to capacity with 
catalogues. Having tried many 
systems of filing them, we find the 
four-drawer file most practical for 
all catalogues except the large 
ones issued by big stationery job- 
bers and steel equipment houses. 
It is our considered belief that it 
will pay dealers to keep all the 
catalogues they can get their 
hands on—if they will then make 
use of them. 

Granted that a stationer has the 
good-will of the people in his com- 
munity, and they have confidence 
in him, what happens when some- 
one needs a typewriter? Natu- 
rally, he calls on the dealer, and 
talks typewriters, perhaps show- 
ing interest in a particular make. 
The local dealer then is in a posi- 
tion to pass the news on to the 
division salesman. He, in turn, 
takes the next step, dropping in to 
explain thoroughly the advan- 
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tages of the machine in question 
to the customer, and to consum- 
mate the sale. 

The salesman thus is saved the 
onerous labor of profitless ‘“cold- 
turkey” canvassing around, of 
needless trips to the offices of 
prospects more apparent than real, 
and of penetrating sales resistance 
when the buyer is in no mood to 
spend. 

The local dealer often has a 
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good deal of detailed knowledge 
about the people of his community. 
He may be able to tell the sales- 
man specific facts of real value 
about the habits of buyers, hours 
to call, likeliness of purchase, and 
so forth. Granted a good rela- 
tionship with the local dealer, the 
salesman can find out very quickly 
the logical course to pursue if he 
is distributing specialties. This 
applies to duplicating machines, 
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adding machines, steel furniture, 
office equipment, filing supplies, 
etc. 

The local stationer is the log- 
ical outlet for specialties, whether 
they are to be sold directly by him, 
or, with his codperation, through 
local salesmen. If they are not 
getting their share of the busi- 
ness it may be because they are 
not making their share of effort 
and application to the work. 


HAS CREATED A 


NEW TYPE OF STATIONER_.... 








MR. SCHMIDT 


HE PAST ten years have 

brought far reaching changes 
into the business world. These are 
the result of influences that affect 
the world at large. In the confu- 
sion of shifting forces it is not 
always easy to see the true gains 
being made. It is not always easy 
to see what are gains and what are 
losses. There are seeming threats 
which on examination prove 
themselves to be advantages. In 
the stationer’s field there are the 
chain stores and the large mer- 
chandising companies. Instead of 
playing the ostrich game of the 
buried head, instead of venting 
feelings in blow-offs that accom- 
plish nothing, instead of starting 
chains of letters to Congress, the 
stationer who has the willingness 
to learn may discover from these 
competitors something of modern 
technique. 

The stationer who is not ambi- 
tious or progressive these days has 
no right to participate in the sta- 
tionery industry. 

All departments of the industry 
must be merchandised now, mer- 
chandised in the twentieth cen- 
tury fashion. 


The Modern Store 
The modern store must be at- 
tractive, clean, light, well-venti- 
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lated. It must be easy to enter— 
inviting. Goods must be set out 
where the customer can see them, 
and appraise their value. They 
must be displayed in a layout that 
makes inspection easy; passage 
from point to point must not be 
impeded. The clerks must know 
their merchandise, and be able to 
demonstrate it with promptness— 
but without giving the bad im- 
pression of over-eagerness. They 
should know that their function is 
service. If they cannot seem to 
be able to meet the customer’s 
need or desire immediately, they 
should endeavor to sound him out 
to discover his fundamental prob- 
lem. The store that does not stock 
the five-pointed pen used to rule 
sheets of paper for music very 
often will have blank books al- 
ready ruled—and lettering pens 
with specially shaped nibs just the 
thing for writing music. If the 
customer's problem can be discov- 
ered, the alert merchandiser can 
go far toward solving it. And if 
he must recognize his inability to 
meet it, he may rest assured that 
his intelligent interest and dem- 
onstration of the desire to be of 
real use has planted seed which 
will lead to harvests later. 
Direct selling, deplored by so 
many individual stationers, did 
not creep up on the industry over 
night. The stationers had their 
warning. It is the fault of the 
stationer himself that direct sell- 
ing organizations exist today. 
These organizations, in my opin- 


ion, would be mighty happy to 
have their merchandise _ sold 
through progressive dealers if 
they could. The fact is that the 
stationer who is willing to train 
his salesmen in creative merchan- 
dising, in making original instal- 
lations, is not found on every 
street corner. 

One large organization that 
found a constructive way out of 
this dilemma is the Wilson-Jones 
Company, to whose liberal and 
far-sighted policy generous credit 
should be given. This organiza- 
tion, I believe, is spending more 
money on the average stationer 
for educational work than is any 
other company I know of. 

An Experience with Visible 
Records 

Five years ago one direct seller 
of visible records had this city of 
Baltimore “sewed up.” The Wil- 
son-Jones Company, however, was 
not content to let it stay so. Mr. 
Frederick U. Haines, their field 
man, took our sales force under 
his wing and gave them training 
in creative selling. His handling 
was masterly; through his help 
we have become specialists in the 
merchandising of visible records. 
Our sales records show the result, 
—and provide tangible ground for 
our gratitude to Mr. Haines and 
the Wilson-Jones Company. 

Visible record equipment is rap- 
idly becoming one of the most 
profitable specialties a stationer 
can promote these days. The first 
installation is just a beginning. 
Repeat business with less selling 
effort is bound to follow. 

A specific example is one of our 
customers who was using a card 
index system for a certain record. 
The business was increasing, and 
naturally changes in their record 
set-up had to come. The office 
manager was convinced that the 
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most modern way to handle this 
job with speed was visible record 
equipment. An order for binders 
and sheets resulted; the amount, 
$400. Since this original installa- 
tion, two orders have come to us 
for reprinted forms, and addi- 
tional binders, with transfer 
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equipment. The best part of it 
was that all this was merchandise 
sold at list, with no competition. 
Could anyone want better busi- 
ness than this? 

Start tomorrow for a bigger and 
better stationery business. For 
small items, watch the chain 


IN. MACHINES 


ACCESSORIES . ‘ 


Note.—Mr. Bredesen describes 
his firm modestly as a small or- 
ganization, making most of its in- 
come through the distribution of 
staple models of office specialties: 
typewriters, adding machines, 
filing cabinets, desks, tables, 
and chairs. Prospects are found 
through making calls at offices, 
following up inquiries that come 
to the store, and through tips from 
various sources. 


UR organization, serving the 
Stationery and office out- 
fitting trade, is agent for one of 
the typewriter manufacturers. 
We sell both standard and port- 
able models. One of the members 


By M. A. Bredesen, 
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of our firm acts as a salesman for 
the manufacturer. 

Because one of our men is quite 
adept at making adjustments and 
repairs of the ordinary sort on 
typewriters we are not under the 
necessity of hiring a mechanic. 
At least once a week a service man 
from the Rockford office of the 
manufacturer visits our store, and 
takes care of such jobs as require 
his attention. 

With the machines we sell we 
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stores for merchandising ideas. 
For specialty lines, tie up with re- 
sponsible companies. After you 
have your lines secured, I know 
that the manufacturer will train 
your organization into specialty 
selling if you go half way with 
him. 


AND 


carry the usual items that go with 
them: adding machine rolls, type- 
writer paper, ribbons for practi- 
cally all makes of typewriters, and 
for the most popular adding ma- 
chines, type cleaning fluid, clean- 
ing brushes, etc. It is our belief 
that we have a good share of the 
business of this nature, arising 
among people to whom we sell ma- 
chines. 

Our machines are displayed in 
our windows quite frequently, as 
are other items in our stock, and 
they are on display in the store 
practically all the time. All of the 
persons in service in our store are 
capable of giving what we con- 
sider good demonstrations. 


Here Endeth the Annual Office Specialties Section 
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wandering in the 
woods of depression—woods 
so dense that nothing but 
sheer grit and nerve kept 
many businesses from being 
lost forever, we are again 
seeing daylight through the 


Nyon six years of 
4 


ful if any department suf- 
fered more severely than 
the office furniture division 
of our business during the 
past six years. This was due 
to two reasons, first, that 
there was little or no de- 
mand, and second, that the 
market was glutted with 
good used furniture from 
scores of concerns which 
fell by the wayside and 
went out of business. 

For those of us who hung 
on, using every means at 
our command to keep our 
heads above water, there 
were really tough days. The 
business in office furniture, 
and to a great extent in 
household furniture, was 
practically at a standstill, 
which meant, of course, 
that while nothing was 
coming in, the same old 
overhead expenses contin- 
ued merrily on with bills to 
be met at the end of every 
month. 

Naturally enough, our 
first thought when nearing 
the edges of the woods in 
which we were groping and 
again seeing indications that busi- 
ness as a whole was once more sit- 
ting up and taking nourishment, 
was how, somehow or other, to 
make good the losses which we had 
carried in the dark days behind 
us. And also naturally enough our 
answer was “Find More Business.” 
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MR. THOM 


Check on Efforts 

With this thought firmly in 
mind, we began a_ systematic 
checking up and investigating of 
our organization with the end in 
view of finding out the following: 

1. What was our outside sales 
force doing? 








Company, 


2. Did laxness exist any- 
where in the ranks? 

3. Had we followed every 
means available to us in 
securing our share of the 
business? 

This probing into our own 
affairs only emphasized a 
fact already known to us— 
that the bulk of our busi- 
ness is brought in by our 
outside salesmen. Inside 
sales forces did their part 
of course, but could not op- 
erate until actually con- 
fronted with the prospect. 
Window display and adver- 
tising also brought in a fair 
share of trade while a large 
portion of the business was 
repeat orders which came 
in without solicitation. 

But the backbone of our 
organization is without any 
doubt the outside sales 
force. These men are 
trained; they know where 
to look for business; they 
keep an eye always on the 
alert for new building or es- 
tablishments being en- 
larged; and they use every 
effort to make a sale when 
the opportunity arrives to 
demonstrate the lines 
which they represent. 

Like other organizations, 
we have our share of com- 
petition, which is of two 
types—that of legitimate 
office equipment dealers 
and that of the department 
stores. In the former class, 
a great number of our competi- 
tors handle both new and second- 
hand furniture while the latter 
type confines its efforts solely to 
new merchandise. 

On various occasions we have 
come in contact with the price 
cutter whose quoted prices we do 
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not under any circumstances at- 
tempt to meet. In spite of the ex- 
istence of this type of competition 
we do not believe that we suffer 
much from it due to the fact that 
we handle what we consider to be 
only the very best lines of mer- 
chandise, knowing well that our 
lines are the best and our prices 
the fairest. With this double 
weapon in our hand we do not 
fear the price cutter because, in 
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This firm recently re- 
organized its display 
of General Fireproofing 
furniture, to which a 
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the final analysis, no matter what 
his sales talk may be, he cannot 
possibly match our class of mate- 
rial piece by piece and still con- 
tinue his price cutting activities 
without coming perilously close to 
ruining his own business. 
Annual “Sales” 

One of the most persistent ob- 
stacles we encounter in running 
our office furniture department is 
the apparently never-ending an- 
nual “sales” of department stores. 
This is really a serious bid for busi- 
ness and can do considerable harm 
to the legitimate office furniture 
dealer due to the fact that many 
of these so-called sales are held at 
prices which do not show a suffi- 
cient mark-up to cover cost. It is, 
of course, impossible to compete 


with business under these condi- 
tions and our only hope lies in the 
fact, that for some reason un- 
known to us, the greater number 
of office furniture buyers do not 
seem to be attracted to business 
establishments other than the 
Stores of the legitimate dealers 
and the glamour of the so-called 
sale does not react on them as it 
undoubtedly does on those seeking 
to purchase other types of mer- 





chandise. For this, we are thank- 
ful, realizing as we do that so far 
as we have been able to ascertain, 
there is no weapon with which to 
fight department store sales of 
this nature. 

From time to time we find it 
necessary to do some installment 
business although we do not seek 
it. However, this type of business 
was given deep consideration by 
us when we took a mental inven- 
tory of our own and our salesmen’s 
efforts to completely emerge from 
the woods, and we formed a plan 
whereby we would willingly sell to 
a good risk office equipment and 
furniture if he desired to purchase 
it on the installment plan. 

Regardless of the buyer and the 
type and size of business which 
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he conducts or is about to conduct 
we make it a hard and fast rule 
to require a substantial down pay- 
ment, the balance of the account 
being handled through the indus- 
trial bank. 

Quite a bit of our business in the 
past and at the present time has 
come in from persons who were 
unfortunate enough to buy cheap 
furniture which they, in their ig- 
norance, did not realize would be 


large part of one en- 
tire floor of their nine- 
story building is given. 
A good display, and a 
comprehensive one, Mr. 
Thom states, induces 
buyers to come into 
the store. GF alumi- 
num chairs are shown 
above in an attractive 
window display. 


affected by climatic conditions in 
the territory in which we live. By 
far the greatest complaint of these 
buyers of cheap furniture was on 
the tendency of their desks and 
cabinets to warp. Quite often we 
have had prospects look at us with 
an incredulous gaze when, after 
listening to their complaints, we 
have explained patiently to them 
that cheap furniture in which the 
materials are not properly sea- 
soned will be affected, not only in 
the buyer’s home town but any- 
where in the world in any climate. 
No Regrets 

The bad luck of these unfortu- 
nate buyers is, in reality, a god- 
send to us, because, as I have 
explained earlier in this article, 
our furniture is of the best class 
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obtainable and when we sell it we 
do so with a clear conscience and a 
definite knowledge that the buyer 
will not come back complaining 
because the merchandise did not 
stand up. 

Of course, it is to be understood, 
that all of the foregoing are fac- 
tors which reveal themselves after 
the outside salesmen bring in the 
business and perhaps are accom- 
panied by the buyers for a personal 
demonstration at our store. All of 
our outside salesmen make a point 
of watching out for such things as 
warped desks, tables, and cabinets 
in the various organizations upon 
which they call, and use this 
knowledge accordingly. 

Show one of our men a drawer 


ANDLING used office 
| furniture has proved 
to be a most profitable ac- 
tivity to us, worth while 
from the standpoint of in- 
creasing sales of new furni- 
ture, as well as that of sat- 
isfying the customer who is 
able to make only a limited 
investment in office fur- 
nishings. 

Before opening our used 
office furniture department, 
we frequently lost the op- 
portunity of making a sale 
through our reluctance to 
accept a prospective cus- 
tomer’s used furniture as a 
trade-in value for new fur- 
niture. 

In the past few years we 
have modified our policy, 
and have materially in- 
creased our sales of new 
furniture. We have also, by 
virtue of our _ trade-ins, 
been able to make sales on 
this type of furniture at a 
profit that we could not 
have made on new furni- 
ture. There are many advantages 
in our present policy. First of all, 
the prospect who buys a used desk 
and three used chairs today may 
be a customer for a complete new 
set of furniture a year from today. 
It is only natural for him to think 
of us when he reaches a need for 
new furniture, since we sold him 
his original purchase of used fur- 
niture. 

The allowance to be made to the 
customer who is trading in old 
furniture is naturally governed by 
the condition of the dealer’s stock 
at the time of making the sale. 
This is true, I believe, almost uni- 
versally, not only of used office 


that sticks, or a typewriter desk 
that won’t close, or a cabinet with 
sides apparently caving in or bulg- 
ing out and immediately he will 
make capital of it by offering to 
demonstrate furniture which can- 
not get in that condition no mat- 
ter what the climatic conditions 
may be. 

Next in line to our outside men 
as far as business getting is con- 
cerned are our display windows. 
It is true that we devote consider- 
able of our time to these windows, 
but they are worth it, and many 
an evening is spent in thought be- 
fore we arrive at and decide upon 
a display such as we think will at- 
tract purchasers. 

We have found the best method 
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furniture, but of other types of 
used equipment. In the main, the 
allowance is based on about eighty 
per cent of what we can reason- 
ably expect to secure by resale. 
After making a sale and putting 
the trade-ins into stock, attention 
is immediately given to the dis- 
posal of this used furniture. For 
only by quick sale of trade-ins can 
a dealer expect to make any kind 
of profit. 


Complete Reconditioning Seldom 
Done 


Seldom do we attempt to recon- 
dition used furniture completely. 





OFFICE APPLIANCES 


of window dressing to consist of 
showing only one type of furniture 
at a time. With an executive set 
complete or a typical office of 
medium price, we, of course, dis- 
play all of the accessories which go 
with such furniture. These include 
desk pads, lamps, pen sets, etc., 
which are laid out in such a man- 
ner that they can be viewed from 
practically any angle. When we 
display files we usually put in a 
complete window of steel files with 
steel desks and aluminum chairs 
shown at the same time. For an- 
other reason which we have not as 
yet fathomed, this seems to make 
a pleasing combination judging by 
the interest with which passers-by 
inspect it when it is shown. 


Our usual procedure is to 
clean and polish it, getting 
it into fairly good condition 
at a minimum of expense. 
Then we resort to our list 
of prospects, a list which 
has been built up by per- 
sonal contacts, and dispose 
of our used furniture by 
making personal calls. Oc- 
casionally we employ clas- 
sified advertising, but this 
is in exceptional instances. 

There are several factors 
that govern the selling 
price of used furniture. 
Some are the same that 
govern the allowance set on 
it: the condition of the 
dealer’s stock, and the 
number of prospects for 
used furniture he has on 
file. Then there are sea- 
sonal influences, such as 
those of the Christmas and 
the school-book periods, 
when we like to have a 
larger amount of floor 
space than usual. 

In these periods we place 
special emphasis upon selling used 
furniture, and occasionally let our- 
selves be governed from a price 
standpoint; in other words, mak- 
ing some concession in price. An- 
other factor is the personal con- 
tact, and the merchandising abil- 
ity of the salesman. 


The condition of the used furni- 
ture market at the present time is 
unusually healthy. In fact, we be- 
lieve the demand for used furni- 
ture exceeds the supply and this 
naturally tends toward a better 
price structure. This is very much 
in contrast to the condition exist- 
ing in 1932-33 when the market 
was glutted with used furniture. 

The sale of trade-ins seldom in- 
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terferes with the selling of new 
furniture for the reason that in 
the majority of cases the cus- 
tomer has fairly well determined 
whether he wants new furniture 
or used furniture. If he wants new 
furniture naturally he will not 
be interested in used furniture, 
consequently our experience has 
been that trade-ins and the sale 
of trade-ins have little adverse ef- 
fect upon the sale of new fur- 
niture. 

Renting Furniture Profitable 

In connection with the sale of 
used furniture it is interesting to 
note that there is a certain field 
for renting used furniture. While 
this field in our community is very 
limited, yet for certain purposes 
such as census taking, setting up 
temporary governmental offices, 
and serving similar types 
of users, there is a distinct 
market for the renting of 
used furniture for a really 
better profit than would be 
found in the resale. This 
rental market is one that 
could be given more con- 


THRER FINE SHAW-WALKER 
INSTALLATIONS ON WHIC8#t 
THE COMPANY HAS RE- 
CEIVED CONGRATULATIONS 
RECENTLY.—Top: One of twe 
Shaw-Walker counters installed 
by the Students Book Corpora- 
tien for a customer at Pullman, 
Wash. The ability to provide a 
variety of drawers, cupboards 
and knee space with stock units 
is clearly indicated. (Center) 
This 40-foot L-shaped counter 
was placed for the Lincoln Loan 


sideration by vhe average office 
furniture dealer. 

Recently we had an experience 
which may be of interest to office 
furniture dealers, as it illustrates 
forcibly the advantage of accept- 
ing trade-ins on the sale of new 
furniture. One of the local news- 
papers, recently completed a new 
building. The writer kept in close 
touch with this prospect and sold 
them considerable equipment but 
when it came to desks and chairs, 
the prospect advised us that they 
had decided to make the old furni- 
ture do for the time being. We ex- 
amined the furniture they were 
using and determined on a price 
that we could allow them if they 
were to trade this in on new equip- 
ment. 

We made our allowance fairly 
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conservative and after demon- 
strating the Health Form chair, 
which we were offering the pros- 
pect, we were favored with an or- 
der which approximated $1100.00, 
exclusive of the trade-in value of 
the old furniture. We secured per- 
mission from the customer to 
leave the old furniture in the 
building and before the new fur- 
niture was installed, we had dis- 
posed of practically all of the old 
used furniture. 

On this particular requirement 
we secured regular sale prices on 
the new equipment and a satis- 
factory profit on the old furniture. 
From this you can see that we 
really made two sales and two 
profits as compared to no sale and 
no profit, had we been unable to 
accept the old furniture as a 
trade-in. 

We could cite several such 
examples all of which prove 
conclusively the value and 
necessity of maintaining a 
department for handling 
this type of furniture. 


Watker line. 


Company, Cleveland, and, except 
for its pre-fabricated cap-type 
linoleum top, is made up of 
stock Shaw-Walker units in- 
eluding four Fire-Files. (Lower) 
Shaw-Walker triple-duty coun- 
ter installed for the Provident 
Building & Loan Association at 
Haverstraw, VN. Y. It is equipped 
with a de luxe panel back, coun- 
ter screens and wickets op- 
tional adjuncts of the Shaw- 








ERHAPS the title of 

this article will hardly 
be credited when it is real- 
ized that what follows deals 
exclusively with office fur- 
niture—desks, chairs, steel 
shelving, etc. But the fact 
remains that when, some 
twenty years ago, we first 
stocked steel furniture we 
purchased it as a side line 
—something to have on 
hand in case anyone should 
ask for it. 

It was back in 1916 thata 
salesman appeared in our 
store and wanted to inter- 
est me in steel office furni- 
ture. I was not very inter- 
ested but he was a good 
salesman and left the store 
with an order in his pocket 
for enough furniture with 
which to test the market, 
the total value of which 
was approximately $100. 

When the goods reached 
me I was agreeably sur- 
prised at the quantity 
which I had obtained for 
my hundred dollars. More 
than that, I was pleased 
with the appearance of the 
merchandise and reasoned that if, 
as merchandise it could prove at- 
tractive to me, then why not to 
others, particularly those who 
bought and used furniture. 

It was with a strange feeling of 
experimenting that I made my 
first window display of furniture 
and sat back to watch for results. 
They were not long in coming and, 
within a few days, I made my first 
sale—a four-drawer vertical file— 
to a small candy wholesaler. In 
those days this item sold for about 
$60, a sum capable of boosting my 
confidence not only in metal fur- 
niture but also in my ability to 
sell it and to interest people in 
proper filing equipment. Inci- 
dentally, I have found to this day 
that this filing equipment is my 
best bet in interesting old and new 
customers. 

Within a short time I settled 
down in earnest to make the peo- 
ple of my community office furni- 
ture conscious. It wasn’t a hard 
task as my ever-mounting sales 
totals disclosed and within a few 
months I came to the realization 
that the total sales on my office 
furniture equalled my entire sales 
on all other stationery items com- 
bined. In other words, office fur- 
niture had moved up from side 
line to main line. 

Month by month and year by 
year our office furniture sales have 
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LINE TO 


MAIN LINE 


By Z. L. Jarman, President Jar- 


mans, Inc., Charlottesville, Va. 
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continued upward and, at the 
present time, I could safely chal- 
lenge any stationer in a town of 
less than 16,000 persons, to equal 
our records in this particular com- 
modity. 

Most of our office furniture 
sales have been in steel equipment 
although we have sold consider- 
able wood furniture, too. When 
a large corporation settled in our 
town I sold the manager four 
wood desks of medium price which 
I later traded for more expensive 
pieces in steel. I can safely say 
that since that sale I have sold 
that corporation at least fifty 
more desks and there has never 
been one complaint from them. 

That, I think, is one of the most 
pleasing and satisfying factors of 
the office furniture business—this 
lack of complaints, because it 
means simply that not a single 
sale has caused a customer any 
worry or regrets—and I have made 
a great many complete installa- 
tions in banks and other. business 
institutions since my first carload 
of office furniture arrived. 

Today my records show that I 
have successfully bid on and filled 
a single order for $2,500. This is 
the highest single order so far, 
although my firm is convinced 
that shortly we will obtain an or- 
der for steel shelving to cost $50,- 
000 from a job under way. 


Among the items we sell 
I find equally good are ver- 
tical files, transfer cases, 
safes and literally miles of 
steel shelving. This latter 
item graphically reminds 
me of my first real shelving 
order which was for a laun- 
dry. It had me slightly 
flustered and I wired the 
manufacturer to send an 
assistant to my rescue. 

When he arrived I showed 
him the order I had sold to 
the laundry and he checked 
over my figures, to find that 
I had somewhat overesti- 
mated. I then went back 
to the customer and ex- 
plained the situation, mak- 
ing him an allowance of 
$200 from the total price as 
estimated by me. The fact 
that he is still a good cus- 
tomer is proof of his appre- 
ciation. And, by the way, 
that steel shelving has been 
in use every day for years 
and is still as good as when 
it was installed. 

I might say here that in 
my estimation the stationer 
who does not carry a line 
of office furniture today is passing 
up one of the best selling sta- 
tionery items in the industry. 

By selling a line of furniture 
which is consistently good the 
dealer will soon win the entire 
confidence of his customers to the 
point where they will follow his 
recommendation instantly. This 
I have demonstrated time and 
time again. I have proved that 
even when showing two similar 
items one of which is priced ten 
or fifteen dollars higher than the 
other my customers have such 
confidence in me and in the line I 
represent that they will accept the 
more expensive piece if I recom- 
mend it. 

All in all, office furniture has 
worked wonders for me and I am 
very grateful to the salesman who 
made it his business to sell me that 
first modest order years ago when 
I did not want to buy. 

In conclusion let me say that it 
is my proud distinction to be the 
owner of one of seventeen silver 
cups awarded for making quota 
every month for one entire year. 
If I had no profits to show for my 
years of endeavor; if my sales had 
not increased almost daily since I 
began in business I would still 
have that cup to remind me of my 
good fortune when office furniture 
moved from a side line to a main 
line for me. 


URING the many years 

in which we have 
been selling office equip- 
ment and commercial sta- 
tionery we have come to 
realize more and more the 
importance of proper win- 
dow display as a means of 
increasing sales. 

Oral descriptions of office 
equipment—or anything 
else—vary in effectiveness 
with the ability of the per- 
son making the descrip- 
tions. Pictures are much 
better. They show the mer- 
chandise. But an actual 
window display, we believe, 
is best of all. It is real; it 
is concrete, and it may be 
viewed from a half dozen 
angles which in pictures 
would require as many 
prints. 

We have always paid the 
maximum of attention to 
our windows of which there 
are two. This attention is 
given on the theory that 
they tell the best story, and 
that, given sufficient care 
as to attractiveness, light- 
ing and dressing they are 
bound to attract a certain 
percentage of customers. 


Two Windows 

Of our two show windows one is 
devoted to business items. The 
other is for gifts and luxury items 
aside from the daily utilities of 
business. At one time of the year, 
usually directly after Christmas, 
this window likewise is for busi- 
ness only. In other words, we 
clean out everything in the gift 
and luxury line and make a dis- 


AZTEC INDIAN 
WORK. —J. An- 
drew Smith 
(right) head of 
the company in 
San Antonio bear- 
ing his name, ex- 
plains to William 
O'Donnell, mana- 
xer of the Aztec 
theater, the fine 
features of a 


INVITING 
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THROUGH 
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By H. M. Russell, Russell 
Stationery Company, 
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play of blank books, loose leaf and 
printed forms. 


We do not follow a hard and 
fast regular program of display 
presentation although we make 
every effort to cooperate with all 
of the suggestions and plans of 
manufacturers whose products we 
handle. For instance, at the pres- 
ent time we are featuring in our 
business window the striking and 
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beautiful displays put out 
by the A. B. Dick Company 
for the Mimeograph and 
the mimeograph process. 
These A. B. Dick features 
lend themselves to develop- 
ment with other items and 
this, we think, is most ef- 
fective. 
Lighting 

Lighting, of course, is 
everything for windows. To 
some extent we use flasher 
lights and flasher devices 
and to some extent we use 
floods. In our part of the 
country: lights are seldom 
needed in the afternoon, 
but when the need is ob- 
vious we see to it that they 
are all in full use. It pays. 

We have occasionally 
used some moving devices 
but we do not depend on 
motion. While I cannot re- 
call any outstanding mov- 
ing device I believe the old 
ink-pouring stunt is a 
pretty good optical illusion 
for windows. Regardless of 
what we have to show, we 
always avoid anything that 
tends to make a “messy” 
window display. 

By the same token we 
dote on anything that is of inter- 
est to the locality. And we find 
such things good for windows. 


Avoid Stunters 

One thing we have learned to 
avoid is the self-styled window 
display stunters from outside the 
organization. Although we have 
tried them the only thing they 
brought us was a determination 
not to use them again. 


hand-carved desk 
and chairs placed 
on display in the 
theater lobby. 
This is the work 
of an Aztec Indian 
and toek twee 
years to complete 
without nails or 
screws being used 
in the construc- 
tion. 








NEW MACHINES AND DEVICES | 





NEW GLOBE-WERNICKE BOOKCASES 
The Globe-Wernicke Co., Cincinnati, Ohio, now of- 
fers the trade a new line of wood bookcases, modern in 
design, and of solid end construction. The name is the 





NEW GLOBE-WERNICKE BOOKCASES.—Left, the Ben 
Franklin, which may be ordered with or without glass doors. 
Right, the Ardmore. 


Two new Ardmore solid end book cases 
are also offered, thus each line includes six sizes. 
Dimensions vary. The smallest measures two feet in 
height and width, with a depth of twelve and three- 
eighths inches. Others range to a height of fifty-four 
inches, and width of thirty-six, with shelves ten and 
three-eighths deep. There are models four feet tall 
which may be had with or without full length glass 
doors. Shelves are adjustable every half inch. Finish 
is genuine walnut or mahogany. 

It is understood that all Globe-Wernicke bookcases 
are made of air-seasoned wood, properly kiln-dried. 
The company manufactures a complete line of sec- 
tional and solid end bookcases in a wide range of 
prices, styles, and sizes. Display cards, illustrated fold- 
ers, and mats for newspaper advertisements are avail- 
able to dealers. 


Ben Franklin. 


> - 

ROTOSPEED ISSUES NEW MODEL “AA” 
Embracing all of the qualifications and features nec- 
essary in a high-speed machine, a new and rapid auto- 





ALA ROTOSPEED.—From fifty to seventy-five 
copies per minute is said to be the production of an in- 
experienced operator using this machine. 


MODEL 


matic feed stencil duplicator, to be known as the model 
“AA” has recently been placed on the market by the 
Rotospeed Company, Dayton, Ohio. 

According to engineers and officials of the company, 
an exclusive and predominating feature of the “AA” 
is its simplified construction which permits an inex- 
perienced operator to print from fifty to seventy-five 
copies per minute and still obtain perfect registration. 
This construction, it is said, also creates an ease in 
making adjustments and keeping the “AA” in order. 

The addition of this new model, with its speed, 
beauty, uniform printing and durability, now rounds 
out the line of Rotospeeds ranging in price from $27.50 


to $150. 
> 


ALLEN CALCULATORS IMPROVED 

Recognition of the general popularity which eight 
column mechanical computers enjoy led Allen Cal- 
culators Inc., 22 East Fortieth street, New York, N. Y., 
to investigate. An intensive study of adding machines 
of this capacity resulted in the introduction of some 
constructive improvements. The firm is now equipping 
hand models Nos. 80 and 85 with a perfected oil gov- 





CALCULA- 


ALLEN 
TORS IMPROV ED.—Operation has been 
made ensier, and chances of error re- 
duced. 


KIGHT-COLUMN 


ernor, resulting in an ease and smoothness of handle 
pull which greatly relieves operator fatigue, according 
to report. 

A new arrangement of the keyboard has been made, 
reducing to a minimum the chances of an operator’s 
striking two keys at once. Instead of having all keys 
on a common plane, the present keyboard presents each 
row on a slightly higher plane, an arrangement which 
makes for a more positive key stroke. 

Both models carry the highly important automatic 
clear signal and visible dials. Of exceptionally sturdy 
construction, they require a relatively small amount of 


desk space. 
ae - 


NEW “Y” AND “E” TRANSFER CASE 
A new transfer case has just been presented to the 
trade by Yawman and Erbe Manufacturing Company, 
Rochester, N. Y. It is built entirely of steel, electrically 
welded. A heavy steel bar in the front of the drawer, 
of three-sixteenths by one inch stock, makes for un- 
usual rigidity, permitting unlimited stacking, and pre- 
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venting sagging of the drawers. A new interlock is a 
snap spring arrangement, definite in action. The elimi- 
nation of the old channel interlocking results in im- 
proved appearance. Free-running rollers in front and 





AND EE” TRANSFER CASE.—Rigidly 


IMPROVED “\ 
may be 


constructed, transfer cases of this design 
stacked high without buckling. 


back make operation easy whether the case is full or 


empty. There are twenty-six and eleven-sixteenths 
inches of space in the case. Construction is proof 
against vermin, rodents, and dust. Finish is olive 


green. The prices offered are said to be moderate. In- 
formation and descriptive literature will be supplied. 


in : 

TURN-TABLE FOR SELLING OFFICE MACHINES 

The purchase of office machines is facilitated now 
by a demonstration process which puts them before 
the buyer with what would appear to be a minimum 
of inconvenience. A table with a rotating top thirty- 
five and a half inches in diameter is being produced by 
The Turn-Table Sales Company, 240 East 86th street, 
New York, N. Y. The height is twenty-five and three- 
eighths inches—about that of the usual typing stand. 
Three standard typewriters can be put on the Turn- 
Table; thus a prospective purchaser can be shown 
handily a succession of different models, and when 
choice has simmered down to two or three, these can 
be compared in detail—all without the necessity of 
the customer’s leaving his seat. 

Made of three ply wood, the top comes in a mahog- 
any finish. Three styles of legs may be had, round, 
in chromium or nickel plate, and square, of wood, 
tapered and finished in mahogany. Two shelves are 


[ 





| 
A 


TYPE- 
OFFICE 
cus- 


SELL 

OTHER 

MACHINES.—The prospective 

tomer sits at ease while machines 
pass in review. 


TURN-TABLE TO 
WRITERS AND 


provided to hold writing paper. The Turn-Table may 
be ordered in special sizes and colors. 
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The main bearing in the center of the table is steel, 
a plate under the table top resting on another steel 
plate beneath. A steel spindle, which holds the top 
in place, turns inside a steel sleeve, in which it is 
locked by a collar. On each corner of the base is a 
square plate, making for rigidity, and providing sec- 
ondary bearing surfaces. The disk of the table top 
is shod underneath with a circular steel band, which 


rests on the plates. 
> 


NEW GENERAL DUPLICATOR ITEMS 
The General Duplicator Corporation, 148 Lafayette 
street, New York, N. Y., which introduced the Genco 
stencil duplicator last year, now offers two correlative 
items to go with it, the new Genco-Scope and the new 
Genco film duplicator. 
A new idea is embodied in the design of the Genco- 





THE GENCO-SCOPE.—A new construction makes for 
diffused light through the whole writing area. 


Scope, it is said, presenting a new principle. The re- 
flector inside is concave, and the light source is cen- 
tered in the device, instead of being placed at one end. 
The use of a special kind of glass makes the light 
distribute itself evenly over the entire area. A control 





GENCO FILM DUPLICATOR.—Low-priced, this device 
produces accurate work. 


switch is fixed at the side. All makes of stencils can 
be used on this device, for it has an interchangeable 
stencil holder. The metal T-square, once placed, will 
remain set in any position desired; thus both hands 
can be free to handle styli. There is a convenient 
drawer for the storage of styli. The light cord can be 
Slipped into a separate compartment when the device 
is not in use. The base of the Genco-Scope is of black 
crackle finish, all top parts nickeled. 

The Genco film duplicator is of all steel construction. 
Suction cup feet hold it on any flat surface. It employs 
changeable gelatine films, with an area of eight and 
a half by fourteen inches. Information and prices 
will be supplied by the manufacturer. 
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NEW SWEDISH CASH REGISTER 

According to a report of the Specialties Division, 
Bureau of Foreign and Domestic Commerce, Depart- 
ment of Commerce, Washington, a new cash register 
is to be manufactured by Svenska Kassaregister Aktie- 
bolaget, a subsidiary to the L. M. Ericsson Telephone 
Company, Stockholm, Sweden. The new company was 
organized with a share capital of 1,000,000 crowns. 
Mr. Birger Hogfors, a Swedish engineer, is the in- 
ventor of the machine, which is said to represent im- 
proved design. An earlier model was made by the 
inventor, the Hugin, for the Kooperativa Forbundet 
(The Codperative Union). 

The new machine is said to afford advantages in 
economical manufacture. It will be produced in vari- 
ous sizes. 


— 
ART STEEL FIVE DRAWER FILES 

Two new five drawer filing units have been brought 

out by Art Steel Company, Inc., 300 East 145th street, 

New York, N. Y. One, in the Suspension series, is 





FIVE-DRAWER FILES 

BY ART STEEL COM- 

PANY.—Popular prices 

are offered the buyer of 

these files of standard 
height. 


identified as No. 2605, the other, in the Non-suspension 
series, is No. 205. Both letter and legal size are offered, 
and the construction has been so modified that the 
height of the five-drawer unit is reduced from sixty- 
four to fifty-eight and a half inches, the standard 
height used by most manufacturers. The quality of the 
new units is said to conform with Asco standards at a 
popular price. 


a oe 
CLOSED KEYBOARD TYPEWRITER 

A typewriter in streamline design is the invention of 
R. U. Jennings, 414 Delaware avenue, Buffalo, N. Y.., 
who offers manufacturing license or exclusive rights to 
investors. Patented, the new machine is said to em- 
body many mechanical improvements. Standard di- 
mensions have been maintained. The construction and 
shape of the keys keep them automatically in proper 
relation to each other both vertically and horizontally 
The alignment of typed letters is said to be kept with 
exactness. In operation, the new machine does not 
differ from the usual typewriter as to touch and key 
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arrangement. All mechanical adjustments can be made 
readily, as controls are within easy reach. The frame, 
cover, and other parts of the typewriter may be molded 
of plastic material, designed to withstand rough use, 
but light. The finish in such material would have a 
permanent luster. Fully enclosed, the new machine 





JENNINGS CLOSED KEYBOARD TYPE- 

WRITER.—Working parts are protected from 

dust, and the changes in design are accom- 

plished with reduction of weight. 

weighs eight pounds less than it would weigh if it were 
of all metal construction. With nearly all moving parts 
enclosed, dust and dirt are prevented from entering, 
wear and tear are reduced, and noise is cut down.— 


PCH 


~~ 

TAGGER CREAM FOR CLEANSING HANDS 
A cleaner for the hands, particularly designed to 
remove stains from hektograph ink, ribbons, and car- 
bon paper, is now offered in tubes by Mittag & Volger, 


GER_ Ww 
[ae CREAM 





TAGGER CREAM TO REMOVE HEKTO- 
GRAPH INK.—A cleansing cream said to be 
pleasant to use as well as efficient. 

Inc., Park Ridge, N. J. Sold under the name of Tagger 
Cream, it is said to be quick in action, pleasant and 
beneficial to the skin, and economical. 
—————<>__ 
NEW—THE ROLL-O DESK FILE 
New on the roll of office accessories is the Roll-O desk 
file produced by the Roll-O Manufacturing Company, 





ROLL-O DESK FILE 


6259 North Knox Avenue, Chicago. Sold in a standard 
assembly, the device is capable of considerable expan- 
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sion and elasticity. Set up, it stands eight inches high 
and eleven inches wide, with three compartments, each 
opening an inch and a half. Finish is green enamel, 
the two outer sections crackled. 

The sections themselves are made of elastic steel, 
.025 gauge, with rolled top and flanged bottom. They 
are kept apart by “spacers” of brass an inch and a 
half long, drilled and tapped part way to receive screws. 
Thus two spacers may be assembled in one length, pro- 
viding a space in the file which will accommodate a 
catalogue three inches thick. Rubber feet on each sec- 
tion prevent the device from marring desk surfaces or 
slipping. 

The standard assembly, knocked down, comes in a 
compact carton weighing less than four pounds, to sell 
for three dollars. Additional sections, with necessary 
spacers, may be had for seventy-five cents each. The 
device can be put together with a phone slug to serve 
as screw driver. 

—_—<g>—__—_- 
THE MULTIPLE WRITER 

A device which can be attached to any standard 
typewriter, according to the manufacturers, makes it 





ATTACHMENT FOR TYPE- 
WRITER.—Five copies at once may be produced, each 
like an original in appearance. 


MULTIPLE WRITING 


possible for a typist to produce five copies of manu- 
script in one operation, all of the copies with the ap- 
pearance of originals. Each is written by means of 
an individual ribbon, which passes between the page 
on which it makes impressions and the page super- 
imposed upon it. The impressions are reported to be 
clean-cut and distinct, and free from smudge. A screw 
driver is the only tool necessary to install the attach- 
ment, and it is said to be so well built as to outlast 
two or more typewriters. Multiple Writers, Inc., Grand 
Rapids, Mich., is the manufacturer, and the device is 
called the Multiple Writer. It will be sold by distribu- 
tors in every state. 


Sane 
NEVA-CLOG INTRODUCES MODEL D-30 STAPLER 

Stressing modern design and made with great ac- 
curacy, a new 1937 stapler, listed as the Model D-30, 
has recently been announced by Neva-Clog Products, 
Inc., Bridgeport, Conn. 

The two principal features of the new stapler are a 
simplified yet positive safety device, and a rail made 
of one piece so that there are no projections or crev- 
ices in which a staple can catch, buckle or jam. The 
D-30 is a three-purpose machine in that it will deliver 
a clinched staple, or when the body of the machine 
is pressed backwards, a pin or spread staple. In addi- 
tion to these uses the stapler is also manufactured in 
such a manner that it makes a handy tacker for which 
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the base folds back in the form of a handle for tacking 
purposes. 

Further details of the D-30, with which are to be 
used Neva-Clog DJ-340 staples—105 to a strip—may be 
obtained by writing to the home office of the company. 

ed 
PERMA TOP FOR DESKS AND COUNTERS 

The second of the series of Perma products which 

was recently announced to the trade by George E. Fox 





PERMA TOP FOR FRESH WRITING SURFACE.—Smooth 
and easily cleaned, it is avaliable at moderate cost. 

& Company, 412-420 Orleans street, Chicago, Ill., is the 

Perma top. The rest of the series, a dozen or more 

items, will be presented to the office specialty field 

within the next six months. 

Characterized by resistance to extremes of cold and 
heat, with a satin-like finish which can be cleaned by 
soap and water or furniture polish, and of sturdy tex- 
ture, Perma top, at its moderate price, makes an imme- 
diate appeal as a covering for desks, tables, and coun- 


ters. 
= 


BATES LIST FINDER 

The new List Finder by Bates is constructed with a 
sliding arrow point at the right side which may be 
set at any letter in the alphabetical key on the cover. 
Pressure on a catch releases the cover, which, actuated 
by a spring, opens, revealing the list that goes with 
the letter designated. Attractive in appearance, it 
holds cards which have spaces for 1,380 items, be they 
telephone numbers, prices, rates, formulas, or recipes. 
Fillers are renewable. A circular in red, black and 





BATES MECHANICAL LIST FINDER.—A finger locates, a 
finger releases, and the list is there. 
silver, and prices for quantities, may be requested from 
the manufacturer, The Bates Manufacturing Company, 
Orange, N. J. 
<p 
CARBO-WELD SEMI-HEX PENCILS 

General Pencil Company, Jersey City, N. J., has de- 
veloped a new technique in pencil manufacture. The 
new product is the Carbo-Weld Semi-Hex pencil. The 
graphite is treated to make a superior lead, which is 
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annealed in its wooden sheath to increase its resilience. 
Results of the process reported are increased ease in 


writing, long lasting points, reduction of sharpening, 


elimination of the tendency for the lead to break away 
from the wood, and reduction of breakage to a min- 
imum is 





CONTINENTAL-SILENTA TIPEWRITER NOW 


MADE BY WANDERER-WERKE, SIEGMAR 

SCHONAUN-CHEMNITZ, GERMANY, WITH 

LONG CARRIAGES.—See Office Appliances of 
December, page 50. 


oe 

SOCIAL SECURITY FORMS BY SHEPPARD COMPANY 

The C. E. Sheppard Company, of Long Island City, 
N. Y., offers a compact and complete equipment for 
payroll accounting under the Social Security law, both 
state and federal. It contains forms for all records 
that must be kept. There is provision for an individual 
earning record and a payroll record, with necessary re- 
ceipts for employees. The outfit comes in an attrac- 
tive folder. Instructions for its employment, and use- 
ful information relative to tax returns, accompany it. 
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PAYROLL ACCOUNTING OUTFIT FOR SOCIAL SE- 
CURITY RECORDS, C. E. SHEPPARD COMPANY 
PRODUCT.—May be ordered for firms of various sizes. 


Prices vary, depending upon the number of employees 
for which the records are needed. Outfits are available 
for groups of five, ten, twenty-five, and fifty, with spe- 
cial provision for groups of fifty. Each outfit carries 
with it an initial supply of forms. Duplicate copies of 
a payroll record may be made with this equipment in 
those states where such a form is acceptable as a tax 
return. The payroll forms are supplied in pads punched 
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to fit the snap fastener on the left cover, making possi- 
ble filing space for a year’s record. 
> 
NEW NATIONAL OFFICE CUSHIONS 

The National Office Cushion Company, 110 Grand 
street, New York, N. Y., makers of National sponge 
rubber cushions, has added to their Economy line two 
new styles of seat cushions, the Convertible and the 
De Luxe. The Convertible is a cushion an inch thick, 
in three sizes. No. 33, the steno size, measures fourteen 
and a half by fifteen and a half inches; No. 44, side 
chair size, fifteen by seventeen inches, and No. 55, 
executive size, seventeen by eighteen inches. Faced 
with velvet corduroy on one side and with woven cane 
on the other, it is a cushion that is said to be very 
comfortable in hot weather. Colors are brown or green. 

















THE CONVERTIBLE, A NEW SEAT 
CUSHION BY NATIONAL OFFICE 
CUSHION COMPANY 


The De Luxe cushion is made in the same sizes men- 
tioned, in one inch thickness, and there are also steno 
and executive sizes an inch and a half and two inches 
thick. The edges of this cushion are boxed to keep it 
permanently in shape. Colors are green, brown, blue, 
and maroon. The material is velour. Both types of 
cushion mentioned are made of single structures of 
resilient new sponge rubber. 


ZUNDEL SPRING SADDLE SEAT 

The Zundel Seating Company, Inc., 542 South Los 
Angeles street, Los Angeles, California, has perfected 
and patented a “spring saddle chair seat” applicable to 
practically all types of chairs. Those who have tested 
this new seat say that it gives the sitter remarkable 
ease and comfort, adapting itself instantly to his every 
position. 

The Zundel spring saddle seat recently patented is 
declared to be a radically new design wherein the sev- 
eral seat supporting plates, radiating from a central 
point, automatically, evenly and uniformly shape 





SEAT. — De- 


ZUNDEL SPRING SADDLE 
seribed as unusually comfortable, it con- 
forms to the figure of the chair occupant as 
he moves, 
themselves to the body form of the user, supporting 
his person in any position he may assume. 
In addition to the spring saddle seat the Zundel Seat- 
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ing Company has perfected a natural posture chair 
combining the patented seat just described and a 
spring arc back having several resilient plates, the 
whole being so constructed so as to support the entire 
back of the occupant from the lower end of the spine 
to the shoulders, whether he is leaning back or sitting 
erect, and promoting comfort, ease and relaxation. 

The Zundel Company has also recently perfected a 
folding assembly room chair which utilizes the ad- 
vantages of the spring saddle seat and a comfortable 
back which promotes ease and relaxation. 

The inventor of the seating devices above described 
is E. A. Zundel, who was at one time president of the 
Crocker Chair Company at Sheboygan, Wisconsin, and 
was associated with that company for more than thir- 
ty-five years. For more than a generation he has made 
chairs a profession, giving to the subject an intensive 
study equal to that of the doctor and the lawyer in 


their chosen fields. 
- 


NEW NIAGARA SLIP-SHEETER 
Niagara Duplicator Company, 5815 Third street, San 
Francisco, Calif., has developed the SS3 slip-sheeter to 
be used with the Niagara high speed K model duplica- 
tor. Heretofore, slip-sheeter SS2 was all that was avail- 
able, and it was not designed for use with the high 
speed duplicator. It is not intended that this new slip- 





NIAGARA SLIP SHEETER 


sheeter shall be operated at the highest speed possible 
to the K model duplicator. The accessory is offered 
rather to give the user of the high speed duplicator the 
same versatility of operation as is obtained by the 
Niagara standard speed models. 
Panes OE) 
STATIONERS SPECIALTY CARD CASES 
Stationers Specialty Corporation, 19 West Twenty- 
first street, New York, N. Y., offers the trade a new 
item: a case of transparent acerate cellulose, unaf- 
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fected by weather, and said to be non-inflammable, to 
protect a bearer’s Social Security card from wear and 
tear. It is undecorated, and comes packed twenty-five 
to a box. 
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NEW G-W FILE OFFERINGS 
A steel transfer case for tabulating cards, contain- 
ing two double compartment drawers, is now offered 
by Globe-Wernicke, Cincinnati, Ohio. Substantially 





‘WO DOUBLE DRAWER TRANS- 

‘ER CASE FOR CARDS BY GLOBE- 

VERNICKE.—Built to be intermem- 
bered. 


2t- 


constructed, the cases may be quickly and securely 
intermembered, to be stacked to whatever height is 
convenient. The drawers are made with or without 
rollers. 

A new four-drawer tabulating card cabinet is also 
available. Each drawer will hold 3,750 cards. Drawers 
operate smoothly on roller-bearing steel pan slides. 





GLOBE-W rrr J KE FOU R- DRAWER 
SARD CABINET 


Reference to cards in the back of the drawer is easy 
when the drawer is drawn out to its full length. A 
hand-hold cut out in the rear facilitates removing 
and replacing the drawer. Designed for organizations 
that do not have large quantities of card records to 
keep, it is offered at moderate cost. Full length cab- 
inets carrying eleven drawers are available for those 
who need more filing space. 
———__—<=____-- 
FABER ANNOUNCES THE NOVELLOGRAPH 

A new copying pencil has been produced by A. W. 
Faber, Inc., Newark, N. J., and is being distributed 
under the name Novellograph. It is said to make clear, 
indelible impressions. The lead is described as extra 
smooth, strong, and easily sharpened. With this pen- 
cil, quantity copies can be produced neatly and clearly, 
the lead withstanding more than average writing pres- 
sure, it is said. Climatic conditions do not affect it. 
Medium, medium hard, hard, and extra hard leads are 
offered, the degrees indicated in color to prevent con- 
fusion. It is believed that a large potential market 
exists among steamship companies, railroads, freight 
terminals, express offices, etc. 

a 
JOHN DWYER OF ACCO HOSPITALIZED 

John Dwyer, who joined Acco Products, Inc., as Pitts- 
burgh representative last fall, recently was taken to 
the Mercy Hospital, Pittsburgh, for an appendectomy. 
His improvement was satisfactory enough to warrant 
his being sent home December 19, and he is expected 
to be active in his work again with the first of the new 
year. 
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TO FRIENDS OVERSEAS: 
A message of goodwill from the Stationers’ Association of Great Britain and Ireland. 


Time and tide are bringing us nearer together than ever, and what seemed so many 
miles away but a few short years ago, is now only a day or two’s journey. 


During the past year delegates from countries overseas have visited our General 
Offices and attended our Conferences. These happy occasions have tended to pro- 
J. ADAMS KEENE mote good will amongst Stationers throughout the World. Visits have been paid by 
our President and General Secretary to Holland—Rotterdam—and Belgium—Brus- 
sels and Antwerp—where they were delighted to have met delegates from Ger- 
many, France and Switzerland. Only good can result from international friendships 


like these. 


It is a pleasure to us to learn that Mr. Charles P. Garvin, the General Manager of 
the National Stationers’ Association of America, intends to visit us at our next 
Annual Conference in June, 1937. We shall look forward to his coming and hope 
to prove in some measure our desire to be of service. We extend also the heartiest 
welcome to delegates from other countries, and if they will write to Head Office, full 
particulars of the Conference will most gladly be forwarded. 


The President, Council and Members of the Stationers’ Association of Great Britain 
and Ireland send most cordial greetings to all Stationery and Allied Associations 
overseas. May peace, goodwill and prosperity during 1937 be the experience of alll. 
]. Adams Keene, President 
Herbert W. Holt, General Secretary 
THE STATIONERS’ ASSOCIATION OF GREAT BRITAIN AND IRELAND 





]. Adams Keene, President, 
and 
Herbert W. Holt, General Secretary 
The Stationers’ Association of Great Britain and Ireland: 


Your message of cordial good will to the stationers of the United States has been 
brought to my attention as president of the National Stationers Association. On be- 
half of the members of the industry in this country, I heartily reciprocate the pleasant 
sentiment of your greetings. 


Charles P. Garvin, general manager of the National Stationers Association, is looking 
forward with pleasure to his visit at the time of your Annual Conference in June, 
next: to learn at first hand the ways and means by which the British association 
has made its contribution to the progress of the industry over there, and to see as 
much of the country as his limited time will afford. Mr. Garvin would not approve 
of my complimenting him here, so I must content myself with the statement that his 
work for the stationery business in this country is outstanding. 


I am reminded of the visit of Mr. G. Stewart Vivian to our annual convention in 
1935 as delegate of your association. He won the good will of fellow stationers by 
his ingratiating personality. 











You voice a verity when you say “Only good can result from international friend- 


ships like these.” 


We extend to the members of your association, individually and collectively, our 

best wishes for a New Year which shall bring a full measure of abiding happiness. 
William C. Clegg, President 

NATIONAL STATIONERS ASSOCIATION 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holborn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the Brit- 


ish market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copen- 


hagen, Denmark, is the authorized representative of Office Appliances in the 
British Isles. 


London, December 9, 1936. 

I have two greetings for your readers. One is from 
the Chairman of the Office Appliance Trades Associa- 
tion, Mr. Harry E. Stiles (L. C. Smith & Corona Type- 
writers). It is— 


I am pleased to have the honour of extending greetings to Office Appliances 


and its subscribers as Chairman of the O.A.T.A. 


Although as an Association we have been very successful in the past, I am con- 
fident that we have by no means accomplished what we could accomplish if every 
member thoroughly understood and appreciated their obligations to the Industry. 
We are a co-operative organization and golden opportunities lie ahead of us. I 
have personally thoroughly enjoyed my Membership in the O.A.T.A. since my so- 
journ in England, which, as you know, covers a period of eight years. 

We are anticipating that 1937 will be unrivalled in the history of our Trade, as 
it is generally hoped that it will be an outstanding year for business generally. 

To you, Office Appliances and also all its many readers, I wish “Bon Voyage’ 
for 1937, may the “Trade Winds” blow favourably for you and all your ships come 


home. 


The other comes from the Stationers’ Association of 
Great Britain & Ireland and is signed by Mr. J. Adams 
Keene (National Loose Leaf Company, Ltd.) , president, 
and Mr. Herbert W. Holt, general secretary of the asso- 
ciation. (The message is presented on the opposite 
page.) 

I enjoyed watching an interesting experiment re- 
cently, namely a furnace test of a Library Bureau Safe 
Cabinet. Truth to tell, I had rather regarded these 
catalogue details, pictures and certificates as some- 
what of a fable. When I was unwary enough recently 
to express this opinion to Mr. S. J. Meadows, Sales Man- 
ager of Library Bureau Ltd., I found myself severely 


(though good naturedly) taken to task by him and 
subsequently by Mr. S. D. Parker (Managing Director 
of the Remington-Kardex-Library Group)—an old 
friend of mine. Moreover, I received an invitation to 
one of the tests. It was a raw cold day which, whilst 





HARRY E. STILES 


not affecting the test, made the heat of the furnace 
more than welcome to the forty-five visitors. 

The actual test, whilst carried out in Library Bureau’s 
furnace, was conducted by Mr. G. A. Wedgwood, M.Sc., 
Wh.Sch., M.I.Mec.E. Reader in Mechanical Engineering, 
University of London. It was an absolutely independent 
test. “LB” merely provided a standard 2619 Safe Cabi- 
net from stock, filling the contents with stationery, 
business documents—and a business card from each of 
us present. 

After Mr. Parker had explained the procedure to the 
visitors and the gas jets completely surrounding the 
cabinet had been lit, we adjourned for luncheon in an 
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adjoining marquee. The temperatures both inside and 
surrounding the cabinet were charted up at regular 
intervals. Every quarter of an hour the results were 
telegraphed to “L B’s” Stand at the Edinburgh Man- 





LIBRARY BUREAU SAFE APTER EXPOSURE.—Note 


contents. Left, 8S. J. Meadows, sales manager Library 
Bureau Lid.:right, G.A.Wedgweoed, who conducted test. 


agement Exhibition, where a suitabie chart was also 
shown. 

The opening of the furnace and still more, the cool- 
ing and forcing open of the safe after three hours in 
the furnace, was an exciting business. The stationery 
inside was slightly darkened (through losing its mois- 
ture content) but otherwise in perfect condition. The 
highest recorded inside temperature was 212, degrees 
Fahrenheit (the danger zone for paper is about 300 
degrees F.) whilst the temperature outside and around 
the safe reached 2,180 degrees F. Very interesting—and 
Iam now convinced. 

+ * * 

By the time this article is in print we sincerely hope 
the anxiety and sympathy we in Great Britain, (and 
I think the whole world) have with H. M. the King 
will have resolved into one of relief and thankfulness 
that such a difficult period has been calmly faced and 
overcome. 

Then too, business will be “as usual.” Prospects are 
good. These domestic troubles have of course tem- 
porarily held things up, but without doubt we shall 
go forward with renewed vigour to take our place with 
you and the rest of the world for better business. 

* * * 

It is only quite recently that I have been able to talk 
to Mr. Fred Jefferson, Chairman of Kenrick & Jef- 
ferson Ltd. about his recent (and first) trip to the 
U.S. A. He was, perhaps, most impressed by two things 

-your wonderful hospitality and the very hot weather! 
Both seem to have “got him down” somewhat! Then 
your train service—air conditioning and so on—was an- 
other feature that he was much taken with. 

a . * 

I have heard him very vigorous over some of our 
train services, so I know how he would appreciate these 
refinements. “Mr. Fred” (as the K & J Family call him) 
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thought you all looked busy and judged that continued 
prosperity was before you. He brought back some 
practical ideas to introduce into the K & J factories, 
though apparently we already carry out many of the 
practices shown him in American factories. 

One of the “thrills” of his trip was a visit to Monticello, 
the home of Thomas Jefferson, with whom he shared a 
common ancestor. When Mr. Fred Jefferson stepped 
out of the car at the memorial at which he laid a 
wreath, he was met by the curator who remarked: “I 
think you must be a Jefferson”! 

Altogether, whilst “Mr. Fred” was really glad to be 
back amongst his people again (it’s his longest ab- 
sence since he joined the firm) he was obviously very 
glad to have seen something of your great country. 

+ + + 

My greetings to all my American friends. May 1937 
see us all busy—and happy. 

7 . > 

Just as I go to mail this letter I hear that Mr. A. W. 
Thomas—one of the most popular men in the trade— 
has been appointed Managing Director of Royal Type- 
writers (Visible Writing Machine Company, Ltd.) in 
England. Congratulations, Mr. Thomas!—VEJ 


ea 

THOMAS HEADS VISIBLE WRITING MACHINE 

The Board of Directors, Visible Writing Machine 
Company, Ltd., England, early in December appointed 
A. W. Thomas managing director of the firm. Since 
this organization is conceded to be the largest Royal 
dealer in the world, the responsibility assigned him is 
a signal honor. 

Mr. Thomas affiliated himself with the Visible Writ- 
ing Machine Company, Ltd., in 1915, assuming super- 
vision of branches and cealers. Constant attention to 











A. W. THOMAS 


all parts of the territory has given him thorough in- 
sight into the situation in each section, and his con- 
stant and constructive cooperation has gained for him 
the good will and appreciation of the entire trade. 

Election to the presidency of the Typewriter Trades 
Federation and the directorship of the Office Appliance 
Trades Association indicate the esteem with which he 
is regarded, and his capacity for contribution to the 
British office appliance trade. His leadership can be 
expected to carry on the affairs of the Visible Writing 
Machine Company, Ltd., consistently. 

Visiting the Royal factory at Hartford during his 
recent trip to the United States, Mr. Thomas was much 
impressed by the precision methods, plant manage- 
ment, and cooperative spirit evidenced. He stated that 
he had never seen such keen interest so universal in 
the pursuit of the day’s work, and that what he ob- 
served helped him to understand why the Royal type- 
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writer was so well constructed. He took the occasion 
to confer with the heads of various divisions of the 
company, discussing matter pertinent to his own prob- 
lems in England. The Visible Writing Machine Com- 
pany, Ltd., is widely known as a leader in the British 
market. None the less, Mr. Thomas is confident that 
the firm in the future is going to continue to improve 
its standing. 


- > 
THE PRAGUE FAIR IN CZECHOSLOVAKIA 
Over 3,000 exhibitors participated this year in the 
Prague Fair. There were eighteen groups of exhibitors, 


including one for the display of machinery. (Briefed 
BROCHURE RECORDS A. W. FABER 175TH 
ANNIVERSARY 


In connection with its 175th anniversary, A. W. Faber 
Pencil Manufacturing Corporation, Stein, n. Nuern- 
berg, Germany, published a brochure which is a fine 
example of printing craftsmanship and industrial lore. 
The book is profusely illustrated and by employing a 
rotogravure process on a specially prepared antique 
finish stock an excellent blend of sepia brown and 
green has been attained. 

The story itself is a Minnelied of adventures on the 
high road to success. It starts with the day in Novem- 
ber 1836 when, like stalwart Sigfried of the Nibelungen 
in quest of the Rhinegold, young Lothar Faber fared 
forth on his journey to the Rhine and beyond to seek 
fame and fortune. 

He bore with him the hopes of his father, George 
Leonhard Faber who, because of the mania for for- 
eign made goods which is sweeping Germany, faced the 
loss of the pencil-making business passed on to him by 
grandfather Anton Wilhelm Faber who, in turn had 
inherited it from his sire Caspar Faber, the founder. 

Young Lothar won the silver spurs of squirehood asa 
journeyman for Potonie & Company, Paris. He ac- 
quired a thorough knowledge of the technique em- 
ployed by foreign pencil makers and three years later 
returned to Germany. At Stein he started building the 
humble but solid foundation on which he and his suc- 
cessors reared the establishment whose products are 
now distributed throughout the world. 

The book continues with a skillful resume of the 
laborious method by which pencils were fashioned in 
days of yore and the modern efficient processes. It re- 
lates how Lothar Faber won not only wealth and fame, 
but also knighthood, conferred upon him by a grateful 
king in recognition of his work. 

A chronological account of the milestones in the his- 
tory of the House of A. W. Faber was given in the 
October, 1936, issue of Office Appliances. 
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0. A. COMPANY OF SHANGHAI OPEN A BRANCH 
IN MANILA 

The Office Appliance Company Ltd. of Shanghai, 
China, one of the outstanding companies in the Orient, 
has extended its operations to the Philippine Islands. 
On December 1, under the personal supervision of 
P. S. Widdup, managing director, the company opened 
offices and showrooms in Calle Soda, Manila. 

In China, The Office Appliance Company Ltd. has 
long been the agent of The General Fireproofing Com- 
pany, National Cash Register Company, Royal Type- 
writer Company, Inc., The Todd Company, Monroe 
Calculating Machine Company, Victor Adding Machine 
Company and “Kardex.” 

Information about the establishment of the new 
branch did not include the names of the lines which 
are to be represented there. From other sources we 
learned that the company will have the agency of the 
Royal Typewriter Company for the northern half of 
the Philippines. It is probable that some of the other 
lines which the company so long represented in China 
will be included. 

The Office Appliance Company Ltd. maintains a 
highly trained and experienced selling staff. The com- 
pany will be glad to open correspondence with manu- 
facturers of other lines of office equipment which do 
not conflict with their present agencies who desire to 
cultivate the Philippine market. 

EMS aie 
PHOTOGRAPHIC REPRODUCTIONS 
FOR LIBRARIES 

Administratieve Arbeid (Rotterdam) referred to the 
“Bibliofilm” service of the United States Department 
of Agriculture, which loans films of moving pictures to 
organizations demonstrating progressive farm methods. 

——_——<_— 
TEMPO OF NERVOUS TYPISTS 

Sparwirtschaft (Vienna) commented on the tech- 
nique of typists, contrasting the working habits of 
writers of nervous temperament as opposed to that 
of the more phlegmatic type. Nervous writers operate 
more hastily than do the phlegmatic operators. The 
standard adjustment of a typewriter is set to function 
best when the typist is of a normal disposition. It fol- 
lows that a nervous operator requires adjustment of 
the typewriter fitted to the tempo of the user. 

—_——<>—___—_ 
MICROSCOPIC POST CARD WRITING 

A zealous member of the Institute of Stenography 
of France has submitted to Le Sténographe Illustré 
a post card written in shorthand containing 2,000 
words. This achievement is the work of M. Delannoy 


(Le Sténographie illustré) Paris. 











THREE GENERATIONS OF THE HOUSE OF FABER 


Lothar v. Faber 
IS39-1896 


Alexander v. Faber 
1896-1928 


Roland v. Faber-Castell 
192s- 
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SEEKS OLD TYPEWRITERS AS MUSEUM PIECES 

Johannes Meyer, of Pappenheim, (Bayern) Germany, 
is seeking a firm or individual in the United States who 
can supply him with three old typewriters which he 
desires to exhibit as museum pieces in his country, ac- 
cording to a letter received by Office Appliances re- 
cently. 

The machines for which Mr. Meyer conducted an un- 
successful search in Germany and England, are de- 
scribed as follows: 

1—Gourland, four bank 
1—Fox portable (folding) 
1—Fox Sterling, (non-folding) 

In his communication Mr. Meyer explained that in- 
asmuch as the machines are to be used solely for ex- 
hibition purposes it is not necessary that they be in 
working condition. He also requested that anyone 
possessing the typewriters described quote him a price, 
f.o.b., New York. 

_— 
DUPLICATOR BARGAINS AT LEIPZIG FAIR 

We have been informed, said Methodes (Paris) in the 
best German circles that the demand for cheap, and 
even very cheap duplicators shown at the Leipzig fair, 
Spring, 1936, is becoming stronger. The buyers of 
these cheap machines, for the most part, are the small 
commercial men. No great importance is accorded to 
special presentation or high precision. The manufac- 
turers of this category are devoting themselves to the 
models in favor. Rotary duplicators continue to be 
offered for important work. For the smaller forms the 
makers have resorted to the plate machines. They 
typify themselves by the ease of manipulation. 

an 
DUPLICATOR WITHOUT INK 

A sketchy description of a new duplicating device 
for which radical improvements are claimed has been 
noted. The name and address of the manufacturer 
is not available at this time, but we hope to learn 
more details and the name and address of the manu- 
facturer. 

It is said that the system requires no stencils. The 
corrections are made with gum. The printing can be 
in colors, and the work can be done without the use 
of a special paper stock. (L’Organisation) Paris. 

> 

OFFICE MACHINES TO BE SHOWN AT LEIPZIG 

For some time the 1937 IBA (International Business 
Machines Exhibition) has been scheduled for Berlin. 
A decision has been reached, however, by the office ma- 
chines group, to have office machines exhibited at the 
Leipzig Fair, outside the city, in the Ausstellungs- 
gelaende. Here, according to the regulations, goods 
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meant for direct use are shown. A new ruling was 
therefore necessary for office machinery, which will be 
shown in Hall Number Six. 

The projected exhibition of IBA at Berlin will not be 
held in 1937, and no date for the next exhibition has 
been set. 

Since office machines make up a large part of the 
show, an exhibition without them would be unsatis- 
factory. 

In the spring fair at Leipzig, the other groups will 
exhibit as usual in Jaegerhof, Grosser Reiter, and 
Stenzler’s Hof. Besides office equipment and supplies 
and paper goods, office machines will be shown in the 
city for dealers who wish to come into contact with 
manufacturers.—ERB 

ew ee 
SALES DIRECTORS AND SALESMEN 

What does the director of sales want? 

To be able to make for himself instantly an account 
of expenses by country. A system attracting and re- 
taining the best salesmen. That the salesmen work 
for the firm—not for themselves. A system stimulat- 
ing the best efforts of the salesmen. 

What does the salesman want? 

A sufficient and a regular revenue; a reward for his 
efforts and success. A system of not provoking any 
discussion with regard to the exactness of the ac- 


counts. Remuneration operating in proportion to the 
accounts. Stable employment. (Pour Gagner Plus, 
Brussels). 


OFFICE MACHINES PURCHASES BY REICHPOST 

Papier Zeitung (Berlin) reported the installation of 
new office machinery by the German Reichspost in the 
fiscal year 1935-36. In 1935 there were 12,935 type- 
writers, duplicators and printing machines installed. 
Of machines for bookkeeping and calculating there 
were 8,038 units installed. 

In 1936 there were installed 12,298 typewriters, du- 
plicating machines and printing machines, and 8,038 
machines for bookkeeping and calculating work. 

——_@————— 
FINNISH FAIR SLATED FOR APRIL 

A Finnish fair is to be held at Helsinki, the capital 
of Finland, April 10 to April 18, 1937. It is especially 
intended for manufacturers of technical novelties. For- 
eign manufacturers are invited to exhibit their prod- 
ucts if corresponding novelties are not manufactured 
in Finland. Standard stands in the Fair Hall may be 
had, of nine square meters for Fmk. 1,800, fourteen 
square meters at Fmk. 2,800, twenty-four square meters 
at Fmk. 6,000, and thirty-five square meters at Fmk. 
8,750. Information may be secured by addressing the 
secretary’s office, Finnish Fair, Helsinki. 
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EXPOSITION BUILDING IN WHICH FINNISH FAIR WILL BE HELD AT HEL- 
SINKI, FINLAND, APRIL 10 TO 18, 1937.—It is of particular interest to manufac- 
turers of novelties. 
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OFFICE EQUIPMENT INDUSTRY MEN AT OPENING LUNCHEON OF INDUS- 


TRY’S WORLD’S FAIR BOND SALES CAMPAIGN.—L to R at speakers’ table: 

Horace H. Nahm, president, Hooven Letters, Inc.; Richard Whitney, chairman of 

the bond sales committee; John A. Zellers, vice-president, Remington Rand, Inc.; 

and chairman of the office equipment division of the bond sales committee; James 

A. Brewer, president, Brewer-Cantelmo Company; H. L. Harkness, International 
Business Machines Corporation. 


ZELLERS HEADS OFFICE EQUIPMENT GROUP OF 
N. Y. WORLD’S FAIR BOND SALES COMMITTEE 


Participation of members of the office equipment in- 
dustry in the campaign to sell $27,829,500 of debenture 
bonds to finance the construction of the New York 
World’s Fair of 1939 was assured by the announce- 
ment that John A. Zellers, vice-president of Reming- 
ton Rand, Inc., would head a volunteer group of lead- 
ers of the office equipment industry to be organized 
to aid in the distribution of the debentures. 

The announcement of Mr. Zellers’ acceptance of the 
chairmanship was made by Richard Whitney, who is 
chairman of the World’s Fair Bond Sales committee, 
and a governor of the New York Stock Exchange. 

Mr. Zellers’ committee of leading office equipment 
men now in process of formation, will be one of sixty- 
eight similar volunteer groups representing trade and 
industry that are working with the World’s Fair Bond 
Sales committee. 

The World’s Fair debentures, bearing 4% interest, 
will, together with pre-Fair income from exhibitors 
and concessionaires, provide the necessary costs of 
construction and preparation by the Fair corporation. 

The Fair opens on April 30, 1939, the 150th anni- 
versary of the inauguration of George Washington as 
president. Studies that have been made indicate that 
benefits to industry and trade are expected to exceed 
$1,000,000,000. 

Plans for distributing the debentures of the World’s 
Fair were developed by the finance committee of the 
Fair which is headed by Harvey D. Gibson, president 
of the Manufacturers Trust Company. Members of the 
finance committee include Winthrop W. Aldrich, Mor- 
timer N. Buckner, Floyd L. Carlisle, Thomas L. Chad- 
bourne, Cleveland E. Dodge, Walter S. Gifford, Charles 
Hayden, Thomas H. McInnerney, Thomas I. Parkin- 
son, Bayard F. Pope, John M. Schiff, James Speyer, 
Myron C. Taylor, George Whitney and Frederick E. 
Williamson. 

The campaign to distribute the bonds through the 
efforts of volunteer business leaders was begun in the 
office equipment industry at a luncheon which was held 
Friday, December 18, at the New York Advertising Club. 
Mr. Zellers, presided. 

Mr. Whitney told the seven leaders of the industry 
who were present, that sixty-one other trade and in- 
dustry volunteer groups had already been organized 
and were at work canvassing business men in their re- 
spective divisions for subscriptions to the $27,829,500 


issue. He said that the organization of approximately 
nine more such committees was contemplated and 
urged the office equipment men to get under way as 
soon as possible to make a showing for their group. 

“We must carry our full load in so constructive a 
project, as befits the community standing and prestige 
of the industry in which we are engaged,” said Mr. 
Zellers. “I believe that we are safe in pledging the full 
coéperation of the office equipment industry.” 

A stirring motion picture depicting the benefits to 
commerce and industry which are anticipated from the 
exposition, was shown to the grcup. It was enthusias- 
tically received. 

James A. Brewer, President of the Brewer-Cantelmo 
Company, who recently had the honor of signing the 
first subserpition for a $100 bond in the campaign, ex- 
pressed the sentiment of those present in declaring 
his intention to give liberally of his time and energy 
toward the success of the campaign. 

The distribution of the debentures was inaugurated 
on November 23, at a dinner at the Hotel Astor, at- 
tended by 2000 of the leading citizens of New York. The 
debentures will bear 4% interest and will mature in 
1941. Studies indicate that fifty million admissions to 
the Fair may be expected and that commerce and in- 
dustry in the Metropolitan area will gain in receipts 
to the extent of more than a billion dollars. More than 
1,500 business men are now members of volunteer bond 
sales committees. 

Among those office equipment men who were present 
at Friday’s meeting were the following: James A. 
Brewer, President of the Brewer-Cantelmo Company; 
W. J. Campbell, Manager of the New York Office of the 
Postage Meter Company; Herman Gasstrom, President 
of the Eagle Rule Manufacturing Corporation; H. L. 
Harkness of the International Business Machines Cor- 
poration; Horace H. Nahm, President of Hooven Let- 
ters, Inc.; and V. A. W. Steger of the Burroughs Adding 
Machine Company. 

—_——@p—_——- 
ACE FASTENER EMPLOYES GET BONUS 

Employes of the Ace Fastener Corporation, 3415 
North Ashland avenue, Chicago, were made happy a 
few days before Christmas when the corporation paid 
a holiday bonus to everyone on the payroll, averaging 
from one to two weeks’ salary according to the length 
of service of the individual employe. No advance 
notice of the gift was given and the money came as 
a pleasant surprise for everyone concerned. 








78 


1. LEMMON IR" 


L Keleeds of Office Equipment 


VIEWS OF THE CAPITAL BOOTHS AT THE HOUSTON, TEXAS, COST 


(Upper) teft to right: Rutherford Duplicator Com- 
pany, and Burroughs adding machines in the back- 
ground. ‘Center) General view of beoths of Ditto, 


HOUSTON COST ACCOUNTANTS 
STAGE BUSINESS SHOW 

The Houston Chapter of the National Association of 
Cost Accountants held its first annual Business Equip- 
ment Show on the ground floor of the Shell building in 
Houston, Texas, on Thursday, Friday and Saturday, No- 
vember 19, 20, and 21. The doors opened each day from 
8.00 a.m., to 11:00 a.m., for private showings for the 
benefit of exhibitors; and from 11:00 a.m., to 10:00 p.m., 
for the general public. 

In planning the show, the committee in charge exer- 
cised the greatest care to conduct it on the highest 
possible plane, with the view of reflecting to the credit 
not only of the N. A. C. A., but the office equipment 
trade and the individual exhibitors as well. 

These regional business shows are sponsored by sev- 
eral of the forty-seven chapters of the National Asso- 
ciation of Cost Accountants as a means of bringing to 
accountants and other users of business and office 
equipment the latest available office machines and 
newest and most efficient systems. The national head- 
quarters of the N. A. C. A. encourages these shows 
primarily as an educational activity on the part of 
each local chapter, and they are not conducted as a 
profitable venture. Similar shows are being held in 
some twelve cities during the 1936-37 season of N. A. 
C. A. work, including Boston, Pittsburgh, Syracuse, 
Cleveland, Buffalo, Honolulu and Houston. 

Twenty exhibitors, representing the finest and most 
efficient office equipment, participated in the show 
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ACCOUNTANTS BUSINESS SHOW 

Inc., Ediphone, Comptometer, and Marchant. Interna- 

tional business Machines. (Lower) J. J. Lemmon, Jr., 
and Fulton Stationery Company. 


sponsored by the Houston Chapter. This being the 
first show, and having no precedent or previous show 
to guide it, the Houston Chapter greatly underesti- 
mated the demand for this type of exhibition in Hous- 
ton. At least ten additional exhibitors could have been 
secured and at least twice as much space could have 
been utilized. The exhibitors participating in the show 


were as follows: 

International Business Machines Corporation 

Burroughs Adding Machine Corporation 

National Cash Register Company 

Monroe Calculating Machine Company 

Underwood Elliott Fisher Company 

Dictaphone Sales Corporation 

American Sales Book Company 

Ditto, Inc. 

Ediphone Sales Corporation 

Felt & Tarrant Manufacturing Company 

Marchant Calculating Machine Company 

Addressograph Sales Corporation 

Multigraph Sales Corporation 

Todd Company 

Friden Calculating Machine Agency 

Fulton Stationery Company 

Rein Company 

J. J. Lemon, Jr. 

Rutherford Duplicating Company 

Brewington Typewriter Company 

Undoubtedly the most outstanding feature of the 
show was the solutions offered by many of the exhibi- 
tors to the Social Security Act problems. Each of such 
exhibitors had its solution to all of the problems 
brought about by this piece of legislation, or had an 
answer to at least a part of them. These problems were, 





ITANUARY 


of course, at that time uppermost in the minds of all 
business men. 

International Business Machines Corporation dis- 
played its line of tabulating machines, time clocks, 
recording devices and electric typewriters. It also fea- 
tured its alphabetical tabulating machine. 

Burroughs had a display of adding, accounting and 
billing machines, electric typewriters and cash regis- 
ters. It also featured its Moon-Hopkins machine for 
handling Social Security problems as well as its Fan- 
fold billing machine. As a special attraction, it had a 
speed demonstration of its adding machine. A large 
mirror placed just above the machine enabled the pub- 
lic to view the operation of the machine from any angle 
and from a considerable distance. 

The National Cash Register Company displayed its 
line of cash registers, accounting machines and cash 
register-accounting machines. It, too, featured the use 
of its accounting machines in connection with the So- 
cial Security problems. 

Monroe Calculating Machine Company displayed a 
line of calculators, check-writers and adding and ac- 
counting machines, and, as a special feature, showed 
its accounting machine designed to solve the social 
security and routine bookkeeping problems. It was re- 
grettable that Monroe’s new calculator models were 
not available for the Houston Show, as this piece of 
equipment would have proved most interesting. 

Underwood Elliott Fisher had a most complete dis- 
play of its line of equipment. It featured its ten-key 
Sundstrand adding machine, also Sundstrand and El- 
liott-Fisher bookkeeping machines for social security 
and routine problems. 

Ediphone had several speed operators demonstrating 
the use of its equipment, as did Dictaphone. 

The American Sales Book Company furnished printed 
forms for use on all types of equipment in the show, 
and had an elaborate display of multi-interleaved 
forms adaptable to all businesses and equipment. 

Ditto displayed its duplicating machines, showing 
work done in many colors, as well as routine work, such 
as orders, statements, etc. 

Marchant, Comptometer and Friden exhibited their 
latest calculators, each bringing out better points in 
speed, volume production and low cost of operation. 
Comptometer displayed its Peg-Board system of ac- 
counting for handling social security problems at min- 
imum of cost for equipment. 

Addressograph and Multigraph had a joint display 
of their products. With the Miultilith, they 


pro- 


FABER BOOTH SCORES A HIT.—This 
excellent display of merchandise of A. 
W. Faber, Inc., was one of the outstand- 
ing exhibits at the recent business show 
of the Holden & Kahler Company, Sioux 
City, Iowa. The symmetrical beauty of 
this display attracted the attention of 
everyone who viewed the show. One of 
its principal features was a striking 
similarity with the A. W. Faber, Ine., 
booth at the “Five Centuries of Prog- 
ress” of the National Stationers Asso- 
ciation convention in Chicago last Sep- 
tember. 
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duced printed forms of various sorts. The Addresso- 
graph was presented showing its adaptability in han- 
dling routine problems of addressing and in fitting in 
with other equipment in handling Social Security work. 

The Todd Protectograph, like most of the exhibitors, 
had a social security system. Its superiority lies in its 
simplicity. It also displayed a very complete line of 
checks, vouchers and check writers. 

Fulton Stationery Company displayed Globe-Wer- 
nicke desks and filing equipment, featuring a new low- 
priced all-metal desk. 

The fine points of the graphic arts were shown by 
Rein Company, printers of Houston. 

J. J. Lemon, Jr., featured Allen adding machines and 
calculators. His line included a ten-key calculator oc- 
cupying a very small space. Royal and other lines of 
the latest typewriters were also shown. 

The Niagara duplicator was displayed by Rutherford 
Duplicating Company, showing speed and efficiency in 
duplicator work. 

Brewington Typewriter Company displayed L. C. 
Smith, Corona and Remington typewriters. 

The show evoked considerable comment, and the 
exhibitors were well pleased with the attendance and 
type of people attracted. From the register, the com- 
mittee observed many out-of-the-city visitors, from 
such points as Galveston, Beaumont and Port Arthur— 
some fifty to one hundred miles distant from Houston. 

aussezeilieaitedtnd 
HONOLULU C OF C CONDUCTS BUSINESS SHOW 


With one of the most complete and impressively ar- 
ranged series of exhibits of practically every kind of 
office machine and equipment displayed, the third an- 
nual Honolulu Business Show and Exhibition opened 
at the National Guard Armory in the island city on 
September 24. 

The exposition, which was free to the public and was 
arranged by the Hawaii chapter of the National Asso- 
ciation of Cost Accountants, was one which would have 
been a credit to a mainland city several times larger 
than Honolulu. The official opening of the show was 
performed by Judge A. E. Steadman, vice-president of 
the Honolulu Chamber of Commerce who said it repre- 
sented a contribution toward keeping the territory of 
Hawaii abreast of the times in accounting and business 
methods and the modernization of all types of office 
equipment and furniture. 

Headed by A. C. Rattray, chairman of the committee, 
the sponsors of the business show and exposition had 
spent many weeks corresponding with some of the 
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leading manufacturers in the industry with the result 
that when the show opened the hundreds of visitors 
from Oahu and Hilo were deeply impressed by the com- 
plete range of office machines, furniture and equip- 
ment, many items of which were being shown to resi- 
dents of the islands for the first time. 

Among the exhibitors with displays of the man- 
ufacturers they represented were: 

Advertiser Publishing Company, Ltd., with a fine dis- 
play of complete printing services. 

Alexander Brothers, Ltd., with every model of Under- 
wood typewriters, Sundstrand adding and accounting 
machines, and bookkeeping machines. 

Burroughs Adding Machine Company, adding ma- 
chines, accounting machines, billing machines, book- 
keeping and posting machines, calculating machines, 
cash machines, cash registers, typewriters, and type- 
writer billing machines. 

Business Machines Company, Ltd., cash registers, 
bookkeeping machines, analysis machines, distribution 
machines, calculators, adding machines, typewriters, 
duplicators, checkwriters, postal scales, and perforat- 
ing machines. 

W. Tip Davis. This booth contained a capital show- 
ing of equipment made by the Victor Safe & Equip- 
ment Company, All-Steel-Equip Company, Corry- 
Jamestown Manufacturing Corporation, The Harter 
Corporation, The Heyer Corporation, The Shaw-Walker 
Company and the Peerless Steel Equipment Company. 

Fisher Corporation, Ltd., a display of Addressographs, 
Multigraphs and Multilith, and the Brandt automatic 
cashier. 

Honolulu Paper Company, Ltd., steel office furniture, 
office chairs and school furniture, Kardex cabinets, safe 
cabinets, safe files, Certi-files, Safe Ledge trays, auto- 
matic desks and files, and auditorium and school seat- 
ing equipment. 

Honolulu Star-Bulletin, Ltd., printers, bookbinders, 
lithographers, photolithers, and photo engraving equip- 
ment. 

Patten Company, Ltd., A. B. Dick Company Mimeo- 
graph, the Pioneer original duplicating machine, Allen 
adding machines, Federal cash registers, Barrett add- 
ing machines, Federal calculating machines, Friden 
calculators, Ediphones and General Fireproofing Com- 
pany office furniture. 

Metal Equipment Corporation, Ltd., desks, files, safes, 
steel shelving, shop equipment, lockers and cabinets, 


GENERAL VIEW OF THE BUSINESS 
SHOW STAGED BY THE INTERNA- 
TIONAL BUSINESS MACHINES COR- 
PORATION AT ITS CHICAGO BRANCH 
OFFICE LAST MONTH.—tThis fine ex- 
hibit featured exclusively machines for 
the keeping of Secial Security Act rec- 
ords as required by law. 
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vault doors, safe deposit boxes, office chairs, stationery, 
carbon paper and typewriter ribbons. 

G. Floyd Perkins, Standard Mailing Machines Com- 
pany representative, showing New Process duplicators, 
rotary gelatin duplicators, envelope sealers and stamp 
affixers. 

Remington Rand, Inc., Remington typewriters and 
adding machines, Dalton adding machines and book- 
keeping machines, Line-A-Time copyholders, and sup- 
plies. 

Tabulating Service Bureau, Ltd., territorial distribu- 
tors of International Business Machines Corporation, 
showing more than 700 models of electric accounting 
and tabulating machines, time recorders and electric 
time systems. 

Other nationally-known manufacturers whose prod- 
ucts were exhibited at the big exposition included Ditto, 
Inc., L. C. Smith & Corona Typewriters Inc., Niagara 
Duplicator Company, Mittag & Volger, Inc., Royal 
Typewriter Company, Yawman and Erbe Manufactur- 
ing Company and Marchant Calculating Machine Com- 
pany. The Wall, Nichols Company, Ltd., of Honolulu, 
also maintained a fine booth featuring hundreds of 
stationery items from blank books to carbons and rib- 
bons. 

Mr. Rattray was assisted in his task of successfully 
staging the business show by the following committee- 
men: John Kangeter, director of floor plan; S. J. C. 
Todd, secretary, and Harold Blomfield, director of en- 
tertainment. 

A record-breaking crowd of business executives, office 
workers and other residents of the islands visited the 
show during the three days of its progress. 


i 
I1.B.M. HOLDS CHICAGO BUSINESS SHOW 


Featuring mechanical means of keeping Social Se- 
curity Act records for practically every type of business 
in existence, an unusual business show was held in the 
Chicago offices of the International Business Machines 
Corporation, 233 West Madison street, from December 
14 to 19. 

In the show there were twenty-eight set-ups con- 
sisting principally of machines capable of keeping so- 
cial security records for large and small businesses of 
every description. 

The exhibition was held under the management of 


Ed Corey. 
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PLANS NEARING COMPLETION FOR CHICAGO 
NATIONAL BUSINESS SHOW 


Responding to an incessant demand of the great cen- 
tral market area, the National Business Show Company 
will hold a Chicago National Business Show in the 
Hotel Stevens exhibition hall from March 22 to 27. 
Plans are nearing completion for the most representa- 
tive and comprehensive display of office and business 
equipment ever assembled in the Midwest. 

With the success of the New York National Business 
Show of last October keenly in evidence, the coming 
Chicago show looms as an equal record-breaking expo- 
sition. This is due to the fact that business in the mid- 
dle west has improved in equal proportion to that of 
the nation in general and the call for improved equip- 
ment to replace old and worn machines and inferior 
methods is constantly manifested in the increased ac- 
tivity in the business equipment industry. 

The week of March 22 will mark the first opportunity 
of Chicago to investigate achievements of this industry 
Since 1931, the year which witnessed the last business 
show there. Therefore, visitors to the exhibition will 
see what progressive manufacturers have achieved in 
their efforts to expedite office routine work and solve 
business administration problems and needs over a 
period of five years. 

With the business equipment industry working at 
peak capacity the Chicago National Business Show date 
has been set at a perfect psychological time and pre- 
sents the Chicago market an excellent opportunity to 
learn for itself how best to meet the demands of a 
new business era which must be carried on with max- 
imum efficiency and economy. 


a 
WEBORG RETURNS TO ENGLAND 


Realizing an ambition fostered over the number of 
years which he has spent in England as London rep- 
resentative of the Art Metal Construction Company, 
Edwin A. Weborg last November made a long and en- 
joyable tour across the United States. 

Accompanied by Mrs. Weborg and his son and daugh- 
ter, Mr. Weborg purchased an automobile in New York 
upon arrival there and began his long-anticipated 
journey across his native land by driving to James- 
town where the family spent three weeks. A similar 
amount of time was spent in the Ozarks in Missouri 
before the visitors journeyed on to the Rocky Moun- 
tains and the Yellowstone National Park. Then fol- 
lowed a leisurely jaunt through Oregon to Vancouver, 
B.C., and a return via Northern California, the jour- 
ney ending at Los Angeles. The trip, Mr. Weborg said, 
completed 12,000 miles by car. 

After a six-week stay in Southern California where 
both Mr. and Mrs. Weborg have a number of friends 
and relatives, Mr. Weborg was forced to return to Eng- 
land where the Art Metal factory is working under full 
pressure to fill orders. Mrs. Weborg, however, elected 
to stay for a longer visit and will return to England 
from New York on April 21, arriving at Liverpool six 
days later. 

Meanwhile, according to a letter to Office Appliances 
from the Art Metal London manager, the Weborg chil- 
dren will probably remain in Southern California per- 
manently instead of returning to their London home. 


EXHIBITS SEEN AT THE BUSINESS SHOW STAGED RE- 

CENTLY BY THE NATIONAL ASSOCIATION OF COST AC- 

COUNTANTS AT CLEVELAND.—Top to bottom: Marchant 

calculators, Badger Record Equipment Company, H. G. 

Barker Company, Burroughs adding machines and Monroe 

calculators, National Cash Register Company, and the Snap- 
out Forms Company. 
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MODERNIZATION PLUS.—This fine store of 

the F. H. Lesh Company, 2031 Shattuck avenue, 

in the pride of Berkeley, Calif., with its beautiful 

and modernistic front and large, airy salesrooms 

inside. The establishment was described at 
lenath in the December issue. 


“PRACTICE WHAT YOU PREACH” 


The old maxim, “Practice what you 
preach” is an excellent rule to follow in sell- 
ing office equipment, according to L. M. Mor- 
ris, president of the L. M. Morris Company, 
Modesto, Calif. 

Long ago Mr. Morris learned that one can- 
not expect a customer to buy new and up- 
to-date equipment when he finds the dealer 
with whom he would do business using obso- 
lete desks, chairs, and machines in hisown , 
office. Accordingly, when Mr. Morris re- 
cently remodeled his store, he equipped the entire office 
with modern furniture. This included the new “5000 
line” Steelcase desks for their modern design. For him- 
self he chose a Harter executive posture chair and 
Harter stenographic chairs for the other office workers. 
His machines and filing cabinets are also new and in 
keeping with the rest of the office 

Mr. Morris declared that since installing this new 
equipment he has found it much easier to sell, using 
his own experience to back up his arguments and his 
furniture and display for demonstration 


own office 


THIS is THE OFFICHR OF 1. M. 

MORRIS, MODESTO, CALIF. WHICH 

IS FITTED UP WITH THE BEST FUR- 

NITURE AND EQUIPMENT OBTAIN- 

ABLE AS A DISPLAY FOR PROSPEC- 

TIVE BUVERS.—Mr. Morris is seated at 
his desk. 
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purposes. Several orders have resulted, two of them 
being for complete installations of desks, chairs, and 
files exactly like those he uses himself. 

In addition to being the local representative of the 
Metal Office Furniture Company and the Harter Cor- 
poration, Mr. Morris has been a leading stationer in 
California for many years, having pioneered in the 
school supply and stationery business in the territory 
surrounding Modesto. His office furniture and equip- 
ment department is under the direction of George 
Lucas. 
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THE GUEST BOOK 


Theodore T. Malleson, foreign sales director, Royal 
Typewriter Company, Inc., in Chicago for a day or so 
before setting out on the “last leg of the last lap” of 
a two-and-a-half years’ trip around the world, affixed 
his signature to the Guest Book on December 3. And 
gave us some pleasant hours and interesting informa- 
tion about the office equipment business in many coun- 
tries. For twenty years or so, Mr. Malleson has re- 
sided abroad. From his headquarters in Paris he 
makes frequent trips about the continent, to the Brit- 
ish Isles and the countries on the southern and eastern 
rim of the Mediterranean. The trip just completed 
started from New York thence to each of the con- 
tinental countries and the British Isles. Across the 
Mediterranean to the countries on the top of Africa, 
through the Red Sea and down the east coast to South 
Africa. Across to India, Ceylon, Straits Settlements, 
Siam, French Indo-China, Dutch East Indies, Philip- 
pines, Japan, Honolulu and across to the Mainland. 
Landing in San Francisco he returned to Honolulu for 
a conference, where he was considerably delayed on 
account of the seamen’s strike. To some of the coun- 
tries visited circumstances compelled a second journey 
from remote distances. But despite delays, he returns 
to “Royal” headquarters in New York with considerable 
satisfaction over the place of the “Royal” in world 
markets. Mr. Malleson’s acquaintance with so many 
countries and his familiarity with their customs makes 
him an interesting visitor. The trip just finished is his 
fourth around the world. 


Ernest Wallace of Los Angeles, Calif., gave us the 
pleasure of a call on December 8. On the way back to 
the Coast from a trip to the east for a visit with manu- 
facturers whose lines he carries on the Pacific Coast. 
He reports the stationery business flourishing on the 
Coast. The seamen’s strike slowed things up a bit, 
but the situation has been gradually improving. The 
outlook for the new year is very favorable. Mr. Wallace 
spent his time in Washington, Philadelphia and New 
York. From which points Mrs. Wallace made special 
trips to Framingham, Mass., Clinton Farms, N. J., and 
Alderson, W. Va., to inspect women’s prisons at these 
places. Mrs. Wallace has long been associated with the 
California group which urged for many years the idea 
of a separate prison for women in that state. She is 
chairman of a board of three women and two men 
which manages the women’s prison at Tehachapi, one 
hundred miles north of Los Angeles: to which institu- 
tion the women prisoners from San Quentin were re- 
moved two years ago. 


William S. Donnelly of the Modern Stationer, New 
York, signed the Guest Book December 9. He used 
Chicago as headquarters for several days while calling 
upon manufacturers in the Chicago area. He was a 
guest at a meeting of the Wis-Ill Club where he sat 
between Charlie Underwood of Fulton Specialty Com- 
pany and Dick Gingland of Esterbrook Steel Pen Man- 
ufacturing Company, both of whom were former mem- 
bers with him in the Twelve-Thirty Club of New York. 


Zdenek Vagner, K. Vagner Company, Brno, Czecho- 
slovakia, signed the Guest Book December 12. Mr. 
Vagner has been in the United States since September. 
Much of the time until early December was spent with 
the Underwood Elliott Fisher Company, for which his 
company in Brno is representative. From New York he 
went to Boston, Rochester, Buffalo, Jamestown, Cleve- 
land and Detroit before coming to Chicago, and at most 
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of those cities called upon office appliance manufac- 
turers. In Chicago he divided a day among Victor Add- 
ing Machine Company, Autopoint Company and Wahl 
Company. From Chicago he planned to go to Janes- 
ville, Wis., Fort Madison, Iowa, Kansas City, Mo., Den- 
ver, Spokane and Seattle; from there south to Los 
Angeles, thence east to Florida, and back to New York, 
from where he will sail for home. He planned to visit 
the Parker and Sheaffer Pen Companies, the Friden 
and Marchant Calculating Machine Company, and 
perhaps some other manufacturers in cities remaining 
on his trip. 

Mr. Vagner is a nephew of the proprietor of the busi- 
ness with which he is connected. He has an alert mind, 
and is making a study of methods employed by Ameri- 
can manufacturers in addition to learning more about 
their products. His company sells a wide variety of 
office equipment and supplies. 


E. W. Doepke of the S. J. Olsen Company, Milwaukee, 
and president of the Milwaukee Typewriter and Office 
Machine Dealers Association, took time out of a busy 
visit to Chicago to inscribe his name in the Guest Book 
during the morning of December 12. In the course of 
a pleasant conversation, he gave us a much better 
understanding of dealers problems and the possibili- 
ties of solving some of them through intelligent asso- 
ciation activity. 

— > 
SHIRES JOURNEYS FROM AFRICA TO VISIT ROYAL 


Harry Shires, managing director of the Royal Type- 
writer Company’s, new South Africa dealer, Harry 
Shires (Pty.) Ltd., Johannesburg, recently traveled to 
the United States to pay a visit to the Royal home 
office. 

Accompanied by Royal officials Mr. Shires paid a 
lengthy visit to the company’s factory where he was 
shown Royal standard and portable typewriters in 
every stage of manufacture. The visitor expressed 
surprise and gratification at the humming industry 
of the huge plant which, he said, denotes a speedy re- 





HERE IS MR. SHIRES IN CONFER- 


ENCE WITH MEMBERS OF HIS 
STAFF AT HIS SOUTH AFRICAN 
PLACE OF BUSINESS. 


turn to normal times and conditions in most parts of 
the world. 

During his stay in this country Mr. Shires explained 
that the steady increase in Royal sales in his organ- 
ization was due to a plan recently launched whereby 
he has enlarged and entirely reorganized his sales 
forces and worked out a plan to thoroughly cover his 
section of the South African territory. 

Following his visit here Mr. Shires sailed aboard the 
SS Queen Mary for a visit to London and several Euro- 
pean cities before returning to his home. 

According to his itinerary he will spend a consider- 
able time visiting old friends in England and on the 
continent as well as making a general tour of Europe 
before he embarks for the return journey home where 
his staff awaits him. 








384 





REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIV- 





ITIES FOR THE MONTH IN 


EVERY 


DIVISION OF THE INDUSTRY 








NEWS 
rp 


ano 


MISCELLANY 





McKEE TO HEAD GW FACTORY AT CINCINNATI 

The appointment of G. S. McKee as general super- 
intendent of the Globe-Wernicke Co., factory at Cin- 
cinnati was announced late last month by President 
J. S. Sprott. 

Mr. McKee joined the Globe-Wernicke organization 
after many years experience in an executive capacity 
with nationally-known concerns. He recently resigned 
as head of the production engineering division of the 
Baldwin-Southwalk Corporation at Philadelphia, a sub- 
sidiary of the Baldwin Locomotive works. Prior to that 
he was for several years associated with two other 
prominent organizations. 

“As chief assistant to F. A. Schmitz, vice-president in 
charge of production,” Mr. Sprott said, “Mr. McKee will 
supervise the work of the steel, wood and paper divi- 
sions of our company. This appointment is in line with 





G. &. MeKEE 


our policy of expanding the Globe-Wernicke executive 
staff to meet the demands of our rapidly growing busi- 


ness.” 
—_ 


UEF ANNOUNCES PROMOTION AND TRANSFER 

The promotion of one member of its sales staff and 
the transfer of another was announced late in Novem- 
ber by the Underwood Elliott Fisher Company through 
Sales Manager W. F. Arnold. 

As a result of the move, which was mentioned briefly 
in the December issue of Office Appliances, W. M. Coff- 
man was ordered to resume his former post as man- 
ager of the Pacific district. At the same time F. C. 
Snow was promoted to the position of manager of 
the Western district, succeeding Mr. Coffman. 

The records of these two popular UEF men are well- 


known. “Bill” Coffman first joined the company in 
December, 1917, and has always been located on the 
West coast with the exception of a short period during 
which he was manager of the western district. 





SNOW 


Ww. M. COFFMAN F. Cc. 


“Cliff” Snow, who first became a member of the Un- 
derwood Elliott Fisher Company in 1913, has been an 
itinerant. Transferred from the Elliott-Fisher factory 
to Little Rock, he has held posts at St. Louis, Winnipeg, 
Omaha, Minneapolis and Chicago. His varied experi- 
ence will prove invaluable to him in his new position. 

ee 
CURRENT CORPORATION STATEMENTS 

Art Metal Construction Company has authorized a 
cash dividend of forty cents (against thirty-five cents 
paid previously) payable December 17 to stock of rec- 
ord December 7. A cash stock dividend of forty cents, 
against thirty-five cents paid previously, and a stock 
dividend of one share of common for each twenty 
shares held, both payable December 17 to stock of rec- 
ord December 7. 

sd . > 

The Wilson-Jones Company reports for the quarter 
ended November 30, 1936, the first three months of its 
fiscal year, net income of $143,878, equal to $1.05 a share 
on 136,400 shares of capital stock. This compares with 
net income of $90,185, or sixty-six cents a share for the 
corresponding period of the preceding year. Sales for 
the first quarter of the company’s year amounted to 
$1,173,974, compared to $979,117 for the like period a 
year ago, an increase of nineteen per cent. The bal- 
ance sheet as of November 30 last shows current assets 
of $2,502,795, of which $711,073 was cash. November 
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30, 1935, current assets amounted to $2,184,893, includ- 
ing $561,103 cash. Current liabilities were $183,085. 
Earned surplus as of the 1936 date was $260,574, against 
$93,652 a year earlier. No action with respect to an 
interim dividend is contemplated until early next 
spring according to Bejamin Kulp, president. (Chicago 
Journal of Commerce, December 15, 1936.) 
* - * 

A Christmas extra dividend of thirty cents a share 
on the common stock of the General Fireproofing Com- 
pany was declared in December besides the regular ten 
cent quarterly dividend. The distribution was made 
December 24 to 315,382 shares totaling more than $120,- 
000 to owners of the stock on record December 16. The 
regular preferred dividend of $1.75 a share was also 
ordered to be paid on January 2, 1937, to stock on record 
December 19. Payment of this dividend brings total 
dividends on the common shares to eighty cents for 
the year 1936.—AK 

* * * 

The General Fireproofing Company announced an 
extra dividend of thirty cents and regular quarterly 
dividend of ten cents, both payable December 24 to 
stock of record December 16. (New York Herald Trib- 
une, December 15, 1936.) 

* * * 

The Allen-Wales Adding Machine Company has de- 
clared an initial dividend of $3.50 on the $6.00 pre- 
ferred stock, payable December 21 to stock of record 
December 15. (New York Herald-Tribune, December 
15, 1936.) 


” * ed 
The National Cash Register Company declared a 
dividend of fifty cents payable January 15 to stock of 
record December 30. (Chicago Tribune, December 18, 
1936.) 


. * * 

Parker pen—Extra of fifty cents, payable December 
23 to stock of record December 15. (New York Herald 
Tribune, December 9, 1936.) 

* * * 

The American Can Company declared an extra divi- 
dend of $1.00, payable December 23 to stock of record 
December 3. (New York Herald-Tribune, November 25, 
1936.) 

x * Sd 

Based on an estimated increase of over twenty-five 
per cent in net United States sales for 1936 over 1935, 
plus anticipation of an even greater gain during the 
next twelve months, The Parker Pen Company today 
announced approval of their 1937 United States adver- 
tising appropriation, which calls for an expenditure 
considerably in excess of that of 1936. According to 
Kenneth Parker, president, plans call for continuing 
the policy of year-around advertising which the com- 
pany originated in 1921. (Chicago Daily News, Decem- 
ber 15, 1936.) 


* a * 

American Can Company declared an extra dividend 
of $1.00, payable December 23 to stock of record De- 
cember 3. (New York Herald-Tribune, November 25, 
1936.) 

* * ” 

Remington Rand Inc., declared the regular quarterly 
dividend of fifteen cents in cash and one per cent on 
common, and initial of $1.124% on new $4.50 preferred 
stock, both payable January 1 to stock of record De- 
cember 10. (New York Herald-Tribune November 25, 
1936.) 


* * * 


Remington Rand company’s combined production of 
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typewriters, adding machines and other office equip- 
ment is currently running twenty-five per cent ahead 
of last year, according to James H. Rand, Jr., chairman 
and president. (Chicago Daily News, November 24, 
1936.) 
* * + 

Pitney-Bowes declared fifteen cents extra, payable 
December 24 to stock of record December 15. (Chicago 
Tribune, December 16, 1936.) 


The Western Tablet & Stationery Company has de- 
clared a dividend of $1.25 a share January 2, 1937, to 
stockholders of record December 21 holding Five Per 
Cent Cumulative preferred stock. A disbursement of 
fifty cents a share will be made to holders of the non- 
par common stock at the close of business December 
21, 1936. (Chicago Journal of Commerce, December 11, 
1936.) 

* * * 

L. C. Smith & Corona Typewriters Inc., has declared 
an extra dividend of fifty cents and dividend of twenty- 
five cents, both payable December 24 to stock of record 
December 18. (New York Herald-Tribune, December 
19, 1936). 

* * * 

Wilson-Jones for quarter ended November 30, net 
income of $143,877, or $1.05 a share; for the same period 
last year, net income of $90,185, or sixty-six cents a 
share. (New York Herald-Tribune, December 16, 1936). 


* * + 


Joseph Dixon Crucible Company declared a dividend 
of $2.00, payable December 23 to stock of record De- 


cember 21. (Chicago Tribune, December 23, 1936). 
——.g——__—. 
CHICAGO ROTARY CLUB BUSINESS SHOW 
DATE SET 


The annual business show of the Rotary Club of Chi- 
cago will be held from April 27 to 30 inclusive at the 
Hotel Sherman, according to an announcement made 
last month by Charles A. Dostal, president of the 
organization. 

According to Mr. Dostal, more than 150 exhibitors 
will participate in the show for which the club has re- 
served the entire grand ballroom, exposition hall and 
mezzanine floor of the hotel to accommodate the more 
than 25,000 persons expected to visit the exposition. 











EXCUSE Ut, Fines 
ERROR IN DESCRIPTION OF NEW MULTIPOST 
PRODUCT 


The Multipost letter opener, made by Multipost Com- 
pany, Rochester, N. Y., was described in Office Appli- 
ances for December, page 48, as having a bakelite base. 
The statements should have been that the motor is 
mounted on bakelite, which insulates it from the rest 
of the machine, preventing the possibility of short cir- 
cuits. The misstatement is regretted. 

————— —~<— - 
THAT MARKWELL “DISPLAY” 

On page 124 of the December issue appeared a pic- 
ture of a piece of advertising material for the Mark- 
well “RX 45” stapler which was inadvertently labeled 
a display card. This was in error, the piece really 
being a leaflet envelope enclosure which is available 
to authorized Markwell Manufacturing Company, Inc., 
dealers. 
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A TIMELY REMINDER.—tThis splendid 
window, devoted entirely to Social Se- 
eurlity Act record keeping equipment 
and forms, was the gentle reminder to 
Hartford, Conn., business men that the 
new legisiation is with us, by the Gus- 
tave Fischer Company. Mr. Fischer and 
his staff left nothing to the imagination 
of the perplexed employer who is faced 
with keeping these valuable records. 
Instead the window was made up with 
7 PROTECTIVE . the intention of giving a concrete ex- 
DeFATURES ample of the equipment necessary to 
heuse business records as the govern- 
ment requires. 


| 
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ANOTHER EAAMPLE OF ‘TIMELI- 
NESS.—~-This window of the Office 
Equipment Company of Harrisburg, Pa., 
was displayed te coincide with the 
opening of the “Esquire Room for Men” 
in the Penn-Harris hotel. Aluminum 
chairs of the General Fireproofing Com- 
pany are shown, one of which (in the 
center) is representative of those in- 
stalled in the Exquire room. It revolwed 
on a turntable. 














AT LEFT.—A view of the fine, new home of the 

Contra Costa Office Machine Company, Richmond, 

Calif. (Above) W. H. Estment, who explained 

that the new location and equipment was made 

possible by the steady business of his customers 
during the past ten years. 











CONTRA COSTA HOUSE MOVES new and modern repair department is considered to 

The Contra Costa Office Machine Company, Rich- be among the best on the Pacific coast. The shop is 

mond, Calif., has moved to larger and more central equipped with modern tools and machinery for re- 
quarters at 721 Macdonald avenue. The company’s building, repairing and finishing of all machines. 
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NSA PLANS VITAL REGIONAL MEETINGS FOR 1937 

The National Stationers Association is engaged in 
the development of a program of practical activity 
which is reported from time to time by the inimitable 
energetic secretary and general manager Charles P. 
Garvin. An N. S. A. Sales Promotional Push is in the 
making, of which details will doubtless be reported 
presently. One of the projects that has received the 
most attention recently, however, is the regional meet- 
ing. Dates of the meetings have been set and are 
listed elsewhere in this issue. Travelers and sales man- 
agers will find it possible to attend regional meetings 
with a minimum of inconvenience, and will be able to 
enjoy a maximum of contacts. 

Vice-president Tehan announces that there will be 
a meeting of sales managers in January. The purpose 
will be the establishing of more cooperative service 
between those who have charge of sales with the manu- 
facturers and the dealers and their salesmen who sell 
the goods. 

One of the major subjects to be discussed at the 
regional meetings, according to tentative plans, is sell- 
ing. It is believed that the approaching regional meet- 
ings will represent the largest attendance that has ever 
been recorded, and it is the purpose of the Association, 
as revealed by a statement of Mr. Garvin, to make the 
time invested by the members, in attendance, invest- 
ment in their own business. Two concrete elements 
of the program contemplated are, in his own terms: 

1. The development of a traveling group similar to 
the one we had several years ago who will visit all of 
the meetings. 

2. A standardized program dealing with various ap- 
proaches to the selling problem. 

Other proposals which are to be developed are: 

1. A small compact exhibit of chain store merchan- 
dise, particularly those items which are sold in chain 
stores and are not generally available in the same 
sizes, counts, and values to the commercial stationer. 

2. An exhibit of dealer and manufacturer advertis- 
ing which will be set up at each regional meeting and 
an address made on advertising together with a discus- 
sion of the possibilities of advertising. 

3. A discussion of the cost of operation of our busi- 
ness. 

4. An address on specialty selling. 

5. The unique and surprising amateur hour. 

6. An illustration of the value of association mem- 
bership together with a description of the eligibility 
rules. 

7. An address on the possibilities of selling in 1937. 

8. A treatment of the replacement, obsolescence and 
creative markets. 

9. A forum of the possibilities of the N. S. A. Dealers’ 
Handbook. 

10. A general forum devoting itself to the particular 
problems of each particular district. 

It is planned to have this program handled by peo- 
ple in the stationer’s business, and to be submitted in 
full at each regional meeting. With the present in- 
creased membership of the Association, in view of the 
success that was realized by the old lecture troupe, it is 
thought that the coming regional meetings will be some 
of the most interesting and profitable ever held. Pres- 
ident Clegg has examined the program in some detail, 
in collaboration with others, and presently it will be 
submitted to the governors. It seems evident that the 
members of the National Stationers Association are 
planning to take full advantage of the prosperity which 
is promised in the coming year. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue DBD. Redondo Beach 


Immediate business has settled down to the holiday 
rush. Shoppers and clerks are putting in long, hurried 
hours and night finds them desperate with weariness. 
But the shoppers have the advantage—they can go 
home when they will. 

The dock strike seems to be nearing a conclusion. 
This will not help those whose holiday goods are tied 
up in ships. Most of the stationers were fortunate, an- 
ticipating strike threats and getting their goods in by 
rail or otherwise before the strike was called. 


Pacific Old People’s Home to Install Steel.—The Doeh- 
ler Furniture Company, a division of the Doehler Die 
Casting Company, 386 Fourth avenue, New York, 
through its Los Angeles agent, the Colson Equipment 
and Supply Company, 1017 Willow street, will supply, 
it is understood, a considerable part of the office and 
institutional steel furniture to be used in fitting up the 
Pacific Old People’s Home, a large and growing institu- 
tion at Santa Monica boulevard and North Kingsley 
drive. The Doehler organization produces metal furni- 
ture in wide variety for both office and household use, 
including desks, chairs, tables and wardrobe cabinets. 











TWO FORMER TRADE PAPER MEN AND 
A PROMINENT METHODIST DIVINE.—Left, 
Nathan W. Tupper, for seven years associated 
with Office Appliances in Chicage. Middle, 
The Rev. Dr. C. E. Leitzel, superintendent of 
the Pacific Old People’s Home, of Los Angeles 
(not a charitable organization). Right, J. 
Sawtelle Ford, who for over fifty years pub- 
lished trade papers in Chicago, one of them 
having been in this—the stationery field. 


The Simmons Furniture Company of Kenosha, Wiscon- 
sin, will outfit much of the steel furniture to be used 
in the important additions now being erected. It is the 
intention of the management to equip the offices, as- 
sembly rooms, dining hall and guest rooms with steel 
furniture throughout to avoid fire hazard insofar as 
steel equipment wil! perform this office, and to provide 
(Turn to page 129, please) 








MEETINGS-CONVENTIONS=DINNERS 


SECOND DISTRICT MEETING AT UTICA IS BIG 
SUCCESS 


With more than fifty dealers present and a spirit of 
optimism prevailing throughout the day, the regional 
meeting of the Second District got away to a fine start 
at Utica on November 20. 

The meeting was called to order in the Utica hotel at 
11 o’clock by Governor A. G. Preston, Utica Office Sup- 
ply Company, whose first official act was to call upon 
Lou Hoelscher, of Buffalo, as representing the station- 
ers traveling the longest distance. Mr. Hoelscher re- 
sponded by expressing the pleasure of the group at be- 
ing present and complimenting Governor Preston and 
his aides on staging such a splendid meeting. 

Charles P. Garvin, general manager of The National 
Stationers Association, was the first speaker and his ap- 
pearance was greeted with a storm of applause by the 
delegates. Mr. Garvin, in his usual entertaining fashion, 
spoke on “National Happenings in the Commercial Sta- 
tionery and Office Outfitting Trade.” This address was 
a brief description of the various acts and bills pend- 
ing in Washington which in some way affect the in- 
dustry. 

A note of sadness crept into the morning session when 
a short adjournment was held for the purpose of send- 
ing to Harry Tehan, sales manager for Charles M. Hig- 
gins & Company, a telegram of sympathy over the sud- 
den death of his father, Jeremiah Tehan, whose pass- 
ing was recorded in the December issue of Office Appli- 
ances. 

The next speaker was J. S. (Jerry) Sprott, president, 
of The Globe-Wernicke Co., whose fine address was on 
“The Necessity for Sticking Together.” Mr. Sprott’s 
talk was a plea for greater harmony between the re- 
tailer and the manufacturer and he concluded by say- 
ing: 

“There was a time when the retailer and the manu- 
facturer were not too friendly. I suggest that the two 
groups get together oftener and that they will both 
benefit by the more intimate association.” 

At this point Governor Preston read a message from 
William Clegg, of San Antonio, president of The Na- 
tional Stationers Association, regarding membership in 
the N.S.A. 

Following luncheon at noon the afternoon meeting 
opened with an address by William F. Block, Victor 
Safe & Equipment Company, North Tonawanda, N. Y., 
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whose subject was “What the Commercial Stationer 
Needs Most,” and was a fine treatment of the plans and 
actions necessary in business to develop highly skilled 
specialty salesmen. 

At the conclusion of Mr. Block’s speech the delegates 
listened to a dialogue between the speaker and Mr. 
Garvin on the development of sales forces. This was 
followed by the appearance of E. A. Keeling, Art Metal 
Construction Company, Jamestown, N. Y., who spoke on 
“Steel Equipment—Its Problems and Possibilities.” Mr. 
Garvin then spoke on the Robinson-Patman bill and 
the Fair Trade Acts as well as the “share-the-loss” 
movement on national contracts. 

The meeting then developed into a forum for gen- 
eral discussion during which the following resolution 
was passed: 

“That it is the sense of the annual regional meeting 
of District No. 2 in session November 20th, at Utica, 
N. Y., that wherever manufacturers issuing national 
contracts or industrial accounts, the manufacturer 
should share the loss resulting therefrom with his 
dealers.” 

The program concluded with a dinner and entertain- 
ment furnished by the Empire State Travelers Club 
which reorganized at this meeting and intends to go 
forward vigorously in the second district. The new of- 
ficers of this organization are Thomas Cole, The Globe- 
Wernicke Co., president, and Norman Parrott, Eberhard 
Faber Pencil Company, vice-president. 

a 
MONTREAL STATIONERS ELECT OFFICERS 

At its annual meeting held on December 2 at the 
Montreal Club, the Stationers Association of Montreal 
held its election of officers with the following men 
slated to head the organization for the coming year: 

Thomas V. Bell, Thomas V. Bell, Ltd., president; 
E. Gariepy, Granger Freres, Ltd., vice-president; O. H. 
Manning, O. H. Manning & Company, vice-president, 
and Victor Jacques, Thomas V. Bell, Ltd., secretary- 
treasurer. 

Those elected to the executive committee were: 

E. B. Chartres, Chartres & Chartres, Ltd.; W. Ed. 
Dawson, Dawson Brothers, Ltd.; A. Barwick, Barwick, 
Ltd.; J. Alf. Guay, Librairie Alf. Guay, Ltd.; R. Fortier, 
Joseph Fortier, Ltd.; W. P. Crites, Crites & Riddell, 
Ltd., and Phil. Valiquette, Librairie Beauchemin, Ltd. 
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MINSTREL SHOW AT THE ALL-STEEL-EQUIP CHRISTMAS PARTY 


ALL-STEEL-EQUIP HAS BIG CHRISTMAS PARTY 

Climaxing the busiest year in its history, the All- 
Steel-Equip Company, Inc., of Aurora, Ill., manufac- 
turer of steel storage cabinets, lockers and other office 
equipment, held a grand Christmas party for its mem- 
bers, employes, and their families. The guests num- 
bered more than 1,000. 

The gayest portion of the evening was provided by 
the A-S-E Minstrels, who presented a regular old- 
fashioned minstrel show with a regular old time min- 
strel flavor. Black-faced end men and soloists from 
the chorus resurrected such ancient favorites as “My 
Gal is a High-Born Lady,” “Play in Yo’ Own Back 
Yard,” “Put Your Arms Around Me Honey,” with some 
good cooperation from a chorus of some fifty voices. 
B. G. Wiley, A-S-E’s assistant general sales manager, 
who produced and directed the minstrel, acted as in- 
terlocutor and bandied Joe Millers with burnt-corked 
end men. Among the darkened comedians was G. E. 
Dahlin, of the locker sales division. Bob Lowe, travel- 
ing representative for the northern states, A. E. Mal- 
mer, of the office equipment sales division and J. M. 
Rolfe, sales promotion manager were chorusters. 

Music for the minstrel was supplied by a band, also 
made up entirely of All-Steel-Equip employees. 

After the minstrel troup had taken its final bow, John 
Knell, President of All-Steel-Equip Company appeared 
on the stage and spoke. 

“The past year,” said Mr. Knell, “has been one of the 
most difficult that All-Steel-Equip Company has ever 
known. Our difficulty has been in taking care of the 
tremendous amount of business we have enjoyed and 
handling the difficulty has been an overtime job for 
every member of this organization. It has called forth 
a display of loyalty, to witness which has been a source 
of great happiness for me. 

“We have worked together during the past year and 
we have achieved a satisfying degree of prosperity. As 
you know, this company has interpreted the theory 
of ‘working the ship together’ to apply in good times 
as well as in depression. If the company just ask its 
employes to help share financial stress, it can also 
invite them to share prosperity. It has always been 
the policy of All-Steel-Equip Company to declare an 
employe dividend; we did for many years prior to 1929 
and we have again for the past three years. This year 
having been even better than the past three, I am 
happy to say that our declared dividend is going to be 
substantially larger.” 

Upon the conclusion of his speech, Mr. Knell called 
each worker by name and as that person came up on 
the stage he was presented with a generous Christmas 
check based on a percentage of his year’s earnings. 


PHILADELPHIA STATIONERS HOLD NEIGHBOR- 
HOOD PARTY 


Marking one of the best-attended and successful 
events ever staged by the organization, more than 100 
attended a “neighborhood” party held by the Phila- 
delphia Stationers Association on November 19. 

Intrigued by the clever and original method of an- 
nouncing the event, credit for which goes to Nelson 
Bushnell, of the Alvah Bushnell Company, Philadel- 
phia, stationers, were in attendance from out-of-town 
and out-of-state locations, including Pennsylvania, 
New Jersey and Delaware. 

When the assembled stationers sat down to an ex- 
cellent turkey dinner at the Believue-Stratford hotel, 
they were introduced to the guests of honor and speak- 
ers of the evening, Charles P. Garvin, general man- 
ager of The National Stationers Association, and Dr. 
Theodore J. Grayson, attorney, and member of the 
faculty of the Wharton school, University of Pennsyl- 
vania. 

Mr. Bushnell inaugurated a new type of advance 
notice of the event when he announced the party in 
a series of notices mailed out from the Bushnell 
company headquarters. Instead of the usual cut- 
and-dried short account which characterizes most 
meetings of this nature Mr. Bushnell wrote breezy 
messages calculated to make a large attendance a 
foregone conclusion. His messages read in part: 

“Charlie Garvin, that fat rascal from Washington. 
What will he talk about? He is worth the two bucks 
alone. They paid a lot more to hear him in Chicago 
in September. 

“We'll have a swell time. A real neighborhood party 
with the cop on the beat in the kitchen. Even Re- 
publicans will be treated with respect. 

“Speakers Garvin and Grayson have beaten the Rob- 
inson-Patman Bill into English that you and I can 
understand—even Messrs. Robinson and Patman may 
be there to find out what it is all about.” 

The organization received substantial aid in bring- 
ing about the large attendance from officials and mem- 


bers of the Penn-Ma-Va Club. 
or 


MILWAUKEE DEALERS RE-ELECT OFFICERS 


On Thursday evening, December 10, the Milwaukee 
Typewriter and Office Machine Dealers Association 
held its annual meeting and re-elected the following 
staff of officers: president, E. W. Doepke of the S. J. 
Olsen Company; vice-president, W. B. Teeter of the 
Teeter-Warsh Company; and secretary-treasurer, Ed 
J. Anderson, of the Ed J. Anderson Sales Company. 
These three with the following constitute the Board 
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of Control of the organization, which was recently in- 
corporated: Roy Kuehnel, Typewriter and Adding Ma- 
chine Corporation, and Julius Waedekin, American 
Writing Machine Company. 

Since incorporation, the association meets regularly 
on the first Thursday evening of each month. On the 
following Thursday of the month, the members of the 
board meet for an executive session. During June, 
July, and August, no meetings are held with the ex- 
ception of called conferences of the board, or social 
events. 

An important event of the annual meeting was a 
thorough discussion of the situation with reference to 
the sale of portable typewriters. A solution was offered 
and is now being worked upon. 

Another important step taken was to establish uni- 
versal rental prices for adding machines. 


es 

UNIQUE PLACE CARD HOLDER AT SAVEL DINNER 

A clever and original idea which created something 
new in the way of place card holders was in evidence 
at the fifth anniversary dinner of the Savels Stationery 
Company, San Francisco, which was held at the Mona 
Lisa hotel in the Bay City recently. 

The unusual place card holder, which is illustrated 





ms A PLACE CARD. — This 
unique and ingenious place 
ecard graced the tables when 
the Savels Stationery Com- 
pany, San Francisco, held its 
fifth anniversary dinner. It 
was created by Joe Savels him- 
self. 


here for the benefit of other stationers and as a 
splendid tip to give their customers, was featured by 
a little “Ellip” which was a creation of Mr. Savel him- 
self. It was made up of a Weldon Roberts eraser No. 
121 “Elliptic,” and embodied in addition clips, map 
tacks, and fasteners in the lines of merchandise sold by 
the company. 

These little figures were provided for each of the 
fifty employes of the firm who attended the dinner, 
each figure carrying a place card with the name of a 
different guest. Each attractive “Ellip” figure stood 
atop of a two and one-half ounce bottle of Carter’s 
Midnight Blue writing ink. 


OFFICE APPLIANCES 


CHICAGO TYPEWRITER DEALERS HOLD 
CHRISTMAS PARTY 


Because of the Christmas holiday spirit which in- 
vests the month of December, the regular meeting of 
the Chicago Typewriter Dealers Association, held in 
the Old Town Room of the Sherman hotel, Chicago, 
on the evening of December 8, was primarily a party, 
with some serious business discussion included in the 
program before adjournment. About fifty were pres- 
ent. From the time of arrival until departure, each 
one present was given the opportunity to indulge in 
liquid refreshments provided by the association. Just 
before dinner, as the assembly was seated at the table, 
horns, harmonicas, balloons, and other enthusiastic- 
ally accepted gifts were distributed. The result was a 
cheerful noise punctuated with bursts of laughter. 

At a quarter to nine, the meeting was called to or- 
der by President E. A. Hug who reported that two 
copies of a memorial to the late A. B. Froehlich, past 
president of the association, would cost twenty-five 
dollars. The expense was approved unanimously. 

An extended discussion followed concerning the 
United States Supreme Court’s ruling upholding the 
Illinois Fair Trade Act which permits manufacturers 
to enter into an agreement with dealers to maintain a 
price on branded and trade mark merchandise. A 
motion to the effect that the secretary of the associa- 
tion be instructed to write to manufacturers of port- 
able typewriters for statements outlining their posi- 
tions in reference to the fair trade act was approved. 

Following approval of a motion that local dealers 
join the National Typewriter & Office Machine Deal- 
ers Association as a body through the local association, 
the meeting adjourned. 


= 
CANADIAN GUILD MANUFACTURERS HOLD 
SPECIAL MEETING 


A special dinner-meeting of manufacturer members 
of the Stationers Guild of Canada and their sales 
representatives was held in the Yellow Room of the 
King Edward hotel at Toronto on December 11. The 
gathering, which was the first of its kind to be staged 
by the guild organization, was arranged especially for 
salesmen of the manufacturing group and to acquaint 
them with the purposes and activities of the organiza- 
tion which acted as their host. 

The meeting was presided over by J. S. Luckett, 
president of the guild, who acted as chairman. Follow- 
ing a short address of welcome, President Luckett 
delegated to Jack Wilson of The Viceroy Manufactur- 
ing Company, Ltd., the duties of explaining the pur- 
pose of the gathering and also the contents of a small 
folder entitled “What Is the Stationers’ Guild of 
Canada?” which was distributed to everyone present. 

The assembled guests were then introduced to W. 
W. Goforth, secretary-manager of The Canadian In- 
stitute of Plumbing and Heating, who was a guest of 
honor and principal speaker of the evening. 

Under a heading of “The Basis and Objectives of 
Co-operative Industrial Organizations” Mr. Goforth de- 
livered one of the most forceful and interesting ad- 
dresses ever heard by the stationers’ organization. 

He began by discussing guilds of past years, outlining 
their good points and defects and comparing them with 
organizations of today. The speaker explained that 
despite many unfavorable activities that existed in the 
guilds of long ago, such as attempts to restrain trade, 
to raise and fix prices, and to maintain a closed cor- 
poration, they had other points and characteristics 
which are helpful to similar organizations of today. 

Mr. Goforth also spoke at length on the many prob- 
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lems confronting the stationer of this century. He also 
told his listeners that a great number of problems of 
competition can be solved by directing the attention 
of guild members to the higher forms of competition, 
such as quality, service, skill and specialized knowledge 
of your customer requirements. Among the objectives 
which industrial organizations should seek to reach, 
Mr. Goforth said, were: to promote mutual confidence 
and harmony in competitive relations; to raise the 
technical standards of production, sales and service; 
to establish sound credit conditions; to keep in close 
touch with other industries and trades; to avoid legal 
infractions and complications, and to increase con- 
sumption of your products by utilitarian and not by 
“high pressure” means. 
outed tetas 
NORTHERN CALIF. DEALERS HOLD MEETING 


With Earle White of the Ames Supply Company as 
principal speaker of the evening, the Carbon & Ribbon 
Dealers’ Association of Northern California held a 
splendid meeting on December 11 in the Tapestry Room 
of the Palace Hotel, San Francisco. 

Mr. White’s address, which was accompanied by 
demonstrations, was on the use of typewriter platens 
and their effect upon typewritten work. He gave a 
great deal of valuable information to the assembled 
members acquainting them with facts on the modern 
platen which will stand them in good stead in their 
dealings with prospects and customers. 

Following Mr. White’s address President W. G. Hus- 
ton gave a talk on the necessity of educating salesmen 
to present their lines in an intelligent manner without 
the use of false statements. 

The guests of honor at the meeting were Major C. O. 
Thrasher of the Quartermaster Corps, U.S.A., and F. 
Unis, civilian attache of the Quartermaster Corps. 
There were twenty-five organizations in the office 
equipment industry represented at the meeting. 
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DOOLITTLE ADDRESSES CHICAGO OFFICE 
APPLIANCE MEN 


The December meeting of the Office Appliance Man- 
agers Association was held Friday, December 11, at 
the Medinah Athletic Club. The principal feature of 
the evening was a pungent address by Douglass Doo- 
little of Salesvertising Associates, Inc. Mr. Doolittle’s 
talk entitled “How to Make a Three-Point Landing in 
Selling Your Wares” appears elsewhere in this issue. 
His remarks were received by an attentive audience. 
They were followed by a period of interesting discus- 
sion over points which he had raised. 

After the discussion President E. L. Capehart of In- 
ternational Business Machines Corporation called for 
reports on new members and on the January meeting 
at which the top salesmen of the members are to be 
guests. Several new members were reported. It was 
announced that Lynn Waldorf, football coach of North- 
western University, was expected to be the January 
speaker. 

> 
DETROIT STATIONERS ELECT OFFICERS 

The annual election of officers was held by The Sta- 
tioners Association of Detroit at its December meeting 
at which plans were laid for an aggressive program of 
association activities for 1937. 

Those elected to head the organization for the new 
year were: president, Fred L. Holmes of the Prompt 
Press; and J. H. (Jack) Harris of Lynn B. Emery, Inc., 
secretary. 
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ST. LOUIS STATIONERS TO GIVE DINNER-DANCE 


A dinner-dance will be given in February by the Sta- 
tioners Association of Greater St. Louis. It will be first 
affairs of its kind sponsored by the association for 
its members and their wives or sweethearts. The plans 
will be made by a committee of three, Wm. F. (Bill) 
Foshage of the Decker-Foshage Company; I. Vota of 
the Wallace Pencil Company, and Ed. Miller of the 
Comfort Printing & Stationery Company. Mr. Foshage 
is chairman. 

The annual meeting and election of officers will be 
held on the third Monday of January. Charles T. 
Spalding of the Spalding Stationery Company is round- 
ing out his first term as president of the association. 

A radical change in the setup of the association, pro- 
posed by some members, was voted down at the Decem- 
ber meeting held at the Mark Twain hotel—HB 
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STATIONERS SQUARE CLUB ELECTS OFFICERS 

With an election of officers as the principal event 
of the evening, the last meeting for 1936 of the Sta- 
tioners Square Club of Greater New York was held on 
December 17 at the Governor Clinton Hotel. 

Those elected to head the organization for 1937 were: 

President, Ben Josephson; first vice-president, Henry 
W. Bowman; second vice-president, George W. Grif- 
fiths; treasurer, George Nicklaus; secretary, Al McLean, 
and financial secretary, Shep Broad. 

The trustees elected for terms of three years, two 
years and one year respectively were: Harry Yager, 
Aaron Gottlieb and Charles Wertheimer. 

—_————_—- 

N. Y. TYPEWRITER DEALERS ELECT OFFICERS 

With the election of officers as the principal feature 
of the evening, the last 1936 meeting of the National 
Typewriter & Office Machine Dealers of New York 
was held on Wednesday, December 9, at the Hotel 
Dixie. Those slated to lead the organization in 1937 
were: 

Sam Hutter, president; John Loser, vice-president, 
and Nicholas H. Fucci, secretary-treasurer. 

Following the election the meeting adjourned to 
listen to Walter Smith, prominent accountant, who 
spoke on “Social Security and What it Will Cost You 
As a Business Man.” Mr. Smith gave an interesting 
address in which he called particular attention to de- 
tails of the Social Security Acts which will directly or 
indirectly affect stationery and office machine dealers 
of the country. 
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NEW ENGLAND TRAVELERS STAGE XMAS PARTY 

Marking the last meeting of the old year, the Christ- 
mas party of the New England Travelers Club was to 
be held at the University Club in Boston on December 
18. By special arrangements made by an entertain- 
ment committee the travelers were to be given the 
use of the club’s bowling alleys and swimming pool dur- 
ing the afternoon. In the evening they were to meet 
for dinner and a splendid floor show at 6:30 o’clock, 
following which there was to be a distribution of pres- 
ents from the Christmas tree. 

A full report of this event will be contained in the 
February issue. 

—_~<.>——_ 
COAST RIBBON AND CARBON MEETING 

The Carbon and Ribbon Dealers Association held a 
luncheon meeting at the Palace hotel, San Francisco, 
December 11. W. G. Huston presided. Earl White, of 
the Ames Supply Company, gave a demonstration of 
the Ames platen as associated with ribbons and car- 
bons. 
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Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio, 
Tex. 


Vice-President & Chairman, Dis- 
tributors Division: Harold J. 
Hampton, Indianapolis Office 
Supply Company, Indianap- 
olis, Ind. 

Vice-Chairman, Distributors Divi- 
sion: Arthur L. King, Ward's. 
Boston, Mass. 


Vice-President & Chairman, Man- 
ufacturers Division: R. A. 
Maish, Dennison Manufactur- 
ing Company. Framingham, 
Mass. 


OFFICERS 


Vice-Chairman, Manufacturers 
Division: Craig Sheaffer, W. A. 
Sheaffer Pen Company, Fort 
Madison, Iowa. 

Vice-President & Chairman, Of- 
fice Furniture & Office Ouitifit- 
tings Division: Charles W. Roth, 
Roth Office Equipment Com- 
pany, Dayton, Ohio. 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Bux- 
ton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Te- 
han, Charles M. Higgins & 
Company, Brooklyn, N. Y. 


REGIONAL GOVERNORS 


Vice-President & Chairman, Field 
Division: Fred Schaefer, San- 
ford Manufacturing Company, 
Chicago, Ill. 

Vice-President & Chairman, 
Wholesalers Division: Alvin R. 
Skibbe, Associated Stationers 
Supply Company, Chicago, IIl. 

Treasurer: William E. Stockett. Jr.. 
Stockett-Fiske Company, Inc.., 
Washington, D. C. 

Auditor: Woodson P. Waddy. 
Everett Waddey Company, 
Richmond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Invest- 
ment building, Washington, D. 
Cc. 


No. 1: Leo Burt, Burt & 
Jeffers, Inc., Hartford, 
Conn. 

No. 2: A. G. Preston, Utica 
Office Supply Company, 
Utica N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Inc., 
Williamsport, Pa. 

No. 4: Morris Hansell, Il. 
(Western Div.), F. F. Han- 
sell & Bro., Lid.. New 
Orleans, La. 


No. 4: Ivan Allen, Jr. (East- 
ern Div.), Ivan Allen- 
Marshall Company, At- 
lanta, Ga. 


No. 5: Harold Hampton, 
Indianapolis Office Sup- 
ply Company, Indianap- 
olis, Ind. 

No. 6: Harry Sylvester, 


Sylvester-Nielsen, Inc., 
Appleton, Wis. 








No. 7: Ed Hansen, Miller. No. 10: E. B. Healy, Santa 


Davis Company, Minne- Fe Book & Stationery 
apolis, Minn. _— Santa Fe, N. 


: _ No. 11: Tom F, Pelly, Low- 
No. 8: John Ford, Jr., Peter a i iin da 


son Litho. & Printing pany, Seattle, Wash. 
Company, Omaha, Neb. wy. 12: jim Parsons, Smith 
Bros., Oakland, Calif. 


No. 13: A, J. Kerin, Tower 
Bros. Stationery Com- 
pany. New York, N. Y. 


No. 9: Otto Eisenlohr, The 
Dorsey Company, Dal- 
las, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


Place and Date of Next Annual Conver 


CHICAGO AGAIN TO HAVE N. S. A. CONVENTION 

Following a careful canvass of the membership which 
brought forth an overwhelming vote to repeat the 
splendid convention and exposition held in Chicago last 
September, the executive committee of the National 
Stationers Association has decided to hold the 1937 
convention at the Palmer House in Chicago on Sep- 
tember 27, 28, 29 and 30. At the same time it was an- 
nounced that the exposition of merchandise, which was 
known as the Five Centuries of Progress, will be re- 
peated this year. 

According to General Manager Charles P. Garvin, 
who, together with the executive committee, spent 
many weeks in determining the membership wishes on 
the next convention, dealers all over the country who 
were unable to get to Chicago because of the conflict 
between the 1936 convention dates and the opening of 
the schools have indicated that no matter what hap- 
pens they will attend the 1937 conclave if it is held 
in Chicago. 

Mr. Garvin also revealed that a large number of 
manufacturers who exhibited their merchandise at the 
Five Centuries of Progress Exposition have indicated 
a strong desire to repeat the performance—many of 
them having already reserved space. 

According to a bulletin issued by Mr. Garvin, the 
entire matter was submitted to the advisory board of 
the association, composed of dealers, manufacturers 


tion—Chicago, Sept. 27, 28, 29 and 30 


and traveling men all over the country, and the vote 
for a return to Chicago was a fraction over 99 per cent. 
This, he explained, brought about the decision of the 
executive committee, every member of which believes 
that the 1937 meeting will eclipse all of the various 
records that were established at the great convention 
of 1936. At the same time it was explained that tenta- 
tive details had been arranged in such a manner that 
there will be no burden on the Chicago members of the 
industry or local associations because the N.S.A. will 
pay the cost of entertainment, all of which will be in- 
cluded in the registration fee. 

Another important matter which was decided also 
by popular demand of the membership was that of reg- 
istration fees for the various types of visitor, which will 
be as follows: non-member manufacturers, $25; non- 
member dealers, $15; members—both manufacturers 
and dealers—and their representatives, $15 less 33' 
per cent, or $10 net. The philosophy of these registra- 
tion rates is that the member by reason of his mem- 
bership is entitled to a better break on registration than 
is the non-member. 

And so, in the words of Mr. Garvin’s bulletin, “We 
Shall return to the marketplace and we will have a 
marvelous marketplace—September 27, 28, 29 and 30— 
The Palmer House, Chicago, and we are pressing the 
key that opens the campaign which will come to its 
great climax in Chicago in September.” 
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1937 


In the days now at hand, America’s stout 
idealism is sure to assert itself. That keen 
spirit which is the nation’s most precious 
asset, is today on tiptoe visioning clearly 
greater things to come. And with enterprise 
on all fronts surging bravely forward, the 
Mimeograph puts into the hands of business 
men and educators the key to new and greater 
opportunity. Speedily, smartly, and at low cost, 
this modern duplicator of words and pictures 
changes today’s ideas into tomorrow’s telling 
achievements. For latest particulars of what it can 
do for you, write A. B. Dick Company, Chicago, or 
see classified telephone directory for local address. 
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You’re 


a painting contractor 
when you buy 


Carbon Paper! 


You've contracted to supply your office with thousands 
of one-coat paint jobs—for that’s just what Carbon 
Copies are!* 

Moreover, you are responsible for their permanence. 
And one faded office record can do more damage than 
acres of peeling paint! 

When you buy paint, you insist upon PURE PIGMENT 
CONTENT. Do as much when you buy Carbon Papers. 


Identified PANAMA and 
BEAVER Carbon Papers 


wre coated with PURE, PERMANENT PIGMENT. No 


fading anilines no loss of memory’ in your files! 


100% legibility, zero liability 


*Ask your PANAMA or BEAVER man 
€ 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
188 THIRD AVENUE BROOKLYN, N. Y. 
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OFFICE APPLIANCES 


PARTIAL LIST OF MEETINGS ANNOUNCED 


A partial list of the dates and locations of the region- 
al district meetings slated for 1937 has been released by 
Charles P. Garvin, general manager of The National 
Stationers Association from his headquarters at Wash- 
ington, D. C. 

The list follows: 

District No. 4: New Orleans, La., March 11 and 12. 

District No. 5: Cincinnati, Ohio, April 16 and 17 

District No. 6: Madison, Wis., April 12 and 13. 

District No. 7: St. Paul, Minn., April 9 and 10. 

District No. 8: Kansas City, Mo., March 22 and 23. 

District No. 9: Waco, Tex., March 18 and 19. 

District No. 10: Santa Fe, N. M., March 25 and 26. 

District No. 12: San Francisco, Calif., March 31, April 
1 and 2. 

In connection with this meeting, Mr. Garvin an- 
nounced the officers will be in Los Angeles on March 28, 
29 and 30. 

Dates of the Districts 1, 3, 11 and 13 meetings will be 
released later. 


“1 D> 


—————— 


FIFTH DISTRICT DATES SET 


The Fifth District meeting of The National Station- 
ers Association will be held in Cincinnati, Ohio, on 
Friday and Saturday, April 16 and 17, according to a 
statement issued by the Stationers Club of Cincinnati 
last month. 

At the same time it was announced that the officials 
and members of the local organization are completing 
plans to make the next meeting one of the most suc- 
cessful ever held in the fifth regional district. 

With the advance notices of the help that the head- 
quarters office in Washington will bring to the meeting, 
the program this year will be more interesting and 
quite different from similar events held in previous 
years. The lecture group, together with General Man- 
ager Charles P. Garvin and President William C. Clegg 
will introduce a new and novel way of conducting the 
sessions. 

The Stationers Club of Cincinnati asks all stationers 
of the district to mark their calendars and plan to be 
in Cincinnati when the convention opens. 


a 


FOURTH DISTRICT CONVENTION COMMITTEES 
NAMED 

M. E. Hansell II, governor of the fourth regional dis- 
trict last month announced the names of chairmen and 
members of the various committees upon whom will 
fall the duty of assuring the success of the regional 
meeting which is to be held in New Orleans on March 
11 and 12. Those named in the list arranged by Gov- 


ernor Hansell are as follows: 


General Convention Committee 


Chairmen, Morris E. Hansell II, F. F. Hansell & Bro. 
Ltd.; Ivan Allen, Jr., Ivan Allen-Marshall Company. 
Vice Chairman, H. C. Parker, Sr., H. C. Parker, Inc. 
Treasurer, Austin Leftwich, Tropical Printing & Sta- 
tionery Company. Secretary, J. D. Hanson, Perry & 
Buckley Company. Committeemen, Henry L. Baudean, 
Baudean, Inc.; Jos. P. Buckley, Perry & Buckley Com- 
pany; V. L. Colomb, Palfrey-Rodd-Pursell Company; 
Frank Dameron, Dameron-Pierson Company; J. J. 
Flotte, Perry & Buckley Company; F. F. Hansell, F. F. 
Hansell & Bro. Ltd.; Killian Huger, Garcia Stationery 
Company; A. W. Hyatt, Hyatt Stationery Manufactur- 
ing Company; Fred Miller, New Orleans News Com- 
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There are two good reasons for January Ever drive a new car after five years of 
trade-ins. Maybe you'll save some money. struggle with an out of date bus? You'll 
And more important . . . you’re sure of feel just that way with one of these new 
getting a full year’s usefulness out of your L C Smiths. And in typewriters, this is 
speedier new machines. the month to modernize. 


LCSMITH 


TYPEWRITERS 


Phone nearest branch or dealer for allowance data. 











L C SMITH & CORONA TYPEWRITERS INC SYRACUSE N Y 
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FULL 26° FILING CAPACITY 
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ities for the Bottom Anchoring of Index Guides. 


s THE GENERAL FIREPROOFING COMPANY 


YOUNGSTOWN, OHIO 








OFFICE APPLIANCES 


OR 








pany; Harold O’Donnell, O’Donnell Bros., Inc.; Henri 
Petetin, Henri Petetin, Inc. 
Finance Committee 

Chairman, John D. Hanson, Perry & Buckley Com- 
pany. Vice Chairman, Austin Leftwich, Tropical Print- 
ing & Stationery Company. Committeemen, V. L. 
Colomb, Palfrey-Rodd-Pursell Company; Killian Huger, 
Garcia Stationery Company; Fred Miller, New Orleans 
News Company; Henri Petetin, Henri Petetin, Inc. 

Hotel Committee 

Chairman, Austin Leftwich, Tropical Printing & Sta- 
tionery Company. Vice Chairman, Harold O’Donnell, 
O'Donnell Bros., Inc. Committeemen, William Cava- 
nagh, Jr., Henri Petetin, Inc.; F. F. Hansell, Jr., F. F. 
Hansell & Bro. Ltd.; Harvey Rivera, Dameron-Pierson 
Co., Ltd.; J. F. Seeuws, F. F. Hansell & Bro. Ltd. 

Publicity Committee 
their *“‘sewing Chairman, Henry L. Baudean, Baudean, Inc. Vice 
machines’ ... Chairman, A. W. Hyatt, A. W. Hyatt Stationery Manu- 
facturing Company. Committeemen, Wilson Calendar, 
Association of Commerce; R. I. Fox, D & W Paper Com- 
pany; Austin Leftwich, Tropical Printing & Stationery 
Company; Frank O’Donnell, O’Donnell Bros., Inc.; 
Eddie Palmer, Graham Paper Company; C. E. Sprott, 
E. C. Palmer Company. 
Entertainment Committee 

Chairman, J. J. Flotte, Perry & Buckley Company. 
Vice Chairman, John Fischer, Tropical Printing & Sta- 
tionery Company. Committeemen, W. M. Costley, New 
Orleans News Company; F. E. Lindsay, Jr., O'Donnell 
Bros., Inc.; R. A. Pendleton, Henri Petetin, Inc. 

Transportation & Automobile Committee 

Chairman, Henri Petetin, Henri Petetin, Inc. Vice 

Chairman, H. C. Parker, Jr., H. C. Parker, Inc. Com- 


IT’S A LONG TIME 


1880 10 1937 


There are a few Old Timers in the busi- 
ness who can remember way back 
when... 












Prudence or 
Priscilla or 
Agatha held 
down the typ- 
ing jobs with 


And Hezekiah 
or Johnathan 
upheld the 
typing honors 
for the sterner 
Sex. 








Well, it was in those grand old days 
that AWMCO was founded — nearly 
sixty years ago. And today, in 1937, 
16 convenient AWMCO Branches serve 
the needs of typewriter Dealers every- 
where, with time-proved quality 
equipment and supplies. 

Take platens for example. The experi- 
ence of years is embodied in the 
matchless “Invincible,” supreme be- 
yond all doubt in the platen field. 
Long after high falutin, trick-named 
platens prove a bust, Invincibles will 
be giving the same, long-life satis- 
faction. 

And then there’s recovers. AWMCO 
recovers feed rolls and any sort of roll 
that requires rubber, regardless of size. 
And there’s adding machines, type- 
writers and just about everything that 
goes with them to make you substan- 
tial profits. 

Yes, it’s a long time—1880 to 1937. 
Only quality, genuine service and 
square dealing can endure that long. 
And may we again offer you those three 
essentials in the year to come to help 
you make 1937 a period of Health, 
Happiness and Prosperity. 


AMERICAN WRITING MACHINE CO. 


115 Worth Street, NEW YORK, N. Y. 











mitteemen, J. D. LeBlanc, J. D. LeBlanc, Inc.; Sylvan 
Levy, Stationers & Traders, Inc.; Robert Lindstrom, 
Business Controls, Inc. 
Golf Committee 

Chairman, Frank Dameron, Dameron-Pierson Com- 
pany. Vice Chairman, R.S. Lehman, Remington-Rand, 
Inc. Committeemen, A. Marschall, Carter’s Ink Com- 
pany; H. C. Parker, Sr., H. C. Parker, Inc.; Frank Ryan, 
Sanford Ink Company; Tom Riley, Eberhard Faber 
Company. 

Program Committee 

Chairman, J. Ogden Pierson, Dameron-Pierson Com- 
pany. Vice Chairman, J. J. Flotte, Perry & Buckley 
Company. Committeemen, Ivan Allen, Jr., Ivan Allen- 
Marshall Company; E. T. Aydelott, F. F. Hansell & Bro. 
Ltd.; Chas. P. Garvin, general manager, National Sta- 
tioners Association. 

Registration Committee 

Chairman, Harold O'Donnell, O’Donnell Bros., Inc. 
Vice Chairman, Killian Huger, Garcia Stationery Com- 
pany. Committeemen, Ross Biugenet, A. W. Hyatt Sta- 
tionery Manufacturing Company; Herbert Colomb, Pal- 
frey-Rodd-Pursell Company; A. W. Herman, Office 
Equipment Bureau; J. P. Landry, F. F. Hansell & Bro. 
Ltd.; Chas. P. McKenzie, Dameron-Pierson Company. 

Reception Committee 

Chairman, H. C. Parker, Sr., H. C. Parker, Inc. Vice 
Chairman, E. L. Gash, F. F. Hansell & Bro. Ltd. Com- 
mitteemen, Henry L. Baudean, Baudean, Inc.; Clemens 
Bernard, Baudean, Inc.; Joseph P. Buckley, Perry & 
Buckley Company; Gabe J. Drouillet, H. A. Thiberge 
Printing Company; Joseph Garcia, Garcia Stationery 
Company; M. E. Hansell, F. F. Hansell & Bro. Ltd.; A. 
W. Hyatt, A. W. Hyatt Stationery Manufacturing Com- 
pany; Louis Levy, Stationers & Traders, Inc.; Paul 
Mule, New Orleans News Company; Campbell Palfrey, 
Palfrey-Rodd-Pursell Company, Ltd.; Frank Pershall, 
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Fibre Board Transfers and Letter Files 


This line of strongly constructed fibre board trans- 
fers and letter files are designed for use when 
a small capacity file will answer the requirements. 
Outside covering is black and white marble paper. 
Corners and edges are reinforced. Compact and 
dust proof. When equipped with set of 25 A-Z 
filing folders, it makes a small capacity file for 
near-at-hand, quick and easy reference. The drop 
front is an aid when referring to contents. Just 
the thing for personal use on or near desk. In 
sizes to meet most any need. 


The Weis Manufacturing Company 


ff cle 


Monroe, Michigan 





New York: 54-56 Franklin Street 


Chicago:—Associated Stationers Boston:— Adams, Cushing & Foster, 


Suppy Company Incorporated 






































Colorful Scrap 














in home, school, 


The Serap Book Your Customers Start 
Today Will Prove a Souree of Intense 


Interest in the Years to Come - = = -s« 


Within its pages their fondest recollections will stand out in bold re- 
lief to enable them to live again the joys of bygone days. It will be 
their treasure chest of memories—one of their most valuable possessions. 
There they will find photographs of dear ones long departed; snapshots 
of scenes that recall long-forgotten vacation rambles; clippings, 
letters and invitations that have a sentimental value; souvenirs that 
bring back to mind many an enjoyable event. 





Here's a Suggestion for Your Window 
Ask for Set No. Eight Display Cards 
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The Weis Manufacturing Company 
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Monroe, Michigan 





Books for every need 
office, library. 








Scrap Book sales are not necessarily seasonal. 
Experience has demonstrated that any time 
a window and counter display of scrap books 
will boost your sales. With your counter 
display have one of our wood back demon- 
strators within easy reach for customers to 
handle and examine. It forcibly demon- 
strates why the leaves in Weis wood back 
scrap books never pull out and why the 
books wear for years and years. Wood back 


demonstrator and display cards sent on request. 


9 Bound Scrap Books have wooden 
backs with grooves into which the 
leaves are inserted and then glued 
and riveted so that they can’t pull 
out. This is an exclusive feature- 
a reason why #2 Bound Scrap 
Books outwear all others. 





Chicago—Associated Stationers Boston—Adams, Cushing & Foster, 


Supply Co. 





Incorporated 
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One of the oldest and still most use- 
ful and adaptable types of filing equip- 
ment in use is the Box Letter Fle. 
Ideal for the small business that does not require 
vertical files in which to place correspondence as 
well as large institutions that require dozens or 
hundreds of them for small capacity department 
files for many purposes. The Box Letter File has 
also become a much appreciated, usable item for 
the home. Box Files are made in two sizes- 

Letter and Cap and one type with double capa- 
city. All box files have wood backs covered with 
tan leatherette paper with filing information 
printed thereon; some have wood fronts and ends; 
others with fibre board fronts and ends, as well 
as several types of outside covering papers, there- 
by enabling a user to choose a low priced file for 
temporary use or one of the more solidly con- 
structed files which will give years of service. 
Twelve different types, containing indexes, are 
made, as well as the Perfection Transfer without 
index and the Home File—a little smaller in size 
than the regular Letter size file, thus making a 
wide range of selections. 























MAN 


JANUARY, 1937 


Perry & Buckley Company; J. H. Petetin, Henri Petetin, 
Inc.; J. Ogden Pierson, Dameron-Pierson Company. 
Ladies Entertainment Committee 

Chairlady, Mrs. H. C. Parker. Vice Chairlady, Mrs. 
J. D. Hanson. Committeewomen, Mrs. Henry L. Bau- 
dean, Mrs. J. J. Flotte, Mrs. M. E. Hansell, II, Mrs. F. F. 
Hansell, Jr., Mrs. Killian Huger, Mrs. A. W. Hyatt, Mrs. 
J. D. LeBlanc, Mrs. R. S. Lehman, Mrs. H. C. Parker, 
Jr., Mrs. J. H. Petetin, Mrs. J. Ogden Pierson and others. 

a 
N. S. A. TO ISSUE “WHO’S WHO” 

A new issue of the National Stationers Association 
“Who’s Who in the Stationery and Office Equipment 
World” will be published shortly, according to word 
from Mr. Garvin. The edition will be a roll of the asso- 
ciation membership, containing the names of all mem- 
bers of record January 1, 1937. 

A special feature of the book will be a loose 
leaf system by which additions and corrections may be 
made from time to time. 

—_—s 
BRANHAM’S HAS SECOND EXPANSION 

Branham’s Inc., of Oklahoma City, recently enlarged 
their place of business, doubling ground floor and win- 
dow display space by taking on an adjoining room. 
This is the second expansion for this firm in less than 
two years. 

The dividing partition has been removed throwing 











DON BRANHAM 


both rooms together. Shelving and display cases for 
stationery and miscellaneous office supplies remain in 
their former position in the south room, while the new 
room provides ample space for effective display of 
typewriters, office machines, files, furniture and larger 
equipment. Space across the back is partitioned off 
for a delivery room while a mezzanine floor over the 
rear provides room for storage and the typewriter re- 
pair department. 

The firm was originally the Branham-Lucado Com- 
pany, founded August 1, 1929, by T. J. Lucado, Don L. 
Branham, and Lee B. Thompson, all of Oklahoma City. 

The company occupies ground floors located at 316 
and 318 North Robinson avenue, and the basement 
takes in 315-317-319 and 321 North Robinson avenue. 
The business, originally started with only two em- 
ployes—Mr. Branham and a delivery boy—now em- 
ploys seventeen people. Complete lines of office equip- 
ment, typewriters, duplicators, office supplies and 
furniture are stocked. A line of adding machines will 
be added soon. The company has exclusive agencies 
on such well known lines as the Panama carbons and 
ribbons, Do/More health chairs, Markwell staples, 
Macey steel equipment and supplies, the Woodstock 
typewriter and several others——EVH 
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Give Your Customers This 


IRRESISTIBLE 
INVITATION TO BUY 





' TaeRe’s nothing like a demonstra- 
tion to sell Peerless Rubber Typewriter 
Keys. Just let a typist compare the 
difference—in typing comfort, in ac- 
curacy, in speed—and you'll sell Peer- 
less Keys every time. 








@ That’s why the Peerless sales help 
illustrated is making such a hit with 
Peerless dealers everywhere. It is an 
irresistible invitation to buy—an actual 
sample of a Peerless Key, mounted on 
a beautifully printed card with a real 
selling message, and wrapped in Cello- 
phane. 


@ Get a supply of these demonstrators 
—let your salesmen hand them to their 
typist customers — and watch the 
orders roll in! Dealers tell us the idea 
is selling Peerless Keys quicker than 
anything they’ve ever tried. It’s sure 
to help you get your share of the new 
and replacement business now waiting 
for you. Write for a sample yourself 
and get full details. 


PEERLESS 
RUBBER TYPEWRITER KEYS 


PEERLESS Key Co., INc. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
IGENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 


NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 
































104 


PERMA TOPS 


TRADE MARK REGISTERED 














Most Inexpensive Desk Top 


Cheaper than Linoleum, lays flat, can 
be washed. Proof against warping, 
cracking, water, cold and heat. 
Recommended for desks, tables, 
counters. 


LIST PRICES 


of Tops measuring 30’x54" to 36’x72” 


The following styles are alcohol proof: 


Style 
A 3%"’ thick, Double-face, Colored both 
RS dic iras.o 4 vlecmaltiwwe o0 $9.00 
B 3%" thick, Colored one side—Plain 
ES gc ai u-ae cies KOSRES Odea RET $6.00 
C 14" thick, colored one side, grey felt 
4 back. pwbeSetebetananne cul $7.50 
Brown Green — Maroon — Black — Grey 


3” x 5” Sample of Perma Board on Request 


Maximum Size Perma Top 144” x 48” 
I 


CUSPIDOR MATS 


Made of Perma to Match Perma Tops and 
Chair Mats—16” Diameter. 

List Price—Each 
Style Doz. Lots Less Doz. Lots 
9660 $0.70 $0.80 


GEO. E. FOX & CO. 


Office Specialty Manufacturers 


FOX 


ESTABLISHED 1911 





420 Orleans Street Chicago, Ill., U.S.A. 
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PASSED AWAY 


W. W. LASKER 

An enviable career of more than twenty-three years 
in the typewriter field came to an end with the death 
on October 10 of Wm. W. Lasker, chief development 
engineer of the Powers organization of Remington 
Rand, Inc. 

Born in Boston, Mass., Mr. Lasker received his edu- 
cation in various technical schools of that state and 
was connected with mechanical projects during his en- 
tire life. His first work in the typewriter field began 
in 1895 and lasted through 1901, during which time he 
was chief machine inspector for two different com- 
panies. From 1901 to 1904 he was development engineer 
of a concern manufacturing automatic coin handling 
and change making devices. 

From there Mr. Lasker went to a large engineering 
company as a consulting engineer, remaining in that 
position for six years, when he returned to the type- 
writer field as chief engineer and superintendent of 
production for one of the largest typewriter companies. 
During the period from 1895 to 1913, Mr. Lasker was 
responsible for many developments and inventions in 
the field which he occupied. 

In 1913 Mr. Lasker became connected with Powers— 
a connection he was to maintain up to the time of his 
death and in which he early demonstrated his ability 
to perform technical and mechanical feats in solving 
the problems of the punched card business. So great 
was Mr. Lasker’s ability that James Powers selected him 
as assistant superintendent of production of the Powers 
Accounting Machine Corporation in the same year that 
he joined the firm. Three years later he was promoted 
to the position of first chief development engineer. 

During the twenty-three years which he spent with 
the company, Mr. Lasker brought out many improve- 
ments in Powers machines. Among these are the Pow- 
ers tabulator, The Powers-Remington hook-up, the 
ninety-column machines, and the Multiplying punch. 
Because of his early success in his chosen profession he 
was considered a pioneer in the field of mechanical ac- 
counting, and at the present time his many contribu- 
tions to that field in the form of machines and special 
devices are considered of great importance in the rap- 
idly expanding popularity and success of mechanical 
accounting shown here and abroad. 

In reporting the passing of Mr. Lasker, the November 
issue of Remington Rand News reads as follows: 

“To those of us who had the good fortune to know 
Mr. Lasker personally, his death brings a distinct feel- 
ing of deep personal loss. Of a forthright and honest 
nature, which impelled him to speak his thoughts freely 
and openly, he was nevertheless possessed to a remark- 
able degree of the faculty of making friends of those 
who came in contact with him. His dry sense of humor, 
bespeaking his New England upbringing, topped off a 
most engaging personality. Always a tremendous 
worker, he never seemed too busy to come to the as- 
sistance of a representative of the sales department in 
need of help and many Powers deals owe their suc- 
cess to his ingenuity in finding the solution to some 
particular problem. 





 e 


WALTER J. EDMONDS 
Walter J. Edmonds, executive vice president of the 
International General Electric Company, died suddenly 
at his home, 5 Lockwood Road, Scarsdale, N. Y., Decem- 
ber 17. He was aged forty-seven. Surviving are his 
widow, Mrs. Lillian Wires Edmonds; a daughter, Miss 
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Copyright, 1987, Underwood Elliott Fisher Co. 


Bunt of the stuff of which champions are made... SIMPLICITY that delights the typist. Not a trick oper- 
ating gadget on the entire machine. Every operating feature 


springing from a long line of other champions extend- including the famous Kep-Set Tebulator is within aeap seni 


ing through a full quarter of a century . . . 1937's from a normal typing position. Complete keyboard control. 
greatest writing machine is here...the Champion 

=e 5 < ‘ P 5 EASY TOUCH that makes for tireless typing all through 
Underwood Standard with six outstanding points of the business day. The Champion is equipped with Touch 


Tuning, that marvelous Underwood principle which pro- 
vides for the individual adjustment of every key on the key- 
board to the very finger that strikes it...and with the famous 
Champion Keyboard that is so much kinder to the finger-tips. 


super-performance! 


] SPEED that has never been equaled by any 
other Typewriter. The Underwood holds the CUSHIONED TYPING that makes it quicter, Thase's 


oric Ing orc 35 29/60 t W rd “ . : 
world’s typing record of 1 5 net ords no high-pitched tap-tap-tap to disturb a precious thought. 


per minute for a full hour's typing. In 2 
of competition it has won 26 World's Type- 
writer Championships! 


years 





Sell the Portable the world is buying... There's an 
9 TOP QUALITY OF WORK for those Underwood Portable for every purse and purpose 


who really love fine typewriting. In mechanical 











accuracy the Champion Underwood stands su- Every Underwood Typewriter 


preme. You'll be proud of your letters written is backed by nation-wide, company-owned service facilities. 


on a Champion. 
F Typewriter Division, UNDERWOOD ELLIOTT FISHER COMPANY 


Typewriters... Accounting Machines... Adding Machines 


3 DURABILITY of the kind that will never Carbon Paper, Ribbons and other Supplies 
let you down. Underwood ruggedness and stam- One Park Avenue, New York, N. Y. Sales and Service Everywhere 
ina are traditions of the typewriter industry UNDERWOOD ELLIOTT FISHER SPEEDS THE WORLD’S BUSINESS 





 U d ae d World’s Largest 
Nn CrwooO Selling Typewriter 


STANDARD TYPEWRITER 
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PROMOTE LIBERTY BOX SALES NOW 
Minimum Effort © Maximum Results 
QUICK SALES with steady repeats 


J 


PERMANENT 


Eek o.Uch wa -tep 3) 


* The Standard Of 
AMERICAN BUSINESS 


YOUR SALES OF LIBERTY BOXES 
are clean, profitable sales. You get reg- 
ular repeat business from your customer 
as long as that customer. remains in 
business. Your field of 


because they have learned that no other 
box provides all the features of Liberty 
Boxes. . . . This clientele of Liberty 
Boxes has been built up through nine- 
teen years of consistent 
service. Many of the 





STANDARD SIZES 
+e eee Hee He + eH 
A stock size is provided to house every siz 
record in commen use. The range includsy 
23 sizes which enables you te meet every 
This gives you the 
most complete range of sizes on the market, 
In addition, dividers are provided in certaig 


eall for storage cases. 


sizes toe give your customer “two-row™ 


storage. 


+e eeee ee & + 





prospects includes every 
business organization 
that uses ink, paper and 
the U. S. Mails. 


NO LOST PROFITS 


Selling Liberty Boxes 
does not encroach on the 
profits of any other 
product in your store. 
Liberty Storage Boxes 
are made for record 
storage only ... they 
are not substitutes for 
files, nor imitations of 
transfer cases. For their 


Recent Governmental enact- 
ments require that businesses 
exercise greater care than ever 
before in preserving their rec- 
ords. Income Taxes, Surplus 
Taxes and other new Federal 
State on business 


activities necessitates the care- 


and taxes 


ful preservation of records. 


Properly stored records may 
mean future savings of thou- 
sands of dollars te your cus- 
tomer in event of a contested 


tax matter. 


first Liberty Boxes ever 
made ARE STILL IN 
ACTIVE SERVICE. The 
names of the 68,000 
users include world fa- 
mous industrials, util- 
ities, banking institu- 
tions, Government 
bodies and like organi- 
zations to whom record 
keeping is a matter of 
utmost concern. 

It is significant that 
these 68,000 quantity 


purpose, they are surpassed by no other 
product. You are a step ahead when 
offering them to your trade. 


68,000 USERS 


68,000 leading businesses will accept no 
other storage box for their records .. . 


users are served solely and entirely by 
the ‘retail stationers handling Liberty 
Storage products. Liberty Boxes cannot 
be bought direct - « our policy of 
loyalty to our dealers is more than a 
group of words. 





YOUR BIG SEASON 


This is the annual peak selling 
son for Liberties. The —_ 
in Liberty Storage Boxes yié 
greatest profit returns from ve 
Get st 


now and realize a good share 


promotional efforts. 


the profits of the annual hart 


of Transfer Season. 


The Complete dealer sales 
osition will be placed. before} 


immediately on request. 


~ BANKERS BOX 
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SPECIAL SIZES 
+e + + + FF 
A large part of our business is the 
manufacture of sizes to order. This 
work is given careful attention and 
production is timed to give you al- 
most the same quick service on 
specials that you enjoy on stock 
sizes. With many of our dealers spe- 
cial size business is a substantial 
part of their volume. 


When stud is pushed down, be- 
comes self locking and cannot 





8”, 4”, 8”, 
- Posts have 50%, 
tension capacity. 
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LIBERTY Yermanent BINDERS 


LIBERTY PERMANENT STORAGE BIND- 
ERS are the natural companion of Boxes. 
The binders can be sold to the same. cus- 
tomers who buy the boxes, and with the 
assurance of equal satisfaction. Many deal- | 
ers have found the sale of Liberty Binders 
an avenue of profit heretofore controlled 
by direct-selling manufacturers. 


GENEROUS SALES SUPPORT 


*-eneeneeee ee be © 
BANKERS BOX, COMPANY provides its dealers 
with comprehensive promotional and advertising 
support. Our policy of liberal co-operation has 
been commended frequently by dealers who have 
profited by the many facilities placed at their 
disposal to facilitate sales. 



















Sheet Size C. to C. Sheet Size 


Stock Binding of Stock Binding 
No. 


Side First Posts. No, Side First 

54%x 8% , 85 BY% x14 

x oe Fy 92 9%x12 4% 
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BALANCED ACTION 
CHAIR IRONS 








HIGH GRADE 
STEEL SPRING 
CHAIR IRON 


Designed for smooth 
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curable rocking action 

with double tension 
springs made from highest qual- 
ity wire, specially tempered 
for this purpose. Easy 


height adjustment, 


\ with positive lock. 
A serviceable, 
\ well-built 


iron, 
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FULL THE RUBBER CUSHION OFFICE CHAIR IRON \ 
LINE OF A MOST PLEASING AND SATISFACTORY FIXTURE WITH 
OFFICE— PERFECT BALANCE WHICH GUARANTEES SMOOTH AC- 
STOOL AND me AND RECOVERY. i 

UIPPED WITH TEMPERED RUBBER CUSHIONS AND 
TYPEWRITER BALL BEARINGS. 
IRONS. CATALOG LUBRICATION UNNECESSARY. 
ON REQUEST NOISELESS, AS SQUEAKS ARE IMPOSSIBLE. 


SIMPLE IN PRINCIPLE AND FREE FROM 
COMPLICATED MECHANICAL DETAILS. 
\ WE CLAIM THAT IN THIS IRON 


COLLIER-KEYWORTH CO. 


ANCED ACTION RUBBER CUSH- 
GARDNER, MASSACHUSETTS, U. S. A. 





NEARLY TWENTY YEARS EXPERI- 
ENCE IN BUILDING CHAIR IRONS 





ION IRON THAT IS THE 
FINEST MADE. 
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Persis Edmonds; a brother, Victor Herbert Edwards, 
Utica; and three sisters: Mrs. Seymour Legg, Herkimer, 
N. Y.; Mrs. Leon Spears, Rochester; and Mrs. Lee T. 
Nichols, Schenectady. Burial was at Ferncliff Mauso- 
leum, Hartsdale, N. Y. 

Born in Utica, Mr. Edmonds graduated from Herki- 
mer high school in 1907. From 1908 to 1910 he attended 
Syracuse University, studying languages and science. 
Having to give up his formal education, he entered 
business, where he was immediately successful. 

Following a year as accountant for the Franklin 
Automobile Company, 1911-1912, Mr. Edmonds joined 
the General Electric Company, of which he became 
chief traveling auditor in 1918. The following year he 
was made comptroller of the International General 
Electric Company, which assumed charge of foreign 
sales and investments of the General Electric Company. 
Financial vice president of International General Elec- 
tric in 1925, four years later Mr. Edmonds was made 
executive vice president and member of the board of 
directors. 

He was a member of the Scarsdale Town Club, the 
Scarsdale Golf Club, the Mohawk Club of Schenectady, 
and the Canadian club of New York. He was active 
in musical affairs, being a competent pianist, and sing- 
ing tenor in the choir of the Scarsdale Congregation- 
alist church. An enthusiastic sportsman, he had a 
camp for fishing on Lake Otter in the Adirondacks. 
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EDWARD ISAAKSON 

Edward Leonard Isaakson, veteran typewriter sales- 
man who for many years was connected with the Ver- 
stegen Printing Company, Sioux City, Iowa, died in the 
Sioux City Hospital last month at the age of fifty-nine 
years. 

Born in Kalmar, Sweden, on September 14, 1877, Mr. 
Isaakson came to the United States in 1898, taking up 
residence at Farnhamville, Iowa, until 1899 when he 
moved to Des Moines. While in that city he obtained 
employment with the Jewett Typewriter Company. 
Some time later he joined the Remington Typewriter 
Company, for which he worked in Chicago in 1902 and 
St. Louis in 1904. By this time he was definitely estab- 
lished in the typewriter industry and on April 22, 1912, 
he was sent to Sioux City as manager of the Under- 
wood Typewriter Company’s branch, a post he held 
until 1918 when he began operating the Sioux City 
Typewriter Exchange for himself. He joined the Ver- 
stegen company in 1929 and remained with that firm 
up to the time of his death. 

Mr. Isaakson is survived by his widow, Mrs. Lila 
Rutherford Isaakson; a brother, Theodore, of Gowrie, 
Iowa, and a sister, Mrs. Matilda Wallene of Sweden. 
He was a member of the Rotary Club and of the Cen- 
tral Christian Church of Sioux City. 

Mr. Isaakson possessed a reputation as a salesman 
of outstanding ability. He was the type of man who 
believed that in the accumulation of years Old Father 
Time gives an invaluable something in the way of ex- 
perience. He had initiative, enterprise and industry 
to a great degree and during the last five years of his 
life he began accomplishing objectives in his sales work 
indicative of exceptional ability. 
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JOSEPH JAHN 
Joseph Jahn, seventy-two years old, organizer of 
two of the leading manufacturing concerns at Jasper, 
Ind., died at his home in that city on the night of 
December 9, after an illness of three years. Funeral 
services were held from St. Joseph’s Catholic church 
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You can increase your volume 
by having your salesmen show 


Jéveznanila 
Double-Top 
File Jackets 


We will furnish samples! 
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Made in letter and legal sizes. 
With 1”, 114” and 2” expanding gussets. 


The logical filing container for grouped 
letters, orders, contracts, etc. 


Reinforced tabs insure greater wear. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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Furnished in all sizes and tabs to meet government specifications. 
Write for ples and quotati 


IMPERIAL METHODS CO. 
Forest Park Illinois 


Gerard D. White C. J. Schubert, Jr. 
100 Worth St., New York City 307 East Third St., Los Angeles 
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on Saturday morning, December 12, and burial was in 
the church cemetery. 

Mr. Jahn organized the Jasper Manufacturing Com- 
pany, now known as the Hoosier Desk Company. He 
was superintendent of the company’s plant until three 
years ago when ill health forced him to give up his 
duties. He also organized the Jasper Novelty Works, 
now known as the Jasper Wood Products Company, 
this company having been formed about fifteen years 
ago. Mr. Jahn was widely known to the desk and fur- 
niture trade over the states of the central west. He 
was a man of fine accomplishments and stood for the 
best ideals in life. 

Surviving are three sons, Omar, of Jasper; Wendo- 
lyn, of Washington, D. C., and Willard, of Portland, 
Oregon; four daughters, Sister Mary Angelia, of Chi- 
cago; Sister Agatha Marie, of Indianapolis; Mrs. 
George Fortune. of Chicago, and Mrs. Arnold Habig, 
of Jasper; one brother, Caspar, of Evansville, Ind., and 
eleven grandchildren.—WBC 


J. H. WADE 


Jeptha H. Wade, Jr., fifty-seven, first treasurer and 
a director of the American Multigraph Company, which 
he helped to organize shortly after his graduation from 
Yale, died December 3 of a heart attack at his winter 
home, Millpond Plantation, Thomasville, Ga. He was 
a scion of one of Cleveland’s most noted pioneer indus- 
trial families, and was one of the original directors of 
the Cleveland Museum of Natural History. He was the 
third Jeptha Homer Wade in his family. His great- 
grandfather, the first J. H. Wade, was a portrait painter, 
inventor, early builder of telegraph lines, and the first 
president of Western Union. The father of Jeptha H. 
Wade, Jr., was one of Cleveland’s leading industrialists 
and was credited with having given exclusively to civic, 
educational, and charitable institutions here. Mr. 
Wade, Jr., leaves his widow, a brother, and a sister.— 
AK 

i of 
E. M. CURTIS 


Edgar Monroe Curtis, seventy, retired secretary- 
treasurer of the Toledo Desk and Furniture Company, 
died December 5 in his home after a long illness. Mr. 
Curtis, a Spanish-American war veteran, had lived in 
Toledo for fifty years, going there from Owosso, Mich., 
his birthplace. He was well known in furniture man- 
ufacturing circles, having begun his career with the 
old Peters’ lumber yard. Later he organized the Toledo 
Desk and Furniture Company. He is survived by his 
widow, Graziella; two sons, Maynard Joseph, Toledo, 
and Edgar, jr., Erie, Mich.; one daughter, Adrienne; 
and a sister, Mrs. Bertha Fendrich, Brooklyn, N. Y. 
Military funeral services were held by Egbert Camp No. 
10, United Spanish-American War Veterans.—AK 
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SAMUEL KLEIN 


Samuel Klein, sixty-one, Cleveland Heights, father of 
Herbert Klein, advertising manager of the Service 
Office Supply Company of Detroit, died Nov. 28 after 
a long illness —AK 
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CHARLES E. GOWDY 


Charles E. Gowdy for thirty-nine years western 
representative for Richard Best Pencil Company, passed 
away December 2 at Englewood hospital, Chicago. 
Burial December 5 at Mount Hope cemetery followed 
services at Cunningham’s funeral parlors. Mr. Gowdy 
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AULT & WIBORG CARBON & RIBBON CO., INC. 


SUBSIDIARY OF THE INTERNATIONAL PRINTING INK CORPORATION 


417 EAST SEVENTH ST. 

CINCINNATI, OHIO 
240 MADISON AVE. 418 SOUTH WELLS ST. 
NEW YORK, N.Y. 2 CHICAGO, ILLINOIS 


PACIFIC COAST DEALERS ARE SERVED BY 


THE INTERNATIONAL PRINTING INK CORPORATION, LIMITED (CALIFORNIA), 1701 SIXTEENTH STREET, OAKLAND, CALIFORNIA 





Jranifer to 
TRANSFILE 


(Trade Mark) 


4STYLES ° 








It is much easier to sell corrugated files made to fit 
your customers’ requirements than it is to change his 
needs to fit the files. That's why so many dealers 
have concentrated on TRANSFILES—a file to meet 


every purse and purpose. 


12 SIZES 
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Every TRANSFILE is built to give a greater measure 
of service in daily use. The steel reinforcement 
of all open edges of the case gives remarkable 
rigidity. The 2-Way Interlock welds units into 
staunch batteries. The Follow Block keeps drawer 
contents in clean working condition. The Steel 
Front produces a beautiful appearance. Ball or 
Roller bearing drawer suspension make drawers easy 


to use regardless of load. 


TRANSFILES have every good feature known to the 
art. They are better files for the same price. Transfer 
to TRANSFILE today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK, N. Y. 


New Metal Sanitary Legs keep TRANSFILES 


free from dirt, grime and damp. 














Yow! The FIREFOE 


offering fire resistiveness—vermin proof—ball bearing drawer 
operation—Steel Front—2-Way Interlock and steel re- 
inforced. Beautifully finished in olive green. 
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was seventy-eight years old and was active up to the 
last few days of his life. Prior to joining the Richard 
Best organization, he was connected with A. C. Mc- 
Clurg & Company. He is survived by two daughters, 
Miss Harriet Gowdy and Mrs. Frances Green as well 
as a host of friends throughout the Middle West, 
South and Pacific Coast territory. 
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R. G. CRAIG 

Robert George Craig, secretary of the S. G. Adams 
Company, St. Louis, stationery and office equipment 
firm, died December 8 at his home, 7500 York drive, 
Clayton, Mo. He was secretary of the firm for about 
40 years. Mr. Craig was seventy years old and had been 
ill for about six months with the infirmities of age. 

He was born at Memphis, Mo., and had been a resi- 
dent of St. Louis fifty-five years. Mr. Craig is sur- 
vived by his widow, Mrs. Minnie Adams Craig, two sons, 
Harvey G. and Robert S. Craig, and a daughter, Mrs. 
Claude Zwart. Funeral services were held December 10 
at the home of his daughter, with burial in Calvary 
Cemetery, St. Louis —HB 
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GEORGE P. SIMMONS 


George Philip Simmons, vice-president of the Hor- 
rocks Desk Company, which discontinued operations in | 


1933, died at his Herkimer, N. Y., home on November 30. 
He was sixty-seven years of age. 

Mr. Simmons assumed the vice-presidency of the 
Horrocks company in 1912 when he went to Herkimer 
from Utica, his birthplace. Among his other activities 
he was the inventor of the Danight wick oiler, a lubri- 
cating device used in railroad and other types of ma- 
chinery. He was also a past president of the Her- 


kimer Exchange Club and the Herkimer Chamber of | 


Commerce. 
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CHARLES V. RAISER 

Charles V. Raiser, former branch manager of the 
Burroughs Adding Machine Company at Minneapolis, 
died recently while on a business trip to Chicago. He 
was fifty-four years of age. 

Although Mr. Raiser lived in Minneapolis for the 
past twenty years and, at the time of his death, resided 
at 39 West Forty-sixth street in that city, he was born 
in Chicago where funeral services were held. 

Surviving is the widow, three sons, a daughter, two 
brothers and four sisters ——EB 
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A. J. SCHAAF 
Alois J. Schaaf, president of the Jasper Cabinet Com- 
pany, Jasper, Ind., one of southern Indiana’s leading 
manufacturers, died at his home recently following a 


lengthy illness. Mr. Schaaf is survived by two sons, 
four daughters, two sisters and three brothers.—EB 
rl la De 
M. J. STANTON 

Michael J. Stanton, a director and for thirty years 
counsel for Rand, McNally & Company, died December 
20 at his residence, 3650 Lake Shore drive, Chicago, 
following a ten-day illness. He was fifty-eight years 
of age. 

Mr. Stanton had been a resident of Chicago most 
of his life and was a member of the Evanston golf 
club and the Knights of Columbus. 


He is survived by his widow, Mrs. Barbara Stanton, | 











HERE'S THE LINE 
TO SELL IN 1937 


® OUTSTANDING DESK VALUES 
IN EVERY PRICERANGE .. . 



















No. 667—A Flat 
Top Desk in 
Walnut. Series 
includes 5 flat top 
desks, 2 typewriter 
desks, 2 tables and 
telephone stand. 










Start the New Year right—with a complete 
line! The IMPERIAL franchise enables you to 
meet every office furniture demand. Sturdy, 
staple desks in oak, walnut and mahogany for 
the general office! Handsomely styled suites 
in richly figured woods for the executive office! 


© FAST-MOVING SPECIALTY | 


ITEMS FOR EXTRA PROFITS . . . 








No. 95 Portable Type- 
writer Desk in Wal- 
mut. Modern design. 
Solid brass hardware. 
Special swing-out 
typewriter platform. 





For the professional office and the home, 
IMPERIAL offers special desks and bookcases 
that are styled and priced to appeal to your 
1937 customers. Dealers everywhere are build- 
ing big profits with the sensational, fast-sell- 
ing new No. 95 Portable Typewriter Desk. 








® PLUS THE EXCLUSIVE 
TEMPERDESK GROUP .. . 


Only IMPERIAL dealers can sell Temperdesk 
—the first truly modern office furniture 

modern in material, dern in desig Write 
today for fullinformation about the complete 
IMPERIAL line. It’s your best bet for 1937! 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 






































Joh he Neu Jani Los Poncib.! 


A national advertising cam- 


Through Welding, science has 
given industry the secret of 
added strength. And General 
has embodied this feature in its 
new Carbo-Weld SEMI-HEX 
pencil. Fused graphite to make 
a superior lead and the lead 
annealed to its wooden sheath 
to prevent breaking, makes this 
new Semi-Hex pencil surpris- 
ingly better in every way. Ease 
in writing, long-lasting points, 
less sharpening, no lead break- 
ing away from the wood, and 
minimum lead breakage are 
only part of the many improve- 
ments incorporated in this new- 
est of writing developments. 
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ano now GENERAL PENCIL CO. veverors 


paign will create a demand and 
the superior quality of the new 
Carbo-Weld Semi-Hex pencil 
will build its own repeat busi- 
ness. For increased pencil sales, 
stock the new Carbo-Weld 
Semi-Hex pencils with the real 
sales point. 


Carbo-Uell 


MEANS o@ setter tap 
@ BETTER WRITING 
@ BETTER SHARPENING 
@ LESS BREAKING 
@ MORE RESILIENCY 














cenerars Co%lo-eLl semi HEX PENCILS 


GENERAL PENCIL CO. 


JERSEY CITY, N. 








* al eel annals 


GENERAL'S Canrbo- Ureld. _ SEMI -HEX * u.s.a.- 498 — N&2 
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a daughter, Dorothy, a student of the Art Institute, 


and a son, Harker, a law student at the University of 
Chicago. 

Funeral services were held at Our Lady of Mount 
Carmel with burial in Mount Carmel cemetery. 
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W. R. DARNELL 
Walter Raleigh Darnell, president of the Darnell Cor- P O ST UR E CHA IR ~ 


poration, Ltd., died at Long Beach, Calif., on December 








10, according to a statement issued by the officers and . ’ 
directors of the organization. The Sensation of 1936! 
It is expected that details of the life and career of Mr. “ 
Darnell will be presented in the February issue of Office Considered by hundreds of outstanding office 
Appliances. equipment dealers as the leader in the posture 


—_ chair field today. 


Your Choice for 1937 


If you want to build up a profitable business 
on posture chairs—sell the STURGIS line and 
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SUNDSTRAND ON PARADE!—This inter- 
esting exhibit of Sundstrand machines at 
the First National bank at Bridgeport re- 
sulted from the cotperative effort of the 
Underwood Elliott Fisher factory and local 
sales office. 
—~<—__—— 
FELLOWES COMPLETES EASTERN TRIP 
H. Folger Fellowes, Eastern representative of the 
Bankers Box Company, returned to Chicago headquar- 
ters after a two month trip visiting the principal cen- 
ters in the East. Mr. Fellowes reports business activities 
greatly accelerated throughout the East and that he 
had a successful journey. 


No. 850 No. 595 
——— 


H j els. 
BLOCK OPENS CHICAGO OFFICE ere are just two of many populer mod 


Louis J. Block, president of the Milwaukee Chair ’ 
Company, Milwaukee, last month opened a Chicago Popular! HERE S WHY: 


office at 120 South La Salle street. This move was made 


by Mr. Block in order that he may divide his time 1. Sold only through dealers. 
between Chicago and Milwaukee. 2. Back assembly completely independent of the 
scsi seat. 
3. Back support and seat height easily and quickly 
BURNAP-MEYER IN NEW HOME adjusted without tools or special keys. 

Forced by the pressure of increasing business which 4. A model for every need in a wide range of prices. 
demanded additional space and better facilities, Bur- 5. Choice of four colors enamel, five colors leather, 
nap-Meyer, Inc. of Kansas City, last month completed three colors of fabric upholstery. 

a moving job into its new home at 1005 Walnut street. 6. Rubberized hair pads add a new comfort to posture 
A full report of the company’s new establishment will chairs. 


appear in the February issue. 


5 ciel AN UP-TO-DATE PRODUCT 
STANDARD RECORD COMPANY MOVES FOR WIDE-AWAKE DEALERS 


The Standard Record Company, manufacturers of : 7 
knit-lined dictating cylinders, has moved its offices Write for particulars. 
and plant into new quarters at 104 South Fourth street, 


Brooklyn, N. Y. a STURGIS; POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 
FACTORY WAREHOUSES 


FIRE DAMAGED WOLVIN PLANT 
Fire in the plant of the Wolvin Chair Company here, 





Willoughby, Ohio, did damage unofficially placed at perlite pot he yp 
$100,000 on December 10. The plant is being rebuilt at NEW YORK CITY SEATTLE 








once, officials said.—AK 











| 
| 
| 


116 


4] | 
| DO NOT LIKE TO BE 
fooled ABOUT FACE POWDER 








_.. OR TYPE CLEANERS” 


And dealers do not like to be fooled on 
type cleaner profits. For the quickest 
way to kill profits is to sell the stenog- 
rapher an inferior type cleaner. 


Clarotype cleans type on typewriters and other 
office machines quickly and thoroughly. It gets 
out all the dirt and ink. It prevents spattering 
by giving the stenographer a handy dauber 
which makes brushing unnecessary. There is 
only one Clarotype—and it is making steady 
repeat profits for more than 4000 dealers. 


CLAROTYPE 


makes repeat sales 


Hundreds of dealers have found Clarotype’s 
money-back guarantee makes’ introductory 
sales casy. The merit of our product makes 
repeat sales for you without effort. Write us 
for our free advertising aids which explain to 
the stenographer our money-back guarantee. 
Clarotype retails for 50 cents with a good profit 
for you. Order from your jobber or from the 
Claroty pe Company, Inc., 16-A Hudson Street. 
New York City. 


cLAR-O-TYPr 


GIVES THE STENOGRAPHER 
VALUE 
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O’NEAL CHANGES LOCATION 


The O’Neal Typewriter Exchange, Oklahoma City, 
Okla., which is owned by W. P. O’Neal, recently made 
a change in location, moving from 230 Northwest Sec- 
ond street to more spacious quarters several blocks 
nearer the city’s central business district, at 405 West 
Main street, in the Hightower building. 

Floor space is four times that formerly occupied, 
being a seventeen by forty-two-foot area, with a bal- 
cony or mezzanine, fifteen by seventeen feet, which is 
used for storage. The main floor accommodates the 














Ww. PrP. ONEAL 


office, a sample display, and large enclosed cabinets 


where machines are kept, and at the rear under the 
balcony is the repair department, well lighted and 


| fully equipped, with plenty of racks and table space. 


Mr. O’Neal confines his business to sales of late-model 
machines, of four popular makes, new portables, and 
the Dawn Manufacturing Company’s Error-No Copy 
Holder, and to an extensive rental and repair service. 

Besides the new portables, Mr. O’Neal’s floor-display 
consists of one each of the four standard makes of 
rebuilt machines which he handles, each shown on a 
separate table. After the customer has expressed a 





OUTSIDE VIEW OF THE WINDOWS AND ENTRANCE 
OF THE NEW LOCATION OF THE O'NEAL TIPE- 
WRITER EXCHANGE 


preference, the cabinet containing that particular 
make is opened. 

“If a customer has one machine in mind, he will say 
so and I can show him what I have in that make. If he 
does not know which make he prefers, the simple dis- 
play of one each is much less confusing than a large 
number of machines of the various makes,” Mr. O’Neal 
said. 

There are two entrances to this shop, one from the 
street, and one from the lobby of the building in which 
it is located. A recessed doorway provides an added 
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STEEL OFFICE EQUIPMENT 



















A partial view of a complete ART METAL desk in- 
stallation in the new offices of a Detroit company. 
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Art Metal “AIRLINE” Desks in the offices of the 
Illinois Title Co., Waukegan, lil, a branch of the 
Chicago Title & Trust Co. 











Art Metal in semi-private offices of an 
insurance agency. 


ae 





a 
oe, 


. < 
{oe 


9S los 
ee i 


ve 
An installation of forty "1500 Line” Desks, two 
complete counters, two Art Metal Fire Safes in 

large packing company office. 


Art Metal 


Jamestown. New York 
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Take this 


TIMELY TIP 
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Graffco 
SIGNALS 


VISE Signals 


The famous signals that double the 
efficiency of vertical files. Hun- 
dreds of uses in checking collec- 
tions, credits, follow-ups, etc. Made 
of corrosion-resistant spring steel. 
12 plain colors; many color com- 
binations; or printed with days, 
months, numbers, etc. 


VIZ Signals 


Ingenious steel signals for every kind 
of visible record. Non-projecting; will 
not catch on adjoining sheets. 10 
styles; two widths; 12 brilliant colors. 


CELLUGRAF 
Signals 














nal made for visible rec- 
luloid for full visibility; or 


writing surface. Patented 
construction allows easy 
application or adjust- 
ment, yet holds signals 
firmly in position. Three 
widths; six transparent 
colors; four opaque colors. 














Ask us about these fast-selling items or 


other GRAFFCO time-saving devices 


GEORGE B. GRAFF CO. 


64 Washburn Ave. Cambridge, Mass. 








ords. In transparent cel- | 


opaque celluloid for added | 
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ten-foot depth to display windows built on both sides 
of the street entrance. This space permits an un- 
crowded, tastefully arranged display for one each of 
the types of machines sold on the inside, with space 
to spare for special advertising on portables. The lobby 
window, although somewhat smaller, accommodates 
several machines, and a copy-holder. 

On January 15, 1937, Mr. O’Neal will have been con- 
nected with the typewriter business for thirty-one 
years. He began with the Smith-Premier Company in 
1906, later going with the Remington Company, where 
he was employed until 1918. With the Remington Com- 
pany, he worked in every department, progressing from 
mechanic to branch manager. 

Since 1918, Mr. O’Neal has operated his own offices in 
Oklahoma City, having opened the first Royal type- 
writer agency here. 

Mr. O’Neal is a charter-member of the Kiwanis club 
and is active on the Chamber of Commerce reception 
committee.—EVH 

a 
PARROT’S NEW SPEEDWAY “TENS” 

As the first move in a campaign to secure a million 
new users of file fasteners, the Parrot Speed Fasteners 
Corporation, Long Island City, N. Y., is issuing a handy 
package of ten Speedways which is equipped with an 
instruction sheet and punching gauge in every box. 

Those to whom the new drive is extended according 
to officials of the company, are students, housewives, 
tradesmen, architects, draftsmen and artists. The 
greater number of men and women engaged in these 


| professions, it is said, daily visit stationery stores all 





Recognized the finest sig- | 


| 


over the country but seldom think of the binding of 


SPEEDWAY 





THEY'RE HERE! — This is the 

box of Speedway Tens with which 

the Parrot Speed Fastener has 
opened a new sales drive. 


papers although most of them have requirements 
which the new Speedways would meet if they were 
brought to the attention of the prospective users. This 
will be accomplished by the fact that the fasteners in 
the modern self-sale trial units will be backed up by 
many educational displays. 

Among the displays to be issued to dealers will be a 
forceful counter card calculated to teach the value 
of binding in addition to the special features of the 
Speedway which include smooth, covered prongs, fin- 
ger-tip action and sure protection. 

Dealers who are interested may obtain further in- 
formation on the new item by communicating with the 
Parrot corporation’s home offices. 
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Place Index 


Barth, Q 15 
Bartholows, D 8 


Bartlebaugh, P15 


Bartles, 
Bartles, Q 13 
Bartlesville, B 18 
Bartlett, B 19 
Bartlett, P 4 
Bartlett, O 23 
Bartlett, P 16 
Bartlett, H 16 
Bartlett, 1 16 
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2.) SHAW WALKER ‘Aiionerr, CO 


ice Equipment ¢vitie © 
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E could write a book on the advantages of the Shaw-Walker franchise 
to you, a dealer. But you will get what we mean in a flash from this 
picture, snapped a few days ago in front of our factory. 

When three carloads of office equipment from one source take to the rails 
at one time destined for a dealer in a city of 14,763, it is something to make 
you sit up and take notice. What does such a shipment mean? Just this: 
that a dealer in a city of average requirements is gaining carload discounts 
and many other advantages that would not be available to him if he had to 
buy his desks from one source, his files from another, his transfer cases, sup- 
plies, safes, etc., from still others. 

Ten years ago L. C. L. shipments were the order of the day for the Bartles- 
ville Stationery Co. Then this live-wire dealer organization acquired the Shaw- 
Walker franchise and concentrated its energies on selling “‘ Built Like a Sky- 
scraper’ equipment and supplies. Since then the receipt of carload shipments 
from Muskegon has become almost a commonplace. 

If this sort of sales and profit opportunity appeals to you, address an 
inquiry to Shaw-Walker, Muskegon, Mich., today. The exclusive dealer 


franchise for your city may still be open. 












































Make this Buyers’ GutmpE your selling plete with pictures, descriptions, prices. 
guide for 1937 ... An encyclopedia of It joins your sales force the day you he- 
more than 4000 items for the office, com- come a Shaw-Walker dealer. 
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OFFICE APPLIANCES 


FORWARD 


—for Mutual Profit 


Both you and we look forward to expanding 
business and ¢greater profits this coming 


year. 


You will have increasing calls for standard 
Hotchkiss models of Stapling Machines 
and Hand Pliers, with the correct staples 


to use. 


You will have more opportunities to sell Hotch- 
kiss larger stapling equipment for growing 
industrial, mercantile and government 
requirements. 


We of the Hotchkiss organization pledge our- 
selves to help you cash in on these com- 
ing opportunities 


If you have not yet 
received your copy 
please write to us for 
it. Address 6 « e 


— withour fulllineof 20machines 
and the correct staples to use, 


— with our new manufacturing 
plans, 


— with fresh material to make 
selling easier, of which our 
new catalog-manual ‘Telling 
Facts About Hotchkiss’’ is a 
good example. 


HOTCHKISS SALES CO. 


NORWALK, CONN. 
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WIS-ILL CLUB HOLDS XMAS PARTY 

Like most organizations of business men, the Wis-IIl 
Club came under the spell of the holiday season and 
turned the meeting of Friday, December 18, into a 
Christmas party. Fifty-odd members and guests were 
present to respond to a toast offered by E. G. Harpold 
of the J. L. Hanson Company before engaging enthu- 
siastically in the process of consuming food. 

After luncheon, President Ralph Maneval of A. W. 
Faber, Inc., did his best to call the meeting to order. 
He called upon Walter Snelling of Horders, Inc. to lead 
in the singing of Auld Lang Syne but Walter seemed 
more inclined to give voice to “On the Road To Man- 
dalay.” The assembled stationers joined in the chorus 
with unusual vim and vigor. 

Because of his contour, and despite the lack of white 
whiskers and a red suit, H. C. McFarlan of the Ester- 
brook Steel Pen Manufacturing Company was pre- 
vailed upon to act the part of Santa Claus and dis- 
tribute a gift to each one present. (So that there will 
be no misunderstanding, it must be revealed that each 
one brought a gift, and so far as is known, not one 
received his own present in return.) 


The rest of the program consisted of the showing of | 
moving pictures by Harry L. Short of the Columbian | 


Art. 
An out-of-town celebrity who graced the party with 


his presence was H. C. McPike, manager of the Weis | 


Manufacturing Company, Monroe, Mich. 
— i  — 
TYKAR APPOINTS NEW DISTRIBUTORS 

The appointment of three new distributors of the 
company’s products as part of a national expansion 
program was recently announced by W. J. Curtis, gen- 
eral sales manager of the Tykar Corporation, New 
York, N. Y. 

E. E. Harris, who will be located at 728 Main street, 
Buffalo, N. Y., will cover, in addition to Buffalo, Roch- 
ester, Syracuse, Ithaca, Binghamton and Jamestown. 

C. E. Cyphers, 239 Fourth avenue, Pittsburgh, is to 
take a territory including Pittsburgh, northwestern 
Pennsylvania, northern West Virginia and western 
Maryland. 

The Duff Office Machines Company, headed by Henry 
D. Duff, 180 North High street, Columbus, Ohio, will 
cover Columbus, northwestern and central Ohio and 
southeastern Indiana. 

All of these firms have been in the office equipment 
industry in their respective territories for many years. 
OE —- 

MELIND ISSUES HANDSOME CATALOGUE 


Dressed in an attractive purple and yellow cover and 
containing more than 200 well illustrated pages of the 
company’s various lines, a new catalogue, to be known 
as the No. 60, has recently been issued by the Louis 
Melind Company, 362-4 West Chicago avenue, Chicago. 

The major portion of the book is devoted to mark- 
ing devices of all types, shipping room supplies and 
numbering machines, while in the back there is an 
alphabetical index and a nine-page wholesale price list 
of rubber stamps. In addition, there is still another 
section consisting of several pages which show and 
describe exclusively rubber stamp manufacturers’ 
equipment and supplies. 

2 
MAJESTIC GIVES BONUS TO EMPLOYES 


In addition to substantial wage increases since 1935, 
the Majestic Lounge Company, Bridgeport, Conn., last 
month paid a bonus to each of its employes amounting 
to five dollars for each year served with the company. 





WELDON ROBERTS RUBBER 


Newark, N. J. 


Weldon Roberts 





Elliptie’s friendly way of correcting errors 
eases jittery nerves and smoothes ruffled 
tempers. Such good-will gestures at times 
of need have made millions of friends for 


Weldon Roberts Erasers the world-over. 


®@ Weldon Roberts Erasers work smoothly 
and efficiently because they are made by a 
firm which specializes in the manufacture of 
erasers. Just as the soft gray rubber in the 
Elliptic makes it particularly adaptable for 
erasing pen and pencil work, so does the 
rubber in other Weldon Roberts Erasers 
make them ideal for erasing and cleaning 
other types of work. To realize on the defi- 
nite demand for Weldon Roberts Erasers, 


feature them and watch them sell! 


America’s Eraser Specialists 


COW 


Correct Mistakes in Any Language 





co. 


U.S.A. 
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Upon the texture of the lead depend 
all the essential qualities of the 





drawing pencil. 


The “Koh-I-Noor’ has always been 
tamous for the fine texture and the 
dense structure of its lead, the result 
of scientific principles accurately ap- 
plied to every phase of the lead mak- 


ing process. 


And the “Koh-I-Noor” is what it is 
—a smoother, more uniform, longer 
lasting pencil, because of this finer 
texture. 


Your customers naturally turn to 
a “Koh-I-Noor” when they want a 
pencil in which their confidence may 
be complete. 
eae 
17 DEGREES OF HARDNESS 


a 


Equip yourself to supply the demand. See 
that your stock of Koh-I-Noor is comple 


Koh-Il-Noor Pencil Co., Inc. 


373 Fourth Ave. New York, N. Y. 

















OFFICE APPLIANCES 


EL PASO TYPEWRITER COMPANY APPOINTED 
SMITH-CORONA AGENTS 
Coincident with its move into larger and more up-to- 


date quarters at 117 North Stanton street late last 
month, the El] Paso Typewriter Company was appointed 





INTERIOR OF THE EL PASO TYPEWRITER COMPANY'S 


STORE.—It is here that L. C. Smith and Corona type- 
writers will be on display from now on. 


NEW 


Southwest distributor for L. C. Smith and Corona type- 
writers, according to a statement issued by Walter J. 
Schaffer, proprietor of the firm. 

According to Mr. Schaffer, the new location in which 


| have been established fine display and sales rooms 
| affords the company double the space available at their 


former site. In addition the store is equipped with many 
facilities, modern lighting and conveniences for both 
employes of the firm and customers. 

———_<>—___—_ 


PENN-MAR-VA CHRISTMAS PARTY 
The last 1936 meeting of the Penn-Mar-Va Travelers 
Club was to be a Christmas party held on December 28 
at the Vendig hotel, Philadelphia, Pa. According to 
the scheduled program there was to be a dinner fol- 
lowed by a short business meeting and ending with the 
Yuletide spirit predominating at a party. 
a — 
ANDERSON JOINS WEBSTER STAFF 
George P. Anderson, for many years sales representa- 
tive of the Tuttle, Morehouse & Taylor Company, New 
Haven, Conn., has recently joined the sales staff of the 


| F. S. Webster Company, Cambridge, Mass. 


Mr. Anderson, who followed the above-mentioned 
connection by joining Edward Granfield, Inc., New 
Haven, Conn., will take over the Connecticut territory 
for the Webster organization. 

Possessing a wealth of experience in the field Mr. 


Anderson takes with him to his new connection a thor- 


ough understanding of and sympathy with problems 
which confront the dealer. Through his many years 
in the industry he knows the supply end of the sta- 
tionery business and, as in the past, he will stand 
ready to render aid to his customers and friends in 


| the new territory. 


a oo 


ANALYSIS OF UNEMPLOYMENT COMPENSATION 
LAW IS MADE 

The Social Security Board has recently completed 

and published an analysis of state unemployment com- 

pensation laws adopted by fifteen states and the Dis- 


| trict of Columbia and approved by the board. Copies 


of the analysis may be obtained by writing the Social 
Security Board at 1712 G street, Washington, D. C. 
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SHIPMAN-WARD 
* PRODUCTS « 


100% Rebuilt Under- 
woods, Blue Ribbon 
Rough Underwoods, 


Superfine Platens, Type- IT's THE PROFIT AND 


writer and Adding Ma- 


chine Parts, Stencil and 
Gelatin Duplicators and $ALE $ APPEAL THAT MAKE 
Supplies for All Dupli- 
vt Carbon pelea TH >) = SHIPMAN ‘WARD PRODUC T$ 
Typewriter Ribbons 
And Many Other Sta- « 
tionery Store Supplies, a | 
Noiseless Typewriter , 
Pads, Typewriter f 
Stands, Portable Type- WITH ME | € nd 
writers, Tools, Shop 
Equipment, Buffing Sup- 
plies. SHIPMAN-WARD 
SERVICES: PlatenGrind- 


ing, Japanning, Duo- |} 
Nickel Plating. 


SAME DAY SERVICE 








SHIPMAN-WARD MFG. CO. 
325 No. WELLS ST. CHICAGO 


BRAW CC RB @ 8.-8;5: 82:4. 9 
NEW YORK CITY, 321 Broadway 

LOS ANGELES, 314 W. Olympic Bivd. © MINNEAPOLIS, 

116 S. 4th St. © MONTREAL, QUE., 20 St. James St. West 


_ 
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Jasper Chatr Company§ 


LEATHER UPHOLSTERED CHAIRS 


Like a fine motor car, the furniture of an executive office 
is an outward indication of business success and in that 
respect appearance is as important as matters of comfort 
— length of service. 


Jasper Chair Company leather upholstered chairs are out- 
standing in point of genuine comfort, long life and ap- 
pearance as well. They are fine quality all the way from 
selection of lumber, fine leathers, Collier-Keyworth latest 
improved iron, etc., through the various operations of 
forming, fitting and finishing, to the completed preduct. 
Included in the line are many new, attractive designs con- 
structed of genuine American walnut and of birch in walnut 
or mahogany finish, and upholstered in genuine Dixie, 
Eagle grain, vealskin, corrected top grain, Moorish and top 
grain leathers. 


Office furniture dealers who have put a few of these fine 
chairs in stock and display are doing profitable business. 
Ample stock at the factory insures prompt replenishment. 
Full details on request. 


JASPER CHAIR 
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COMPANY 


JASPER INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mer. James S. Fowls (Southern, E. W. Thomas (Southwest) 
Freeman (Eastern) 3414 Euclid Heights Blvd. Daytona Beach, Fla. 
Fifth Ave., New York, N.Y. Cleveland, Ohio 


S. H. MacDonald (West) W. H. Brown (Chicago-Midwest) 
521 Lloyd Bldg. 6708 Glenwood Ave., Chicago 
Seattle, Wash. Phone ROGers Park 3644) 
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W. A. SHEAFFER PEN COMPANY PAYS BONUS 

More than a thousand employes at the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, partici- 
pated in a profit-sharing bonus which was announced 
December 15. It was the third consecutive year that the 
company made such a distribution. This year’s pay- 


ment was larger than those of the last two years by one | 
per cent, each employe receiving a sum representing | 


five per cent of his earnings for the year, regardless of 
his length of service. 


In commenting upon the distribution, W. A. Sheaffer, | 


president, remarked: “Three years ago we inaugurated 
the bonus plan with a per cent payment of each em- 
ploye’s year’s earnings, telling them that if the com- 
pany made a profit in coming years we would share 
with them, but that if the profit didn’t exist or wasn’t 
sufficient, the payment would have to be altered to fit 
in with conditions. 

“Business has been good. As the holidays approach, 
we are facing an acute shortage of merchandise of the 
better variety, having been unable to accurately fore- 
cast the unusually large demand. Despite the fact that 
our payroll and number of employes now is larger 
than at any time in our history, we are very glad it has 
been possible to increase the profit-sharing payment 
by twenty-five per cent.” 

An interesting incident was the publishing in the 
December 15, 1936, issue of The Evening Democrat, Fort 
Madison, of a full page advertisement entitled “An 
Appreciation From The Retail Business Firms of the 
‘Pen Capital of America.’” The “message” of the ad- 
vertisement was divided into two parts, one addressed 
to the W. A. Sheaffer Pen Company and the other to 
Sheaffer employes. The names of sixty-six merchants 
of Fort Madison appeared below the wording of the 
“appreciation.” 

SE 
SMITH-CORONA CHICAGO BRANCH ACTIVITIES 

Two appointments and two transfers in the sales 
forces of L. C. Smith & Corona Typewriters Inc., in 
Illinois, have recently been announced by E. W. Cor- 
nelius, manager of the Chicago branch office of the 
company. 

C. J. Stoltie, formerly « salesman of the L. C. Smith & 
Corona district office at Davenport, has been trans- 
ferred to the Galesburg (Ill.) area with headquarters 
in Galesburg. At the same time it was revealed that 
William M. Sherlock, also of the Davenport office, has 
been placed in charge of sales in the Ottawa district 
with headquarters at Marseilles. 

A. G. Petersen has been appointed a Corona repre- 
sentative at Dixon where he will handle both sales and 
service, while Ray Timmerman, for many years man- 
ager of the Dearborn street store of the Young Office 
Equipment Company, is now covering an L. C. Smith & 
Corona territory. 

a 
MIGIARRA VISITS ROYAL OFFICES 

Late in December the Royal Typewriter Company 
officials were hosts to S. Migiarra, general manager 
of Societa Anonima Italiana, whose company has the 
exclusive dealership for Royal typewriters in Italy. 
Although Mr. Migiarra’s visit was of necessity a short 
one, it was very pleasant and his hosts are looking 
forward to his next trip to this country. 

i 
SMITH & BUTTERFIELD GIVE EMPLOYES BONUS 
Smith & Butterfield, dealers in office equipment at 





310 Main street, Evansville, Indiana, paid one week’s | 


salary extra to employes in the store, who had been 
employed since January 1, 1936, it was announced by 


| REO Bese 
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Bo ready... 


TO SUPPLY THE DEMAND 







F aries 
Guardsman 
Lamp 





NATION WIDE ADVERTISING now being placed will 
create an increasing demand for Faries Commercial Lamps. 
This advertising, placed in carefully chosen business papers 
and general magazines primarily read by business executives, 
will feature The Guardsman—Faries Natural Light—and other 
Modern Styles. Cash in on this program. Check over your 
stock of Faries Lamps today. Orders will be filled in sequence 
as received. 

Our new, modern styles and striking finishes will in them- 
selves attract many buyers, but we do not depend on these 
alone . . . Faries Lamps offer correct illumination, with 
extremely high efficiency. Their scientific design and proper 
control of light distribution offers a real protection to eye- 
sight, and a new seeing comfort to office workers. Faries 
Lamps shed a strong, yet restful light . . . free from glare . . . 
free from shadow . . . a light closely approaching daylight in 
texture. They come in a wide variety of styles and finishes, 
at prices to meet any need. Shown above is The Guards- 
man Junior, No. 2242, finished in Normandie Bronze and 
Gold at $13.50. 


FA < | 3 Ss MANUFACTURING CO. 


DECATUR, ILLINOIS OA 


Please send full details about Faries Commercial Lamps, as now being 
Nationally Advertised to Business Executives. 


ADDRESS. 
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Now, for the first time, you can make 
up and send out advertisements, club 
announcements,church programs,etc., 
for virtually the cost of 1¢ post-cards. 


You eliminate the expense of card 
stock, envelopes, stamping, folding, 
inserting, sealing, printers’ bills, hand 
addressing, and electrotypes. You can 
prepare an announcement stencil in 
ten minutes and drop 1200 post-card 
copies in the mail box an hour later. 
Since they travel Ist Class, they will 
all be delivered without delay. 


Over 9000 Cardvertisers are now in 
use. Thousands of users have us write 
their copy, draw the pictures, and cut 
the stencils — all for $1.50 each. But 
we sell blank stencils at 8¢ each and, 
with our $5 Elioscope and a type- 
writer, anyone can stencil his own 
pictures or text. 


Elliott Addressing 
Machine Company 


143 Albany St., Cambridge, 
Mass. 
Sales and Service Offices 
in Principal Cities 


. cities Wher 


ae 
hi © jvertise 


the special bove:; 
Addressing 
143 Albany St., 
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Sidney Butterfield. All employes, totaling twenty-nine, 
were given a bonus, with proportionately less paid to 
those with shorter service. The past year has been 
a good one for Smith & Butterfield and the volume 
of business done by the company showed a nice gain 
over that of 1935. The future looks bright for the com- 


| pany and a large volume of business for 1937 is con- 





templated by its officials —WBC 
—___«<g>—_—_ . 





JEAN HERSHOLT AND HIS FAN 
MAIL.—This noted movie star uses a 
Royal portable in answering his fan 
mail. Although his machine is not a 
new Royal with touch control he 
says it does a 100 per cent job for him. 


Sn 
MUSKEGON DEALERS HOLD XMAS PARTY 

The first annual Christmas party of the recently or- 
ganized Greater Muskegon Typewriter and Office Ma- 
chine Dealers Association was held Thursday, December 
17, at Beverly Inn on the shores of Muskegon Lake. 

All of the major manufacturers were represented 
at the party, the feature of which was an excellent 
chicken dinner served to the thirteen assembled mem- 
bers and their guests. 

The entertainment provided followed along the same 
lines as the average “stag,” with some fine card tricks 
by George Hough of L. C. Smith & Corona Typewriters 


| Inc., intermingled with an assortment of high quality 
| stories by our Royal man, Elmer Nichols. Louis Kol- 





kema, of Woodstock, demonstrated his impressions 
of various dances, while Cliff Mossbarger and Mike 
Chahorski showed how ballroom dancing is done, using 
as partners young ladies from a local department store. 

Those who attended the party, the chairman of 
which was President George Long, were, in addition to 
those mentioned, William Knollinger, Jim Knollinger, 
Louis Curtis, Dick Whiting and Jack Gordon. Ray 
Novak and Bill Woods, both of the Underwood Elliott 
Fisher Company, were out of town guests from Grand 
Rapids. 

—_$_$—<@—___ 
HELLESOE’S NEW CATALOGUE IS OUT 

Made up of thirty-two well-illustrated pages in which 
every line made by the firm is shown, a new catalogue 
has recently been issued by Hans H. Hellesoe, manu- 
facturer of Columbia sign and chart printers, 2444 
Ainslie street, Chicago. 

The new book, which is known as the catalogue and 
price list No. 25, has many pages which are devoted 
entirely to the various types and sizes of types which 
Mr. Hellesoe can furnish on request. On other pages 
there are illustrations and descriptions of Columbia 
music printers, sign marker fractions, geographical 
product stamp sets, primer picture and word stamps, 


| holiday rubber stamps and a complete set known as 


the “Nick” rubber type. The firm also makes rubber 


stamp maps. 
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ST NOVELTOORAPH S's AW! 


O progressive stationers we 

offer a rich profit field in the 
sale of the new A. W. Faber 
Novellograph Indelible Copy- 
ing Pencils. 


Railroads, freight terminals, 
steamship companies, express 
offices, commercial offices, 
shippers, etc. are constant users 
of copying pencils. 


lt remains for you to show them 
Novellograph, the last word in 





Announcing 


clear, indelible impression. A 
pencil with extra strong, smooth 
lead of the right intensity that 
can be sharpened easily and 
holds its point for as many du- 
plicate copies as desired. A 
finer, longer-lasting pencil that 
copies neatly and clearly under 
all conditions. 


Copying pencil buyers are 
volume buyers. This means 
that every sale is a big sale 
that yields generous profits. Go 





A.W. FABER, 


NEWARK, 


Novellograph 
Copying Pencils 


A tip te Stationers about a 
new profit field! 





after this business—it is well 
worth your while. 


Degrees: medium, medium 
hard, hard, extra hard. A com- 
plete copying pencil service. 


Each degree polished in a differ- 
ent color to prevent confusion 
or delay in use. The right hard- 
ness is always at your finger 
tips. (See page 38 of new illus- 
trated catalog) 


Write for samples, prices. 









Made in Bavaria 





INC. 


NEW ERSEY 
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Bassick 


CASTERS AND FLOOR PROTECTION EQUIPMENT 






This practical, attractive 
display block is creating 
business for Bassick dealers 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help 








DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 








NOMAR 
RUBBER DESK SHOES 








NOMAR ATLASITE CUPS 








RUBBER 
CUSHION SLIDES 

















NOMAR FURNITURE RESTS 





THE BASSICK LINE is the outstand- 
ing line of office chair casters and floor 
protection equipment. In quality and in 


completeness, Bassick offers a real oppor- 


tunity to office equipment dealers for a 
profitable volume of business. Write 
for catalog No. 113 and ask for com- 


plete information on Bassick sales helps. 


THE BASSICK COMPANY « BRIDGEPORT, CONNECTICUT 


Canadian Factory : STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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(Seen and Heard in So. Calif.—Continued from page 87) 
an installation that will not have to be renewed. 

It is understood that such casters as are needed may 
be supplied by the Colson organization, specialists in 
this line. 

The Rev. Dr. C. E. Leitzell, for some years associate 
pastor of the First Methodist Church of Los Angeles, 
is superintendent of the Home. He has been connected 
in a fiduciary capacity with leading educational insti- 
tutions in Southern California and elsewhere. The 
Home is in process of enlargement and reconstruction 
under his immediate direction. Dr. Leitzell has had a 
distinguished career as a minister and in connection 
with collegiate institutions. He has been successful in 
raising funds for several important colleges, and has 
been equally successful with the affairs of the P. O. 
P. H., which today owes not a penny and has enough 
money on hand to pay for the important extensions 
now being added. 

The P. O. P. H., as it is called, is sponsored by the 
Methodist church organization, but in effect it is non- 
sectarian, any person of the Caucasian race being eligi- 
ble as a member if otherwise acceptable. It is not in 
any sense an eleemosynary institution, but is an hotel 
intended for elderly persons, who pay either by the 
month or life membership and receive board and lodg- 
ing, medical care, hospitalization, and funeral expenses 
when not otherwise arranged for. The guest rooms 
are comfortable and well furnished, and the rates are 
reasonable considering the service provided. The ad- 
vantage of having fireproof buildings with contents as 
nearly non-inflammable as possible is obvious in the 
case of an old people’s home, and Los Angeleans insist 
there is no other place which, by reason of climate and 
other advantages, is so appropriate for institutions of 
the kind described. 

Many of the readers of Office Appliances will be in- 
terested to know that Nathan W. Tupper, for a num- 
ber of years connected with the advertising department 
of this journal, is now residing at the P. O. P. H. For 
many years he lived with his daughter and her family 
in Westwood, but being afflicted with occasional spells 
of too-rapid heart action, which is aggravated by hill 
and stair climbing, he became a guest at the Home, 
where he has convenient quarters at approximately 
the street level. His affliction is not regarded as danger- 
ous, but would be aggravated by needless exertion. He 
is a brother of Frank E. Tupper, president of the Na- 
tional Business Show Company, with which he was 
associated for several years. He has a large number 
of friends in this field. 

The reporter called on Nathan Tupper the other day, 
and after an appetizing dinner at the Home, was intro- 
duced to J. Sawtelle Ford, a guest member of the Home. 
Mr. Ford spent the greater part of his life as a pub- 
lisher of trade papers in Chicago. At one time he 
owned four publications—the Stationer and Printer, 
the Picture and Art Trade, Photography, and the Cook 
County Review, a real estate paper. 

Mr. Ford, whose office was in the Monadnock block 
for years, believes that the Stationer and Printer, first 
published fifty years ago, was the pioneer journal of 
its kind to be published in the Central States. 


* * * 


A Pioneer in Steel Furniture.—The other day the 
writer called on T. M. (Ted) Hughes, who for four and 
one-half years has had charge of the distribution of 
the steel furniture products of the Peerless Steel Equip- 
ment Company, Philadelphia, in Los Angeles and 
Southern California generally. Mr. Hughes has been 
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| No. 771 A bent tube steel 


What Artility Chairs 
Will Do For You 











chair for all occasional 
uses and — rooms. 
Upholstered in leather 
cloth, genuine leather or 
frieze mohair. 


No. 781 A chair of similar 
construction, but with tub- 
ular arms. 





No. 371 Secretarial Model. 
With back adjustment. A 
swivel chair, with 1%,” /| 
tubular steel base. Uphol- | 
stered in genuine leather. 





The greatest good-will builder for 
office equipment dealers is a line of 
priced 


comfortable, moderately 


chairs. Most office workers sit 





about one-third of each 24 hours, 
and unless the chairs are comfort- 


able, unusual fatigue drains their } 





energy and takes the joy out of 


living. 


Artility Posture Chairs are de- 





signed to provide the maximum of 
correct sitting ease. Built for long | 


wear, they are attractive too. 


Write for dealers terms. | 








Artility Metal Products, Inc. | 








Monger Building, Eikhart, Ind. 
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M. W. LLOYD, Vice Pres. & Soles Mgr. 


A. G. MAXWELL, Vice President 


Peninsular Paint& Varn. Co., Detroit, Mich. Citizens & Southern Natl. Bank, Atlanta, Ga, 





J. R. McCARTY, Vice President 
Brown & Bigelow, St. Paul, Minnesota 


ICTAPHONE is far more 
than just a modern means 

of handling correspondence. 
Do you know the assistance it 
gives in (stem) helping you to 
speed up your conferences? 


(tem) pinning down telephone 
conversations’ (sfem) conveying 
instructions beyond all alibi? 
(jtem) putting your ideas into 
action instead of into a file? 


(stem) doubling your ability to 
get things done? (stem) enabling 
your secretary to take more real 
work off your hands by the in- 
dependence it gives her, as well 


R. W. LARSEN, Vice President 
Twin City Fed. Sov. & Loan Assn., Minneapolis 


as you? Dictaphone makes busy 
days as smooth as lean ones! 

These are some of the Dicta- 
phone values which account for 
the daily trend to Dictaphone in 
more and more businesses, large 
and small. “J They are the sub- 
ject of an interesting booklet 
which is yours for the coupon 
below. (J And they're the whole 
gist of an eye-opening demon- 
stration which we stand ready to 
let the Dictaphone give, in your 
own office, on your work—when- 
ever you say. Send the coupon 
today! 


The Trend To Dictaphone Sweeps On 





-\% DICTAPHONE 
4 


The word DICTAPHONE is the Registered Trade-Mark 
of Dictaphone Corporation, Makers of Dictating Machines 
and Accessories to which said Trad pplie 





wle-Mark ie App 


Among the Prominent Users of Dictaphone Are: 
Mather Bros., Inc., Atlanta, Ga. 
Anchor Cap & Closure Corp., Long Island City, N. Y 
Beckett Paper Company, Hamilton, Ohio 


Automotive Daily News, Detroit, Mich 


Exclusive Nuphonic recording and reproduction of the improved Dictaphone 
duplicates the human voice almost pertectly 








A tew overseas territories are open for our valuable exclusive franchise 
For full particulars, write to our International Division, Bridgeport, Conn 








Dictaphone Sales Corporation, 420 Lexington Avenue, New York, N.Y 


In Canada—137 Wellington Sc., West, Toronto 
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“What's An Office Anyway?” 
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in the office furniture line for thirty years. He was 
associated with the Library Bureau in San Francisco 
in 1906 when the Bureau was operated as a direct 
branch. Later when the F. W. Wentworth Company 
acted as distributors for Library Bureau, the firm of 
McKee & Hughes was organized to serve as distributors 
in the Los Angeles territory. This arrangement was 
terminated after the lapse of three years and Mr. 
Hughes went to Seattle, working out of this office as 
district manager west of Denver for The General Fire- 
proofing Company. He next opened a branch office for 
The General Fireproofing Company for the entire Pa- 
cific Coast with headquarters in San Francisco. He re- 
mained with the G-F organization ten years followed 
by four years with the Berger Manufacturing Company 
as branch manager at Los Angeles, St. Louis, and New 
York City. Four and a half years ago he brought che 
Peerless Steel Equipment line to the coast when he re- 
turned from New York. 

Mr. Hughes is a firm believer in the advantages of 
steel office furniture. He keeps a stock on hand at all 
times from which he can satisfy the needs of coast 
dealers. His business has pyramided year by year. De- 
spite his thirty years in the trade Mr. Hughes is still a 
young middle-aged man of vigorous constitution and 
great energy. He radiates good will and good cheer. 


Carbon and Ribboners Enjoy Christmas Dinner.—In- 
stead of being held at the new plant of the Western 
Carbon Paper Manufacturing Company as announce.i 
in these pages last month, the Christmas dinner was 
given at the Hotel Clark because it was found impos- 
sible to get the new plant ready for the reception of 


| visitors at the date named. However, Manager C. H. 


Bland expects to hold his party a little later. It is 
understood that the event will lose nothing by the 


delay. 


The Hotel Clark served a delicious turkey dinner with 
the usual “fixings,” and about a score of members did 
justice to it. Each person present was provided with a 
toy performing monkey cn a string, causing merriment. 

President Sibertson assigned several subjects to 
members for discussion. These included “A Word on 
Competition in Business;” “Can We Improve Condi- 
tions in Our Business? And How?”; “Should Carbon and 
Ribbon Dealers Cooperate more than in the Past? If 
so, Why?”; “From the Manufacturers’ Point of View on 
Selling; Why Price Conditions?”; “Will the New Year 
be Better than the Old? If so, in What Way?”; “What 
Have Carbon and Ribbon Dealers Done to Make Condi- 
tions Better?”; “Do We as Salesmen Work the Right 
or the Wrong Way?” 

John V. Ruff of the California Carbon Paper Company 
responded pleasingly to a request for remarks from the 
only charter member of the Association present. 

Arthur G. Wilson, Wilson’s Carbon Company, said 
the way to improve conditions in our business is to fol- 
low the law. No other course remains. We have new 
laws on the statute books which have been upheld by 
the court of final resort. These laws have teeth in 
them, making it extremely hazardous for any dealer 
to disregard them. In some, fines of $500 and up are 
specified, along with jail sentences, while repetition 
of offences brings the culprit near to the felony line. 
Those who do not accept the principles of fair practice 
on ethical grounds will now accept them because they 
must. 

E. W. Billings, Jr., urged his hearers to dig in and 
push as the only way to make business better. E. W. 












































1937 MODEL, D-30 DESK TYPE STAPLING MACHINE 


In every respect this is the very finest Desk Stapler NEVA-CLOG has ever offered. 
It has been produced after months of careful construction. It has the accuracy of 
a watch and the durability of a production machine. Its ease of operation and 
dependability will gratify the most exacting. 


Its value is evidenced by its guaranteed performance. Its attractive modern design 
blends with the best appointed office accessories. 


The improved and simplified mechanics in this NEVA-CLOG Stapling Machine with 
all wearing parts hardened and precision made, eliminate many of the troubles 
caused by carelessness and abuse. The safety device guarantees positive operation 
regardless of improper use. It works within one diameter of the wire, preventing 
another staple entering the channel until the first is ejected or clinched. In addi- 
tion, the horizontal discharge channel permits an unused and loose staple to fall 
out. The centerpiece is formed of one continuous piece—leaving no crevices for 


the staple leg to catch on or buckle. 


PERFORMANCE IS WHAT COUNTS 


Your customers should have one on every desk for efficiency and convenience to 


“Fasten Things Together.” 


Write at ence fr NEVA‘CLOG PRODUCTS, Inc. 0"4%",.",, “272: 


test sample on 


approval. BRIDGEPORT. CONN. culars and blotters. 


“IF IT’S WORTH FILING IT’S WORTH FASTENING” 



















































POUND IT... 


This machine is made strongly 
enough to withstand the rigors of 
constant daily pounding 


PRESS IT GENTLY. It operayy 


with ease and surety 








Neva-Clog Stapler 


ay STAPLES /” 9¢ PINS 9£ TACKS & 
| And of What Interest is this to You, Mr. Dealer? 
| 





i] 
an 


| 
| 


1, It suits your volume market. | 


take pride in selling because it assures cus- 


| 2. It is a quality device — one which you will 
| tomer satisfaction. 
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an instructive circulars, effective blotters. 
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| YOUR PROSPECTIVE PROFITS WARRANT 


ceeeee YOUR CONCENTRATED SALES EFFORTS 





The NEVA-CLOG dual Base folds back easily 
and acts as a handle for 
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| a: staple when the machine 
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machine used as a tacker. 
Forces staples directly 
into paper, cardboard or 
soft wood. For draughts- 
men in place of thumb 





| : is in forward position. By 
| pressing the body of ma- 
| chine backward on its 
iI base, a spread or pin 


% TYPE STAPLING MACHINe 


| | | staple is delivered. Two oes tacks, for posters, crepe 
a | 1 | distinctly different opera- JH STAPLES paper, window dressing, 
wane tions with a quick “click” M¢ PINS 4 TACKS etc. 
| | shift, made with slight = ; 
| | effort. 








Attractive 2-color circulars 
and blotters for your cus- 
tomers, make a complete 
merchandising campaign. 
Free — imprinted. 


| This new display in four 
| brilliant colors is free with 

your order. On your coun- 
a | | ter or in your window it 
helps to sell this new D-30. 





Fasten things together 
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| Order a dozen. 
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Billings, Sr., followed with remarks in a reminiscent 
vein. 

Robert C. Adler urged dealers and salesmen to extend 
a helping hand to fair-minded competitiors who 
chanced to need it. To break a man is poor business. 


C. H. Bland explained what he termed “The Priceless | 


Ingredient’—the true Christmas spirit of good will and 
helpfulness carried over and made a part of everyday 
life. 

A. M. Heck spoke on Sales Methods—Right and 
Wrong, his talk being to the point, and suggestive of 
ways to make more sales through better salesmanship. 

H. A. Ecclestone briefly discussed the recent laws 
concerning competition. He then urged all carbon and 
ribbon men to take active part in association work on a 
basis of friendliness—to have friends, be friendly. We 
can do a lot of good by codperation. Carbons and rib- 
bons are a necessity. It has been said that the machine 


can’t be better than the ribbon with which it writes. | 


To a certain extent this is true. In our relations with 
competitors let us be friendly and say a good word for 
them. 


Present at the meeting were W. E. Sibertson, Ameri- | 


can Ribbon & Carbon Company, president; H. A. Eccle- 
stone, Remington Rand Inc., secretary; A. M. Heck, 
Columbia Carbon Company; C. W. Goddard, A. H. 
Miller, C. M. Sellery and W. P. Blomgren, all of the 
Kee-Lox organization; N. G. Ross, Remington Rand 
Inc.; R. L. Sweet, Standard Typewriter Company; H. F. 
Wagoner, Underwood Elliott Fisher Company; C. H. 
Bland, Western Carbon Paper Manufacturing Com- 
pany; John V. Ruff, California Carbon Company; Rob- 
ert C. Adler, the Waters Manufacturing Company, 
formerly the Old Dutch Carbon and Ribbon Company; 
H. A. Andre, Mittag & Volger, Inc.; C. Y. Milward, Im- 
perial Manufacturing Company; W. V. Bohn and O. L. 
Shrontz, Pacific Carbon and Ribbon Manufacturing 
Company; E. W. Billings and E. W. Billings, Jr., the 
Winn-Billings Company; Arthur G. Wilson and J. G. 
Noe, Wilson’s Carbon Company, Ltd.; R. W. Casey, 
Miller-Bryant-Pierce Company, and H. W. Martin, 
Office Appliances. 


* * * 


H. A. Andre, Los Angeles branch manager for the 
Mittag & Volger organization, is a brother of Arthur 
Andre, secretary of the Carbon and Ribbon Association 
of Illinois, at Chicago. 

Just before the conclusion of the meeting Mr. Bill- 
ings, Jr., explained the working of a children’s aid 
organization in his district. A small part of its activi- 
ties consists of a trip to San Francisco financed by 
charitable-minded members and others. 


* * ” 


Travellers Play Golf.—The Golden States Travellers 
Club held a lively golf tournament at the Potrero 
Country Club, Inglewood, on Sunday, December 13. A 
number of the stationers were present as the guests 
of members of the club. We are informed that “the 
gang” did not stay for dinner—the wives had it. 

In the blind bogey Carl Grimes of the Grimes-Stass- 
forth Stationery Company won first prize; Al. Davidson 
second prize, and Tommy Thompson, third prize. 

The feature event was the struggle of one of the 
guests on the third tee—a par five hole. The guest 
missed his tee shot, drove five balls out of bounds, broke 
his wood club and took a 12—which wasn’t so bad, con- 
sidering. 

The Travellers plan to hold a golf tournament each 
month hereafter on the first Sunday after the regular 
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AN HONEST PRODUCT 
TRUTHFULLY 
REPRESENTED! 


that’s the glory of.. 
that’s the story of.. 


ACE 


STAPLING 
DAV -\G@ ally | op 


ly is well, at the beginning of a new year, to remind ourselves of 
certain fundamentals that are sometimes lost sight of in the 
To succeed one must have a 





competitive bidding for business. 
product of merit, and merit is the sum total of the factors that 
make for quality as recognized by the ultimate buyer. Merely to 
indulge in tall talk, in clever selling stunts, and in glib advertising 
claims is quite insufficient. ACE has attained its position of world- 
wide leadership not because of better salesmanship and not be- 
cause of more effective advertising, but because of the greater merit 


of ACE Stapling Machines. 


Thee wee nx hegtels 


when you sel Vices, Pulrth and Cadets 


ACE FASTENER CORP. 


3415 N.Ashland Ave. Chicego. 
THE WORLDS BE>7 STAPLING MACHINES 
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monthly meeting, which comes on the first Monday of 
the month. 

Prominent Traveller Visits L. A——Mr. Wallace, Num- 
ber One man of Bainbridge, Kimpton & Haupt, paid a 
visit to Los Angeles several weeks ago. He spent four 
or five days calling on the trade of Los Angeles. Mr. 
Thomas, we are told, is the dean of his company’s sell- 
ing staff. 

* * * 

S. and D. Man Returns from Eastern Trip.—James 
Davidson, who travels for the S. & D. Binder Company 
of Los Angeles, returned to this city recently after a 
seven or eight weeks’ trip during which he covered the 
Atlantic Coast from Florida to New England, and sev- 
eral inland cities. 

. * - 

Inkstand and Desk Pad Man Covers West.—Ward 
Silliman, who represents the Sengbusch Self-Closing 
Inkstand Company, Milwaukee, in the Far West, and 
also handles the desk pad and work organizer line of 
Piltzer Brothers, 857 South San Pedro, Los Angeles, re- 
cently covered the territory north as far as San Fran- 
cisco. Mr. Silliman also represents Piltzer Brothers in 
the South, we understand. 

. * = 

Victor Adding Machine Staff Celebrates Christmas.- 
The entire staff of the Los Angeles office of the Victor 
Adding Machine Company made merry on December 
24 from 11:00 a. m. to 5:00 p. m. at the company’s head- 
quarters, 1148 South Hill street, where a stage was 
erected bearing an ancient chuck wagon before a 
screen. The scene had a cowboy flavor. The camp cook 
served refreshments, which included stacks of food and 
enough “Tom and Jerry” to go around. Salesmen, cus- 
tomers and others were present. Lively music was sup- 
plied by the chief of the service department and his 
nephew, a talented performer on the guitar. 

Mr. and Mrs. William Tonkin—manager and wife— 
returned in time for the celebration after a flying trip 
to Bakersfield, Fresno, Stockton, Sacramento, Oakland, 
San Francisco and San Jose. 

* * * 

The December issue of Halco-Grams, organ of the 
Shallcross Company, 110 West Third street, Los An- 
geles, bears a fine Christmas flavor, from the front 
cover, which is Mexican and musical—caballero, or 
maybe not a caballero—two-wheeled cart, pair of oxen, 
the inevitable guitar, and a swirl of tenor indicated 
by notes and native words, all passing along to market 
on El Camino Real, to certain important historical 
events which happened in December. Several timely 
articles are presented, and humorous skits and car- 
toons. The whole booklet was done on the stencil dupli- 
cator. You will remember that the Shallcross Company 
specializes on “better impressions.” 

” * 7. 

T. F. (Ted) Peirce, president of the Pacific Desk Com- 
pany, 1031 South Hill, Los Angeles, was given his due 
last month by The Southwestern Purchasing Agent, 
which commissioned one of its excellent writers—we 
don’t know which one—to write a biography of the 
smiling and genial Theodore. The page was graced by 
a fine likeness of the subject, and the biography was 
done in manner and style calculated to please Mr. 
Peirce’s friends. Ted refuses to take the sketch seri- 
ously and declares he would like to meet the subject, 
but we can assure him that what the author said is all 
true, and that he meets the man every time he shaves. 


* * * 


One of the speakers at the November dinner meet- 
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STEEL TAB 


king for quality products earns 


Quality pa 
front-of-store display. Boxes are strong, 
two-piece telescope style. Attractive, legible 
lithographed labels add a finishing touch. 
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FOUR FOLDERS IN ONE 
Oxford folders have three scores above the 
fold. As the contents increase, these scores 
are used to form a ““‘hook” bottom, providing 
a much neater arrangement. 
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ROUND CORNERS UNDERCUT TABS 
Undercut tabs on all 
popular styles provide 
extra heading space and 
quicker ac essibility 


Round corners, & feature 
originated by Oxford 


prevent unsightly “dog 
earing.” 


A STYLE AND 
SIZE FOR EVERY 
FILING NEED 
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OXKRAFT 
DURATAB 


The Oxford Folder 
Line ls COMPLETE 


Here is a wide assortment of filing folders, 
made by specialists and therefore correct 
in every detail. Every convenience and 
refinement that would benefit the user has 
been provided, including the reinforced top 
feature which is known in the Oxford line 
as the “Duratab” style. Oxford Duratab 
folders are double-thick where the wear 
comes, without causing extra bulk through- 


out. 

Tab arrangements are available in Oxford 
folders to fit ANY system. In addition to 
the many stock tab styles, there are semi- 
special items which are quickly tabbed to 
order at stock prices. Look to the Oxford 
line for ALL your filing folder requirements. 


Oxford Filing Supply Co. 
340 Morgan Ave., Brooklyn, N. Y- 


Midwestern Factory: 125 So. 8th St., St. Louis, Mo. 
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ing of the Sales Managers Association of Los Angeles 
was R. N. Fellows, district agent for the Addressograph 
Company, who gave some interesting sales experiences 
encountered by men in his own organization. Mr. Fel- 
lows’ remarks were constructive and interesting. 


* * * 


Walker Now on Pacific Coast.—George S. Walker, 
veteran typewriter man formerly for many years owner 
and operator of the Western Typewriter Sales Company 
of Denver, Colorado, is now Portable Field Representa- 
tive of the Portable Typewriter Division of the Under- 
wood Elliott Fisher Company, 831 Market street, San 
Francisco. 

Mr. Walker is widely known among typewriter men. 
In years gone by he was a Corona dealer and was an 
active participant in the Corona dealers convention 
held more than two decades ago at the Brevoort hotel 
in Chicago. A short time afterward the National As- 
sociation of Typewriter and Office Machine Dealers 
was organized at the Palmer House, Chicago, and Mr. 
Walker was made its first president. 

In his younger manhood, if the writer remembers 
aright, Mr. Walker was Editor of one of the Rocky 
Mountain newspapers, and became known for his abil- 
ity as a forceful and accurate writer. He has contrib- 
uted from time to time to the pages of this journal. 

Office Appliances hopes that 1937 wili bring to him 
and his an overflowing measure of health, happiness 
and prosperity. 


* * + 


Alderson and Leebody Form Partnership.—Barney 
Alderson and George E. Leebody have organized a co- 
partnership under the name of Alderson & Leebody. 
The new firm will function as manufacturers’ agents. 
Among the factories they represent are those of the 
Zundel Seating Corporation of Los Angeles and the 
Pronto File Corporation, 636 Broadway, New York City. 
Other lines will be taken on as occasion offers. 

On February 1 Mr. Alderson will relinquish his work 
as secretary of the Office Equipment Institute of South- 
ern California—a position he has held for the last six 
years. He has been associated with the office equip- 
ment industry for twenty-eight years, first with the 
Irving-Pitt Manufacturing Company, and later with 
the Wilson-Jones Company in Chicago. 

George E. Leebody held executive positions with the 
Yawman and Erbe Manufacturing Company for a num- 
ber of years until about a year ago, when he resigned 
his position as Los Angeles branch manager for Y and 
E and went with the Southern California Safe Com- 
pany. This latter position he gave up to undertake 
the new work. 

Both gentlemen are widely known and have many 
friends throughout the industry. They are located at 
935 Loew State Building, Los Angeles. 


Some day when he isn’t too busy, this reporter is 
going to revisit the office of W. E. Sibertson, local repre- 
sentative of the American Ribbon and Carbon Com- 
pany, in the I. W. Hellman building, Los Angeles. We 
mean, when Mr. Sibertson is not too busy—the reporter 
never is. Mr. Sibertson is understood to be the dean 
of the ribbon and carbon men on the Coast. He has 
been in the business over forty years. Beginning in 
New England he worked his way west as far as he could 
without taking to the water. Some years ago he organ- 
ized the association of which he is president—the Car- 
bon and Ribbon Dealers Association of Southern Cali- 
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SPENCERIAN 
“BIG DIPPER” 


RESERVOIR PENHOLDER 


including a Spencerian ‘‘ Everbrite’’ rustless steel 
pen and a “Big Dipper’’ reservoir in a well bal- } 
anced, colorful holder. 


Here is a real fast selling promotion. 
One that sells on sight. Holds enough 
ink at a single dip to write an average 
length letter. Provides fast, smooth 


writing ease—a real Spencerian. Ex- 
tremely popular with students, schools 
and offices. 


In four attractive colors. 


Used with the 
CARTER 
INK CUBE 
STAND, 
making an at- 
tractive, in- 
expensive 
desk set. 





Colorful, eye- 
catching counter 
card makes its own 
sales. Assortment 
of 12 “ Big Dipper’’ 
Reservoir pen- 
holders — in four 
bright colors—with 
the four most pop- 
ular numbers in the 
**Everbrite”’ rust- 
less steel pen series. 


SPENCERIAN PEN COMPANY 
349 Broadway Dept. P New York, N. Y. 


pe 
SINCE 1858 


THE BEST PEN NAME 
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) ANSWERS TO YOUR 
“Social Security” 
PAYROLL PROBLEMS 


Now that the government is demanding precision 
and accuracy in your Payroll Department, let us show 
you how an Elliott machine can do such work faster 
and more efficiently than you’ve ever had it done for 
you before. 

There are Elliott machines for all sizes of concerns. 
The big Elliott Payrograph, illustrated above at the left, 
is a special high-speed machine that will prepare your 
payroll sheets with government reports and imprint all 
your employees’ pay envelopes, checks and time-clock 
cards, 

Uncle Sam, himself, handles much of his payroll 
work with Elliott machines of this type. In fact this 
Elliott machine imprinted most of the Soldiers’ Bonus 
Bonds and checks that were paid in June last year. 

The smaller illustration shows another Elliott Payro- 
graph, priced at $100, that will prepare all payroll forms 
for companies employing two hundred employees or 
less. 

Let us send you a catalog and specific information 
about these or any other type of Elliott machine. 





Salesmen and office equipment dealers who 
know of prospects for addressing machine 
equipment will receive a proposition to their 
advantage by applying to our nearest branch 
office or by writing us direct. 


ELLIOTT ADDRESSING MACHINE COMPANY 
143 ALBANY STREET, CAMBRIDGE, MASS. 


Sales and Service Offices in all Principal Cities 
See Telephone Directory 
ELLIOTT ADDRESSING MACHINES PRINT FROM 
ADDRESS CARDS THAT LAST INDEFINITELY .. . 
QUICKLY TYPED ON ANY 
(gms ——- 
~ 
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| fornia. He is a man of sound views, and has many 
interesting recollections of his experiences in the busi- 
ness. I hope to snare some of them for the readers of 


this journal. 
: * ~ 


| Typewriter Man Heads Bowling League.—The bowl- 
| ing teams throughout Los Angeles are starting their 
fall and winter games with enthusiasm. The president 
of the Service Club Bowling League, comprising clubs 
from many service organizations throughout Los An- 
geles is C. J. Harris, Southern California branch man- 
ager for the L. C. Smith-Corona Typewriters, Inc., 533 
South Spring street. 

The League has been in existence since 1929, and has 
attracted the interest of practically all the bowlers in 
Southern California. The membership is made up of 
teams from the two advertising clubs, the Rotarians, 
Kiwanis, Lions, Los Angeles Breakfast club, the Opti- 
mists, Squires and others. 

The fall and winter games began September 23 and 
continue to and including May 5, 1937. 

There was a turkey shoot on Wednesday, November 
25, and a doubles tournament will take place on May 5, 
at which time the annual banquet will be held. Over 
200 members and guests are expected. 


| GREIST OUTLINES LAMP MARKET 

A recent bulletin sent out by the Greist Manufactur- 
ing Company, New Haven, Conn., indicates that a sta- 
tistical study reveals an extensive potential market for 
the firm’s new desk and study lamp, the “White 
Knight.” The bulletin was directed to Greist salesmen 
and copies are available to wholesalers and retailers of 


office supplies. 
According to the bulletin, taxes were paid on 1,503,361 











| SOLD!—One of the satisfied customers who was sold on 
the Greist “White Knight” table lamp. 


incomes of $3,000 or more annually, “at the depth of 
the depression.” This base figure is broken down into 
various classifications such as manufacturers, whole- 
salers, department store executives, other retail ex- 
ecutives, physicians, hospitals, etc. As another means 
of estimating sales potential the bulletin records a sta- 
tistical analysis of a typical city of 100,000 population. 
The figures given are of the number of Federal income 
tax payers, banks, manufacturers, wholesalers, retail- 
ers, physicians, electric meters, and telephones. 
Naturally the potential markets indicated are not all 











virgin fields. The obsolescence factor, it is said, through 
the recent developments in desk and home lighting 
with portable lamps is important in this market 


analysis. 
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In keeping with an engineering policy of continuous improvement of product, it seems 
fitting that a word be said about the new Model 85.... MECHANICS will admire its sturdy, 
modern construction and its highly perfected oil governor .... OPERATORS will comment 
on its visible dials, easy handle pull, automatic clear signal and high speed stepped up key- 
board .... OFFICE MANAGERS will appreciate its accuracy, clear printing, sturdy durable 
construction and unusual value....as an outstanding number in the line, at least one 


Model “85” should be in stock at all times. 


ALLEN 


24 East 40th Street CALCULATORS INC. new vorxcriry,n.y. 
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MSIF VE 
Distinetive 


_ ones Oe a Sen 
And A Half Ahead,”’’ 
Browne-Morse offers 
the first truly smart 
steel filing cabinet de- 
signed for the modern 
office of today. There 
is solid masculine 
virtue in its smooth 
corners, unobtrusive 
drawer pulls and rich, 
wood-grain finishes. 
This cabinet belongs in 
those modern, efficient, 
comfortable offices 
where today’s impor- 
tant business is con- 


ducted. 


Browne-Morse 
Company 
Steel Filing Equipment, 
Desks and Filing Supplies 
Muskegon, Michigan 


Two-Three-and 
Four-Drawer, Let- 
ter and Legal Size 


Write for Circular 


and Prices 








rn >), — ~The 


—s 
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tive organizations in the section. Mrs. Coykendall has 
built an enviable reputation as a merchandiser. She 
has sold hundreds of machines in South Bend, which 
is her specific territory, and has a record of which any 
typewriter salesman might be proud. Mr. Coykendall 
has been managing the surrounding territory, but with 
the responsibility of the new L. C. Smith & Corona 
opportunity to carry, will employ three additional sales- 
men. In addition to the increase of the selling force, 
the service department has been greatly enlarged. 


> ~ 


NEW HEYER INK CONTAINER 

A new container has been brought out by the Heyer 
Corporation, 911 West Jackson boulevard, Chicago, II1., 
for their No. 998 ink, made especially for automatically 
inked stencil duplicators. While the one displaced 
was only a few years ago cited as a prize winner in 
an All-American Packaging Contest, the new one is 
considered a great improvement, and is expected to 


| RECOMMEND 
HEYER QUALITY 





Heyer’s New Ink Container 


increase sales significantly. The new container is of- 
fered in pairs, each unit carrying half a pound of ink. 
The cans are lithographed in black, gray, and red. A 
folding box, printed in orange and black, and per- 
forated so that an upper segment can be separated 
by the dealer to make a counter or window display 
item, accompanies the pair of containers. 

The ensemble of container, lithographed can and the 
folding box is one which is pleasing to the eye and is 
sure to arrest attention of passersby. Further details 
may be obtained by writing to the Heyer Corporation. 


> 


ADDRESS WANTED 

Information as to the present location of a man 
known as R. W. Harwood is being sought. Mr. Harwood 
is described as a typewriter salesman and is said to 
call at an office, takes out a typewriter or an adding 
machine for minor repairs, promising to return it in a 
few hours or the next day. Instead, he retains the 
machine, it is said, selling it at his first opportunity. 
According to reports he has operated in and around 
Dubuque, Iowa, and in Grant, Iowa, and Lafayette 
counties in Wisconsin. 

Any information that readers may supply will be for- 
warded by Office Appliances to the proper authorities. 
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STANDARDIZE ON 


FOR 
Copies 
Thin Letterheads 
Office Records 
Factory Forms 
Advertising 
* 


IDEAL FOR 


ESUEECI Uhl 
DAMES 2... 


Air Mail, Branch 
Office and Foreign 


correspondence. 
e 


Specify one of the follow- 


ing papers. 


FIDELITY ONION SKIN 


A 


W hb 


EMCO ONION SKIN 


A 


White a 





SUPERIOR MANIFOLD Write for 


RA 





Samples 


ESLEECK MANUFACTURING COMPANY 


TURNERS FALI 


MASSACHUSE 
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ROTO-DEX 


TELEPHONE INDEX 


Making Sales Records 


Here’s a new, improved telephone index that’s 





really going to town. Note the sleek smooth lines, 
the beautiful bronze finish, the fully concealed 
mechanism. It’s a modern appliance for modern 
offices. Stationers handling ROTO-DEX are mak- 
ing record sales. Stock up now for holiday trade. 





Roto-Dex Specifications 
Unbreakable pressed steel construction. 
Renewable tape type, space for 736 names. 
Concealed mechanism geared for speed. 
Non-tarnishing brushed bronze finish. 


Individually packed in display box. 


LIST_PRICE $1.75 
Liberal Discounts to Jobbers and Dealers 


Notice to Consumers, Dealers, Jobbers, Distributors 


Che diagonal dotted line feature of ‘“‘Roto-Dex” which th« 
Bates Manufacturing Company alleged was an infringement of 
their patent No. 1,548,019 has now, by mutual agreement 
writing, been eliminated 
Therefore, all nsumers, dealers, jobbers, distributors, ar 
dvised that they are free to use and sell “Roto-Dex” without 
fear of infringing Bates Patents. 
1 copy of the a ¢ mentioned agreement will be mailed t 
terested partic pon request) 
Signed 


MILLFRED MANUFACTURING COMPANY, INC. 
757 Venice Blvd., Los Angeles, Calif 


DISTRIBUTORS 


Defiance Frank A. Weeks 
Sales Corp. Manufacturing Co. 
72 Spring St., New York 311 Broadway, New York 
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RISE IN SALES OF NEW PORTABLES FEATURES 
TYPEWRITER YEAR IN DENVER 

The typewriter year in review as seen from a survey 
of Denver stores gives plain evidence of increases rang- 
ing from 15 to 30 per cent over 1935, shows, generally, 
the new portable machines coming up in favor, and 
promises for 1937 what will probably be the best season 
in many years. 

Ten years manager of J. S. Stahl & Company, says 
Louis Santangelo: “The best season since I’ve been 
in business.” Being located in the heart of the down- 
town district where drop in trade is the heaviest, he 
found sales of new portable machines showing the 
sharpest increase particularly toward the latter part 
of the year. He also noticed a heavy demand for used 
portables which could not be nearly satisfied because 
of a serious shortage in the local market. 

The Business Machines Sales Company experienced 
a general increase of 15 per cent, according to Alfred 
Honour, owner. He reports business, on a continual 
up-grade since 1934, reaching its height during 1936. 
Adding machines were probably the most consistent 
sellers. Rentals on all types were very good. 

Greater stress on office solicitation caused standard 
models to outsell portables almost three-to-one in the 
Typewriter Exchange. Large orders, mostly in used 
machines, featured the year. 

“An outlying locality, combined with a shortage of 
used machines owing to the great demand created 
locally by the Federal CCC education project, has con- 
fined my year almost entirely to repair work,” says 
James Sloan of the South Denver Typewriter Com- 
pany. “Some activity in new portables with adding 
machines very slow is about the most I could expect 


in a store established only nine months.”—ATW 
a 


MARKWELL ISSUES NEW DISPLAY 
The Markwell Manufacturing Company, of New York 
City, has recently created a new and attractive win- 








NEW MARKWELL WINDOW AND COUNTER 
DISPLAY FOR DEALERS USE 


dow and counter display which is now available to 
dealers. 

The display which is set up in four colors with a 
beautiful silver motif is for the purpose of advertising 
the improved Markwell “RF1” fastener (Nu-Pin) and 
is designated as the No. OL55. Other Markwell dis- 
plays and their uses are as follows: The No. OL55A 
for the “RF2” fastener, the No. OL55B for the “RX45” 
fastener. 

These displays will be furnished free of charge by 
the Markwell Manufacturing Company with the re- 
quest that dealers, when ordering, specify the numbers 
desired. 





THE LATEST YandE STEEL EFFICIENCY DESK 


The most famous desk in America — the “Y and E” Efficiency Desk — is the 
logical result of applying the systematized viewpoint to desk design. Whatever your 


customer requires, this most complete line satisfies his every need. 


First in wood — and then in lasting steel — the “Y and E” Efficiency Desk has 
made thousands of grateful friends. Now the exterior is modified in keeping with the 
latest trends in design — round-cornered tops and legs with modern hardware to 
match. In this desk your customers will find every practical refinement necessary 
for the modern office — plus a freshness of appearance that is a constant delight to 


the eye — one more proof of the value of the “Y and E” Franchise. 
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FABER EMPLOYES RECEIVE CHRISTMAS GIFTS 

Every employe of A. W. Faber, Inc., who had been 
employed by the organization one year or more re- 
ceived a Christmas gift of fifty dollars. Those who had 
been in service less than a year were given sums pro- 
portionate to their records. 

F. A. Mindnich, president, made the announcement 
of the gift at the annual Christmas party December 22. 
At the same time the board of directors voted the 
amount of $2,375 to the employes welfare league, a sum 
that supplements the company’s annual contribution 
of $900. The check was accepted on behalf of the em- 
ployes by Charles Armbruster. 


> 







EDWIN L. ELLIOTT 
Sates 





y avicl 


IN THE FROZEN COUNTRY.—Here is shown Edwin L. El- 

liott, representative of the Royal Typewriter Company at 

Ketchikan, Alaska. Mr. Elliott is pictured at the attractive 
exhibit he maintained at the Ketchikan Industrial Fair. 


a 


HURSTON OPENS TYPEWRITER SERVICE 

Having sold his interest in the Central State Office 
Equipment Company, Mount Pleasant, Mich., J. B. 
Hurston recently formed and opened the Reliable Type- 
writer Service at 1514 Prospect avenue, Cleveland, Ohio. 
Settled in his new quarters at 603 Advance building, 
Mr. Hurston is prepared to give his customers the 
benefit of his many years in the industry. 

> 


SAN FRANCISCO DEALER TAKES NIAGARA LINE 

The duplicator department of A. Carlisle & Co., 
Upham & Rutledge, Inc., San Francisco, under the 
management of L. Hay Chapman, has secured the ex- 
clusive distributing rights to the entire Niagara dupli- 
cator line of machines and supplies. 

The duplicator department is being enlarged and 
four experienced specialty men will devote their entire 
time to it. A full line of all duplicator supplies will 
be carried and all Niagara machines in the territory 
will be serviced. 

In addition, the cutting of illustrated stencils will be 
a feature. 


- —_ 


SUPER SALES NEW L. C. SMITH & CORONA DEALER 

The Super Sales Company of South Bend, Ind., has 
recently been appointed L. C. Smith & Corona dealer 
for that area. Founded about four years ago, the Super 
Sales Company has been developed by Mr. and Mrs. Roy 
Coykendall into one of the most progressive and ac- 








M&vV experts have devoted that 
length of time in acquiring tech- 
nical knowledge to manufacture 
the proper carbon papers and 
inked ribbons for every make of 
writing machine. Every make of 
typewriter possessing individual 
characteristics requires a ribbon 
made from special fabric to give 
long wear and with special ink- 
ing for each type machine, to 
insure best results and service. 


4 & 
TYPEWRITER RIBBON 
DP oon eae 
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Ma&V specifications in their scientific 
process of manufacture assures the 
user of carbons and ribbons that from 
a standpoint of quality have no equal. 
Exhaustive tests with competitive 
products have proven this statement. 
M&V carbons and ribbons are dis- 
tinctly in a class by themselves. 


x & & RFRA 2 SF eS 


—write today. 


N. J., U.S.A. 
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50 YEARS IS A LONG TIME 


ee 


You will be inter- 
ested in our new 
catalog and prices 


MITTAG & 
VOLGER Inc. 


PARK RIDGE, 











Start the New Year Right 
with the Complete Line of 
Office Equipment in Steel! 


by 


Full progressive 
suspension in 
standard, counter 
and desk height- 
letter, legal, card 
and combination. 


"9600 Line.” 


= Easy Rolling Ball 
Bearing Filing Uprights full 
26%" Depth in all models, 
200 Line." 


A good file at an extremely 
low price in four and three 
drawer letter and legal widths. 
400 Line." 


In Olive Green, Grained Walnut, Oak and Mahog- 


any. With and without automatic lock. 






Short depth letter files, 
card cabinets, document 
files, check files, Law 
Blank cabinets, in short 
a cabinet for every fil- 
ing need and purse. 





Storage, wardrobe, sta- 
tionery and utility cab- 
inets of every type for 
office use. In every 
office color. 





Typewriter Tables, Secretarial 
Tables, Utility Stands and tele- 
phone table to meet any require- 
meat. 





And of course, the most com- 
plete line of cash, bond, office 
and security boxes, card index 
boxes in steel in the world. 
Again we repeat ASCO for the 
complete line of Office Equip- 
ment in Steel. 


Art Steel Co., Inc., New York, N. Ve 
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tive organizations in the section. Mrs. Coykendall has 
built an enviable reputation as a merchandiser. She 
has sold hundreds of machines in South Bend, which 
is her specific territory, and has a record of which any 
typewriter salesman might be proud. Mr. Coykendall 
has been managing the surrounding territory, but with 
the responsibilities of the new L. C. Smith & Corona 
to carry, will employ three additional salesmen. 

HOOKING UP WITH NATIONAL ADVERTISING 

If the millions of dollars spent in popularizing trade 
marks and creating demand for products are to bring 
to the retailers the business they ought to bring, re- 
tail stocks and national advertising must be hooked up 
together. Merchants must show the public they have 
the goods the big advertisers are talking about. 

A consumer sees a manufacturer’s advertising in the 
magazines or hears it over the radio, and she is in- 
fluenced to believe that kind of an article is the kind 
She ought to buy. Since she has been influenced in 
some degree in favor of that product, the store showin? 
it is offering something on which the prospective pur- 
chaser is already partly sold. But unless the store 
makes it obvious at a glance that the product dis- 
played is the advertised kind, it may be considered 
merely a similar product. If you expect an observer 
to think, “Here is the place to get that thing I saw 
advertised in the magazine,” you must make it plain 
the advertised brand is the one shown. 

I have been told by some dealers that they prefer 
to use their own window display material, rather than 
the cut-outs and cards and dummies supplied by the 
manufacturer. The reason given is that they want 
their windows to have an individuality and not be 
like those of other dealers handling the same line. 
They are devoted to some certain policy in making 
up their displays and they like to adhere to that policy. 

A dealer can give his displays individuality and still 
use manufacturer display helps. He can exercise his 
individuality in the way he uses them. If he neglects 
to display the manufacturer’s trade mark or to show 
his name in the peculiar form always given it in ad- 
vertising, he makes it harder to give the product the 
advantage of that advertising. The name alone does 
not always register with the observer if shown in the 
store’s own type of lettering. 

A prospective purchaser may know a name so well 
that nothing more is necessary to give it identity, but 
some people will fail to identify the name in strange 
form, when they would get it at a glance in the ad- 
vertiser’s form. 

To get a complete hook-up, display conspicuously 
some sign supplied by the manufacturer, if such is 
available. That makes recognition certain at a glance, 
without a pause for thought. Even the passer-by in 
a hurry recognizes the familiar name. 

Careful shoppers are critical of their purchases. 
They investigate before they invest. They have read 
advertising about more than one competing product. 
They check up the manufacturers’ claims one against 
another. When they see the merchant’s claims for an 
advertised product, they know those claims are backed 
by something more than that one store. They realize 
that better when they see those claims presented in 
manufacturer made signs and in the same phrases 
they have seen in magazines. 

Manufacturers’ advertising and display helps are of- 
fered in colors and pictures. They have an attractive- 
ness scarcely to be given signs by a dealer using only 
brush or crayon, even though he may be an expert 
with those tools.—FF 
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“son WA TIONAL 


| TEDDY ROOSEVELT said, “Show me a business 
ae that is not developing and pushing new ideas and 


I'll show you a business that is dying on its feet.”’ 














ne ideas - new products - new values mean new business 


and more profits. Look what the automobile industry has 7 1937 


done to make people think their cars are obsolete and want 









new models. 


National, too, is a leader in developing and pushing new ideas, WAI CH 


new values in Record-Keeping Equipment. Eye-Ease Records, FOR 


End-Bound Blank Books, Registered Blank Books, NEW 1937 : 
Steel Hinge Ring Books with Single Lock Booster, 6 
Bi-Lock Post Binders, Tumbler Analysis Pads, 4193 FEATURES 
Accountant Work Sheets, New Unit Accounting ' 
Forms are some of National’s new ideas that STEEL-HINGE RING 
give users better values-and dealers BOOK WITH NEW 
better profits. 

9 BE Ce Pp oe Fa On On. 


STEP UP 1937 SALES BOOSTER LEVER 
WITH NATIONAL AIY35 eae ae 


Remember, too, National gives 


you unique, sales-producing BI-LOCK POST BINDERS 
PPR agpe hipaa TUMBLER ANALYSIS PADS 
circulars and pro- 

motion material to 71934 WITH EYE-EASE PAPER 
help you sell these 
new values. 

















EYE-EASE LEDGER SHEETS 


EYE-EASE RING BOOK SHEETS 


21933 


END-BOUND BLANK BOOKS 
WITH PAGES OF EYE-EASE PAPER 
NEW GREEN AND BROWN RULING 





HOLYOKE, MASSACHUSETTS 


Catalog Covers, Loose Leaf, Bound Books, Visible Records 
N. Y. City-100 Sixth Ave. Chicago-328 S. Jetfe ston-45 Franklin St 


NATIONAL BLANK BOOK COMPANY 
=suass 
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OUTSTANDING 


Wherever the Steelcase Line has been in- 
troduced, it has met with outstanding 
success. Throughout the years it has 
steadily carried itself and its dealers to an 


enviable position in the industry. 


The Steelcase Line for 1937 reflects the 
highest achievements in modern office 
furniture design. Itis complete. It em- 
braces the finest in every type of desirable 
unit, and permits Steelcase Dealers to 
take the “entire order.’’ This fact alone 
means easier selling, better satisfied cus- 
tomers and greater net profits. | 

Steelcase dealers are looking forward to 
1937. If you are not already in receipt of 
full information, you owe it to yourself to 


find out at once. Write. 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICHIGAN 





Business & quipm enr 


[STEELCASE 








«e+ FOUND WHERE BUSINESS SUCCEEDS 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





The Spanish Room of the Hotel Lowry in St. Paul 
will be the scene of the Annual Twin City Stationers 
frolic and stag. The date, January 30, 1937. The 
Northwest travelers will hold a meeting in the after- 
noon, as will the stationers. After the serious meetings 
are over travelers, stationers and guests will adjourn 
to the “wet room” where a gathering of good fellows 
will enjoy themselves until the banquet hour. As all of 
those fortunate enough to have attended these parties 
in the past can attest, the entertainment is of the best 
obtainable. Many surprises are in store for the ban- 
queteers, in the way of new and novel entertainment. 
Arthur Grayston is chairman of the general committee, 
assisted by Ed. Hansen and Herb Fall of Minneapolis, 
and Sterley Jerue and John Boemer of St. Paul. Any of 
the committee members will take care of your reser- 
vations by writing them at their respective places of 
business. All members of Travelers Clubs, stationers, 
trade journals and manufacturers to the trade are in- 
vited to attend, the main thing is to get your reserva- 
tion made now. Note, This is to be a Stag Party. 


. . . 
Members of the Northwest Travelers Club, join in 
extending to the family of Ed Isaacson, of Sioux City, 
Iowa, their sincere sympathy. Mr. Isaacson passed 


away early in December. 
* * * 


Sam Spaeth is the editor of Fritz-Cross, snappy house 
organ, which is mailed out to all the customers on their 
mailing list. Some of the well known radio artists, 
would be lost without the help of this up-to-date, and 
peppy publication, from which so many modern jokes 


and sayings are taken. 
* * 


* 

Bill Goff of Madison and Roy Hopko report a nice 
business in their new downtown location on Mifflin 
street. They have taken on the DoMore Chair agency 
in Madison and vicinity. 


* * * 
Wonder if Karl Kiesel, the sage of Madison, is plan- 
ning on a Florida fishing expedition, early in January? 


* * * 
August Hunn’s eldest son, Ralph, is establishing quite 
a reputation as the crew coach at the University of 
Wisconsin. 


+ 7” * 
Cliff Talty, as usual, bagged his limit in big game, 
during the last hunting season. 


* * . 
Stationers in the Northwest Territory, report the 
largest business in their history, in most cases exceed- 
ing that of 1928 and 1929. Manufacturers in paper, 





steel and wood products also report that business is | 


exceeding their fondest expectations. Happy days are 
here again, for the stationery industry. 


. - * 

Clarence Benson of Farnham Stationery and School 
Supply Company has established quite a reputation for 
himself as a bowler in one of the top-notch bowling 
leagues in Minneapolis. His picture and a long story 
concerning his prowess appeared in the Minneapolis 
Journal in a feature story in the sport section. 

* * 7 

Art Bergstrom of Sioux City, Iowa, is another one of 

the expert bowlers among the stationers. 


J > . 
Al Linde, of H. C. Miller, is a billiard player of con- 
siderable ability, the three-cushion game being his | 


specialty. 
* - * 
Ben Gustafson of the A. & E. Supply Company of 
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Better Start 
The NEW YEAR 
with Better 
CARBON Paper! 


€EN-zTRAKOTED 
CARBON PAPER 


—together with the perfected CEN- 
TR-KOTED Backing Sheet—creates 
a brand new standard of carbon-copy 
perfection. CEN-TR-KOTED in- 
deed offers the sensationally finer 
sales-opportunity to you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.”’ It will 
be sent to you free on 
request and will give 


you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 





GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Los Angeles Houston, Tex. Portland, Ore. Denver 
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PE ACORIES 
THAT SELL 


Sher-Man Tubular Steel Stands for Type- 
writers and Business Machines build a 
profitable, steady volume because they 
meet modern office requirements. 




















Model 23AA with stationery cabinet 


*% Finest tubular steel construction, provides 
great strength and rigidity without excess weight. * 
Exclusive toggle joint foot locking device raises or lowers 
all four casters with a single movement of one lever. 
*& Convenient, quick-acting hinged shelves have strong, 
simple supports. Flush or raised shelves, interchange- 
able right or left, to meet any needs. * Tops and shelves 
five-ply veneer, oak, walnut or mahogany finish. Metal 
parts finished in black enamel. * Smooth metal feet 
on legs. The easy rolling casters are offset to give roll- 
ing stability. * Convenient steel stationery cabinet avail- 
able with either raised or flush shelves. * The complete 
line includes types for every office requirement. 


Write for catalog with complete listings of all models 


SHERMAN- MANSON MANUFACTURING COMPANY 
625 SOUTH KOLMAR AVENUE. CHICAGO 


Pacific Coast Representative: 
Cc. J. Schubert, Jr. 307 E. Third St., Los Angeles 
Steck on hand for immediate delivery 


aot all 


TUBULAR STEEL STANDS 


for typewriters and business machines 
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Duluth has on exhibition at his store a desk which was 
used by former President Calvin Coolidge at the sum- 
mer capitol, Superior High School, Superior, Wisconsin, 
during the vacation stay of the then president of these 
United States. 


* * = 
John Powers, formerly with the Oullette Company, 
and also Steele Lounsberry of Duluth, but more recently 
with the Midland Paper and Stationery Company of 
Minneapolis, is now employed by the Miller Davis Com- 
pany as a floor salesman. 


Clarence Tolve of Miller Davis is already talking 
about the football playing ability of his son and heir 
says a future All-American will be ready for the Min- 
nesota Golden Gophers along about 1955. Claims the 
husky boy was weaned on a football, and calls signals 
all night long. Happy New Year and best wishes for a 
continuance of prosperity, which according to the best 
of authorities has rounded the corner—and How. 

——————— 
NEW BUREAU FOR INVENTORS 

The poor inventor, frequently pictured as one who 
seldom reaps the material rewards of his ideas, is now 
to be aided on his path to success by the newly opened 
American Bureau of Invention, which has its head- 
quarters in the General Motors building, New York, 
es 

The bureau, whose director and moving spirit is Ray 
Gross, engineer and author of books and articles on in- 
ventions and inventors, has as its purpose “shortening 
the tremendous lag now existing between the concep- 
tion of an idea and its commercial fruition.” A perma- 
nent exhibition is planned for inventions, apparatus, 
materials and graphic presentations of facts and infor- 
mation for the benefit of manufacturers and others. 


Practical help to the inventor in every step from the 
conception of an idea to the merchandising of the fin- 
ished product will be rendered by the bureau, it is 
stated. This will be achieved largely through a board 


| of technicians, which will pass on the soundness of the 
| idea from the engineering standpoint, a board consist- 


ing of manufacturers and merchandise experts to pass 
on the commercial value of the idea, and a legal divi- 
sion which will safeguard the interests of all parties 
involved. 

Part of a statement from the bureau reads: 


“Often an invention is dependent upon another ma- 
terial or another invention and is doomed to failure 
unless some other complementary device to it can be 
located or developed. Valuable ideas have been lost or 
have remained buried for years because the inventor, 
although an expert in his field, could not draw on spe- 
cial technical knowledge in other fields. Not infre- 
quently two inventions are found which, individually 
unpromising, when combined become very valuable. 
The bureau hopes to make a contribution to the na- 
tional welfare and progress by coordinating technical 
knowledge and research and by indicating advanta- 
geous combinations of mutually dependent ideas.” 

a od 


MRS. HUGHES TAKES CHARGE OF MAJESTIC’S 
CHICAGO OFFICE 
William Berkowitz, president of the Majestic Lounge 
Company, Bridgeport, Conn., last month announced the 


_ appointment of Mrs. Pauline Hughes as attendant in 


charge of the company’s Chicago salesroom in the Mer- 
chandise Mart. Mr. Berkowitz declared that dealers 
in and visiting Chicago will find Mrs. Hughes thor- 
oughly acquainted with the Majestic line and anxious 


| to be of service to them. 
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You dealers have a real stake 


in BATES PRODUCTS 


The gradual expansion of the Bates Line throughout the years has followed 
one set policy—to make quality products only, to sell them through stamp 
and stationery dealers, and to price them fairly to allow the dealers a good 
profit. The cooperation of the trade has amply repaid us for sticking to this 


policy through bad times and good. 





THE BATES FEATHERWEIGHT NUMBERING MACHINE 
is recognized throughout the world as the best that money can buy. 





LIBERAL TRADE IN POLICY 
ON ANY STAPLER OF ANY 
MAKE. 


BATES STAPLER makes its own staples; 5000 
in one loading. A product that builds up a 
steady, profitable refill business. Sold through 
dealers only — not canvassed. 








For Binding Papers, 
Letters, etc. 


1—Slide Locks 
2—No sharp edges 
3—Reinforced beveled ends 

that lie flat and bind tight 


BATES FILE FASTENERS. Have definite 
points of superiority over any other file fas- 
tener. An item on which you can build a profit- 
able volume business. 


THE BATES MFG. CO., Orange, N. J. 


Permanent rubber base—silent and scratchless. 
Removable and reversible fillers outwear ordin- 
ary pads many times in addition to other ad- 
vantages which make it the best pad on the 
market. 










SPRINGS OPEN WITH 
A TOUCH OF THE 
FINGER. 
MUN-KEE SILENT INK PADS are the aristo- 
crats of stamp pads. An ornament to any desk. 
Retail from 50c to $1.50. They let you forget 
the price war on tin box rads. 





THE BATES INDEX. A steady seller for home 
and office. You can find any one of 720 names 
and numbers instantly. Newly designed in 
handsome, metal finishes. 


° New York Office: 30 Vesey Street 





1937 theme: “‘Lifetime Feathertouch— 
World’s Lowest Cost Pen’’—a “‘stop- 
per’? that sel/s because it’s so easily 
demonstrated. Beyond doubt this will 
prove to be the biggest profit-winner in 
pendom in 1937. To be backed by a 
campaign planned to eclipse all others 
—radio, newspapers, and full-color 
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special position in newspaper-maga- / ™ 


zines and national magazines con-/ 
tinuously throughout the year. 





SHEAFFER’S NEW KIND OF ADVERTISING 


Sells the BETTER Pens! 


For some years Sheaffer has experi- 
mented with an advanced kind of ad- 
vertising. Last year and this year it 
appeared in perfect form. 


The idea is: (1) The focal point of selling 
is the retail counter. (2) Advertising is 
not a thing by itself but is instead an 
extension of counter selling—multi- 
plying the salesperson iri millions of 
homes. (3) Advertising which merely 
entertains, ties up to passing novelties, or 
concentrates on name publicity there- 
fore is not good, selling advertising. 
(4) Sheaffer advertising features a selec- 
tion of goods as a merchant does, drives 
home a selling idea as a salesperson 


does, and talks the idea as it is talked 
over the counter. 

Sheaffer’s advertising is the selling kind, 
as distinct from the “‘entertaining’’ and 
‘‘name publicity” kind of which we see 
so much. 

The extra effectiveness of selling adver- 
tising is reflected in the facts that, (1) 
Sheaffer’s high-unit Lifetime line ad- 
vanced out of the depression faster 
than any item in Sheaffer’s or any other 
line, (2) Sheaffer leads the pen industry 
in unit of sale, in dollar volume, in values 
for the consumer, and in profit... Deal 
with the leader and be one! W. A. Sheaf- 
fer Pen Company, Fort Madison, lowa, 
U. S. A., The Pen Capital of America. 


SHEAFFER'S 


Sheaffer’s Advertising Is the SELLING Kind 
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HAROLD ATWOOD NOW MANUFACTURERS’ 
REPRESENTATIVE 
Harold O. Atwood, who in recent years has been con- 
nected with Eberhard Faber Pencil Company, has gone 
into business for himself as manufacturers’ representa- 
tive, with headquarters at 71 West Twenty-third street, 





= 











H. 0. ATWOOD 


New York. He will work the New York metropolitan 
territory. 

Mr. Atwood for a number of years, and until last 
month, was connected with Eberhard Faber’s Chicago 
office. He traveled in the Middle West, but later spent 
practically all of his time calling upon Chicago dealers. 
His earlier training was in New York and vicinity. The 
companies Mr. Atwood represents are Frank Mashek & 
Company, manufacturers of high grade brief cases, and 
George E. Fox and Company, maker of an established 
line of desk and chair accessories. He indicates that 
he is in a position to give proper attention to one or 
two additional non-competing lines. It is expected that 
he will establish a good record in his new venture. 


<> 


REGAL BUILDS MINIATURE ROYAL AS 
CIGARETTE BOX 


Fit to grace any desk or table, a remarkable cigarette 
container in the shape of a miniature Regal Royal was 
given as a Christmas gift to friends by Marcus Harwitz, 
president of the Regal Typewriter Company, Inc., 75 
Varick street, New York, N. Y. 

The cigarette box is of metal and was specially de- 
signed for Mr. Harwitz. It is practically an exact 
replica of a Royal standard typewriter with every 
Royal feature faithfully reproduced. Of the four banks 
of keys most are blank, leaving the following words 
in view: “REGAL THE ULTIMATE IN TYPEWRITER 
VALUE.” 

Standing only three inches high and three and one- 
half wide, the miniature machine is painted black with 
the keys and fittings in silver. The entire top lifts off 
to disclose a cavity capable of holding twenty or more 
cigarettes. 

cunviniatitiiesimatinn 
ROLL-O MANUFACTURING COMPANY 
ESTABLISHED 

Producer of a new office specialty, the Roll-O Man- 
ufacturing Company, 6259 North Knox avenue, Chicago, 
Ill., was recently organized by J. G. Weiskopf and Wil- 
liam Schroeder. Mr. Weiskopf was for twenty-two 
years the Chicago representative of Sengbusch Self- 
Closing Inkstand Company. The company is now in- 
troducing the Roll-O desk file to the trade. A descrip- 
tion of the new article will be found in the section of 
this issue devoted to new machines and devices. 
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WE ARE FORCED TO 


ENLARGE 


OUR CHICAGO QUARTERS 


Your good will, constant courtesy 
and loyal patronage have in- 
creased our business to such an 
extent that we must enlarge our 
production facilities. For this 
we thank you and hope that you 
will continue to remember that 


WE ARE “YOUR MAN FRIDAY” 


As “Your Man Friday”? we ask 
only to serve you—we do not and 
will not compete with you—and 
during 1937 you will see that our 
desire to help and to serve is 
more than promises or “‘mouth- 
money.’ We have already put 
into operation a regular plan to 
help Dealers Sell More, and 
make 1937 a 


PROSPEROUS 
NEW YEAR! 


That your New Year_is one of 
Happiness, Prosperity and Prog- 
ress is the sincere wish of the 


AMES SUPPLY COMPANY 


The Dealers’ Supply House and Manufacturers of 
ng-Wear Platens e 


564 West Randolph Street, CHICAGO, ILLINOIS 
37 Murray Street, 583 Market Street 
NEW YORK SAN FRANCISCO 
617 Commercial Place 
NEW ORLEANS 
Atlanta Denver Philadelphia 
Boston Los Angeles Pittsburgh 
Minneapolis Seattle 
Washington, D. C. 











206 Lane Street 
DALLAS 


Cincinnati 
Cleveland 
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NATIONAL 


Typewriter Carbon Paper 




















me ALL PURPOSE .... 


Hi Winning business for | 
Commercial Stationers 
throughout the country, 
this new line makes it pos- 
sible to serve a maximum 
number of requirements 
with a minimum number of 


grades. 








It meets the general de- 
mands of business for cor- 
respondence, manifolding, 
billing, ete., with uniform 
satisfaction. 





It reduces stock require- 
ments and results in better 
service to the trade at lower 
cost. Full details on re- 


quest. 


" Buckeye 
Ribbon & Carbon Co. 





Cleveland, Ohio 


1458-1468 E. 55th St., 
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HOTCHKISS ISSUES IMPRESSIVE CATALOGUE 


A new catalogue which, in addition to containing 
the usual features of such a book, is also a reliable 
guide for salesmen and dealers, has recently been 
issued by the Hotchkiss Sales Company, Norwalk, Conn 

Made up of sixteen pages and dressed in an attrac- 
tive three-color cover, the catalogue is replete with 
many unique and original features which make it in- 





PUB- 
s ED FOR THE BENEFIT OF DEALERS BY THE 
HOTCHKISS SALES COMPANY. 


valuable to those engaged in the selling of stapling 


EW, 16-PAGE CATALOGUE RECENTLY 


N 
LI 


machines and staples. Chief among these are several 
pages of photographs and descriptive matter indicat- 
ing the numerous uses outside of actual office work to 
which the stapler may be assigned with profit and 
saving of time. 

Still other pages are devoted to the many types of 
staplers manufactured by Hotchkiss. These include 
the No. 1, the heavy duty, the HR tacker, the saddle 
stitcher, models HA and HG, HL 40, and the foot- 
operated HL 46. 

Another page contains a number of photographs of 
the machinery and employes engaged in the Hotch- 
kiss plant while the back, inside cover bears a fac- 
simile of the Hotchkiss guarantee. 

ooo ae 
NEWSPAPER LOCATION AND CARPET BUILD SALES 
FOR ARCHENHOLD 


“A newly opened store must make a special effort, 
must present itself to the public in an unusual man- 
ner if it is to go over during those first few difficult 
months,” says W. Archenhold, proprietor of the Arch- 
enhold Typewriter and Office Supply Company, Denver. 

A few simple tricks of management have not only 
kept his store in existence since its October opening, 
but have resulted in a day-to-day increase in traffic 
and sales. 

First of the tricks pertains to location. A small store 
is difficult to find. Instead of 1509 Champa street, am- 
biguous address, Archenhold instructs all his salesmen, 
features in all his advertising material: 

“Across from the Denver Post.” This publishing com- 
pany, known both in Denver and the entire Rocky 
Mountain region, provides the quick and certain land- 
mark which Mr. Archenhold finds a new store needs 
to locate it in the minds of prospective customers. 

Second of the tricks is to impress the customer after 
he has located and entered the store. A broadloom rug 
of rich color blend serves nicely. Particularly since this 
is the only store of its type in the city with a carpet 
on the floor. “It’s a fact they remember,” says Mr. 
Archenhold.—ATW 
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No. 480 SOFA 





Styled by MAJESTIC 


"Styled by MAJESTIC” is positive guar- 
antee of skilled artistry in the crafting 
of materials, hard seasoned woods and 
leathers from the finest tanneries. It is posi- 
tive guarantee that in this eye-appealing 
line is that rugged, sturdy construction for 
years of luxurious service. 


and with it all the MAJESTIC knack of 
producing the finest at popular prices. 
Write to No. 480 CHAIR 





MAJESTIC LOUNGE COMPANY, Inc., BRIDGEPORT, CONN. 






NEW YORK OFFICE AND SHOWROOM 
J2 LEXINGTON AVE 
. 


CHICAGO SHOWROOM 


MERCHANDISE MART 


MIC 


INCORPORATED 





No. 140R 
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The increase in INVINCIBLE sales for 1936 was the largest 
—" in the past seven years. We point that out not to boast, 
>... but to emphasize what we have been telling dealers for some 
time—“GO AHEAD WITH INVINCIBLE.” 
/ “Under the paint” construction features, which furnish the 
dealer with a wealth of strong selling points, have played a 
large part in INVINCIBLE’S steady growth. 


Have You Our Latest Catalog? 


‘ A “sales manual” that is far ahead of the ordinary catalog. 
‘ It’s packed with exclusive INVINCIBLE “under the paint” 


> ) features. Send the coupon below. 


& " “GO AHEAD WITH INVINCIBLE” 
la ; INVINCIBLE METAL FURNITURE CO. 


1 Y Factory and Executive Offices, Manitowoc, Wis. 
a gaan NEW YORK CHICAGO LOS ANGELES 





Seng . °c, Mer. ae 
STEEL FURNITURE Pe Org, | PORN Ee 
. 
DESKS . . . FILE CABINETS Name lite ECO 
Peace re an , 
ee es, 


COUNTERS . . . CUPBOARDS Addre,, 
CONCEALED SAFES . . . LETTER its 
TRAYS ... WASTE BASKETS .. . ETC. 
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NEW ENGLAND TRAVELERS NOTES 


The meeting on Monday, November 23 of the Boston 
Stationers Association was another one of those suc- 
cessful gatherings for which the organization is fa- 
mous. Colonel Henry S. Dennison was the guest of 
honor and principal speaker of the evening and was 
an interested onlooker when the club paid honor to 
four of our “fifty-year boys,” Messrs. McAuliffe, McFar- 
land, Amee and Steele, by presenting them with certi- 
ficates. Col. Dennison, who is head of the Dennison 
Manufacturing Company, delivered an address that 
proved highly interesting and instructive for every- 
one present. 

* * os 

The Adams Stationery Company, known to everyone 
in the industry throughout New England, celebrated 
its first anniversary on December 9. Owner Bill Kush- 
ner and his assistant, Bill Green, have done a grand 
job in the arrangement and window display features of 
this store, which apparently is destined to become one 
of the finest in its territory. 

* * - 

Several stationery businesses in New England are 
busy completing alterations and remodeling of their 
establishments. Among these are Narcus Brothers, Sta- 
tioners, the Capitol Stationery Company, Boston, the 
Springfield Office Supply Company, Springfield, and 
the New England News Company. 

On November 17 our good friend, Abner Pratt, of the 
Boston Stationers Association, celebrated his eighty- 
eighth birthday. The entire club membership extends 
to him our heartiest congratulations and best wishes. 

+ * * 


A recent cartoon which appeared in one of our local 
papers is so timely that a word about it and its purpose 
seems timely, too. The cartoon shows a rollicking 
figure of a man beating a big drum and carrying a 
banner which reads: “BE A BOOSTER.” The noise has 
aroused from meditation the figure of a man deep in 
gloom with thoughts of business and the recent elec- 
tion. The election is over and business is on the up- 
grade. 

+ ” > 

A new addition to the stationery group is the Atwell 
Office Supply Company, Providence, R. I. This new 
organization is formed by a group of young men for- 
merly connected with the Preston & Rounds Company. 
Headed by Wallace Atwell this group has an attractive 
display at Room 322, New Industrial Trust building and 
is evidently headed for a happy future. 

* * > 

It is with regret that we announce the passing of 
Thomas P. Davis, for many years purchasing agent for 
the Travelers’ Insurance Company, Hartford, Conn. 
Those of us who had the pleasure of knowing this fine 
gentleman realize that we have indeed lost not only a 
good and staunch friend but a type of man all too 
scarce today. The club extends to his family and the 
company he represented most sincere sympathy. 

* * > 

The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 

FIELD HOLDS OPEN HOUSE PREVIEW 


The Field Stationery Company, Tulsa, Okla., held a | 


Christmas “Open House” December 9, from 7 to 10 p. m. 
to give the public a “preview” of gift merchandise. An 
invitation was extended through a newspaper ad. Free 
gifts were distributed —ATW 
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For every kind 
of use there's a kind 
of paper that does 
the job better, 
cheaper, easier. Rockwell- 
Barnes has spent years in 
building a compact line of 
commercially profitable 
mimeograph papers that 
covers the whole 0 
field of use. betes: fea . 
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ROCKWELL- BARNES 
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paper 
Pay 














There are colors ga- 
lore... and plenty 
of dollar value... 
and there's a good 


e dealer's profit, toc. 
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ROCKWELL- BARNES 


STREET* CHICAGO 


Sil WEST 38'F 














New Fields 
of PROFITS with 


MEILINK 
SAFE DRAWERS 





FURNACE 
TESTED 


All Meilink 
Safe Drawers 
bear the Meil- 
ink One Hour 
Labels. 


Showing a Ledger Size Safe 
Drawer with Posting Tray 
Equipment. 


New full ball bearing 
drawer slides mounted on 
the bottom of the drawer 
earry heavy loads with 
ease. 


Every Office Needs These Handy Efficient Units 


Unmatched in possible interior features and sizes 
that will meet the needs of the modern office, giving 
fire protection for any combination of records all 
contained in a single unit. 

It is unnecessary to leave important records, cor- 
respondence, etc., without fire protection. The 
Meilink Safe Drawer brings the protection right 
to the worker’s desk. There’s no loss of time—no 
heavy loads to carry from place to place—just roll 
the Meilink Safe Drawer to the desk where the work 
is being done. 


Three Size Drawers 
Letter Size « Cap Size « Ledger Size 


If you do not have the full information on these 
units write or wire today for prices and discounts. 
The Meilink Safe Drawer opens up a new field in 
selling fire protection. 


The Lowest Cost Protection in 
Meilink's History 
& 


Meilink-Built 
Fire-Resistive Products for Every Business 
Office and Home Use 
Provide “Better Protection”—35 Years of Protection Service 
Modern Systems of Cash Protection 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
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BIG SIGN FEATURES DOUGLAS COMPANY 
H. Dorsey Douglas, stationers and office outfitters, 
123 Northwest First street, Oklahoma City, uses an out- 
door advertising action sign which vividly contrasts 
old time methods with modern business. This arrest- 
ing advertising is seen at the intersection of Tenth 
street and Robinson avenue, one of the city’s busiest 


Modern Busines: 
Kapeaad a 


Modern Equipme 








THIS CLEVER ACTION SIGN CREATES BUSINESS FOR 
H. DORSEY DOUGLAS, OKLAHOMA CITY OFFICE OUT- 
FITTER. 


corners. The gentleman of 1876 peddles quite tirelessly 
day and night. 

This sign pointing out the desirability of modern up- 
to-date offices, is a fair gauge of the business house of 
H. Dorsey Dovglas, one of the most completely equipped 
in the Southwest. Known for many years as the News- 
Dispatch, this business was opened under its new name 
and management in September, 1936, by H. Dorsey 
Douglas and his son. ‘ 

The sign was designed and put up by the General 
Outdoor Advertising Company of Oklahoma City, by 
whose courtesy we present the photograph.—EVH 

—> ——_ - 
BARKLEY OFFERS NEW SALES KIT 

As an aid to dealers in merchandising the Findit 
Filing System, C. L. Barkley & Company, 517 South Jef- 
ferson street, Chicago, is offering the accompanying 
sales kit. 

As system selling requires demonstration of the sys- 
tem the Findit sales kit will prove of real value to the 


reo ” 





BARKLEY SALES KIT. 

—This snappy Findit kit 

was created for the pur- 

pose of proving an ex- 

cellent aid of salesmen 

selling indexes. 

stationery salesman who wishes to show customers and 
prospects actual samples of indexes as they will appear 
later in the file drawer. 

Included in the sales kit for the customer’s selection 
are various weights of individual file folders, two types 
of pressboard guides and the celluloid and plain tab 
miscellaneous folder together with complete price list 
of the various subdivisions. 

Dealers desiring to receive this kit, which is compact, 
easy to carry and prepared in durable pressboard cov- 
ers, are asked to communicate with the home offices 
of the Barkley organization. 
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CORNER TO eR EDGE | 


10 FT.-CANDLES 58 FT.-CANDLES — 
2 FEET FROM THE BASE 6" FROM THE BASE 
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Ue’ HITE KNIGHT 


cives a White Light 


.THE RIGHT LIGHT 


It’s a light that’s right because it’s soft—non-glaring—restful! There are 10 
foot-candles of light 2 feet from White Knight’s base. That’s the amount pre- 
scribed by optical authorities as best for the working surface. 

It's a light that’s white because its luminaire is Celestialite glass. Three 
layers of glass in Celestialite filter the light—diffuse it—turn the light of a 
100-watt bulb into a day-like light. 

And White Knight is the right light to sell. It’s the only desk lamp with a 
Celestialite luminaire. It’s styled to harmonize with the finest furnishings in 
home or office. Order White Knight. Use the coupon. 


wove. 34 (illustrated). finished in Gunmetal and Silver or Statuary 
Bronze and Silver—retail list $13.50. oTHER MODELS to retail at $16.50 








GREIST "MANUFACTURING COMPANY, NEW HAVEN, CONN. 





Please send us sample White 


Knight at regular trade discounts NAME 


Please send us complete sales ADDRESS 


information and catalogue page Signed___ 





THE WHITE KNIGHT 
Celestialite LUMINAIRE 


(shown in dotted lines) in- 


creases salability because 
it diffuses soft, white light 


and eliminates eye strain. 
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So that dealers and their customers alike may benefit, still 
further improvements have been made in the best-selling line of 
metal hand band stamps on the market. 

The purchasing agents of 1937 will be induced to buy greater 
variety of stamps to meet their requirements, 
when they can select from such a compre- 
hensive and well-planned line as the “Crown.” 
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Improvements 


@ An entirely new and complete 
line of condensed numberers 
has been added. 





@ Minor, but significant mechanical changes in self- e 
inkers have been effected. Alphabet 
@ Better dealer margins, and lower prices are provided. Stamps 
@ Two and three-band sizes, as well as many inter- e 
vening sizes have been added to the regular line of Word Printers 
Crown numberers. 
N f] i] j — : Th ‘ . 
@ New, flat-sided h indies, imprinted with the “Crown 
trademark provide a more comfortable grip, and Triumph 
give the stamp a “front” and a “back” side to pre Self-Inkers 
vent inversions 
e 
i ee Zenith 
ey VOKICI UWI NVA 1 Self-Inkers 


9s 45 | 

7 1 Dee 23) 3% 
CYMCEITED WNVE 09 be 
CHVBEEDEEB IJ Joy. 
yy PHI bbEDIWN ~~ To 


THE SUPERIOR TYPE CO. 


3940 Ravenswood Ave. 
Chicago, Illinois 


‘ (Las gean pe et! 


BRANCH WAREHOUSE 
268 Market St. San Francisco, Calif. 
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TWO SMITH-CORONA AGENCIES OPENED 
A. B. Boyd of the Boyd Printing Company in Panama 
City, Fla., has been made agent for L. C. Smith and 
Corona typewriters in four counties. 
An agency for L. C. Smith has been opened in Baton 
Rouge, La., by L. C. Jackson, formerly of Montgomery, 
Aia., where he was connected with another firm.—_RHB 


> $= >—_—- 
PACIFIC NORTHWEST NOTES 

Fine new Seattle sales rooms and headquarters were 
taken in December by L. C. Smith & Corona Type- 
writers Inc. Long a landmark in the ground floor 
of the towering L. C. Smith Building, a monument 
to the maker of these machines, the Smith and Corona 
organization has now taken space at 906 Second ave- 
nue, in the center of Seattle’s “Threadneedle Street” 
or financial and business center, with its investment 
offices and retail stores. 

F. B. Eylar, manager of the Seattle branch, which for 
years was a drop-in place for office help, employment, 
and public use of machines, as well as sales and dis- 
play headquarters, at Second and Yesler Way, has 
chosen in the new location one-third more floor space, 
as well as a more central site. 

Prominent new space in “Office Row” makes this 
typewriter sales and service branch one of the largest 
typewriter stores of the city. The head of the fine new 
setup in Seattle, Mr. Eylar, who knows his typewriters 
from A to Z, has had change of the local office for the 
past score of years. 


* * * 


Glenn Belford, the Portland (Ore.) manager of the 
Dictograph Sales Corporation, delivered a notable ad- 
dress recently on “Practical Sales Psychology” before 
the members of the East Side Commercial Club at their 
club headquarters in Portland. William O. Munsell, 
president of the Mitchell-Lewis-Staver Company, was 
chairman. 


* * 7 
One of the newest outlets for stationery, office and 
school supplies in Bremerton, Wash., “The Navy Yard 
City of Puget Sound,” is Harman’s Variety Store, estab- 
lished at 318 North Callow street, with a large stock of 
such wares, in the city where a New Navy is being 


constructed. 
. . > 


Two typewriters were stolen from The Pettinger 
Company at 105 Cherry street, Seattle, recently, when 
thieves tossed a brick into the display window and re- 
moved the two machines,—the crime being discovered 
the first thing in the morning by W. H. Bridges, janitor 
of the Lowman building. 


a7 + . 

Rising phoenix-like from recent ruins will be a new 
pencil mill in Roseburg, Ore. This will replace the mill 
at Oakland destroyed by fire several months ago, which 
belonged to A. F. Saar. It will manufacture pencil 
Slats. Work was started this December on a site pur- 
chased by the A. F. Saar pencil stock mill interests in 
the northeast section of Roseburg. Cedar for the new 
Oregon plant has been contracted in the Roseburg 
area, extremely rich in cedar. Negotiations with pencil 
manufacturers have yielded orders for operating the 
new mill for a five year period, with the employment 


of fifty men and women. 
. a * 


Doing an intrastate business in typewriters, Hunt & 
Brown have opened fine new sales and display rooms 
for a diversity of typewriters at 1108 Fourth avenue, 
Seattle. These sales rooms, opened over a spacious 
groundfloor area, are for Woodstock typewriter sales, 
and for intrastate business. A long interior with excel- 








IMPERIA 
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POLICY 
BACKS THE DEALER 


Imperial believes that the public can 
be served best by the retail dealer. 
Imperial therefore backs the dealer 
against direct selling competition— 
referring inquiries to the dealer and 
helping him sell more carbon paper 
and typewriter ribbons. 


This is not a passive attitude — it 
means active cooperation with Im- 
perial dealers everywhere. It resulted 
in the development of the Imperial 
Carbon Paper Merchandiser—one of 
the greatest forces ever devised for the 
dealer’s aid in selling carbon paper. 
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Tue Imperial Merchandiser is a handy portfolio of carbon 
paper information. It enables any salesman to compete for 
carbon business on an intelligent, service giving, money saving, 
profit making basis. It gives the confidence that enables men 
to go out and really sell carbon paper. 


With the Imperial Merchandiser and Imperial Ribbons and 
Carbons you have all the facts and the right line to meet direct 
competition on both quality and price. Imperial invites com- 
parison on every selling feature. Write for the story now and 
begin to profit from the Imperial policy. 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer’s Viewpoint 
@ Owned and Operated by PEERLESS KEY CO., INC. 
401-407 Mulberry St., Newark, N. J. 
321 Broadway, New York 19S. Wells St., Chicago 


RIBBONS and 
CARBONS 
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SELLS ITSELF! 


DORSON, JR. 
THE DEPENDABLE 


Time Stamp 


Distributors: 


Consolidated Stam 


*® MAKE this test. Put DORSON, Jr. 
and any other time stamp before your 
customers and see how—time after 
time —‘‘the time stamp built by time 
instrument experts’ is their prefer- 
ence! This is no idle boast. DORSON, 
Jr., with its many purposeful and serv- 
iceable features, is the time stamp 
that sells itself—the fastest selling on 
the market today. Many years ahead of 
the field, DORSON, Jr., is designed 
and constructed for the ultimate in 
rugged endurance and indisputable 
accuracy and is backed by an uncon- 
ditional guarantee! A patented ink 
stand keeps type off ink pad when not 
in use, so that printing dial does not 
gum nor rot as commonly occurs in 
ordinary stamps, yet DORSON, Jr., 
may be used on any ink pad! A hand- 
set dater sets day, month, year, A. M. 
or P. M., with a simple turn of a wheel, 
while the 40 hour lever clock move- 
ment gives unparalleled service. 
DORSON, Jr.'s superiority is apparent. 





The Superior Type Co 
190 Ravenswood Ave 


San Francisco, Calif 


San Francisco, Calif 


fhe Eagle Stamp Works 
1@ N. Franklin St. 








Counter display card litho- 
graphed in fourcolors, 14" 
Free. Write today! 
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lent window displays features the new Fourth avenue 
setup close to the public library and the business in- 
terests of the city. 


7 * * 

The Office Supply, Inc., was recently formed and in- 
corporated at Aberdeen, Wash., with capitalization of 
$2,500, to deal in office supplies and equipment in that 
Western Washington city, in the heart of the lumber 
industry. Incorporators of this enterprise are M. J. 
Welsh, W. K. Welsh, and G. N. Gunderson. 

= * cal 

Since the Tacoma public schools do the purchasing 

of text books and supplies for the children, the schools 


| of that Puget Sound community are spending more 


than $20,000 this year for new books. According to Carl 


| G. Caddey, secretary and business manager of the 


Tacoma school board, this amount will cover new addi- 
tions and replacements. It was thirty years ago that 
parents of the city stopped buying books for their chil- 
dren, and centralized such purchases with the school 
district, using tax money for the purpose. Mr. Caddey 
has estimated that it would cost citizens individually 
$80,000 to buy such books separately as the school 
board buys collectively for a figure one-fourth as large, 
—which is approximately the annual outlay for such 
school books. 


> + * 

Building greater interest in Underwood typewriters 
and their speed possibilities, Chester Soucek of New 
York City, world’s amateur typing champion, was fea- 
tured at the schools of Seattle, at Tacoma, and Port- 
land, as well as other places in the region, recently. 
Wherever he went in the Pacific Northwest, enthusias- 
tic crowds greeted his great work on the Underwood 
machines. A heavy itinerary was arranged for him by 
H. K. Ehrsam, Portland manager for the Underwood 
Elliott Fisher Co., in the Oregon metropolis, as Soucek 
did his stuff for high schools, business colleges, the 
local Breakfast Club, Chamber of Commerce forum 


| and in the spacious auditorium of Meir & Frank, a 


leading department store of the Coast. 

This great performer on the typewriter demonstrated 
stunts that were new and original to onlookers in the 
region who watched his rhythm, concentration and 
lightning change of papers, as he submitted to an in- 
terview while writing at terrific tempo from unfamiliar 
copy, and turning out two hundred typewritten words 


a minute from more familiar matter. 
+ = > 


“Two Salesmen in Search of an Order’—this was the 


| highly interesting and entertaining sound film which 


was presented to Kiwanians in club meeting assembled 
at Portland, Ore., by the Dictaphone Sales Corporation 


representatives in the Oregon community—CML 
——_——_—_ 
WINCHELL SEES DANGER IN RAILROAD BILLS 
Declaring that the American people face a revolution 
in the industrial life of “their greatest private enter- 
prise,” B. L. Winchell, chairman of the executive com- 
mittee of Remington Rand, Inc., last month issued a 


| Statement condemning government ownership of the 


railroads. 

In stating that government ownership and control of 
the nation’s railroads had become more imminent than 
ever before, Mr. Winchell pointed to three bills intro- 
duced in the last Congress calling for such control of 
all Class 1 railways in the United States. 

After explaining that the three bills in question are 
the six-hour day bill, prescribing six hours as the basic 
day with the present basic day’s pay; the limitation of 
train lengths to seventy cars or one-half mile in the 
case of freight trains and fourteen cars for passenger 
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There are many sizes and 
styles of Globe-Wernicke 
visible record equipment 
for every record-keeping 
acto sbSba-beat- bel SUD of -ba-Saha-te! 
features have many dis- 


tinct advantages for users. 


This inexpensive visible 
record book has all the 
FYe he baba-(ei-\-S cole bale Mb baler te) te 
net type equipment, in- 
rod bbUs bb ate ME} o1-\-\s Me} Me) o\-se- bales ae 
perfect visibility and 
durability. 
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Service 




















SOCIAL SECURITY LAWS HAVE 
CREATED A VAST MARKET FOR 
G/W VISIBLE RECORD EQUIPMENT 


‘Cash in'’ on the greatest opportunity you have ever had to sell Globe- 
Wernicke visible records. Federal and State Social Security laws have 
created a tremendous market for this equipment. 


Globe-Wernicke offers an inexpensive, efficient and economical system 
with approved forms for employment and payroll records. It reduces work 
and expense to a minimum and eliminates costly penalties due to improper 
and incomplete tax returns .. . A wide variety of book and cabinet type 
equipment is provided to meet the requirements of any concern, regard- 
less of size. 


The Globe-Wernicke visible record system can be applied to every division 
of a business—purchasing, production, stock, sales, credit, advertising, 
payroll, etc. Thousands of stock and special forms are available for every 
record-keeping requirement. 


Investigate the possibilities for making money with this profitable line— 
there are countless prospects in every community. Write today for infor- 
mation about our proposition for dealers. 


Globe-Wernicke 


Cincinnati, Ohio 










MAKERS OF OVER 4 ITEMS NEEDED IN ‘¢ 


and W melita atta re, Filing Equipms Bookcases, Pa 
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1937 CHICAGO 





National Business Show 


America’s Efficiency Exposition 


Stevens Hotel Exhibition Hall 
March 22nd to 27th inclusive 





For progressive business 
people in the Great 
Central Market seekin3, 
better ways to meet 


better business. 


NATIONAL BUSINESS SHOW COMPANY, INC. 


417 South Dearborn Street, Chicago 
50 Church Street, New York 
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trains, and the full crew bill which specifies the number 
of men that trains of given length must employ, Mr. 
Winchell said: 

“The annual cost of these bills has been estimated 
at $336,000,000 for the six-hour day, $150,000,000 for the 
train length limitation and $70,000,000 for the full crew 
bill, a total of $586,000,000.” 


euinietitiiiteiandi 
“LIBERTY SLANTS” FEATURES BANKERS BOX 
INSTALLATIONS 


Featuring illustrations of notable installations the 
December issue of Liberty Slants, issued by the Bankers 
Box Company, Chicago, made its appearance recently. 
The booklet carried a glowing account of business im- 
provement all over the country and stated the com- 
pany had just completed the best twelve months in 
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BANKERS BOX DID IT!—This huge installation was re- 

cently made by the Bankers Box Company for the City of 

Detroit and is but one of many such jobs performed by the 
well-known Chicago firm. 


its eighteen years of manufacturing Liberty storage 
boxes and binders. 

Of the many illustrations pictured in the issue one 
of the most interesting was that of the record storage 
rooms of the city of Detroit where records stored to the 
ceiling are gradually being concentrated in one build- 
ing for the many departments of the city. Liberty 
storage boxes are used exclusively in this building for 
the permanent storage of inactive city records. 

In explaining why double shift factory schedules 
have been maintained since July, H. L. Fellowes, presi- 
dent of the company, said: 

“Improved business conditions in general and the 
fact that during the depression many firms delayed 
making permanent provision for their inactive records 
account for the sharp upswing in the company’s pro- 
duction during the past year. Although 1936 set a new 
record we confidently expect to eclipse that one when 
December of the new year approaches.” 


8 
WATSON CONDUCTS INTERNATIONAL GOODWILL 
BROADCAST 

Utilizing a world-wide radio hookup branching from 
the Mayflower hotel, Washington, D. C., Thomas J. 
Watson, president of the International Business Ma- 
chines Corporation, conducted an international good- 
will broadcast to the seventy-nine countries in which 
the company is represented on November 25. 

Besides Mr. Watson the broadcast included J. E. Holt, 
IBM European general manager, speaking from the 
company’s headquarters at Geneva; C. R. Ogsbury, 
IBM executive assistant, speaking from Bucharest; J. H. 
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HAPPY NEW YEAR 


We gratefully thank our many dealer friends, who by 
their support have helped us develop our business, and 
today STEBCO is recognized as the most outstanding 
Business Cases in this country. We pledge ourselves to 
serve you faithfully, maintain leadership, increase the 
quality, the service and values of our goods, so that 
your sales, and profits, will be increased. 
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4 and 
6 Pocketer 


A modern con- 
venient case for 
carrying large 
capacity of ma- 
terials with 
pocket separ- 
ators. Stands 
upright, opens 
wide, with two 
strong handles. 
Numbers 9-130, 
9-134. 


Se 
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MODERN SALESMEN PREFER STEBCO 


2 Way 
Zipper 


Brief Cases 


rhese eliminate 
clumsy straps, 
and useless 
weight and bulk. 
Three roomy 
pockets with 
ratented 
“UCK-A-WAY 
handles in a 
complete price 
range. Numbers 
8-301, 8-303, 


8-305. 


Have you our 
latest catalogue 
and price list? 





Stein Bros. Mfg. Co., Inc. 
564 W. Adams St. Chicago, Ill. 


NEW YORK OFFICE AND DISPLAY ROOMS 
Empire State Building, Mr. E. R. Manning in charge 


SAN FRANCISCO OFFICE 


833 Market Street, Mr. Herman Halper in charge 
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SPEEDWAY 
“TENS” 


start a MILLION new users 








An efficient 
punching gauge 
in each box of 
ten Speedways 
gives instruc 
tions and sug 
gestions for 





their use. 
Now, Speedway, the great file fastener with 
absolutely smooth, completely covered prongs 
and lightning-swift finger-tip action, adds to 
its original package of fifty this handy low- 
cost package of ten which will start hosts of 
new users by attractive educational display 
on your counter. STUDENTS, HOUSE- 


WIVES, TRADESMEN, ARCHITECTS, 
DRAUGHTSMEN, and ARTISTS will bind 
Lesson Sheets, Paid Bills, Receipts, Plans, 
and Drawings with Speedways when they see 
the marvelous possibilities of keeping papers 
in order with little effort and very low cost. 





"gp 


This attractive, col- 
orful sales self-start- 
er has ten boxes of 
ten Speedways 
With top cover re- 
moved, circular 
back pops up. No 
bother! The “Tens” 
are already packed 
at their proper angle 
for display 








PARROT SPEED FASTENER CORP. 


37-18 NORTHERN BLVD., LONG ISLAND CITY, NLY. 
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Raymond, of the IBM French organization, speaking 
from Paris, and J. Polski, of the IBM Polish organiza- 
tion, speaking from Warsaw, Poland. 

In announcing the broadcast Mr. Watson said: 

The purpose of the broadcast is to demonstrate to our 
more than 9000 employes and to the listening public in 
Europe, North and South America, Australia, Africa 
and Asia the extent to which their mutual welfare is 
enhanced and their mutual security protected by the 
free interchange between the nations of men and meth- 
ods, ideas and ideals, as well as commodities and serv- 
ices.” 

> 
BUSE SETS RECORD ON 63RD BIRTHDAY 

Harry W. Buse, who some years ago was prominently 
identified with the typewriter industry in Philadelphia 
but left it to enter the insurance field, last month 
added a new record to his string as part of his sixty- 
third birthday anniversary. 

Mr. Buse, who graces the sales staff of the Penn 





H. W. BUSE 


| Mutual Life Insurance Company with his presence, in 
November became one of the four leading agents of the 


company for the number of life insurance policies writ- 
ten and paid for. This was a total of twenty-five, 
twenty-three of which were $1000 ordinary life rate 
endowment policies. The total value for the entire 


| number was $69,665. 


On the occasion of his sixty-second birthday Mr. 
Buse also was honored by his firm when he was made 
the recipient of a gold pencil. At the same time he 
was reélected to the post of secretary of the Delaware 
County Association of Burgesses and County Commis- 
sioners in his “old home town” of Ridley Park, a few 


| miles from Philadelphia. 


SE 
“HARTER HIGHLIGHTS” GROWING 
The latest issue of Harter Highlights, a monthly bul- 


| letin issued by the Harter Corporation, Sturgis, Mich., 


is showing signs of substantial progress by totaling 
eight pages and cover. 

The growth of this house organ, which made its first 
appearance last August, is realizing a hope expressed 
by officials of the corporation in the first issue which 
read: 

“If we regularly get enough sales ideas to pass along 
we can make Highlights interesting and valuable—our 
success depends on those out on the ‘sales line.’ ” 

eee 
UNIVERSAL APPOINTS HAMLIN PRESIDENT 

Walter J. Hamlin, former vice-president of the Dixie- 
Vortex Company of Chicago, has been elected president 
of the Universal Paper Products Company, 140 South 
Dearborn street, Chicago. 
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DUPLICATOR 





Americas Finest Low-Priced Duplicator 


GENCO 
ALL-STAR FEATURES 


* Sensational new drum de 


sign 2 lb. ink at one inking 

* Inside mechanical ink dis 
tribution 1bsolutely leak 
proof. 

*® Printing surface 8x14 
inches. 

*® Printing Range adjustment 

lowering or raising 

position 

* Speed 2,000 pies per! 
hour. 

*® Absolute I I str 
tion. Positive paper stor 

* Feed board takes 100-20 
heets at one time 





Perfect copies, speed, absolute registration, uniform inking, 
positive paper feed, the claims you have heard loud and 
often for every duplicator become actualities in this new 
GENCO Duplicator. In performance, mechanical equipment 
and perfection it rivals machines many times its price. 


Experienced operators attain sensational speed — speed 
which can be maintained for hours. Yet it is so simple and 
fool-proof even the novice can make perfect copies quickly. 
Every part has been painstakingly designed, carefully made 
and fitted. This new GENCO is not merely another stamped 
job, but fully machined to unusually close tolerances. 


But you will want to see this marvel yourself—to try it—to 
test it. Write at once! There are territories still available. 


GENERAL DUPLICATOR CORPORATION 


148 Lafayette Street, New York, N. Y. 
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The Hew 


SUPER-PRONTO 





1937 Model.--the File that has everything 


NO OTHER CORRUGATED BOARD STORAGE FILE OFFERS AS MUCH. Compare! 


1. IT HAS AN AUTOMATIC STOP 4. IT HAS SIX ROLLERS 
: IT HAS SLIDING SUSPENSION 5. IT 1S FIRE RESISTIVE 
3. IT HAS AN ALL STEEL BACK PRONTO FILE CORP., 636 B'WAY, NEW YORK,N. Y. 


RONTO “oract 


PAT. NOS. 2012857 - 2061485} 
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SEATTLE NEWS NOTES 

H. O. Harvey, Seattle manager of the Wholesale Type- 
writer Company, was elected president for the year 
1937 of the Seattle Typewriter Dealers Association at 
a regular semi-monthly meeting December 1. U. G. 
Moore was named vice-president; Don Johnson was re- 
elected treasurer and Edward Phelan, secretary. 

Retiring President Roper reviewed the past year and 
the incoming head, Mr. Harvey, requested every dealer 
to give his coéperation during the ensuing year. Pres- 
ident Harvey declared he would outline a statement of 
policy for the association at the next meeting. 

Trade practices and the policy of assessing a carrying 
charge for typewriters purchased on time contracts 
were discussed. 

The majority of the dealers reported healthy in- 
creases in trade up to the start of the Pacific Coast 
maritime strike. Despite labor troubles, they declared, 
business was still ahead of the previous year’s records. 
They expressed the opinion that it would have been 
equal to the year 1929 in dollars and cents volume if 


the marine strike had not occurred. 
= +. 


Credit information was exchanged, together with 
discussions of suggested price schedules, advertising by 
certain members, pawn shop listings and discounts on 
retail sales, and policy of putting on carrying charges 
for all time payments featured the semi-monthly meet- 
ings since the first fall gathering on October 6. 


* * - 

Among the November visitors to dealers’ stores in 
Seattle were B. A. Torson, Pacific Coast portable rep- 
resentative for the Underwood Elliott Fisher Com- 
pany with headquarters in Portland, Ore., and Harry 
Thor, assistant portable sales manager, and George 
Stimpson, field representative for the Pacific North- 
west, of the Royal Typewriter Company, Inc., with 


headquarters in Portland, Ore. 
esses 


Gef Fink, who has been manager for several years of 
the Seattle office of the Underwood Elliott Fisher Com- 
pany, left December 1 to assume his new duties as 
manager of the company’s office in San Francisco. 
Cy Young, in charge of the typewriter department in 
that city for the company, will return to Seattle to 
take Mr. Fink’s position. Mr. Young was formerly 


manager of the Seattle office. 
7 = > 


A real Christmas spirit prevails both outside and in- 
side the typewriter stores in the University District of 
Seattle. The streets are lavishly decorated. Both the 
University Book Store and the U. Mimeo & Typewriter 
Company feature Christmas windows with typewriter 
themes. The former store is beautifully decorated on 
the interior. Typewriter sales, especially in portables, 
have shown an increase.-—JCJM 


= —<—j-—____- 


ROYAL’S RADIO CONTEST IS BIG SUCCESS 

“The Royal Typewriter Football Round-Up” with 
Eddie Dooley, the popular radio program sponsored by 
the Royal Typewriter Company and heard by thousands 
of listeners throughout the country on a basic Colum- 
bia network, is drawing to a fitting climax in Royal’s All 
American contest. 

This contest found instant favor when it was first 
announced over the air and as the closing date for en- 
tries approaches, thousands of All American ballots 
poured into Royal’s offices in every mail, giving further 
proof of the popularity of the program. 

The rules of the contest require the contestant to 
name an All American football team, pick the outstand- 
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TURN OVER AWZléw LEAF 
Let 
Give You a Fresh Start on this 
Profitable Business of 


MAKING DATES PAY! 


Rubber band daters, with the stamp pads that they 
always require, are so much taken for granted in 
modern business, that practically no office is with- 











out them. 

With such items you have large volume .. . 
gratifying profits. And with the new, streamlined 
FUL-KLEEN Dater, Service and Fulton Daters 
and Dri-Kwik and Fulton Stamp Pads, you have 
the trade’s leading lines, with ALL of the advan- 
tages of brand-recognition, quality, uniformity, and 
service. Let FULTON show you of ALL the uses 
there are for daters; how you can sell daters in real 
volume, for many uses that you're probably passing 
up right now. 


THE BIG SELLING SEASON IS HERE! THE END OF 
EVERY YEAR THE DATES EXPIRE ON THE BANDS 
OF HUNDREDS OF THOUSANDS OF DATERS! WRITE 
OR WIRE US FOR DETAILS NOW TO GET IN ON 
MAKING DATES PAY BIG PROFITS! 


SERVICE DATERS FULTON DATERS 
FULTON SELF-INKING STAMP PADS 
DRI-KWIK STAMP PADS DRI-KWIK INK 
FULTON SIGN & PRICE MARKER INK 
FULTON STAMP PAD INK OPAQUE INK 

INDELIBLE RUBBER FULTON SIGN & 
STAMP INK PRICE MARKERS and 
BUSINESS PRINTING 
OUTFITS 
FULTON STAMPING 
& COLORING TOY 
SETS 
TOY PRINTERS 
RUBBER TYPE 



















SPECIALTY 
Elizabeth, N. J. 


co. 





Sales Office: 200 Fifth Avenue, New York City 
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ACCO FASTENERS 











i E new So- 


cial Security 











Legislation 


creates a new 








problem for the 





























employer. The 





keeping of per- 
sonnel records of employees has become 


mandatory. 


* With this obligation has come an added 
appreciation of ACCO Fasteners for the 
part which they play in keeping such rec- 


ords economically secure. 


* The bigger the firm, the better the pros- 
pect. Wide-awake dealers can sell hun- 
dreds of thousands of ACCO Fasteners. 
The business is there. The necessity has 
been created. Go out and get your share 


of the new business. 





PRODUCTS INC. 
39th Ave. and 24th St. 
Long Island City, N. Y. 

CANADA ENGLAND 


Acco Canadian Ltd. Acco Company Ltd. 
Toronto London 
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ing player and tell why he is considered the most out- 
standing. Royal has offered a total of $1000 in cash 
prizes to the winners of the contest. 

Royal portable dealers have reported that Christmas 
prospects, attracted by Royal’s radio program, are com- 
ing into their stores in greater numbers than ever be- 
fore. 

> 
SCHOOLEY LEASES NEW HOME 

Ending an occupancy of their former quarters which 
lasted for thirty-one years, the Schooley Printing & 
Stationery Company, Kansas City, Mo., has taken a 
five-year lease on a four-story building at Fifteenth 
and Walnut streets. 

The lease on the new home of the veteran company 
was obtained from Mrs. Edwin W. Shields by Arthur 





A. SCHOOLEY 


Schooley, president of the company bearing his name. 
The location will give the firm 25,000 square feet of 
floor space, a moderate increase over the present build- 
ing at 718 Delaware street. The principal factor in- 
volved in the moving job, according to Mr. Schooley, 
is that the new quarters with fewer floors provides a 
more convenient manufacturing arrangement than was 
available at the Delaware street building with its six 
stories. 

The company was launched in 1893 when Mr. 
Schooley and Edward Kellogg Baird opened an office 
in the New York Life building as a distributing agent 
for a New England manufacturer of carbon papers and 
ribbons. This connection is still in active operation. 

Later a general line of office supplies was added and 
the company moved to Eighth and Wyandotte streets. 
In 1905 another move was made, this time to the pres- 
ent address where a printing and lithographing plant 
was installed. Office furniture and filing equipment 
was also added. 

The Schooley Printing & Stationery Company now 
operates in three departments, the commercial sta- 
tionery, office equipment and printing and lithograph- 


| ing in the Kansas City Trade territory. 


In addition to Mr. Schooley the officers of the organi- 
zation are Owen A. Teague, vice-president; Kellogg 
Smith, treasurer, and Joseph D. Landes, secretary. 
Roy S. Moreland and Frank L. Rutherford are direc- 
tors. 

<i 
BURROUGHS LEASES FORT WAYNE STORE 
The Burroughs Adding Machine Company, 112 East 


| Washington boulevard, Fort Wayne, has leased the 


property at 120 West Jefferson street, in the Interna- 
tional College building and will move to its new quar- 
ters after the first of the year —AK 
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Presentin g 


THE CORRIAN. 


Corry-Jamestown takes pride in presenting to the trade—a new file 


the CORRIAN-—an entirely new conception of low cost file value. 


The Corrian was designed to give real convenience and service to the 


READY FOR user. Never before have so many quality structural features been 
DELIVERY available at an economy price. 
JAN It offers sturdy spot welded case construction reinforced side mem- 
5 bers—over size case hardened drawer rollers—double drawer heads 
1 51H positive lock compressors—enduring baked finish and many other 
_~ features—including 51% inches extra filing space. 


* This new line will be ready for shipment Janurary 15th. Write or 
wire at once for complete details and floor samples. It will be neces- 


sary to act quickly to assure prompt deliveries. 


\ 


\ CORRY-JAMESTOWN MANUFACTURING CORP. 


CORRY, PENNSYLVANIA EXPOART OepT 














OFFICE APPLIANCES 


QUALITY DEMAND 


Is Back Again... 





and 


PINNACLE 


is PROVING IT! 


Price” alone isn’t as powerful an argument as it was a year or two ago. 
“Quality” has again come into its own. And your customers are willing 
to pay for it now if you can give it to them. 

Even in the face of the severest price competition of the depression the 
Quality of PINNACLE Carbon Papers was always maintained. The 
inevitable result, in the form of constantly increasing demand for 
PINNACLE, is now being enjoyed by progressive dealers everywhere. 
Your customers, too, will appreciate the outstanding superiority in value 
and service which PINNACLE gives them. They will appreciate the 
“Quick Extraction” feature, the beauty and uniformity of write, the long 
wear, the true economy which only quality can give. 

Your profits from PINNACLE sales will soon prove that “there IS a 
difference” in carbon paper business. Let us give you the details—now. 


CoLuMBIA Rippon & CARBON Mere. Co., INc. 


Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
ENGLAND AUSTRALIA 
Columbia Ribbon & Carbon Mfg. Co., Ltd Columbia Ribbon & Carbon Company (Australia 
22 Bush Lane, London, E.C.4 66 City Road, Sydney, N.S. W. 
ITALY 


Columbia Nastri E Carta Carbona, S. A. Via Tito Livio No. 6, Milano 134 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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NEWS NOTES OF THE WIS-ILL CLUB 


The Wis-Ill Club has a guest book. It was donated 
by George Cormack of Wilson-Jones Company. The 
first visitor to sign it was John Carroll of Temple & 
Carroll, stationers at Galesburg, Il. 


* * * 


At the suggestion of Harold Hampton, the Wis-Ill 
Club has extended its activities to include the fifth dis- 
trict. This will be permanent or until such time as a 
new travelers club is organized for that territory. The 
membership has been opened to all travelers covering 
all or any part of the district which includes Indiana, 
Michigan and Ohio. A committee composed of Charles 
Consodine, Wallace Pencil Company; Harry Balch, 
Quality Park Envelope Company and W. J. Dalton, 
Bankers Box Company and Noesting Pin Ticket Com- 
pany, was appointed to represent the club in confer- 
ences with Mr. Hampton. It is expected that later a 
special secretary for the fifth district will be appointed. 


> * . 


The territories which will be included in the Wis-IIl 
Club activities are West Virginia (except Wheeling), 
Ohio, Indiana, Michigan (Southern peninsula), and 
Kentucky. 

* * « 

Norman Pearce, handsome Chicago representative of 
Eberhard Faber and pioneer member and official of the 
club, will be missed from the weekly gatherings soon 
when he goes to the New York office of his firm to 
which he has been transferred. When the announce- 
ment of the transfer was made at a recent luncheon, 
Norman was voted a life membership in the organiza- 
tion for which he had done so much in the past. 


* * #* 


A new drive for substantial members for the club is 
on. You are urged to propose such men to the body. 
In the territory, there are scores of good men whose 
memberships would be a credit to the organization and 
they should be with us. 


x * * 


Al McLean, transferred to the New York territory re- 
cently, paid the club a return visit after being in New 
York city for a couple of trips. He brought a new 
“game” said to be wowing the 12:30 Club in N. Y. C. 
Somebody whispers a letter to somebody and then suc- 
cessively each member calls off a letter of the alphabet 
and when somebody calls the letter that somebody 
whispered to somebody, then somebody gets a free 
lunch. Bill Dalton, of Bankers Box, says there is no 
sense to it—he has had to pay for his lunch right along. 


* * * 


Plans are being formulated for the second birthday 
party of the Wis-Ill Club which is to take place on 
February 22. Details of the events will be announced 
later. 

* . * 

In case you don’t know, Fred D. Fenne, who is now 
with the Victor Safe & Equipment Company in the 
Texas territory, is located at 4127 Hall street, Dallas. 

———<+>_ 
MIDWEST TRAVELERS’ ROSTER PRAISED 


Officers and members of the Midwest Travelers Club, 
Kansas City, Mo., last month reported the receipt of a 
large number of complimentary letters from travelers 
and stationers of the Eighth District on its recently 
issued roster. According to Fred C. Schaefer, of the 
Sanford Manufacturing Company, and president of the 
club, the roster service will be maintained as a perma- 
nent feature of the organization. 
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MAKE 1937 
A PROFIT YEAR 


1937 is here! Will it bring you 
more sales, more satisfied cus- 
tomers, greater profits? 


















Cn 


NOW is the time for you to decide 
to make 1937 a better and more 
profitable year with the VAIL Line 
of quality paper clips, pins, brass 
fasteners, staples, thumb tacks, etc. 


roe VAIL Lane 


offers many advantages 


A broad, liberal dealer policy based 
on co-operation and service. 





Controlled production — every 
manufacturing operation carefully 
performed and supervised. 





Universal customer acceptance be- 
cause of uniform high quality. 


Service—Ample stock always on 


hand at our big modern plant 
insure prompt delivery always. 
When you make up your next 


order let the habit of thousands of 
satisfied dealers be your guide. . . 


MAIL IT TO VAIL! 





Wrile for Price List illus- 
lraling, describing and 
quoting our entire line. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street 
Chicago, Ill. 
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ORDERS CERTAINLY 
“ROLL IN" ON THESE 


DOUBLE BALL 
BEARINGS 


A FAMOUS 
FAULTLESS 


FEATURE ‘ 
© 





No. 2479 Dou- 
ble Ball Bear 
ing Caster with 
2unch Ruberes 


Whee 


The Faultless dou 
ble row of pol 
ished and hard 
ened ball bearings—plus other features of design 
three advantages that catch a prospect's eye for comfort and 
value. 


give 


1. Easier swiveling—because load is equally distributed over two 
complete rows of bearings and raceways. 
2. Smoother rolling—because skillful designing permits use of 
2” wheels, yet with low overall height 
3. Longer life—because 26 hardened ball bearings divide the 
load usually carried by 14. 
Why not offer these and many other Faultless advantages to your 
Write for Catalog and facts today. 


customers this year? 


FAULTLESS CASTER CORPORATION 
Dept. OA-1 


Branches in Principal Cities 


EVANSVILLE, INDIANA 


Stratford, Ontario 


Canadian Factory 
Cushion Chair Glides 
Faultiess quiet 


Cushion Chair Glides 
mountec 


are 
rubber Steel rein 
forcing frame pr ¢ A 
vents nail pulling out ti 
Base is of hardened ? 
| 
| 


teel, copper oxidized, 
‘ to wear 






Desk Cups 
Faultless Unbreakable 
Rockite Cups and 
Ruberex Cups for heavy 
stationary furniture pro 





tect floor coverings. 
Round and square shapes 
Made in harmonizing 
brown shade that will not 


lose color 


FAU 
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OFFICE APPLIANCES 


FILIZOLA OPENS REMODELED STORE 
With the establishment banked high with flowers 
sent by a score of manufacturers, and hundred of vis- 
itors appearing for the occasion, the Filizola Office 
Equipment Company, Fort Scott, Kansas, opened its 
remodeled store at 114 East Wall street on November 21. 
The store, with the exception of the outside walls, 


THE FILIZOLA 

COMPANY.—Located at Fort Scott, 

Kansas, it is reputed to be one of the finest and most com- 
plete office equipment stores in its territory. 


THIS IS THE REMODELED STORE OF 


OFFICE EQUIPMENT 


has been remodeled throughout. A new hardwood floor 
has been laid on the ground floor with a sales deck 
built in the back half of the building, which greatly in- 
creases the sales and display space formerly available. 
This deck is reached by a newly constructed staircase 
which also reaches to the second floor which will be 
used for storage of surplus stock, office supplies, and 


| a display floor for used merchandise. 


A freight elevator has been installed which descends 
to the basement where is the repair department and a 
display section for merchandise other than office 
equipment. 

Visitors to the store on the opening day were im- 
pressed by the huge banks of flowers with which the 
store was decorated. The majority of these were gifts 
from friends and well-wishers of D. Filizola, proprietor, 
who started in business twenty-five years ago with a 
small and modest typewriter exchange shop. Among 
those who contributed the beautiful floral offerings 
were the Wilson-Jones Company, L. C. Smith & Corona 
Typewriters Inc., the Oxford Filing Supply Company 
and the Herald Press, of Fort Scott. 

~~ 
ABM APPOINTS WASSELL VICE-PRESIDENT 

F. Lloyd Wassell has been appointed vice-president in 
charge of sales for Automatic Business Machines, Inc., 
Pittsburgh, it is announced by Brooke L. Jarrett, presi- 
dent of the company, last month. 

Mr. Wassell has been associated with Remington 
Rand, Inc., for the past 14 years, first as district man- 
ager and then as general sales manager. 

Previous to his association with Remington Rand, 
Mr. Wassell was assistant secretary of the Westing- 
house Air Brake Company, of Pittsburgh, and secre- 
tary and assistant treasurer of a Westinghouse subsi- 
diary. He was also associated with the Sonotone Cor- 
poration, of New York City, in charge of sales. He isa 
native of Pittsburgh, a graduate of Academical High 
school there and a former student at the University 
of Pittsburgh, school of economics. 

Mr. Wasseli will devote his entire time to the de- 
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This Year a 
Bigger Demand 
Emphasizing the Service Angle 


—Feature BENTSON Quality 


combination of fine service and low cost. 
now. Full details will be sent you promptly on request. 





For best service, steel is the choice both at time of installation and for 
many years later. The steel case for protection, the steel frame for rigidity, 
units interlocking in a solid structure, the sliding drawer mounted on steel Bentson Mfz.Co. 
rollers are features of the BENTSON line. Two grades are available, in 
letter, legal and invoice, as well as ledger and card sizes, an unexcelled 


Transfer season approaches; act AURORA ILLINOIS 
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THE SILENT SALESMAN 
Place this 3 color-8x10 sign on your counter or in your window for Immediate Results 20 Villion - Wanting Prospects 
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Yo es Social — Carg 
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cect SECURITY CARD 
7.900 i 

i John Doe 
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000.¢ NUMBER 
13-32-36 John Dee ail 
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WITH A 


STACO 





* IT WILL SERVE MANY YEARS- 








Endurable! 


The case is made of acetate cellulose, immune to 
the extremes of weather, is non-inflammable, and 
will indefinitely keep the user’s Social Security 
Card in the best condition. 


Unadorned! 


There are no bordering bands to quickly wear out 
nor obscure the information on the card. It re- 
mains easily legible 


of tgs, Price $9 50 LIST 


Subject to our usual trade discount 


STATIONERS SPECIALTY CORPORATION 
19 West 2ist Street NEW YORK 


STATIONERS SPECIALTY CORPORATION 
19 West 21st Street, New York 
Gentlemen: 

RUSH! AT ONCE! 


boxes (25 each) Social Security Card Pro- 


tectors (Include Free Display Sign) at $2.50 list. 
Usual Trade Discount. 


PMN. 6 iN Ge cadncukawus 5 + kbs Send ae ee 


ee. Peet ee Cir... veldbksee 
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wey A  w / y 9} 5 - interested in additional profits for the 
{ \ “= ane _s \ Le S\A? coming NEW YEAR should have the 
paz ( NY rps DUPLICUT CATALOG on display before 
WES VIN = ees 55 the public. THE TECHNYGRAPH will 
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OSE 


List Price 


help you by furnishing you with a com- 


plete copy of the DUPLICUT CATALOG 


than 150 DUPLICUT 


~V\ Oo $1.00 per showing more 
« 4 \ DUPLICUT of lustrations. 
TWO WRITE US FOR THIS CATALOG! 
eee) ce ILLUSTRA- THE 
TIONS 
The above is a DUPLICUT illustration which can be reproduced on your 
stencil in less than 60 seconds. 
ORDER ONE OR TWO SETS OF DUPLICUTS FROM ONE OF OUR DIS- MANUFACTURERS 
TRIBUTORS NEAREST TO YOU, TODAY! List of Distributors supplied - “ 
ith eaisiog Duplicator Supplies 
TECHNY, ILLINOIS 











PROFIT SECRET 


for Ribbon and Carbon Dealers 


Every ribbon and carbon dealer 
has available a limited number 
of really profitable accounts. 
He can normally expect the 
bulk of these providing he is 
not subjected to the competi- 
tion of his own manufacturing 
supplier. 

Many dealers have eliminated 
completely this type of competi- 
tion by stocking and selling ex- 
clusively the STORMS COM- 
PLETE LINE of ribbons and 
carbon papers. They know that 
the H. M. Storms Company 


A 
“CORDS erer™ 





does not solicit consumer ac- 
counts and cooperates with its 
dealers with price, quality and 
service. Increased business and 
profits for the dealer are the in- 
evitable result. 


Sales jump also because of the 
unique features of CLEAN- 
GRIP CARBON, identified by 
its exclusive built-in curl re- 
sistance; and because of the 
long life and sharp writing qual- 
ity of STORMTEX RIB- 
BONS. 


Write today for full information 


H. M. STORMS COMPANY 


of Carbon Papers and Inked Ribbons. 
BROOKLYN, N. Y. 


Makers of “The Complete Line’ 
561 GRAND AVE. 
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velopment and direction of this new nation-wide sales 
organization which will be created to promote the dis- 
tribution of the company’s product, Robotyper, an au- 
tomatic typewriter designed to produce individually 


typewritten letters in large quantities, at low cost. 
> 


INVENTIONS MADE U. S. WORLD LEADER 

That scientific and inventive genius and a patent 
system which protects them have made the United 
States a world leader in material progress was the 
statement recently of Dean Dexter S. Kimball, College 
of Engineering, Cornell University. 

The statement was made in an address delivered by 
Dean Kimball at Washington on November 23 in con- 
nection with the centennial celebration of the Ameri- 
can patent system and was printed in the December 4 
issue of Scientific News. The statement read in part: 

“The census of 1850 records the national wealth as 
$7,135,780,228 and the per capita wealth as $308. The 
census of 1930 lists the national wealth as $329,700,000,- 
000 and the per capital wealth as $2677. The United 
States, with about seven per cent of the world’s popula- 
tion, owns half the world’s communication facilities, 
nearly half the world’s railways, has one automobile 
for every five persons, whereas the four other leading 
nations have one for every fifty-nine persons; has one 
telephone for every seven persons as compared with 
one for each thirty-five in the other leading four na- 
tions, and one radio for every six persons as against 
one for every seventeen in the same lands.” 

$$ g—____ 


CARLISLE & COMPANY ISSUES NOVEL XMAS CARD 


Somewhat out of the ordinary is a clever and unique 
Christmas card issued to friends last month by A. Car- 
lisle & Company, Upham & Rutledge, Inc., of San 
Francisco, Calif. 

The greeting card was in the nature of a broadside 
which, when folded measured ten by eight inches. On 
the front page was an appropriate greeting with a 
touch of color represented by a sprig of holly leaves 
and berries. 

Opened once, the folder disclosed the following mes- 
sage: “A prosperous 1937 is the cordial wish of each 
member of this organization which your codéperation 
and support has helped to maintain.” 

Opened to its full dimensions of sixteen by twenty 
inches the folder showed fifteen photographs of the 
various officials and members of the firm. 

The card was issued by the company with its De- 
cember issue of Stationery Suggestions, combination 
catalogue and house organ of the firm. 

niatiitinas 
MAJESTIC ANNOUNCES TWO LOCATION MOVES 


In order to provide a more convenient location and 
more spacious quarters, William Berkowitz, president 
of the Majestic Lounge Company, last month an- 
nounced the removal of his New York office and show- 
room to 192 Lexington avenue. 

This location is directly across the street from the 
New York Furniture Exchange and will be of consid- 
erable advantage to dealers visiting in New York for 
the purpose of buying and inspecting lines displayed. 

At the same time Mr. Berkowitz ordered the removal 
of the company’s executive offices from New York to 
the plant at Bridgeport, Conn., where eight thousand 
additional square feet of space have recently been 
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INQUIRIES fF 
| DEALERS 


Se Mrhed 


MANUFACTURING 
200 HUDSON crease 


SELECT 


Velor 
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In Canada, write Markwell Mfg. Co. of Canada, Ltd., 218 Front St., E., Toronto 


NS 








In United Kingdom, write Wm. E. Knight, 2-3 Norfolk St., Strand, London, W. C. 2 





Your left 
tips a hinged card 
to a perfect read- 
ing angle, ‘ 
calculated, veri- 
fied answer” is 
then before you. 





made available. 
For quick service dealers are requested to write | 


directly to the Bridgeport plant rather than to New | 
York City. 





Social Security Act 


Problems 
Solved Instantly by the Meilicke 


—§S$A—Calculator 





hand 


‘a pre- 


payment is payable when 
an employee has earned a weekly salary of $48.00 for eleven 


For example: What *“‘Lump Sum” 
years? And what will his “‘Monthly Benefit’? amount to if 
after eleven years he has reached the age sixty-five years? 
Then, in addition, the Calculator shows the exact tax to be 
por gem Fy from any earned wage at rates .9%, 1%, 144%, 2% 
244% an 

The C saleulator handles legally and correctly the fractions in 
the **Tax”’, in the ‘‘Lump Sum” and *‘ ‘Monthly Benefits.’ The 
Calculator gives you the *“*Right Answers.”’ 

Let us put one of these Calculators on your desk for a‘‘ten day 
free trial.”’ 


Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 
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Aackhawanna 
eathers 








Where the finest is required in up- 
holstery leathers, whether on land, on 
sea or in the air LACKAWANNA 
LEATHERS are used. 


The new United States Supreme 
Court, the new battleships and des- 
troyers of the U.S. Navy, and the new 
Douglas transport sleeper planes are 
all equipped with LACKAWANNA 
LEA HER. 


LACKAWANNA LUXOR LEA- 
THERS have been developed to meet 
the demand for a more satisfactory 
leather at a moderate price. Samples 
sent on request. 



























The Lackawanna Leather Co. 
1000 Grand Avenue, Hackettstown, N. J. 














BEST BY TEST 
AMPCO Ribbons and Carbons 




























Improvements that mean greater 
durability and sharper, cleaner im 
pressions have been incorporated in 
“AMPCO” ribbons and carbons 
Rigid adherence to advanced manu- 
facturing methods and practices 
have enabled us to present to the 
trade finer carbon papers and inked 
ribbons for every conceivable pur 
pose. Carbonized rolls for all add- 
ing and billing machines and inked 
ribbons of any width are part 

> of our regular stock line. Special 


orders easily and promptly filled 





The Marvel Cleanser 


Net only dissolves stains but instantly 
destroys coler and removes stains. 
Cannot injure skin. A boon to every 
office and shop worker. 


Send for sample bottle of DYECLENE 
and full particulars of complete 
AMPCO Line today. Territory for En- 
ergetic Agents still available! 


AMERICAN 
MANIFOLD PRODUCTS CO. 


2900 Darwin Terrace Chicago, Ill. 


M2MmCOMKO 
M2ZmCOMKS 
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OFFICE 


PARKER COMPANY APPROVES 1937 ADVERTISING 
APPROPRIATION 

Based on an estimated increase of over twenty-five 
per cent in net United States sales in 1936 over the 
previous year, plus anticipation of an even greater 
gain during 1937, the Parker Pen Company, Janesville, 
Wis., recently announced approval of its 1937 adver- 
tising appropriation in America which calls for an ex- 
penditure in excess of that of last year. The statement 
was issued by Kenneth Parker, president, who said that 
during 1937 Parker advertising will appear in eighteen 
national magazines, 159 newspapers and 230 college 
papers, with special gift promotions at Easter, gradu- 
ation, school opening and Christmas. 

ee ee 
TERRY PEN SHOP OPENED AT COLUMBUS 

The Terry Pen Shop has been established by T. R. H. 
Heffernan at 5’ South High street, Columbus, Ohio. 
He was born and reared at London, England, and 
worked with the Swan Pen Company there from 1921 
to 1926. He emigrated to the United States in May, 
1926, and was engaged in the Manhattan office of 
Mabie, Todd & Company a short time. In 1926 he 
joined the W. A. Sheaffer Pen Company as a repair- 





TERENCE HEFFERNAN 


man, and thereafter became assistant manager of the 
repair department. Later he was transferred to the 
export department, in which connection he was sent 
to London and installed a complete repair service for 
the British representative of the Sheaffer organization. 
He was sent to Paris later to establish the depart- 
ment there, and spent another week at Amsterdam to 
repair pens for the Dutch branch of the Dennison 
Manufacturing Company. 

On his return to the United States Mr. Heffernan 
was transferred to the sales department and continued 
there several years. The last two years with Sheaffer 
he devoted to the planning department, where he de- 
signed pen sets. In October, 1936, Mr. Heffernan re- 
signed to establish his business at Columbus. 

Mr. Heffernan is a naturalized American, and mar- 
ried the former Miss Martha Elson of Unionville, Mo. 
— 

POTTER SECURES COUNTY CONTRACT 


Max B. Potter, head of an office equipment and out- 
fitting house at Bowling Green, Ky., last month se- 
cured a contract for furnishing the equipment of the 
county clerk’s office of Warren County, Bowling Green, 
at a figure of $1,200. 

At the time of announcing the winning of the con- 
tract, Mr. Potter explained that his firm is desirous of 
contacting companies specializing in the manufacture 


| of steel equipment. 
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“Ar GELATINE 


OR years the Ditto organization 
has dedicated its time and efforts 
to the production of low cost copies. 
Always its aim has been to manu- 
facture and sell equipment that will 
do the job which you have to do at 


the lowest possible cost. 


That is why, two years ago, we 
perfected and have since been sell- 
ing, the new Ditto Direct Process 
(Liquid) Duplicator. 
is especially suited for the reproduc- 
tion of 100 to 250 copies. In this 


This machine 


field, its copying cost is lower than 


any other duplicating method. 


There are advantages to both the 
liquid and gelatine type duplicators 
which should be carefully weighed 


DITTO Incorporated 


HARRISON AT OAKLEY BLVD. « 





OOK 
ITTO 


before purchasing either type equip- 
ment. Because Ditto manufactures 
and sells both types of machines, 
Ditto representatives are in a posi- 
tion to make intelligent, unbiased 
recommendations as to the machine 
that will serve your purposes best. 


It does not matter to Ditto, Incor- 
porated, whether you need a liquid 
or gelatine type duplicator, but it 
does matter to you. You want the 
machine that will do your job bet- 
ter, quicker and at less cost, and 
that is the machine we want to 


, 
sell you. 


For more than a quarter of a 
century Ditto Gelatine Duplicators 
have been the standard of com- 


CHICAGO, ILL. 
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oR LIQUID Deocese 
DUPLICATORS 





parison in the industry. You will 
find in the new Ditto Liquid Dupli- 
cators the same superiority over 
other machines that has long been 
characteristic of the gelatine line. 


* * + * 


If you would like to see a demonstration 
of either the new Ditto Direct Process 
Duplicator or the Ditto Gelatine Du- 
plicator, we shall be glad to arrange it. 
There is no cost or obligation. Simply 
return the coupon below. 


" cpeeemeen eeeesooee see eee eaeaeaa= 
1 DITTO INCORPORATED 
1 2201 W. Harrison Street, Chicago, Illinois 
; Gentlemen: 
1 ! I would like to see a demonstration of the 
1 new Ditto Direct Process (Liquid) Duplicator 
! No obligation. 
! l would like to sec a demonstration of your 
Gelatine Type Duplicator. No obligation 
' 
NGIME cc cccccccccccceeseeeeeseeereeseces 
RPEEBs ccc cc ccoceesecesnebeosedes 
School (County 
City . Mate 





OFFICE APPLIANCES 


q@ SOCIAL-- | 2 DIFFERENT Pay ROLL OuTFIT \y 
> SECURITY! at a New Low PRICE**----~ | 


— nest 


ERE’S a distinctively new sales maker—a Pay 
A handy modern Visible 


Roll Outfit which sells at sight. Compact, with Outfit complete with Pay Roll, 
Earning Record and Receipt 


all records contained in one unit, it makes possible Forms —all conforming to 

. . : ° Federal and State Laws. No 
a simpler method of recording Pay Roll information other record required 
for tax returns. Just the thing for the small business 


man or merchant. 


NOTE THE LOW PRICES 


Expensive systems are not needed by small establishments—These 
new attractive outfits are priced for quick over-the-counter sales: 


FOR 5 FOR 10 FOR 25 FOR 50 
EMPLOYEES EMPLOYEES EMPLOYEES EMPLOYEES 


$300 $400 $500 $700 


Act Immediately! 
Display these outfits now. Employers everywhere are in the market 
for records to conform with 1937 Tax Laws. Write today for dealers 
proposition. 





The C.E. SHEPPARD CO.., 


| 44-Ol 21°! Street,- LONG ISLAND CITY, N.Y. 








DESKS 


with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 



















No. 246 






finished dull lacquer 
— mahogany and 






Se ae of good quality and reasonable price ~~ 
sizes: =z OV, © A 4 - “ 
end 60x84. especially profitable. Our catalog New York, N. Y. 
> TE Chicago Representative 
showing all the wide range of styles , ¢ rae Reoeerenaecive 
sent on request. Ave., Telephone ROGers Park 
3644 


JASPER DESK COMPANY, JASPER, INDIANA 
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NEW STATIONERY FIRM IN CHICAGO 

Herman Brock Stationery Company was organized in 
December with headquarters on the ninth floor at 517 
South Wells street, Chicago. Mr. Brock for nineteen 
years was with Stromberg, Allen & Company and re- 
cently was in charge of their stationery department 
until it was liquidated a few weeks ago. Connected 
with him in the new business is John Leach, also from 
Stromberg, Allen & Company. The new business will 
have connections with C. J. Farwell & Company, an 
established printing house. 

Both Mr. Brock and Mr. Leach are well known among 
stationers and manufacturers. The latter are requested 
to send their catalogues, bulletins and price lists. 


ictinacongiliitaieaiaaaed 
ST. LOUIS NEWS NOTES 

Wm. F. (Bill) Foshage of the Decker-Foshage Com- 
pany, 1620 Locust street, St. Louis, stationers, spent 
three weeks in November and December in DePaul 
Hospital fighting a serious case of pneumonia. He is 
reported as improving and his many friends in the 
trade wish for his speedy return to his office. 


* » - 

H. S. Walsh of Southworth Paper Company who 
called on St. Louis dealers in December reported a 
brisk business for his line while on a swing through 
Iowa, Illinois, Kansas and Missouri. Mrs. Walsh accom- 
panied her husband on most of the trip —HB 


eemetiiatiaatls 

COLEMAN BUSINESS TO BECOME PARTNERSHIP 

The following announcement was recently published 
by officials of Nathan Coleman & Son, Inc., an office 
outfitting company at 9 West Bay street, Savannah, 
Ga.: 

“We have this date (November 28) filed application to 
dissolve the corporation and surrender our charter. We 
wish to advise our friends and customers that this will 
only be a change in the legal method of carrying on 
our business. Our business will be continued as a part- 
nership and there will be no change in the personnel or 
policies under the partnership arrangement. We will 
continue then, as now, every effort to warrant our slo- 
gan of “Satisfied Customers.” 


A 

ESTERBROOK ENLARGES SHIPPING FACILITIES 

Due to the increased number of daily orders for Re- 
New-Point fountain pens, push pencils and steel pen 
points, the Esterbrook Steel Pen Manufacturing Com- 
pany, Camden, N. J., has completed an addition to its 
present plant which is to be used by the shipping de- 
partment. 

The new building, which was finished on December 
15, is of brick and steel construction and provides ap- 
proximately 2500 square feet of additional floor space. 
Other space previously used by the shipping department 
will be reconditioned and utilized for offices. 


— 

TIPPECANOE PRESS ADDS TO OFFICE STOCK 

The Tippecanoe Press, which recently moved from 
Monticello, Ind., to Shelbyville, Ind., has greatly in- 
creased its activities since installing a new press and 
adding to its stock of office equipment and furniture. 

The concern, owned and managed by Donald J. Wick- 
izer at 14 West Hendricks street, formerly specialized in 
commercial printing and the manufacture of loose leaf 
and autographic forms. Since being moved to its new 
location, however, the company has taken a dealership 
for The Globe-Wernicke Co., and now stocks the com- 
plete line of G-W products. 

Mr. Wickizer was formerly in partnership with 
Lawrence O. Corey and published the Monticello Daily 
Journal. The former sold out his interest in the news- 
paper to his partner in 1932 at which time the Tippe- 
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Make Your Ribbon 


and Carbon Dept. 
PROFITABLE 


CROWN PRODUCTS 
Build Profits 


Modern business requires Typewriter 
Ribbons and Carbon Papers that 
afford the maximum of Economy, 
Legibility and Permanence. 


For more than 35 years Crown Prod- 
ucts, quality and service guaranteed, 
have met all requirements of business, 
thus insuring profitable reorders. 


Crown Dealers and Distributors are 
covering nearly 100 foreign countries 
and every state in the U.S. A. 


Crown Ribbon 
& Carbon Mfg. Co. 


782-790 St. Paul St., Rochester, N. Y. 

















LOOK 


for our announcement next month 


of a new line of 
Murphy Office Chairs 
being introduced to 
the trade at the Fur- 
niture Mart, Chicago, 
Exhibition opening 
January 4. 


Start the new year 
RIGHT 
With the line that’s 
RIGHT 


No. 6289 


Murphy Chair Company 


INCORPORATED 


OWENSBORO, KENTUCKY 




















Now that inventory time is 
over check your stock care- 
fully. 

Be sure you are ready for 


vour trade that want the 


Guidiel Line. 
RING BOOKS MEMOS 
RING BINDERS 


ZIP-ZIP RING BOOKS 
METAL HINGE BINDERS 
FEATHERWEIGHT MEMOS 
PRESS-TO LEDGER OUTFITS 
WIRE-O STENO. BOOKS 
MY FINANCES MY BUDGET 


. G7, Wim ‘ 
Check your Aude Catalog 
and send your order in for 


prompt delivery. 


PFRUSSELL MANUFACTURING CoO. 
Poughkeepsie, N. Y. 

















DEPENDABLE DURABILITY 
IS BUILT INTO 


DOPP-CRAFT 


In quality of material, high-grade workmanship 
and smart styling Dopp-Craft cases are unexcelled. 
Brief cases—ring binders—underarm envelopes— 
secretary portfolios—catalog cases—a complete line 
of cases for all purposes. Send for our catalog; all 
items are reasonably priced. 






Check up stocks now—prepare 
for 1937 business which will be 
bigger than ever. 





CHARLES DOPPELT & CO. 


Opposite Merchandise Mart 
412 Orleans St. Chicago 
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canoe Press commercial printing department was made 


' a separate unit under the sole management of Mr. 





Wickizer. 

Prior to the world war Mr. Wickizer was in the news- 
paper business in Argos, Ind., and South Pasadena, 
Calif. Before moving to Shelbyville he was a resident of 
Monticello for sixteen years and served on the school 
board there for six years. 

aiietllamenaa 
POSTINDEX CALENDAR HAS FINE PATRIOTIC 
APPEAL 


Containing a splendidly colored picture of the ringing 
of the Liberty Bell on July 4, 1776—the occasion of the 
adoption by Congress of the Declaration of Inde- 
pendence—a large calendar for 1937 has recently been 
issued by the Postindex division of the Art Metal Con- 
struction Company, Harrisburg, Penna. 

The caption of the picture, which demonstrates the 
patriotic fervor of the great day, reads: 

“When the Declaration of Independence was adopted 
by Congress, the event was announced by ringing the 
old State House bell, which bore the inscription ‘Pro- 
claim liberty throughout the land, to all the inhabitants 
thereof!’ The old bellman stationed his little grandson 
at the door of the hall, to await the instructions of the 
doorkeeper when to ring. At the word the young 
patriot rushed to the belfry, and clapping his hands, 
shouted, ‘Ring, ring, ring!’ ” 

The actual calendar hung below the picture measures 
nineteen by eleven inches with figures large enough to 
be read at a considerable distance. 

—- 
LYONS DEPARTS FOR FLORIDA 


J. Arthur Lyons, president of the Reliable Typewriter 
and Adding Machine Corporation, 303 West Monroe 
street, Chicago, late last month dodged the wintry 
breezes of Lake Michigan and the icy sidewalks of Chi- 
cago by taking a train to Coral Gables, Fla., to join Mrs. 
Lyons and the couple’s two children for the Christmas 
holidays. 

Before boarding the train on the nineteenth, Mr. 
Lyons said that he expected to stay in Florida for three 
weeks or a month and indulge in some deep sea fish- 
ing before returning to Chicago and his desk. He ex- 
plained at the same time that Mrs. Lyons and his son 
and daughter will probably stay at Coral Gables 
throughout the winter. 

a anew 
McQUIDDY BUYS BRANDON COMPANY 

The good will, trade name, copyrights, lithograph 
stones and plates of the Brandon Printing Company 
office supply house here have been acquired by the Mc- 
Quiddy Printing Company, another office supply house 
on Seventh avenue north, Nashville, Tenn. President 
Leon McQuiddy said that several former employes of 
Brandon would be retained. The Brandon company 
was one of the oldest firms in the South and had been 
operated under a receivership. The materials men- 
tioned are among the largest of the kind in this sec- 
tion. The machinery, presses, job type and bindery 
equipment of Brandon were purchased by firms out- 
side of Nashville and the sale of this equipment in De- 
cember brought approximately $35,000. Representa- 
tives of about fifty firms attended the sale-—CG 

—_~<>>—__—__ 


ACE DESK COMPANY FORMED 
The Ace Desk Company, 226 Superior avenue, West, 
Cleveland, has been chartered for 250 shares of no par 
value by Maurice E. Goldstein, J. F. Tecknipp, and C. 
| Krasnick.—AK 
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Jt Will Pay Yeu... 


to get complete details regarding our campaign to help you sell Autopoint 
mechanical pencils for organization use. There are not only big profits in the 
original sale, but also a steady, profitable repeat business, keeping the door 
wide open for the sale of other items you sell. Consistent, forceful magazine 
and direct mail advertising to operating executives is paving the way for you 
to sell Autopoints for organization use. Cash in now on a mechanical pen- 
cil market Autopoint is cultivating for you. Write for complete details. 














AUTOPOINT COMPANY, 1801 Foster Ave., Dept. OA-1, Chicago, Ill. 


“The B Better Pencil 






































STENCILS 





"wn ee 


SPHED OPRINT BLUE—DRY—NON-CELLULOSE 
Every sheet carefully inspected which 
assures uniformity. sharpness, and 4 er) 
durability. Mounted on oil backing = Ke ZB 


~ QUALITY © sheet. Good for long runs and can be —————— 
=CTE © filed for re-use. 5; PIFDH PRIN J 


DUPLICATING 
INK—Grade A I NjKe 


| mi 
FREE FLOWING—QUICK DRYING pn llelady 


E FL FREE FLOWING] 
Contains finest vegetable oils. Leaves QUICK DRYING 


no oily outline. Will not swell roller and a ” » 
can be used with any type stencil. 





A 





Write for prices and special plans for increasing sales 


SPEED-O-PRINT CORPORATION 


180 W. Washington Street, Chicago, Illinois 
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Cross Section Views of Cushions in Use 


Respirator 
Chair 


Cushion 


>. 
ra 


These illustra- JE BW ae ae as a as oe 5H BY 
tions demon- ical Be 2 ee 


strate the action 
which takes 
place while 
cushion is being 
used; causing air 
currents to flow 
in and out of 
cushion, a re- 
spiratory or 
breathing ac- 
tion, providing 


a cool, comfort- DeGEEPCLOR OF g 
4 Ra 0 tol Bek as “ail * 









able seat. 





v 





Respirator Cushions 


are cool and comfortable, air-condi- 





tioned and ventilated by respiration. > 


For sale by Office Supply and Sta- 


tionery Dealers Everywhere. 


L. M. Bickett Company 
Watertown, Wisconsin, U. S. A. . wr YIP Www , - £. T 

















ATTENTION—OFFICE FURNITURE DEALERS! 








Probably the best investment you can make in 1937 is to put in a lib- 
eral stock of staple patterns of wood desks and tables—and be sure to 
include in this stock plenty of ALMA ‘Good Desks for Little Money.” 


ALMA DESK COMPANY NORTH CAROLINA 
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REMINGTON RAND OFFICIAL CAPTURES THEFT 


SUSPECT 

Quick thinking on the part of John D. Kane, division 
sales manager for Remington Rand, Inc. at Peoria, Ill., 
last month resulted in the capture of a man said by 
police to be wanted throughout the central west for 
the theft of several business machines. 

The suspect, who gave his name as Louis Layman, 
was arrested by Peoria detectives after he had applied 
at the Remington Rand branch and asked permission 
to use an expensive adding machine on trial. Accord- 
ing to Mr. Kane, Layman furnished an address in the 
residential district and later furnished a telephone 
number, an act which Mr. Kane suspected was merely 
to create the proper background for an asserted, 
swindle. 

Mr. Kane’s suspicions were confirmed when he tele- 
phoned the number given and found himself talking to 
the proprietress of a rooming house who declared that 
Layman claimed to be connected with an Indianapolis 
business equipment concern. A telegram to the In- 
dianapolis company revealed that a man answering 
Layman’s description had disappeared with an adding 
machine obtained through a similar scheme. Further 
communicating with Remington Rand offices revealed 
the fact that the suspect had operated in Louisville, 
Evansville, and Springfield. 


—<>—__—_ 


AMES “MAN FRIDAY” MAKES BOW 


The first issue of the Ames Supply Company’s new 
four-page combination catalogue-bulletin made its ap- 
pearance among dealers last month under the name of 
“Your Man Friday.” 

While part of the first issue was devoted to describ- 
ing and illustrating several of the Ames products in- 
cluding Parr plastic cleaner, Ponten typist stand and 
other items, the major part of the four pages combined 
to make a snappy introduction of Your Man Friday, 
whose “signature” is a miniature footprint. The object 
of the booklet is contained in the following sentence 
which graces the top of page one: 

“This friendly bulletin is published so as to readily, 
quickly and easily pass along to interested dealers 
money-making and money-saving ideas, developments 
and experiences, which as a supply house come to our 
attention in the course of serving and satisfying prac- 
tically all of the reputable dealers.” 

scnmiadilliecniiats 
DISPLAY IN BANK WINS ATTRACTION 


The Field Stationery Company, 612 South Main street, 
Tulsa, Okla., recently placed a display of its finest 
office furniture in the lobby of the National Bank of 
Tulsa building, where it was left for a full week and 
attracted the attention of many Tulsa citizens who 
paused in their rush to admire it. Clark Field stressed 
the importance of dressing the office to suit the busi- 
ness and the men at the head of it in his accompanying 
advertising and in the follow-up of interested business 
men, and the sales and sales interest resulting were sat- 
isfactory. The display rated a picture in the news col- 
umns of a local paper—HDR 

— 
SCRIPTO LETS CONSTRUCTION CONTRACT 

Contract has been let to the Benning Construction 
Company for the construction of a two-story brick 
warehouse for the Scripto Manufacturing Company, at 
425 Houston street, Atlanta, Ga. Rapid expansion of 
the business made additional warehouse space neces- 
sary. Work is to start at once—JHR 
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THANKS 
TO YOU 


FOR YOUR SINCERE 
CO-OPERATION DURING THE 
PAST YEAR. YOU HAVE 
| ASSISTED US IN THE ENJOY- | 
MENT OF A FULL MEASURE 
OF PROSPERITY AND HAVE 
BETTER FITTED US TO 
SERVE YOU IN THE FUTURE. 





THE SEASONS GREETINGS 
TO YOU 
OUR FRIENDS AND DEALERS 


_ PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS. 
PHILADELPHIA, PA. 




















BOSTON 


PENCIL SHARPENERS 


WHY BOSTONS OUTCLASS COMPETITION 
RESULTS * DURABILITY «© APPEARANCE 


R E ~ U L T ~ BOSTONS, with 15 blade twin-milling 

Speed Cutters give getieustey better re- 

sults, because they are set at a double ie assuring smooth, 

tong patate, , Speed C utters, - Deny be BOSTON feature, adds 
to the life of cutters, an tot peed of sharpeni 

Extra cutting blades give RESULTS that completely outclase 


competition. 
/ DURABILITY Bestons nist senderd of quality, 


V stand abuse. The BOSTON oversize Chip Receptacle gives extra 


capacity for cuttings. 
The green-enameled base and nickel 


APPEARANCE plated fittings give BOSTONS a dis- 


tinct advantage of appearance, unmatched by other make 
machines, 









NOTSOLD THROUGH 


BOSTON Self Feeder 
No. 4 the greatest 
seller for office. It 
feeds the pencils, the 
only effort uired 
is to turn handle. 


Sell Bostons and outclass competition. Write today for com- 
plete information. 


GC HOWARD. OE eek ts CAMDEN, N. J. 
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Little 


Carbons & Ribbons 


Highest grade carbons and 
ribbons, variety to serve 
every business require- 
ment, prompt service, rea- 

sonable prices— 











—the Little line offers this 
winning combination for 
the stationer and office 
supply dealer. Know your 
opportunity. For full in- 
formation write 


A. P. Little, Ine. 


Rochester, N. Y. 


New York office: Bible House, Astor Place 


Recommend “Little’s” Satin Finish Photographic 
Ribbon for preparation of photo offset printing 











STATIONERS / 175 your 


LINE... EXCLUSIVELY’ 


‘STEEL STRONG” PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY... be 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiercy. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG “PRODUCTS 





























(coal 
ral MANUAL 
| (y= *) | COUNTER 
COIN =] 
8 a, 


Bil. STRAPS 








941 CLARK ST. 
CINCINNATI,O 


THE C.L.DOWNEY CO. 
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OKLAHOMA MERCHANTS REPORT BIG XMAS 
SALES 

Oklahoma City merchants were agreeably surprised 
when the first Christmas buying rush, which began 
Thanksgiving week-end, proved far in excess of what 
was anticipated even by the most optimistic. 

A telephone survey of a number of large stores in 
stationery lines, conducted by a local newspaper, found 
merchants “rushing auxiliary forces of clerks behind 
counters and conferring with their buyers about put- 
ting in more stock.” People, they said, “bought more 
easily and bought bigger bills.” 

J. L. Wren, Jr., merchandise manager for the West- 
ern Bank and Office Supply Company, reported: “Busi- 
ness was better than it had been in years, and that’s 
not just a stock statement. People were shopping ear- 
lier, they bought better merchandise and spent their 
money more easily.”—-EVH 


a 
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ED SULLIVAN, POPULAR BROAD- 
WAY COLUMNIST, SELECTED THE 


ROYAL PORTABLE.—He is shown 

here dashing off some of the para- 

graphs which have earned his na- 
tionwide acclaim. 


Ee 


JASPER SEATING ISSUES 
NEW CHAIR CATALOGUE 

Made up of twenty attractively-printed and illus- 
trated pages and enclosed in a modernistic style cover, 
a new catalogue of office and school chairs has recently 
been issued by the Jasper Seating Company, Jasper, 
Ind. 

The cover of the catalogue is unique and impressive. 
The words “Jasper Seating Company, Jasper, Indiana” 
are printed at an angle in black upon white, silver- 
flecked paper in the most modern fashion. Each page 
is well laid out and contains three or four illustrations 
of the company’s lines of straight, arm and posture 
chairs. 

On the second page is an announcement the last 
paragraph of which reads: 

“We take this opportunity of expressing our sincere 
appreciation to our friends who have made the Jasper 
Seating Company a success, and invite all others who 
thus far have had no dealings with us. We would sug- 
gest that you give the following pages a careful looking 


over.” 
———$<>—____- 


McCALL OPENS TYPEWRITER BUSINESS 

Late in December, C. K. McCall completed all neces- 
sary arrangements for the opening of his new business 
on January 2, 1937, under the name of McCall’s Type- 
writer Exchange at 955 Pearl Street, Beaumont, Texas. 
Mr. McCall is an experienced office machine man. In 
1924 he organized the Beaumont Typewriter Exchange 
which he continued to operate until 1931 when he sold 
the business to engage in other activity. 
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FASTNRITE 


It Means Big Business For You! 


ALL MLUATAN AULA 

























It was bound to come—and here it is— 
FAST NRITE—the new day, new way paper fastener 
that forever banishes metal pins and clips from files 
that binds without staples, thread or glue. 
FASTNRITE, for the first time, brings you a new 
office appliance that has no competition—different 
from any other paper fastener made—in a class by 
itself for service to your customers and profit for 
you. 


FASTNRITE fastens two to twelve sheets of paper, 
seals envelopes and paper bags, binds circulars, 
enclosures, and papers of all kinds. It needs no 
refills—it is always ready to operate—the first cost 
is the last. It saves space in files, prevents mutila- 
tion of papers, operates silently and never gets out 
of order. 


LNAUAANANTVLA AULA AMD 


LEU 


Just run over these features in your mind—think 
what they will mean to your customers—and then 
send off the coupon immediately so that you can 
begin to profit from FASTNRITE—be the first to 
offer it in your territory. 




















“Little Dandy” Typewriter Stands 


No. 671 Line (14’x17)4") and No. 7800 Line (17 x24’) 


Both lines are supplied: 


With right leaf, at the sides when not in 
No. 671-LSX W ith left leaf, use. 


With both leaves. 





All Little Dandy stands can Your good cuctnes to 
be equipped with the UHL (pat- you in business. They trust 
ented) raising and lowering de- vou. Do not arouse their sus- 
vice, illustrated above. A sim- picion by substituting lower 
ple turn of the lever transfers grade material—they may buy 
the weight from the casters to elsewhere. 
the stationary feet. Supply your customer with 

Quality Merchandise, and 
KEEP HIS GOOD WILL 














THE TOLEDO METAL FURNITURE CO. 
1614 Hastings Street, TOLEDO, OHIO 


No. 671-TS 
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Water areas in mid- 
night blue—a dark, rich 
frame for the fine con- 


BRIGHT VALUES 


IN LEATHER FURNITURE 


Rich, comfortable, durable, luxurious, these are 
the attributes of BRIGHT leather furniture. In 
styles and designs to please even the individualist 
who must have something entirely different. 
Good, honest, quality craftsmanship. Fine 
materials. Every BRIGHT number is a real 
value. 


trasting colors of the 
land areas. A really new 
idea for a globe carried 
out by Replogle with 
good taste and without 
sacrificing the globe's 
first value as an up-to- 
date reference. The 
fully graduated merid- 
ian ring and base are 
heavily chromium plat- 
ed. The maps show all 
latest information and 







you can depend on its 
accuracy. 


REPLOGLE GLOBES 
INC. 


168 N. Clinton St., CHICAGO 
New York Representative and Display Room 
HERMAN KASHINS, 225 Fifth Avenue, NEW YORK 


Our new catalog is ready. Write for it. 


BRIGHT CHAIR COMPANY, Inc. 
127-133 Bleecker Street NEW YORK, N. Y. 
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AN EXTRA LARGE : For More 
ah For M 


and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 


BUILT FOR LOBBIES, RECEPTION 
ROOMS, HALLS, OFFICES, CON- 
FERENCE ROOMS — WHEREVER 


R ROUP GATHER. ° ° 

— : information. 
Modern design—extra large capacity 

low cest; this ‘‘Premier’ model Ash Away 
Smoke offers an unusual combination of 
cen RB es omaen al clea If you want more and bet- 
rette-puffing, cigar-smoking people gather ter business, you can profit 
It has the exclusive, sturdy Ash Away dis Ie ip ~ 
penser mechanism—the air tight ash con by a subscription to Office 
ta ine < elahted base hich elimi ¢ . a ; 
ao at Be ot 4 Appliances. Domestic rates 


nates tipping! It is only one of 37 unique, 
Away Smoker models 


are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


up-to-date As? 
Write today for complete information and 
special prices! 


The NAGEL-CHASE 


MANUFACTURING COMPANY 
2811 N. ASHLAND AVE., CHICAGO, ILL. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 
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THE WORLD'S LARGEST SMOKER MANUFACTURERS 
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METZGER RETURNS TO DESK 

It is with great pleasure that the Royal Typewriter 
Company announces the return to active service of Bill 
Metzger, Royal’s genial portable sales manager. He has 
been absent from the office for several months, due to 
illness, but is now back in harness completely recovered. 

Portable dealers and portable men everywhere 
throughout the country know Mr. Metzger personally or 
by reputation and will be glad to hear he is back at his 
old stand. 








WEDDING S 


LARSEN-SMITH 
Wedding bells rang out for Miss Bess Smith, daugh- 
ter of William E. “Bill” Smith, of Ace Fastener fame, 
on October 31 when she became the bride of Dr. L. E. 
Larsen, of Chicago. 
Due to illness of Miss Smith’s mother the ceremony 
took place at the family residence at Norwood Park 




















DR. L. E. LARSEN MRS. BESS LARSEN 


with only a few intimate friends and relatives present. 
Immediately afterwards the happy couple left on a 
two-week automobile tour, returning to Chicago where 
they will make their home on Hermitage avenue near 
Lawrence avenue. 

Both Mrs. Larsen and her husband are well-known 
figures to hundreds of members of the industry, hav- 
ing been in attendance at a number of The National 
Stationers Association conventions with the bride’s 
father. 

Office Appliances joins with this host of friends in 
wishing the charming couple good luck and continued 
happiness and prosperity. 
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ROSANNA SVIDERCOSCHI 


The arrival of a baby girl who has been named 
Rosanna was celebrated last month by Mr. and Mrs. 
Virginio Svidercoschi, A.C.C.A., Societa Anonima Ital- 
iana, Milan, Italy. Mr. and Mrs. Svidercoschi and their 
many friends combined a celebration of the new ar- 
rival with that of the Christmas holiday season. 

eatin 
CAROL ANN KRUMWIEDE 

Elmer Krumwiede, sales manager of G. J. Aigner & 
Company, and middle western representative for Art 
Steel Company passed the cigars at the Wis-Ill Club 
December 4. This was in celebration of the advent of 
a daughter, Carol Ann, who was born November 27. 
The young lady weighed seven pounds twelve ounces 
upon arrival. 


Oo &." 
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YOUR “1937” 


ORDERS 


GEORGE BERGMANN 
FRANK TIMLIN 
JOSEPH GALEN 

CLARENCE SCHWARTZ 
WRAY CRANE 
WM. WILHELM 

E. J. LANGENBACHER 
T. M. HUGHES 

PHIL BLAIR 
M. L. POUNDSTONE 
J. W. MESSIMORE 
W. E. Mc CLELLAN 


AWAITING 





PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS. 
PHILADELPHIA, PA. 

















THE 


t Fa 


Note: The Dawn Mfg. Corp. is a subsidiary of the Hall- 
Wel RITE 


checkwriter and the new inexpensive CHEXSIGNO — 


ter Co., Inc., who manufacture the famous SPEED 
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FOUR SALES ADVANTAGES 


® DOUBLE THICK CONSTRUCTION 
® NO TROUBLESOME FASTENINGS 
® ABSOLUTELY DUST PROOF 
® REINFORCED EDGES 











Dealers interested are 
requested to write for 
sample File and complete 
details ... no obligation 

















C. L. BARKLEY & CO. 


ESTABLISHED 1921 
cManufacturers of Filing Supp 
517 S. JEFFERSON STREET CHICAGO, 


l les 
ILL. 








Ringing In The 
oO NEW 


A toast to our host of friends and dealers. May the year 
1937—-engrave deeply in your hearts, its greater joys 
and happiness and bestow an abundance of prosperity 
in your path. 

Ringing in the New Year with Mashek, reflects months 
of devoted effort on our part in presenting the 1937 
Cases by Mashek. The many New Designs—Improved 
Features and Modern Conveniences of Mashek 1937 
Cases have been developed to meet the need and 
demand of your trade. Your eager expectancy will be 
fully met and Mashek Leadership will again set new 
Sales Records for 1937. 





Write for details and prices 
on our NEW SPRING LINE 


FRANK MIASHIEK ¢ co. CO: 


“If it’s made with Leather, MASHEK makes it Better” 
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KANSAS OFFICE SUPPLY MEN FORM THATCHER, 
INC, 


Two well-known office supply men of Kansas have 
organized their own company, Thatcher, Inc., to deal 
in office, school, and janitor supplies. They are Phil 
Thatcher, president, and Ralph Sleeper, secretary. 

With office headquarters in Topeka, Kan., they will 
operate through Kansas and several adjoining states, 
including Nebraska and Oklahoma, putting special em- 
phasis on nationally known merchandise. Among the 
lines to be featured will be the school supplies for- 
merly handled by the Peabody School Supply in To- 
peka. The new firm is putting on a number of office 
supply and school book men as sales representatives. 














PHIL THATCHER RALPH SLERPER 


The firm is temporarily located at 117 West Sixth 
street, Topeka, but plans are being made to move to 
more elaborate headquarters as soon as a suitable loca- 
tion can be secured, according to Mr. Sleeper. 

Mr. Thatcher, a native Kansan, has recently been 
in the Wisconsin territory for the Intercollegiate Press, 
and is well-known throughout the midwest. He and 

| his family are making their home in Topeka. 

Mr. Sleeper, who has had wide experience in sta- 
tionery and school supply work, has been associated 
with Crane and Company for the past seventeen years. 
He has been the recent manager of Crane’s retail 
store—ATW 


—— 
STEVENSON RETURNS FROM WORLD TOUR 


Ending a trip which consumed more than nine 
months, D. K. Stevenson, Stevenson & Son, San Fran- 
cisco, recently completed an around the world tour. 
He arrived in San Francisco on December 1. 

Mr. Stevenson arrived home from the Orient after 
an extended tour which allowed him long stays in 
England, France, Germany, Italy and Japan. He re- 
ported business better everywhere with the depression 
almost forgotten. 

During his stay abroad Mr. Stevenson was on both 
the American Olympic boxing and housing committees 
and spent more than a month in Berlin prior to the 
games, assisting in preliminary arrangements. 

Of interest to the sports world was the statement 
of Mr. Stevenson, who was accompanied on his journey 
by Mrs. Stevenson, that Japan is already hard at work 
' on plans for the next Olympic games four years hence 
| which will be held in that country. 

The return of Mr. and Mrs. Stevenson to their Bay 
| City home recalls a pleasant visit to Office Appliances 
| made by them when they looked in upon us on April 
| 8 while in Chicago on the first lap of their trip around 

the world. 
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Best wishes from 








May we take this opportunity to thank you for your many past favors? We 
trust that our new line, which we expect to present about March Ist, will afford 
you many opportunities toward making 1937 a happy and prosperous year. 


INDIANA DESK COMPANY 


JASPER, INDIANA 


for a 









happy and 


~ prosperous new year 











FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap. 
est buy in the long run. 



































“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 

















Fashioned for popular demand to match 
the fine office desks now in vogue—in solid 
walnut, quartered oak and birch—also 
teachers’ chairs and tablet arm chairs, 
juvenile and kindergarten numbers, etc. 
Moderate prices—prompt service. Cata- 
log and details on request. 


Pool shipments with 
Indiana Desk Co. desks 


Jasper, Indiana 


NEW INDIANA Office CHAIRS 


NEW INDIANA CHAIR CO. 
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IF IT’S NOT IN YOUR STOCK 


DRAW ON OURS 
SAFES 








FOLDERS 





GUIDES 


STAPLES 


STAPLING 
MACHINES 


WASTE 
BASKETS 


IN NEW YORK STOCK 


f 
CAL CAMERON 
155 LEONARD ST. 


NEW YORK, N. Y. 
X J 


















A GOOD PURCHASE INSPIRES CONFIDENCE 


A QUALITY ARTICLE 

AT AN ATTRAC- 
TIVE PRICE 
BUILDS UP 
SOUND BUSI- 
NESS. 





PROFITS ARE 
SURER AND 
SELLING IS 
EASIER WITH 
A KNOWN 
BRAND. 


INTERNATIONAL 


COG000060608 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 

Name. . sdinek sa aiieres 


Address . : Ca 
Cily.. ee ae ace ee 
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CARBON 
PAPERS 


TYPEWRITER 
RIBBONS 





Developed for a 


Discriminating Trade 


The Codo Manufacturing Corporation was 
built by salesmen. It was established and is now 
making progress because these men knew that 
better grade carbon and ribbon is in demand and 
can be sold in large volume if uniform results 
can be assured. The success of Codo Ribbons 
and Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
portunities now available elsewhere. Write for 


details. 


Codo Manufacturing Corp. 


Coraopolis, Penna. 
New York Chicago 



















POSTAL 
SHIPPING 
AIR MAIL 


Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 








F COURSE you want to 
handle a highly efficient 
finely constructed line of scales—and of course that 
means Hanson scales. But scales that remain on your 
shelves do not fulfil their purpose—there must be a satis- 
factory volume of sales to make their handling profitable. 


Hanson service does not stop at mechanical perfection. 
There’s a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
scales department one of the most satisfactory activities 
of your business. Write for this plan today. 


HANSON SCALE CO. 
525 N. Ada St. Chicago, Ill. 
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HARTER FOLDER HAS INTRIGUING COVER 


A new mailing enclosure recently issued by the 
Harter Corporation, Sturgis, Mich., is equipped with a 
cover in colors which is intriguing enough to ensure 
attention of the reader to the contents. 

The cover carries an illustration showing a girl, a 
desk, a typewriter and stenographic posture chair. At 
the top of the page is a heading which reads “Dictating 
to herself she wrote” with the rest of the title in steno- 
graphic shorthand characters which read: “It is only 
the second day of the free trial but I would like to see 
anyone just try to take this Harter posture chair away 
from me.” 

The balance of the enclosure is devoted to pictures 
and descriptive matter of the various posture chairs 
manufactured by the Harter Corporation. 

nnialilietai 


STORE FEATURES MINIATURE FURNITURE 


A roll-top desk nine and one-half inches high, with 
every detail complete and workable, including pigeon- 
hole drawers, was part of a miniature office furniture 
display at the showrooms of the Business Furniture 
Company, 122 East Maryland street, Indianapolis, last 
month. 

The set, which was on exhibition for one week, was 
arranged on a table top and besides the desk consisted 
of a swivel chair, armchair, work table, directors table, 
telephone cabinet, costumer and waste basket. Every 
piece was designed to scale and was complete in every 
detail even to upholstery on the chairs. 

A value of $1,000 is placed on the set by the Stow- 
Davis Company, Grand Rapids, Mich.—EB 

> 


GENERAL FIREPROOFING ANNOUNCES NEW 
APPOINTMENTS 


The appointments of L. T. Wick and G. W. Stapleton 
as district sales managers were announced last month 
by the General Fireproofing Company, Youngstown, 
Ohio. 

According to the statement issued, Mr. Wick who will 
cover a portion of Ohio, Pennsylvania, Maryland, and 
West Virginia, has been in the employ of the General 
Fireproofing Company for a number of years. 

Mr. Stapleton, who is a new-comer to the General 
Fireproofing Company organization will take over a 
territory consisting of a portion of Ohio, Indiana, and 
Michigan, which was formerly under the direction of 
W. R. Ward who has been transferred to the GF New 
York branch office where he will head stock sales. 


aimee 


BOORUM & PEASE ISSUES SOCIAL SECURITY 
FOLDER 


A four-page folder attractively colored and attached 
to a postal card order blank has recently been issued by 
the Boorum & Pease Company, 84 Hudson avenue, 
Brooklyn, N. Y. With this mailing piece goes a letter 
explaining the reasons why dealers should supply their 
salesmen with any or all of the eight social security 
outfits manufactured by the company. 

~~ 
ZELLERS ADDRESSES ADVERTISING CLUB 

John Zellers, vice-president of Remington Rand, Inc., 
and president of the Sales Executive Club of New York, 
was a guest of honor and principal speaker at a meet- 
ing of the Eastern Direct Sellers at the New York Ad- 
vertising Club, November 17. A large crowd was on hand 
for the address, the title of which was “Developing 
Sales Initiative in the Minds of Salesmen.” 
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YOU SEE BEFORE IT PRINTS! 


WITH THE 


AMERICAN VISIBLE 
NUMBERING MACHINE 


Ih Model G) 3 Movement $12 
{| alt Model jp Lever 


Movement $12 


Model €J) 9 Movement $15 
WRITE FOR OUR LATEST 


65432 1 FOLDER DESCRIBING ALL MODELS 


AND DEALERS’ DISCOUNTS 
Impression of Figures 


AMERICAN NUMBERING MACHINE CO. 
ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 
CHICAGO BRANCH: 105 WEST MADISON STREET 

















COPYBRITE Duplicating 
Supplies need only an ade- 


COPYBRITE 
quate introduction to your 


ag Rolls 
Films Supplies trade to become regular 
For Gelatin Duplicators demand merchandise. 


COPYBRITE These supplies are outside 


the highly competitive, 
Papers 


Fluid staple lines. COPY- 
Carbon Supplies BRITE’S extensive variety 
For Fluid Duplicators 


enables you to serve all 
oe a 
satisfactorily an rofit- 
COPYBRITE ably. . ¥s 
Papers Stencils Our new catalog just off 
Inks Supplies the press gives full details 


For Stencil Duplicators of the line. Write for your 
P copy. 


COPY PAPERS, INC. 


517 S. Wells Street Chicago, Illinois 
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MILLER-BRYANT-PIERCE CHICAGO 
OFFICE MOVES 


Marking the fifth expansion in less than fifteen 
years, the Chicago branch of The Miller-Bryant-Pierce 
Company, Aurora, Ill., last month moved to larger 
quarters at 309 West Jackson boulevard. 

Today there are fourteen persons connected with the 
| branch which in 1922, boasted but one salesman who 
| sold the Miller line. Branch Manager M. L. Hill, whose 

sixteen years with The Miller-Bryant-Pierce Company 
| include fourteen with the Chicago office, declared that 
|with the new office in operation deliveries in the 
Chicago area can be made much faster. 








. i 
IN WINNING THE BLUE—whiether it is an - an | BOORUM & PEASE PRICE SCHEDULE CHANGES 
liner, a plan, a drawing —it takes the best materials. ANNOUNCED 


Changes in the price schedule on its many lines of 
columnar pads affecting prices now shown in four cat- 
alogues were announced late last month by the Boorum 
Blacker, smoother-flowing, impervious to | & Pease Company, New York, N. Y. 

The four lists in which the price changes are effec- 
i al saat of tee citieita taal uae tive are the dealers buying price list “F,” the loose leaf 
tas long been the standard of the artist's and ar | catalogue No. L22, the blank book list No. 20, and the 
izan’s world. Stock Higgins, and you supply satisfied blank book catalogue No. 48. 

Additional copies of these lists may be obtained by 
writing to the Boorum & Pease Company’s home offices, 
P. O. Box 272, City Hall station, New York, N. Y. 


That is why your customers insist upon Higgins 


i 
| 
| 
American India Ink. 


Time and the Elements, Higgins American India Ink 





customers with the ink that 





does the best by their work. 
| phoneme 
| BERKOWITZ TAKES LONG AIR JAUNT 
William Berkowitz, president of the Majestic Lounge 
| Company, late in November made a flying trip across 
| the country in which he covered 6000 miles in eight 
| days. The journey took him to Chicago, Oklahoma 
| City, through Texas and to the Pacific Coast. From 
| there he made a direct flight back to New York. 
| Mr. Berkowitz returned with great enthusiasm for 
| the business prospects for 1937 and for the means of 
| travel of which he availed himself. 


G6 GY 
~ " 5 









CHAS. M. HIGGINS & CO., INC. 
271 NINTH ST., BROOKLYN, WN, Y. 

















EVERYWHERE STATIONERS ARE CALLING FOR a | 
¢ @) @) K ' Ss BUSINESS MACHINE SALES COMPANY RE-LOCATES 


NEW PROJECTING SIGNAL | When the building in which they were formerly lo- 
| cated was recently razed, the Business Machines Sales 

LOW TA B | Company, Denver, was forced to re-locate at 1758 Cali- 
Biah Wisthilily : | fornia street. 

ign USLOLELTY Alfred Honour, owner, finds his new location much 
more adequate and offering greater ease and efficiency 
in conducting business. He has now considerably more 
floor space, and somewhat fuller window display space. 
Extra equipment accompanying the change in address 
includes a three-quarter wall length, glass-fronted 


er nor strike | shelf case, and a new floor display case ——ATW 
- = 


lid of filing 
HORDER’S ANNOUNCES VACATIONS WITH 


case 
i PAY AND A BONUS 


Does not ex- 
lend beyond 
edge of bind- 


























7 ry? . PAT. The Chicago Journal of Commerce for December 5 
Extra Large W indow CLINCHER announced that Horder’s, Inc., Chicago, has granted a 
aids progressive signaling and pat. 

“V" clincher affords a firm grip. GRIP — bonus of two and one-half per cent for all employees 
Glad to send you sample of the 2\ will not side-slip or who have been with the company six months or more. 
~¥ Les — cooper. Pye os catch rere Annual vacations with pay were also granted by the 
of a re other types of signals 

that comprise the Cook line— iad EEL company. 

together with prices and dis- es 
counts. Write today. will not tarnish GLOBULAR CHRISTMAS AT SAN FRANCISCO 
THE H. C. COOK CO., 14 BEAVER ST.. ANSONIA, CONN. Stationery Suggestions (A. Carlisle & Company, Up- 

Canes ter Seey Suen Sup Hagen ham & Rutledge, Inc., San Francisco) offered some 
= | & nifty floor stand globes as good presents for the Christ- 


mas giver. Globes were but one item of the many that 


Ss T AT | Oo bw iZ Q q , Ss P bt C | A LTI b - Stationery Suggestions offered to customers of the 
‘ we | 


store. 
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bstevbrvok 


recommends that -::- 





You keep in mind the sizable 
volume of business you can get wt 
; my wage, set GUARANTEE 
in steel pens this month. Many ' 

" “ - So carefully are Esterbrook 
banks, offices and insurance | Pens inspected and packed 
companies know from experience that if you find one imperfect 


that Esterbrook Steel Pens do pen, or if you find less than the 
specified quantity in the box 


Unconditional 


better work and cost less in the purchased, you may return the 
lon g run. Why not take unused pens and receive a new 
> box of pens carrying the same 
symbol number absolutely free. 


advantage of the prestige of the 
name Esterbrook ? Go after this 
business today. 


ESTERBROOK 
STEEL PEN MFG. CO. 
86 Cooper Street 
Camden, N. J. 
or 


Brown Bros., Ltd. 
Toronto, Canada 





























LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street Rochester, New York 
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Newly Improved 


‘*GAYLO’? 
METAL 
FOLDING CHAIR 


$425 


f.0.b. Chicago 


GAYLO 


Correct Posture 
Chairs are now 
RIVETED AT ALL 
JOINTS. Made 
of heav U- 
shaped cop 
ROLLED STEEL. 
Chairs can be 
bolted together 
in rows, groups of 
two or more. 
Ideal for 
schools, clubs, 
churches, of - 
fices, etc. 








Baked Synthetic Enamel Finish 


GAYLO chairs are comfortable and rigid in construction. 

They open and close quietly and quickly. Fold flat—stack 

easily. Seat and back heavily upholstered in Spanish leather- 

ette. Rubber tipped non-skid Front legs. Furnished in attrac- 

tive Mahogany, Black, Green, Tan and Bone-White colors. 
BRIDGE TABLES furnished to match. 














a SALESMEN—A few vacancies open | 
GAYLO MFG. CO. 
820 NO. MICHIGAN AVE. CHICAGO, ILL. 
%. * 








VUL-COT 


-the National Wastebasket 


Guara = years 





SUPER-STRONG, DOUBLE-ROLLED FIBRE TOP 


Vul-Cot wastebaskets—in sizes and shapes to meet every business 
need. In colors to match office furnishings—olive-green, maroon- 
brown, oak, walnut and mahogany. NO SOFT FIBRE to bend out 
of shape. No metal top to dent, rust or lose its finish. Light enough 
to be handled easily. No sharp edges. Liberal sales policy. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 
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The Lamp 
Illustrated 
Is No. 512 
Obtainable in 
Statuary Bronze 
or 
Rosewood 
Bronze 





Calvert Lamps give correct indirect 
lighting without the use of glass, paper 
or any other type of defuser. Write for 
circular showing our complete line and 


its unique principle of indirect lighting. 


CALVERT LAMP CO. 
300 East Federal St. Baltimore, Md. 
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DARNELL 
Office Chair 


CASTERS 


e BUILD and HOLD 
BUSINESS 


Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters. Famous because they 


Always SWAWAEE. and ROVE 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer’s high regard 
for quality. 

The new Darnell Caster and Wheel Man- 


ual is now ready for distribution. 


DARNELL 
CORPORATION, LTD. 


P. O. Box 4027-O, Sta. B 
Long Beach, California 


Featuring the Darnell Patented 
Double Ball-Bearing Swivel 














Write for 
FREE Sample 
Set of Darnell 

Noiseless Glides 

















and Special 

24 E. 22nd St., New York City Proposition 

36 N. Clinton, Chicago, IIlinois for Darnell 
Dealers 




















HIGH POINT 


Office 
Chairs 


FOR ALL your require- 
ments and for the many 
special sales opportunities 
that you perhaps have 
previously let go by. 


A quality group of leather 
apenas chairs, woo 
chairs in quartered oak, 
and American Pecan pos- 
ture chairs, bentwood 
numbers, folding chairs 
tablet chairs, etc., afford 
you frequent and recur- 
ring opportunity for 
volume sales. If you 
haven't the High Point 
catalog a line on your 
letterhead will bring it. 


High Point 
Bending & 
Chair 


Company 


SILER CITY, NORTH CAROLINA 











EWOER- LAT 


Drills through 


1)5)0 


STH] ET ETS 





AT ONE 
OPERATION 


TWIRLIT though small in size and low in cost, 
is a high grade, durable paper drill, made to per- 
forate a half inch of paper (about 150 sheets) 
easily and accurately. Built to serve a lifetime 
—soon pays for itself in time saved and new 
office convenience. Models are available for one, 
two or three holes, with choice of 14 to '3¢ inch 
diameters. The two and three hole TWIRLITS 
are adjustable for various distance between 
centers and are fitted with etched scale and back 
and side guides. Prices $2.50, $6.25 and $10.75 
list. Details on request. 


Mitchell Binder Company 


HAGERSTOWN, MARYLAND 
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SOUTHERN TRAVELERS CLUB NEWS 


By Charles H. Hucke, Secy.-Treas. 

The Miami Stationery Company, Miami, Fla., has re- 
recently been reorganized without any change in per- 
sonnel. Walter A. Boren has obtained complete con- 
trol of the business which he has operated for the past 
five years, becoming president, while C. A. Boren is 
named vice-president and Sue Doke secretary and 
treasurer. The many friends of Walter Boren wish him 
continued success under his new organization. 


* * . 


Expansion of the dealers in Miami shows real prog- 
ress of the local stationery organizations with greatly 
improved business conditions in that city. The Bryant 
Office Equipment Company has leased the store next 
door to its present establishment where it will carry 


and display a complete line of office furniture and | 
equipment. The Gresham Stationery Company has | 


moved into larger quarters just a few doors from their 
old location. With this larger store the firm will be 
able to carry more stock and display its merchandise 
to much better advantage. 


* * - 


Already many requests are being made by dealers 
for hotel reservations for the regional meeting in New 
Orleans on March 11 and 12. This meeting will no 
doubt have the largest registration and be one of the 
most interesting and educational ever held in this dis- 
trict. 

. * * 

On November 16 William G. King, president of the 
Office Equipment Company, Greenville, S. C., became 
the proud father of a lovely baby boy. The entire 
membership of the club together with Jim W. Cooper, 
Jr., its president, unite in sending congratulations to 
Bill. 


* * * 


The club has appointed the following members who 
will serve on the entertainment committee for the re- 
gional meeting in New Orleans: Chairman Tom C. 
Riley, Eberhard Faber; Al Marschall, Carter’s Ink Com- 
pany; Lionel Colomb, Weis Manufacturing Company; 
Larry Pues, Joseph Dixon Crucible Company, and A. Y. 
“Mike” Aylwin, Bates Manufacturing Company. 


* * * 


P. K. Smith, St. Petersburg, Fla., who for the past 
twelve years was connected with the Pinellas Printing 
& Stationery Company in that city, has recently or- 
ganized his own business, opening a commercial sta- 
tionery and office equipment store at 344 Central 
avenue. He will be glad to welcome his many friends 
among the travelers at his new store. 


* * + 


Jim W. Cooper, Jr., manufacturers’ agent of Atlanta, 
Ga., and president of the club, left his home on Decem- 
ber 26 to spend about three weeks in and around New 
York City visiting the manufacturers whom he repre- 
sents in the southern territory. 

—__—<>—__—__ 
CHECK WRITER COMPANY MOVES 


The Check Writer Company, Inc., formerly of 111 
Nassau street, recently moved its show room, shop and 


offices to 169 William street, New York, N. Y., where it | 


has availed itself of considerably larger quarters in 


which to pack and ship machines, as well as carry | 


larger stocks on hand for immediate delivery. This 
move marks the second in twenty-three years. 


OPPORTUNITY 








Keeps KNOCKING 


—for ASE dealers 


Not only during the “open season”’ for filing 
cabinets but during the entire year, more and more 
dealers are finding it profitable to push the com- 
plete A-S-E line. Superior design and construction 
and the use of high-grade materials assure cus- 
tomer satisfaction and repeat business. 





The large number of models is enabling dealers to 
meet every requirement from 
one source of supply. A-S-E 
Storage Cabinets, Lockers, 
Transfer Cases, Typewriter 
Stands, etc., are business build- 
ers which are materially in- 
creasing office appliance sales 
volume. 












Don’t overlook the outstanding 
profit possibility for 1937. 
Write for complete catalog. 


ALL-STEEL-EQUIP 


RPO! rt 


COMPANY 


t } 





Offer this office Machine Stand FREE to your 
customers and prospects who are interested in a 
Typewriter, Calculator, Addressograph and 
watch them buy. 


It’s a big seller too—big discount, low 
retail price. 
Write Pruitt for Booklet No. 6 on all office 
machines and supplies. 





526 Pruitt Bldg. Chicago 
We buy machines for cash. 


Get our allowance schedule book on office machine values and 
make more deals, worth $$$$$, Pruitt price only $1.00. 
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Make real money this, year 














«a ae 
WARSHAW Filing Supplios 


T'S that extra value in WAR- 
SHAW filing supplies which 
satisfies customers and guarantees | 
good repeat business. Of good 
quality stock made by full auto- 





e matic machinery for precision and | 

Roll Labels uniformity. You always give your | 

Rn oo customers the best buy with | 
Reinfoned tohten ARSHAW supplies. 


Stock up now! 


WARSHAW MFG. CO., Inc. 
1 MAIN STREET, BROOKLYN, N. Y. 


Protex Stickons 
Mending Tape 
Gummed Index Tabs 








JACKSON DESKS 








The 1900 grade illustrated above is 
distinguised by the crossfigured wal- 
nut and “Fiddle Back’? mahogany 
veneers used. It is fine office furni- 
ture in every sense of the word and 
in value it is typical of the extensive 
line bearing the name JACKSON 
DESKS. 


The inviting variety of design, good 
quality and moderate prices of this 
line are convertible into sales and 
profits by alert dealers. Catalog and 
full details on request. 


Jasper Office Furniture Co. 
JASPER, INDIANA 








OFFICE APPLIANCES 


ROYAL’S GREATEST YEAR 

Sales of Royal typewriters, both standard and port- 
able, for the first ten months of 1936 have exceeded 
sales for any previous whole year in the company’s his- 
tory. While the year 1935 was a banner year for the 
company, having exceeded any previous year, the sale 
of Royal portable and standard machines to November 
1 surpassed all of 1935. 

Due to this phenomenal growth in sales during 1935 
and 1936 it has been found necessary to increase the 
floor space at the Royal typewriter factory in Hartford, 
Conn.—another tribute to the ever-growing demand for 
the easy-writing Royal standard and portable. 











THIS IS A REPRODUCTION OF THE 

COVER OF “STATIONERY SUGGESTIONS” 

ISSUED BY A. CARLISLE & COMPANY, 

AND REPRODUCED IN “BATES BREVI- 

TIES” BECAUSE OF THE FINE ADVER- 

TISING OF THE BATES MANUFACTUR- 
ING COMPANY INDEX, 


EO ———— 


STEEVES IN LINE FOR STANDARD CUP 

Hal Steeves, Indianapolis agent for the Standard 
Mailing Machines Company, Everett, Mass., set a new 
record for high percentage of quota in November to 
win the Standard quota cup for that month. His fine 
showing has put him in position to compete for per- 
manent possession of the cup, which was to be awarded 
at the end of December. 

The four outstanding contestants for the permanent 
award at the time of going to press were Frank A. 
Mesmer, Boston; Van W. Evans Company, Chicago; 
Hal Steeves, Indianapolis, and Frank L. Hessenberger, 
Harrisburg. 


—————— 


JENKINS COMPANY MOVES 
Creating additional space for display sales and stock 
rooms, a new ground floor store at 321 Third avenue, 
Pittsburgh, Pa., was recently taken over by the John 
B. Jenkins Company of that city. The company, which 
is one of the largest jobbing distributors in the dis- 


| trict for carbon papers and typewriter ribbons, special- 
' izes in duplicator supplies, pencils and paper items. 


EO 


SMITH-CORONA SALESMEN’S CLUB ELECTS 
OFFICERS 

The L. C. Smith & Corona Salesmen’s Club of the 
Chicago Branch embarked upon its third year with the 
installation last month of A. B. Sallander, president; 
George B. Gunnison, vice-president, and William Mur- 
phy, secretary-treasurer. The three men were elected 
to head the organization for 1937. 








Seen 
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Only QUALITY Can Be 


GUARANTEED 


A Good Reason for Stressing 


Eff & C 









To 


Every chair 
carries a five-year 
guarantee against 
imperfections. 


€ 


No. LEF®&C 





Sold Exclusively through Dealers. 


The Fritz-Cross Company 
304 East Fourth St. 


Posture Chairs 


Your Customers 
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Meet Today’s Demand 
for aGood LOW-COST 
-—-OFFICE TABLE!~7] 












with the 
BEST SELLER 
OF THEM ALL.. St. Johns! 














Write for catalog. 


St. Paul, Minnesota 








An Ideal 
Catalog 
Case 





Above isshown —— 
Office Table 
Fully 95% of your trade want ex- No. 24 
actly the kind of office tables offered in serth eG 
the famous low and medium-priced | po, *OSiden Fin. 
ST. JOHNS line. Office tables are | ish. Top 1%" thick. 
among the most active articles of com- | Legs 2%, square. 
mercial furniture, and ST. JOHNS a2, arate 27254, 
provides the best-made and best-selling | 27x60, and 30x72. 
tables for this profitable volume mar- gent +e D. 
ket. Write for catalog and prices from op pA ht 
the largest table factory in the world. 


ST. JOHNS TABLE CO.“ 


Office Furniture Warehouse Co., 573 Broadway, New York 


| THE PERFECT 


Convertible 


OFFICE 
CUSHION 


























No. 710 
Double Handle 
Catalog Case 





It’s 


A FACT! 


that this capacious 
sturdy catalog case 
is most popular with 
agentsandsalesmen. 





Cash In Onthe Complete National Line 








The beginning of 1937 will mark the opening 
of intensive sales campaigns ali over the 
country. With the National Line you will 
be able to show a complete offering of quality, 
reasonably priced carrying cases ... to fit 
every purpose and purse. 


Write Today for New Catalog! 


MFG. CO. 


NATIONAL 





BRIEF CASE 


512 So. Peoria St. 
CHICAGO, ILL. 





Popular Priced 
and Fine Quality 


Once you try it, you'll agree it’s profitable to keep 
“Convertible”’ always in stock and display. Costs no 
more than other good quality cushions and has the 
advantage of a velvet corduroy surface in brown, green or 
maroon for winter use, and a fibre covering on the re- 
verse side for cool summer comfort. 


STATIONERS—Compare the “‘Perfect”’ line of sponge 
rubber office chair cushions. We'll be glad to send you 
full details and prices on request. 


The Perfect Rubber Seat Cushion Co. 
5200 Akron Street Philadelphia, Pa. 
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THINK 


OF THE 
BUSINESS 


YOU 
CAN DO 
AT 
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LYON STEEL FURNITURE 


Winds and, folds 


PROFITABLE TRADE 




















Constructed to give continuous, 
trouble-free service . . . with outstanding 
features of strength, beauty, and conven- 
ience apparent at a glance .. . Lyon 
Steel Cabinets sell rapidly, build good 
will, and yield attractive profits. les 
records of hundreds of Office Appliance 


Dealers prove the wisdom of stocking and 
displaying this popular line during 1937. Pp £ R S b T 
teel Folding Chairs are also demonstrating interesting volume and = 





profit opportunities in the office appliance market. The sales story (LESS IN QUANTITIES) 
behind them—convenience ... comfort . . . construction . . 
color . . . compactness . . . quiet . . . safety—is clean-cut and 


effective. Ask for proof of wide market opportunities in every For 95 Point, Letter Size Guides; 


community. 
For full details about ayes ~~ Cabinets and the Best Quality on the Market 
and Steel Folding Chairs mail handy eoepen. 
LYON METAL PRODUCTS, INCORPO- 
RATED, 2801 River St., Aurora, il. 








Actually guaranteed indefinitely against torn-off Tabs 


MONARCH BRAND 
“TUFF-PRESS” 


| 2801 River St., Aurora, Ill. 
| Please send ~—--— on the items checked below | 
Lyon St Cabinets . . . 
Steel Folding Chairs | Grand Rapids Michigan 
Name oe | 




















300 
NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
| machines and devices. 





Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 





“WK ELEAN” 














Unground Ball lor the If you want to keep in touch with the activi- 
- a Office "Furniture " induatry ; ties of the office equipment industry, there is 
All parts machined from bar stock and heat-treated, no better way to do it than by entering a sub- 
outer races are one piece and can be made in an scription to Office Appliances. The rates are 
desired ree. (No = stampings _ whatsoever. $2.00 a year, $3.00 for two years; Canada $2.50 | 
For cradle slides our bearings and rivets are in one ¢ - Forei 5 
unit for quick assembly. 95% of filing cabinet drawer and $4.00; Foreign $3.00 and $5.00. 
slides in United States and Canada operate on —— 
a a eee coe ee Oe ee The Office Appliance Company 
ope . . 417 South Dearbern Street 
Kilian Manufacturing Corporation Chteage, til. 
107 North Franklin Street Syracuse, New York 
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Business Opportunities—Continued from page 10 

Warehousing and Sales Facilities at San Francisco.-The Acme 
Business Equipment Company, 30 Battery street, San Francisco, Calif., 
offers warehousing and sales facilities for manufacturers of office equip- 
ment and commercial stationery items. The company wishes to receive 
catalogues, price lists and trade discounts from manufacturers 

Columbus Equipment Business Requests Manufacturers’ Catalogues. 
The M. & M. Auction and Sales Company, 333 South High street, Colum 
bus, Ohio, requests that manufacturers send their catalogues. Special 
interest is indicated in office furniture, filing equipment, and office ma- 
chines, such as adding machines and cash registers Please mark mailings 
for the attention of Mr. Clifford B. Levin. 








17 PEEVE SRS 


Albany, N. Y.—J. K. Patrick has joined the local branch of the Royal 
Typewriter Company, Inc., selling in the Troy territory 
Athens, Ga.—The Royal Typewriter Company, Inc., 

here, in charge of R. B. Goodson 

Atlanta, Ga.—Tom Pittard has been transferred to a sales territory of 
the Royal Typewriter Company, Inc., in this city 

Beaumont, Texas.—McCall’s Typewriter Exchange, 953 Pearl street 
opened for business the first of the year. C. K. McCall, the owner, had 
conducted The Beaumont Typewriter Exchange back in 1934, and sold out 
in 1931 

New York, N. Y.—Bill Metzger, manager of sales of the Royal portable 
typewriter, is back at work after a prolonged illness. 

New York, N. Y.—Norman MacLeod has been appointed sales manager 
of the supply division of Underwood Elliott Fisher Prior to this ap 
pointment he had been sub-branch manager at Worcester, Mass 

Harrison, Ark.—J. L. Russell, Harrison, Ark., is selling Royal type- 
writers in this territory, operating under the St. Louis branch. 

Kirksville, Mo.—D. Dale Douglass is covering territory here for the 
Royal Typewriter Company, Inc., operating under the St. Louis branch. 

Little Rock, Ark.—-Two new salesmen have joined the local branch of 
the Royal Typewriter Company, Inc.—C. L. Allen, formerly of the Camden 
territory, and Joe R. Duerson, who is in charge of the southeast Arkansas 
territory. 

Houston, Texas.—-The local branch of the Royal Typewriter Company, 
Inc., has added three new salesmen—Hamer Englund, W. M. Crawford 
and Charles Corona. 

Greensboro, N. C.—The Wills Book & Stationery Company has made 
additions to its office equipment and office supply departments. The sales 
personnel also has been increased.—-CG 

Pittsburgh, Penna.—F. Lloyd Wassell has been appointed vice president 
in charge of sales by the Automatic Business Machines, Inc. He had 
been connected formerly with Remington Rand Inc., in important positions 

San Francisco, Calif.—W. M. Coffman has returned from Chicago to 
take up the work of Pacific district manager for the Underwood Elliott 
Fisher Company He succeeds the late Fred P. Wright. Mr. Coffman re- 
turns to a familiar fleld, as he left the coast to serve the Chicago branch 

San Francisco, Calif.—C. H. Billington, manager of the Smith-Corona 
branch, reports that the waterfront troubles are undoubtedly reducing the 
volume of December business. Still, he expects to make about 120 per 
cent of quota. The branch did about 120 per cent in November, and 160 
per cent in October 

San Francisco, Calif.—cC. E. F 
Typewriter Company, Inc., 





has opened an office 


Russ, branch manager for the Royal 
was confined to a hospital several weeks, due 
to a nervous breakdown. Reports indicate that his recovery will require 
several weeks. Meanwhile D. B. Starret, assistant manager, has carried 
on the business during a busy holiday season. 








New York, N. Y.—An item on Page 155 of the December issue of Office 
Appliances regarding the new office furniture business of Louis Frank was 
erroneous. The correct address is 13 East Twentieth street, where new 
and used office furniture is sold 








ADDING MACHINES 





Oklahoma City, Okla.—The Victor Adding Machine Company, an Illinois 
corporation, has been chartered to operate in Oklahoma; Catherine Man- 
ton, charter representative. 








OTHER MACH IRS S 


Brooklyn, N. Y.—The Standard Record Company, maker of dictating 
machine cylinders, has moved its plant and offices to 104 South Fourth 
street. 











rURBNRIT@ as 


Chicago, 111.—The Milwaukee Chair Company has opened an office at 
120 South LaSalle street. This is headquarters for Louis J. Block, presi- 
dent, and enables him to divide his time between Chicago and the plant 
it Milwaukee. 

Grand Rapids, Mich.—The bankrupt estate of the Adjustable Table 
Company, 55 Mount Vernon avenue, was sold at auction December 10 
The assets included shop equipment, materials and office fixtures This 
sale was conducted by Samuel L. Winternitz & Company, 38 South Dear- 
born street, Chicago, [ll., and Abe Dembinsky, Inc., auctioneer, 171 
Ottawa street, Grand Rapids 

Grand Rapids, Mich.—Frank D. McKay, chairman of the board of 
Berkey & Gay Furniture Company, announced December 19 that a dis- 
tribution of stock warrants totaling 30,000, valued at $40,000, to 700 














When Beauty and Strength 
Are Joined Together 


Good furniture, covered with fine Eagle-Ottawa leather, makes 
an irresistible appeal to every discriminating purchaser ... an 
appeal that spells quick, profitable sales. 

Specify Eagle-Ottawa leather on every occasion—for lasting 


EAGLE-OTTAWA <z, LEATHER CO. 


4 2 

The Standard Name Q #0 for Fine Leathers 
CRAY 

Grand Haven Michigan 


TAY 
Salesrooms: New York, 2 Park Ave.; Chicago, 912 W. Washington Bivd.; 
St. Louis, 1602 Locust St.; San Francisco, 569 Howard St.; 
Los Angeles, 1012 Broadway Place; Portland, 1238 N. W. Glison St.; 
High Point, N. C., P. 0. Box 386 




















OVER THE HILL AND INTO 
THE PLEASANT VALLEY OF 
BETTER TIMES! 


Take full benefit of the opportunity that 1937 pre- 
sents for more abundant business and more gen- 


erous profits by specializing on EVANSVILLE desks. 










The 60” deskin 
Evansville No. 3200 
Turned Leg Group. 


Packed full of eye appeal, cleanly built and priced appeal- 
ingly low. 
Write for the Portfolio of designs if you do not have it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD DESKS 
EVANSVILLE INDIANA 











202 








No. 1104—66"x36" 


A RISHEL MODERNE 


In Genuine American Walnut 


Style Craftsmanshio—Beauty 


Ask for New Catalog 
of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 











Sanymelal 


STEEL COSTUMERS 


* 


Sanymetal Steel Costumers 
sell steadily all year round be- 
cause of the extra convenience 
they offer. 

Sanymetal Steel Costumers 
with their modern lines, en- 
during imitation wood finishes, 
and “balanced” construction 
are guaranteed to stay upright 
even when the load is all on 
one hook . . . do not loosen or 
warp... have no rough edges 
to catch at clothes. 

List Prices F.o.b. Cleveland, 
Ohio, are as follows: 


Green or gray........... $10.00 
Mahogany, walnut, or oak 11.00 
White enamel .......... 13.50 


Write for dealer discounts and de- 
scriptive folders showing full range 
of colors. 
THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbana Road, Cleveland, Ohio 


* 
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employees. The warrants take the form of Christmas gifts, and may be 
sold for cash or exchanged for stock in the company The warrants will 
be given to employees regardless of their length of service 

Chicago, Il!.—The local display of the Majestic Lounge Company of 
Bridgeport, Conn., has been placed in charge of Mrs. Pauline Hughes, 
who is thoroughly posted on the company’s line, which is displayed at the 
Merchandise Mart 

Kansas City, Mo.—The Schooley Printing & Stationery Company has 
leased a four-story building at Fifteenth and Walnut streets for a five 
year term. The business was established in 1893 

New York, N. Y.—The New York office and show room of the Majestic 
Lounge Company has been moved to 192 Lexington avenue. The com 
pany’s executive offices have been moved to the factory at Bridgeport, 
Conn 

Philadelphia, Penna.—The Protect-O Company, Franklin Trust build 
ing, has been registered as a commercial title in the common pleas court 
by Benjamin Leonard, Fairfax Apartments, Forty-third and Locust streets, 
and David Mitchell, 5735 North Seventeenth street 

San Francisco, Calif.—Gef Fink, formerly manager here for the Un 
derwood Elliott Fisher Company at Seattle, has been appointed local 
manager 

San Francisco, Calif.—_O. H. Davison & Company has moved into 
larger quarters at 788 Mission street. The entire fourth floor is occupied, 
with space for both offices and merchandise display, and offers head- 
quarters for out of town visitors. O. H. Davison and Walter J. Willoughby 
are the principals. The company is factory representative for Neva-Clog 
products, The Fulton Specialty company, Josephson manufacturing com 
pany, David Kahn, Inc., and Finch & McCullouch. 

Martinsville, Va.—The Edsal Desk Company, Inc., has been chartered 
to manufacture a line of wooden desks; capital stock, $25,000-—-incorpora 
tors—-Wm. J. Padgett and B. W. Ingram. 

New York, N. Y.—Desks, Inc., has been established at 21 West Forty 
sixth street The personnel includes members of the former Hale Desk 
Company 

Shelbyville, Ind.—The Tippecanoe Press, formerly at Monticello, Ind., 
has located here at 14 West Hendricks street. Office equipment and fur 
niture have been added, and the company carries a comprehensive stock 
of the products of The Globe-Wernicke Co. 


STATIONER Y 


Chicago, I11.—J. G. Weiskopf has joined the Roll-O manufacturing Com- 
pany, 6259 North Knox avenue He is well known to the trade in this 
vicinity. 

Chicago, tl!1._-H. Folger Fellowes, operating in the eastern territory for 
the Bankers Box Company, returned to headquarters ‘here in December, 
following a successful trip. 

Chicago, I!1._-The Hub Office Supply Company, 451 West North Avenue, 
held a Thanksgiving party Wednesday afternoon preceding that holiday 
The store was closed at noon. At that time an elaborate turkey dinner 
was served to all of the company’s employees. The entire afternoon was 
devoted to social activities 

Eureka, Calif.—Mr. and Mrs. Roy Browning have opened a beautiful 
stationery store at 426 F street. Spacious window displays give a view 
of the interior, which is arranged on the open display plan 

Muskogee, Okla.—-The Lewis Stationery store, 226 Elgin street, is an 
outgrowth of the printing business established by E. E. Lewis. Office and 
school supplies are carried 

New York, N. Y.—-Roneo, Inc., has moved to 64 Wooster street. 

Pittsburgh, Penna.—The Burgess Company, Inc., has opened a general 
sales office at 518-20 Martin building, in charge of W. Robert Story. 

Providence, R. 1.—The Atwell Office Supply Company, 322 New Indus- 
trial Trust building, is a new enterprise consisting of former employees 
of the Preston & Rounds Company. 

Nashville, Tenn.—The good will and part of the physical assets of the 
Brandon Printing Company, which has been operating under a receiver- 
ship, have been sold to the McQuiddy Printing Company, of this city. 

Palo Alto, Calif.—The Modern Press & Office Supply Company has been 
opened at 541 High street. In addition to commercial stationery, this 
business does printing, engraving and photo-lith. 

San Jose, Calif.—The Curtis Lindsay Book & Stationery store has 
moved from its former location, 17 East Santa Clara street to 77 South 
First street An office furniture department has been installed The 
new store is modern, without being freakish The color scheme is green 
and white throughout. The modern plan of dispensing with counters is 
followed wherever possible. The small office supply items are system- 
atically shown in open display. 

Savannah, Ga.—Nathan Coleman & Son, Inc., 9 West Bay Street, has 
surrendered its corporate charter, and will be continued as a partnership 
This change does not involve any change in policies or personnel. 

South Norwalk, Conn.—The Donnelly stationery store has moved to a 
West Washington street location. 


PENS AND PENCILS 


Chicago, I1.—William E. “‘Bill’’ Smith has rounded out his fiftieth 
year as a commercial traveler in the stationery and fountain pen fields. 

Chicago, t!1.—The Reservoir Pen Company, 20 West Jackson Boulevard, 
has been chartered to deal in merchandise; capital stock, 500 shares par 
value ; incorporators—B. A. Rasky, M. C. Shaps and M. M. Denton. Cor- 
respondent—Freedman and Rasky, 1932 North Clark street 

Columbus, Ohio.—The Terry Pen Shop has been opened at 5% South 
High street by T. R. H. Heffernan, who had been associated ten years 
with the W. A. Sheaffer Pen Company 

San Francisco, Calif.—H. G. Konnersman, in charge of the Eagle 
Pencil Company’s branch in the Rialto building, attended the annual 
sales meeting at company headquarters, New York City The Southern 
California representative, Claude Moore, also attended the New York 
meeting 

San Francisco, Calif.—Oliver Pierce, coast manager for The Conklin 
Pen Manufacturing Company, has returned from a Northwestern trip, 
during which he had a conference with Lee Hewitt, of Bellevue, Wash., 
the Northwestern representative Mr. Pierce reports that the line is 
“going to town,”’ and the dealers enthused over the ‘‘Chevron’’ assort 
ment, 
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This Year's Best Seller! 


choice of 


the masses 








he 1937 


Wal 


Ss Y CHES1 






a real 
profit 


maker 


now with 
a rich 
oak 

inter wor 


Wonderfully constructed—fully guaranteed to one-hour 
heat resistance—a minimum shipping weight—and listed 
to reach the great majority. 


WRITE US TODAY 


GEO. J. WALZ 
112 Wesley Ave. Oak Park, Ill. 
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Popular Office Chairs 


QUALITY CRAFTMANSHIP... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and details 
on request. 









Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 329 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 








NATIONAL 


SPONGE RUBBER CUSHIONS 








ALL 


Sizes 


ALL 


Colors 














The Complete Quality Line at Popular Prices 


* ECONOMY LINE 
VELVET CORDUROYS 
RICH PILE VELOURS 


* CONVERTIBLE LINE 
WOVEN CANE—CORDUROY OTHER SIDE 


* DELUXE LINE 
CORDED BOXED EDGES 
UPHOLSTERED WITH RICH PILE VELOUR 


ATTRACTIVE DISCOUNTS 
Write for Descriptive Circular 


NATIONAL OFFICE CUSHION CO. 
110 GRAND ST. NEW YORK CITY 
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f 
PERFECTION METALS 


for ring books and post binders— 
a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 











6816-6824 Arsenal St. ST. LOUIS, MO. 
Pacific Coast Representative 2714 W. 21st St Chi mii i 
S. & D. Loose Leaf Co., 427 San Pedro St., Los Angeles - 2ist Street cago, nois 





TRINER 


BEAM POSTAL SCALES 
Witt ELIMINATE 
POSTAGE WASTE 






< Over 
Under 
Weight 
instantly 
shown by 
this indicator 





Capacity 1 Ib. x Y2 oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send tor detailed description and prices 


TRINER SCALE & MFG. CO. 











The PRESTO PAPER PUNCH 














Everyone who uses price books, loose 
leaf notebooks, or loose leaf folders wants this life- 


time paper punch. 


Ideal for salesmen, stenographers, engineers, 
students, executives. It punches a clean '/ inch hole, 
V4 inch from the edge of the paper and can be carried 
in @ purse or vest pocket. 

Presto punches are carded singly or mounted 
in dozen lots on attractive counter display. card—twelve 
cards to a carton. 

Customers see them—try them—buy them. 
Write for samples and discounts, 


METAL SPECIALTIES MFG. CO. 


3210 Carroll Ave. Chicago, Ill. 

















When You're Asked 
for FACTS 






Can You Give Them? 


Conditions are changing daily in the Industry. Are 
YOU keeping pace with them? Timely information 
will help you plan sales, act decisively, push profitable 
items, keep your stock up to date. 
“The information your Service Bureau gave us 
was just what we needed and placed us in a posi- 
tion to secure additional business that otherwise 
we could not have gotten.” A. R. Taylor Co., 
Memphis, Tenn. : 
OFFICE APPLIANCES brings you the latest styles, | 
news and trade gossip every month. The Service i 
Bureau helps you gain information, lists and data 
gratis, almost impossible to gain elsewhere at any 
price. 
Ask for your FREE copy of OFFICE APPLIANCES 
and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


417 So. Dearborm Street Chicago, Illinois 
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RIBBONS AND CARBONS 





Chicago, Il1.—The American Manifold Products Corporation has in- 
creased the number of its shares from 500 shares par value to 1,000 shares 
par value 

Chicago, I11.—The local branch of The Miller-Bryant Pierce Company 
has moved from 20 East Jackson boulevard to 309 West Jackson boule 
vard. M. L. Hill, the local manager, finds that the facilities at the new 
location make possible quicker deliveries to the customers of the branch 

Jackson, Miss.—The Lorenz Office Supply Company has become exclu- 
sive local distributor for the Spencerian line of typewriter ribbons and 
carbon paper, and also the Frederick Post line of engineering and archi- 
tects supplies 

New York, N. Y.—Norman MacLeod has been appointed sales manager 
of the supply division of Underwood Elliott Fisher Prior to this ap- 
pointment he had been sub-branch manager at Worcester, Mass. 

Portland, Ore.—Ted Rennord, a former Chicagoan, has joined the local 
branch of the Royal Typewriter Company, Inc., as supplies salesman. 


> 
Norway’s Mines Busy 


Commerce Reports states that the mineral resources of Norway have 
been in great demand during the military actions in Spain. The Spanish 
mines are not operating during hostilities. The pulp and paper industry 
was somewhat restricted because of the waiting attitude adopted by the 
makers 

> - 


United States Exports of Typewriter Ribbons, Carbon Paper, Filing 
Folders, Index Cards and Other Forms—October, 1936 




















7763 
Dupli- 
4750 cating 
Filing folders, 9392 9395 ma- 
index cards, Carbon paper. Typewriter chines, 
and ribbons. parts 
other office & sup- 
forms. plies 
for 
Countries Lb Value Lb. Value. Doz Value Value. 
Austria ..... ° 70 $ 25 es 26 $ 175 sities 
Belgium ... 75 410) 191 $ 131 182 527 $ 1,859 
Czechoslov: kia ; 56 120 ee 39 eons 
Denmark .. ones xe “ ee 377 
Finland ... 1,712 6 89 75 149 315 
France ... 17,194 Rue 752 398 1,111 2,088 
Greece ... 688 SY 181 93 10 25 
Hungary cues oes 
Irish Free Stat es : 3 15 
Da? ssugeuhe 163 97 — : bowls 
Netherlands an 8,108 1,403 1,686 938 1,172 2,759 
Norway ..... 15 35 883 813 242 595 
Portuga! ..... . . 98 80 130 264 
Bumawsa ....cce: ‘ , 95 185 
U. 8. 8S. R. (Russia 557 153 sons wer eoee a. 
Sweden ......... 2,118 1,665 284 1,109 1,309 
Switzerland .... 1,284 252 686 411 185 500 1,181 
United King:iom 3,123 2,318 8,567 6,022 2,431 5,070 22,113 
Yugoslavia ...... bas 40 28 3 8 sess 
Canada .. . 19,553 6,993 3,266 1,964 591 2,021 7,395 
British Honcuras 189 42 44 22 12 27 eves 
Costa Rica.... 264 192 318 166 33 71 dene 
Guatemala .. 408 191 27 36 23 79 123 
Honduras .... 1,786 765 101 94 24 lll 88 
Nicaragua ..... 1,662 196 97 173 434 ~~? 
Panama ....... 490 2.839 1,224 121 325 499 
Salvador ....... 219 2 96 69 
Mexico .... o< 2,168 1,058 1,164 1,109 1,093 2,042 1,893 
Miquelon rnd St. Pierre 
 - peas 8 3 : Tr 28 
Newfoundland and 
Labrador ... . 2,350 463 , oF 150 
Bermuda ...... . 85 203 12 22 ses ‘ 
Barbalos ...... 5 ; 7 25 
Jamaica .......- . 1,059 336 315 222 7 29 
Trinidad and Toba 1,179 68 91 126 31 104 24 
Other British West 
BREED cccccccecceccs 7 ‘nen 1 8 saan 
GERB ccoccccccscces .. 5,568 2,007 4,192 2,860 751 1,843 335 
Dominican Republic 17 270 185 110 27 64 64 
Netherland West Indies. 2,657 871 27 42 9 14 
French West Indies 1 - . 10 49 - 
Haiti, Republic of 307 40 48 4 ai 
Argentina 2° 41 3,766 1,298 1,608 906 
Bolivia ... : 33 9 . 443 104 83 
MEE éccccesce , 83 44 25 1,905 199 1,122 
Chile .... : er 6 5 558 93 141 
Colombia .. .. 3,145 833 2.381 446 150 
Ecuador .... ° ‘ 132 212 seas . 
Surinam ........ . 575 157 22 13 16 44 
French Guiana _ ‘ venn sees _ 1 l 
Paraguay .... ae . ‘ cows 5s 75 . , eo 
Peru .... 86 : 127 109 375 34 
Uruguay .. cabs 80 271 91 
Venez ela - 1,401 47 369 405 159 545 951 
Saudi Arabia 383 RE - 2 4 384 
British India 241 124 2,862 1,962 166 276 - 
British Malaya.. ‘ 10 19 cen eo 4 8 295 
Ceylon bees 49 13 99 38 a7 44 7S 
China .. 6.574 752 1,058 681 129 355 17 
Netherland India... 97 73 693 357 52 142 141 
French Indo-China . onee 20 55 ‘ene 
Japan ....... 202 22 7,023 336 881 1,237 
a re 72 ocee 
Philippine Islands 4,278 689 of 1,806 69 858 1,412 
Siam .. ‘ onne eee : 73 
Turkey . ‘ . éte6 oe 54 210 coee 
Other Asia.. 3,431 1,691 eoee cose sees oese osee 
Australia . — 5 40 626 339 19 80 5,269 
French Oceania 25 7 eves e« woes - osce 
New Zealand : 49 139 30 26 47 196 144 
British Est Africa : 101 63 30 69 née 
Union of South Africa 506 250 1,663 1,098 507 1,561 1,122 
Nigerla $066 pene oees 33 19 —— . 
Pe 6sswe paeen >» - : seea wees 11 28 
Liberia ...... ae 438 65 esge cess . 
Mozambique . pga et 121 65 am ll 
Other Portuguese 
Africa ... ; es , 37 31 83 241 ; 
Total Mi,97 $29,15 61,001 $39,680 13,650 $32,403 $61,289 
Shiy ments t 
Hawali . 53.707 $17,788 1,887 $ 1,362 186 $ 633 $ 1,385 
Puerto Rico 19,815 3,574 2,811 1,171 82 207 741 
Virgin Island seew 100 18 15 ) 12 









WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 













TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 











—llntlttllttlltltll lll lll ll cll dl dl a a a a ee 


This item sells) NOETAPE 

is as handy for carrying and 
oe a filing papers as it is practical 
and economical. No strings 


EXPANDING * tapes to tie and untie. 


Made of good grade red 
FIBRE WALLETS rope paper with flap and 


pull-tab, reinforced. 


Show them. You'll sell them. 
At a nice profit, too. 





| 
| JOSEPHSON MFG. CORP., 401 W. 14th St., NEW YORK, N. Y 
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Saco STANDS 


for All Adding and Bookkeeping 
Machines and for All Typewriters 


In offering TUSCO, dealers can recommend equipment fitted to the 
customer's need. The sturdy and efficient 100 line, of which No. 102 
(left) ig a member, is especially popular for standard typewriters, 
standard adding machines, portables, directories, etc. 

The TUSCO Universal Stand (right) is adaptable to over 95 per 
cent of all office machines. Its cast iron top is slotted and drilled to 
accommodate practically every type of office machine and fitted with 
yam in cups to reduce shock and deaden noise. A mechanical equalizer 
sompensates for unevenness in floor. Cam brake operated by toe touch 
Carries heavy machines easily on 3 a ch rubber tired casters. 

Full details and prices on reques 


TUBULAR SPECIALTY MFG. CO., 


1940 Stanley Ave. 





Model 102 





Export Dept.: 41 Water St.. New York City—Cables “Bunam.”’ 
REPRESENTATIVES 
Cc. E. Ritter, 2451 E. 78th St., Chicago (phone REGent 1110) 


Western Wholesale Statloners, 
Los Angeles, Calif. 


Detroit, Mich. 





Ltd., 307 E. Third St., 





Universal 














iM special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . it strips 
off like adhesive tape . itissoclean 
that any excess rubs off, leaving work 


and fingers unsoi led 





Harriman-Welts Products Co., 200 Summer St., Boston 
























































MAK-UR-OWN 
ALL TRANSPARENT 
INDEX TABS 


Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 
NORTH TONAWANDA, N. Y. 


















































Nu-Made 
HAND—ELECTRIC 


Automatic Division Automatic Multiplication 
Clearance Dial Clearance 


Duplex Models 


Electric 


Write for Our Low Prices 


RELIABLE TYPEWRITER & ADDING MACHINE CORP. 
303 WEST MONROE STREET CHICAGO 


Breas roi ooo ogo 5252555555252 52 525252525252 - . 
% The “Aluminum” Pocket Seal § Fhe Typo (Cloanoh 
» and other MARKING DEVICES & ° le an 
MARTENS 

; Quick, Goon 2 
‘ POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS : te Besty ne Are you ame your prof 
' . thi t ing it t 
3 MEYER & WENTHE- CHICAGO § Dolinan, Git der bee bbe- 
| Oo Stone Mana cea Stet = | cag 

! - re) a ee " t os 
R «= WEST SIDE STORE- 305. JeffersonSt. f} MARTENS TYPE CLEANER CO. Rew Site, RY NY. 

MARCHANT CALCULATORS Sell 


Engraved Letterheads 





NEW $90 
DIES per 1000 
FREE LESS LARGEST 





TRADE DISCOUNT 


Take orders for GENUINE ENGRAVED business 
Our prices are the lowest in America and : 
Write for FREE sample book. 


stationery. 


easy to understand. 


NATIONAL ENGRAVING CO. | 
Birmingham, Alabama 
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U. S. TYPEWRITER 


RIBBONS 


Sansom at Tenth Street 









ESTABLISHED 1895 


Dealers Inquiries Solicited 


RIBBON ME&c. Co. 


CARBONS 


Philadelphia, Penna. 








pew STENCILS 
Write at once for 
|| samples and complete 
information 


i =—«BIORON 


J/ STENCIL CORPORATION 


409 WEST ADAMS STREET... ... JACKSONVILLE, FLORIDA 











* 
- 





You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (3") 

with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 







1643-1647 Haddon Ave. 


CAMDEN, N. J. ¥ 
ALLEN-WALES 
A record of more than 25 years’ satis- 


factory service recommends Allen-Wales 

Adding Machines and The Allen- 

Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
proposition. We offer a valuable 
business getting opportunity 
Write today for details. 














Allen-Wales 
Adding Machine 
Corporation 


515 Madison Ave. New Yerk, N. Y. 
PA AA AE | 









THREE REASONS WHY 
JUSTRITE DATERS ARE 
WORTH MORE 


1. No other dater has such deep moulded 
figures. More perfect impressions. 

2. No other dater has cushion back 
bands. 

3. No other dater has traction tread 
bands. Geared to the wheel so they 
cannot slip. 


YET, THEY COST NO MORE 


Made and Recommended by 


LOUIS MELIND COMPANY 


362 W. Chicago Ave. 593 Market St. 
Chicago, tilinocis San Francisco, Calif. 


















SPEEDEX 
TELEPHONE INDEX 
RETAILS AT $1.00 


Sturdily built and beautifully 
finished in black, brown and 


green. 
Actual Size 3x4x234 


Attractively boxed. Weight 14 oz. 


THE SPEEDEX COMPANY 
Sales Directors: TARA SALES COMPANY 
843 South Los Angeles Street 
Los Angeles, California 
id THIS NEW ALL-METAL 
ib FREE REVOLVING DISPLAY 
CABINET 


A display of Moore Push- 
Pins, glass and aluminum 
heads, and pushless hangers, 
will ring up many an extra dime 
On your cash register. 
A new revolving display cabinet is 
given free with an order for 72 
assorted window front packets. 
Start today to increase your pro- 
fits... order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 










r 
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Our New Complete Catalog of 


Columbia 


Sign Markers, 


Chart Printers, and 
Rubber Type 


is off the press. 


Send for your copy. 
HANS H. HELLESOE 


2446 Ainslie St. 


PREY vTTY,Y,,,” 


~—ooooowoooo--~-~™ 


Chicago, Ill. 
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OFFICE 





CALA ae 


Replacement Parts for Adding, Book- 
keeping, and Caleulating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E., Cleveland, Ohio 








sooo” ~~ 














Takes ink stains, 
blots and errors 
off like magic 


Genuine 


HA 


is for sale at 
All Stationers. 


Cable: ERADICATOR 


Write us for details. 


HL. A. Ink Eradicator (Co 


1707 Zerega Ave., New York, N.Y. 











CEL-U-DEX CORP, 











Card-cases, any size, leese-leaf envelopes, punched; 
menu covers, fectery record protectors, tag holders, 
bill-fold envelopes, stamp conteiners, etc. Made of 





acetate (slow-burning) transparent cellul We 


build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
36336 S. Racine Ave. 


Chicage, U.S. A, 

















Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- | 
ways right side up. No need to hunt 
FER. 17,1920 JAN. 11. teRt and fumble to find the place where | 
mOV. 6, 1923 the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
| ing and most satisfactory ring ever 
Seven Sizes +t ay for perforated —_ or | 
° binders of all sorts. Allows binder or | 

Inside Diameters: sheets to lie flat when open at any 



















PATENTED 


’ ” 1. 1%" point. The enlarged joint, nicely 
ye a alae rounded and smoothed, keeps ring 
7 a. right side up in position to be in- 
Ne. 6%’ No.4, 2% 
7 > stantly unlocked. 
Ne. 6, 3’° Order through your wholesaler. We also 


manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. 


8561 So. Chicage Ave., 
Chicago, Illinois 
























«to sain - ee Rt By pe 
@s 


ee 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 









Stantey R.Bristow 
24 Central Ave.West Orange.N. 5. 











LOOSE-LEAF 
and 


ALPHABETS 

MONTHS 

ot ry 
STATES 


i INDEXING -- CELSDEX’ ; — 





| Main Street 


BROOKLYN. NEW YORK 














Easy to put in use 
Safe and Secure 
Quick Reference 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
poste of various length provide 
capacity to meet your requirements 
dozen sets, f.0.b., 
$3 50 New York. Write for 


sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y. 
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Another Advantage But No Extra Cost 


METALSTAND 


WITH STATIONERY DRAWER 






Complete! With typewriter in place the market. The list price is still $5.00 
and the drawer filled, the typist can for the 14x17 size in all finishes with 
go right along, other desk or table be- side leaves wat small additional cost, 
: ~ and the 17x24 size is but slightly 
ing unnecessary. A new feature, this 


. higher. 
convenient drawer added to the well- 4 N D — we ship subject to dealer’s 
known rigid construction, neat finish approval. Don’t delay any longer in 
and generous working space makes getting your share of METALSTAND 
METALSTAND the biggest value on profits. 


METALSTAND COMPANY iss x. 224 st, phitadcipnia, Pa. 














AMERICA’S FASTEST SELLING 





i | 
PARCEL POST and OFFICE SCALE! Tops the Stamp Pad Field 


SPEED-MO 
The amazing world-wide pop- 


ularity of the Borg Parcel Post and The unique SPONGE RUBBER 


Office Scale has been phenomenal! 

In a few short months it has be- 

come America’s fastest selling Par- STAM A Ss 

cel Post and Office Scale! P P D 
Such recognition must be de- 


served. The Borg Parcel Post and ° 
Office Scale must have everything A type for every Office or Industrial use 


















“a2 





hat’ i scale of thi . 
nag yg all other esha Will outwear five of any other pad! Standard equipment 
$7.50 ecales old-fashioned - x ond out in America's largest industries. Sweat proof; dust proof; 
. <a cee Cur Se ee ee sag proof. They give clean, sharp impressions, and keep 
h cale that h } , 
> peas ous a eae Goes stamps clean. Use also SPEED-MO Stamp Pad Inks. 





Write us for complete information. 


eink hte eth ied | RIVET-O MFG. CO. ofii22'Sis 


GEORGE W.BORG CORPORATION - 469 E. OHIO ST. - CHICAGO, ILL 











for Perfect When you are in need of — 
Impress tons STATIONERS GLASSWARE 


ROOCO STATIONERS HARDWARE 


STATIONERS CALENDARS 
DUPLICATOR INKS STATIONERS SPECIALTIES 


yw open and closed drum stencil 
uplicators produce first class results ; 

with this high quality ink. Samples Send to 
and prices on request. 


H. D. ROOSEN COMPANY Frank A. Weeks Mfg. Co. 


Brooklyn, N. Y. Chicago T 
Factory, foot 20th St. 609 S. Clark St. 311 Broadway New York, N.Y. 


(Pens 


exclusively 
SINCE 1876 
































DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 


~ MASTER 
SPEED KEYS 


(ne rubber to wear out) 
Write for our interest- 





%& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 











%& IMPRINTS A SPECIALTY ing proposition. 
TURNER & HARRISON Speed Key Mfg. Co., Inc. 

PEN MANUFACTURING CO. ee ee. 
1215 SPRING GARDEN STREET PHILADELPHIA, PA. pesca os ie 
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THE STATIONER’S 


SCRAP 


BOOK 


OF IDEAS 


PRICE $400 POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stalioners and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book ¢ eodie the subjects treated and gives the numbers 
of the pages where the stationer may find suggestions on 
the particular phase of his business that he may be in- 
lerested in al the time. The subjects run all the way 
from account books to window dressing and are written 
a —_ a way that the volume is an excellent reference 

—Office Appliances 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presenied 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a 
series of approved ideas, and the volume should meet 
with a warm welcome. 

—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Lt. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ““METHODES” in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 
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Let the bine Cee 
Your Typewriters 


—Use TURN-TABLE 


to vitalize your selling 





Three typewriters displayed | 
and demonstrated easily and 
safely on this attractively fin- Strong end modern in 
ished, well constructed table. sppearance; obtainable 

- in various finishes at 
It’s the focal point for the attractive prices. 


typewriter dealer’s display. ede oat 


at once! 


THE TURN-TABLE SALES COMPANY 

















240 East 86th St. New York, N. Y. 
- . —— A — —_ _ 





QUALITY STENCILS 
Mounted or Unmounted 


A stencil tissue which will bring you 
repeat business. 


Write at once for samples and 
attractive prices. 


Manufactured by 
GREATER AMERICAN STENCIL CO. 
116 University Place, 
Lincoln, Nebraska, U. 8S. A. 

















You’re buying Sales 


R Pres. yee Co Wiggins Peerless Book Form Stock. For 
pecans . ; every firm needs them; and if you dis- 
Pittsburgh play our assortments of styles and Binder 


Cases you will do more order taking 


Chatfield & Woods Co ; 
actual selling. 


Cincinnati ; Any of these paper merchants, or our- 
The Chatfield Paper Co selves, will give you further details. 
Detroit 
Seaman-Patrick Paper Co The John B 


Grand Rapids 
Carpenter Paper Co 
1162 Fullerton Ave. 
CHICAGO 


Houston 
L. 8S. Bosworth Co., Inc 


St. Louis 


when you handle business cards done on 


than 








Book Form Cards 


Tobey Fine Papers, Inc 





u-Wda- 


Brands 


DUPLICATOR INKS 





just an ink. part of 


ing room, critical endurance in your 


ony Hd offset or smudge—approved and 
¥> a # and 

- also schools and 

help you extend your sales. Wek. 





ma Distributors 
est Coast Duplicator 
supply Ge Ce., <i ee Bsa 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 





DU-WA-CO S19 ting p more than 
7 faction 
in accomplished workmanship in + duplicat- 


vertis- 

ing department, and the final Rm 4 of pull- 
ing power in the presentation of your literature. 
Intense color—more copies to the pound— 


in 


Dunham: Tatson @ 




















OFFICE APPLIANCES 


nN 
bo 





THANK YOU.. 


ROYAL PORTABLE DEALERS, for your splendid support and generous 
patronage during the past year e As an organization we do appreciate 
and value your cooperation. It has enabled us to mark up 1936 as “The 
Largest and Greatest Year in Royal Portable History” e Now we look 
toward 1937 with bright hopes for you, our friends—and with merited 
confidence in our products and their proven popularity in an ever- i 
increasing portable typewriter market e Your loyalty deserves, and will 


receive, even greater measures of promotion and protection than ever. 


ROYAL typewriter cone 


\ 
2 Park Avenue, New York City se messaee” a ; 
wy 
a ,on 
n Ww yle you ‘ 1 n sess = \ yest yp 
Eve prative® “\s ee 
yd veP poe Be ayy WL 
he grat” Yea 3 whe who 
we e sO : 
\eat™ for you } ye JersbiP : 
Ft port ink 1 | 
- 
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ard , eanine | | 








HEYER STENCILS ANDINKS + 





Another 
Improved 
Package 


Heyer firmly believes 
that quality packages 
promote sales for Heyer 
Dealers, The New pack- 
age for No. 998 Ink 


shown to the right has - 


real sales-appeal. Why 
the change? Merely to 
help you sell more Heyer 
Ink to more customers! 

















ECONOMY 
STENCILS 


P wre 


HE Heyer Line has much to offer you both in 

superior performance and wide variety. For only 

in the Heyer Line will vou find a selection of Six 
Different Stencils, a complete assortment of Black and 
Colored Inks and other supplies that will so completely 
cover the requirements of All of your duplicator cus- 
tomers. Lettergraph, Mimeograph, Neostyle, Roto- 
speed, Niagara and all other stencil duplicator users 
once introduced to this quality line of supplies con- 
tinue to demand Heyer Quality Merchandise because 
they know that it is standard and of constant high qual- 
ity. Investigate this modern and most complete line. 
Write for additional information and prices today! 


CORPORATION-CHICAGO 














1 Exclusive Underwood Champion Keyboard 


2 Touch Tuning .. Individual Key Adjustment 


3 Long Line Space Lever 
4 More Readable Line Finder and Paper Scales 
5 Paper Centering Scales 
6 Large Cylinder Knobs 
7 New Type Rubber Vacuum Feet 
8 Writing Line Indicator 
9 Variable Line Spacer 
10 Famous Underwood Touch and Action 
1 1 Overnight-type Carrying Case 


12 Underwood's High Standards of Precision 
Manufacture 






13 Greatest Portable value...made ae ig opel Fibers 
in the World's Largest Type- a en rm 
writer Factory ...by the Type- 
writer Leader of the world. 








Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters Accounting Machines . . Adding Machines 

Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World's Business 


The ¢ N ¢ Ww See page 105 
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